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PROFITS 


A Challenge You Must Answer! 


MultiKopy Carbon Paper, if properly sold, returns a larger net 
profit than any other line of merchandise or any other depart- 


ment in your entire store. 


Admittedly a bold statement. But a true statement. Consist- 
ently advertised to the consumer for 22 years, the complete 
Webster Line supplies every single need of your customers. 
Remember that sales and profits are not synonymous. You, as a 
good business merchant cannot afford to overlook this positive 


challenge to profits. 


F. 8S. WEBSTER CO., INC. 


(Est. in 1889) 


332-342 CONGRESS STREET, BOSTON, MASS. 
CHICAGO . NEW YORK . PITTSBURGH . SAN FRANCISCO . PHILADELPHIA . MILAN , PARIS . LONDON 





Read how these 4 
merchants met the 


Profit Challenge ! 


Case No. 5: Cieve- 
LAND, Onto—"97 new 
accounts opened in short 
time. Webco sales this 
period over $4,193. Web- 
co sales cooperation 
most gratifying; and best 
of all will benefit us in- 
definitely.” 


Case No. 6: Ox1a- 
Homa City, OKLA.— 
“Webco sales 50°) ahead 
of same period last year. 
153 new accounts opened 
in one week. Webster 
dealer cooperation and 
merchandising methods 
actually produce quick 
sales results.” 


Case No. 7: Wit- 
LIAMSPORT, Pa.—“Vol- 
ume of sales turned in 
exceeded our fondest ex- 
pectations. Greatly in- 
creased sales of Webster 
Products and Webster 
Typewriter Ribbons is 
the direct result of Webco 
dealer cooperation.” 


Case No. 8: Mem- 
puis, TENN.—The value 
and efficiency of Webco 
Sales Promotional plans 
is summed up in two 
words —Splendid sales’. 
Your instruction in the 
modern method of selling 
carbon paper and type- 
writer ribbons rings the 
cash register.” 
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€ OFFICE APPLIANCES 
isa news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Itscompre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agent efor the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


§ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year,$2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 
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ABPBPLIANCES 


PUBLISHED ON THE FIRST DAY OF EVERY MONTH 


The Office Appliance Co. 


417 S. Dearborn St. 


Chicago 
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by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


— 


§ No person, firm or cor- 
poration, either directly or 
indirectly connected with 
theindustry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 


fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the werld to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


{ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
ageis enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


§{ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


§ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


q “Office Appliances” is reg- 
istered in the United States 
Patent Office, Washington, 
D.C. 


{ COPYRIGHT. Contents 
covered by Copyright, 1931, 
by The Office Appliance 
Company. 





ASSOCIATION 


National Association News........ 
(See also Meetings—Dinners 


tions, 48) 
DEPARTMENTS 


DEE n6pe6dendsantddnaendenas 
2 Perri ee 
Meetings—Dinners—Conventions 
Mintings—The Page of Progress...... 
New Machines and Devices............... 
News and Miscellany........... 
OP ee Ts 2 64 de4n6n CANsaGaS 
Other Lands, In—Including London Let- 
ter by W. Teignmouth Shore 
PS Ce nc 06n6eccensewaes 
| Ee a 


Wedding Bells .... 
FEATURES 


Office Equipment Industry Makes 
of an Ad- 


Stand and Deliver—Review 





~ VOL. 53 


Census Distribution on Adding and Bookkeep- 
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Russ Celebrates Twentieth Year with Royal 66 
Gardner Company President Returns from 


epeseecddeee ABSORE ccccnccnccccececcneesseedssees 66 writers 
- 98 A. L. Payne Visits with Dealers.......... 66 
aoe eee a 163 Prizes for Farm Bookkeepers............. 74 
Wilde to Help Lyon Dealers of Metropolis. 77 coma 
Time Kankakee Bookstore Opened.............. 7 








Proposed Manufacture of Typewriters in 


eevee . 60 Og ey rears BORED oo cccces vonceens 64b49400000R45R08 
Conven- Cost Study of Marking Device Distribution. .102 British Market for Wooden Office _—, 
GID  cccccccccccccosccesceséocces sees 5 
Wolcott on Addressograph Sales Educa- 
eanbeews 17 Beacom College Has Office Appliance Ex- tion W ee a eee 
er — @ OR ere ok Pe Scope of Export Tables Increased.........106 
paebues . 48 “‘Flexipost’” Contest Closes............... 46 E. Faber Awards in ‘‘Mongol’’ Colored 
11 Maverick-Clarke Has Automatic Line..... 46 Pencil Scholarship Contest............. 11 
28 Brevities from ‘‘Lone Star” State........ 64 Dealer’s Trade Improves in New Location. .112 
nigedbce ace 42 Atlanta Stationery Firm Robbed.......... 64 Son of Nathan Coleman Succeeds Late 
eames .163 New Orleans House Sues to Protect Name. 66 PaMeP coccccccideccvsccceset ours veneunne 


Radio Pencil Prize Contest.............. 115 
Shaw & Borden Company Adds Type- 
1 


Roth Opens Office on Broad Street....... 116 
Typewriter Ribbon Concern Opens at Ta- 
ovecegtcosntoahenesnséaseousaahs ll 
Attractive Neva-Clog Window Display....119 
Seattle Business Houses Give Prosperity 
11 


School Desk Factory Planned for Dayton.. 77 
dress by Merle Thorpe, Editor of the Infringement Charged by Pitney-Bowes... 77 COUPONS cooccvechenscdncebévanncnsd he 
a FR ere 13 Foreign Trade in Stationers’ Rubber Goods. 78 Newburgh Office Equipment House Moves..119 

Vocational Commercial Education—An Ad- Dry Goods Men to Meet with Advertising Marchant Staff Changes and Additions. 
jiress by Willi L. M Principal of Federation 81 rt “si fa D ‘ a 
dress by illiam L. Moore, Principal of j§ §j = B@GOPAUION 2... eccneeceneeesessseseees Rega naugurates a ealer Awa 
John Hay High School, Cleveland, Ohio.. 15 Cotesages pone Heyer Products........ 81 ‘Plan _ EF pe pitas >ecvsoseeu 

Watch Your Step—By M. L. Hayward.... 21 Siam as a Market for Specialties......... 85 s ) y - 

Out of the Record—Fragmentary Glimpses Promotions by I. B. M. Sales Organization 88 yoy i+ eeripshet ecard seg or 1 
Ot Hs I 5 oi cartes cewka cc ahnass 22 Evans Represents Automatic File in South. 93 Los Angeles House ‘Undergoes Further 

Impressions of the U. S. A Arthur > Simonson Returns from Southern REG. ~ nb css cacnoasteses 124 
Tunley, Johannesburg, South Africa. ccs a ND 0000506050656 0heeness cbbanes idee 94  #§§ gestae Mintience Seecken Tite 

Typewriters in Burmah—By Warren X-ray Helps Autopoint Salesmen......... 97 ag yy ey ee 13? 
ECS a ey Seep ie 26 yee Men at Chicago Plan Golf Faloon Represents ( ‘Company in 

FRONTISPIECE rr BT rs 97 . , 

Partial View of the Business Section of Marchant Chicago Branch Moves Up B. -y ~ ; Out Pi ‘kens-Hoffman Com- 
eae. Wein € Higher a Pickens Buys Out Pickens-Hoffman Com- 
Ses 3 PE Re a ee Seay eee es S REBAR ct eee ‘ 

FURNITURE, OFFICE—Wood and Steel BS F Sample Display at the Palmer “ New “Pyraiin” ‘Fountain Pens’ ‘Rmbody a4 
Big Sales Possibilities in Steel........... 24 pr Ma hates ek: Miadadhlp tag htied Athol bg feted os 42 . Color Combinations ..........eseeee0. 128 
a yee Company Presents New Desk Coder Recovers from Painful Iliness...... 128 

are are 25 : Original Moving Window Display Fixture. .131 

Hoosier House Fits Up Indiana Governor’s pee ey eae tt tteeeeeeeseeeeeeees = Two Btsbeld fen Poomettl..c......... 131 

M mmo ee ee + 3% Business Opportunities  dimavaapedisiaaneiaed 8 — Business at New Bedford 
E \NDISING Ne 7 Catalogues Serreerenrrrreate fap me he WUE cece nedceescoecagsteasbebabeonns 13 
This Kind of Advertising Will Pay—By —- Mtg 192, 195, 196, 199, 200, ‘as Special Display by Chicago “Y and E”...132 
_Henry Frommes ............--+-+: ooce SR “QU em ee ee 184 Journeyings by Quality Park Executives. = 
Getting the High School Business in a SMD duh so vhs 0céreutinitendiatinel Yakima Concern Reorganizes......... 

Small Town—By Ursula Kelligar....... DD ., BIER: baivaa0cc.cpwadactouneteann 184 J. A. White Returns from Winter Vacation. 135 

— Selling Makes Inside Profits—By - Other SIU .6.4.000 00 sv vaseeneceeeeaen 186 ne = bp ty 4-4, — a 

Bete n eee e seen seen eeeeeeeeeeerees 2 are vain +250 aseans Pia maste *rices Reduced on Many Ro achines. 
eee PU ED ing» vcs cnnvenadsesecnctes 192 Baylis Installs More Fine Furniture for 
ce Equipment Exhibition at Winnipeg... 35 Ribbons and Carbons...................... 188 CUBLOMREE occ ccvccccsonecescdscceescsese 135 

Knoxville Dealer Takes Larger Premises.. 39 Stationery .............0.0.ccccccccceeee 191 H. D. Field Returns to Office Appliance 

Kendrick-Bellamy Window Features Un- Typewrnttere oo... ccc cece cece 187 RIE 5 oie nccuta ntieue deren 139 
WEES TRONS occ ccsccctencdccccvscive 40 ee geo ree Writing Fluid Concern Opens at Peru... ..139 
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A Force, Wm. A., & Co...... 133 ReewG, We Gig GBcccccceocs 183 Q 
Acco Products, In ; 112 Free Hand Binder Co.....206 Loose Leaf Metals Co.....204 Queen Ribbon & Carb. Co.198 
Accounting Devices Co...183 Fricker Corp. .... ee 181 Luther Ink & Stp. Pad Co.197 R 
Acme Staple Co Fa 115 Fulton Specialty Co......204 Lyon Metal Products, Inc. .100 Rand McNally & Co 66 
Addressograph Co. .......213 Furnas Furniture Co......192 u Ravenswood Off Spec. Co. 209 
Adjustit Display Spec. Co. 209 G Macey Co., The.......... 145 Regal Typewriter Co...... 81 
Adjustable Table Co......202 Gardner, P. A., Lthr. Wks. 206 Manifold Supplies Co..... 97 Reliable Tw. & A. M. Corp. .209 
Aigner, G. J., Co 208 General Eclipse Co.......202 Marchant Calc. Mach. Co. .149 Reliance Pencil Co........ 159 
Allen & Co 188 General Fireproofing Co., Markilo Co, ...... ccooe Remington Rand Business 
All-Steel-Equip Co . -158  ndadar ee 7 0 RR RES ..193 NE ee eee g 142, 43 
Alma Desk Co 140 General Office Equip. Cp. .109 Meilicke Systems, Inc... ..200 Roberts No. Mach. Co..... 85 
American Can Co 94 General Pencil Co ...186 Meilink Steel Safe Co., The.206 Roberts, Weldon, Rub. Co.166 
American Electric Co.....168 Globe-Wernicke Co . 83 Mergott, The J. E., Co....127 Rochester Rib. & Carb. Co.191 
American Embossing Co. .197 Goldpress Co. ..... 188 Metal Office Furn. Co.....146 Rockwell-Barnes Co. ..... 166 
Amer. No. Machine Co 124 = Graff, Geo. B., Co .....199 Metropolitan Furn, Serv..205 Royal Typewriter Co...... 114 
Amer, Writing Mach. Co.. 84 Grand Rapids L. L. Bdr.Co.190 Meyer & Wenthe.........189 
Ames Supply Co 78 8s 
Art Metal Construction Co.153 Sainberg & Co., Inc....... 194 
Art Steel Co., Inc 204 Sanford Mfg. Co.......... 178 
Art Wire & Stamping Co. .182 Sanymetal Products Co...194 
Ault & Wiborg 107, 108 A DVE LT ig rM EF us Searles Elec. Weld. Wks. .200 
Aurora Metal Cabinet Co..173 DP Db sttebhess coneae’ 72 
Automatic File & Index Co. 95 Sengbusch S-Cl. Inkst. Co. 96 
Auto. Pencil Sharpener Co. 82 These advertisements present the products of Service Steel Products Cp.170 
Autopoint Co . 92 d : : i Shaw-Walker Co, ........161 
Aueee Gabhee Ge........ 908 the leading manufacturers in each division of Sheaffer, W. A., Pen Co.86, 87 
the industry. Because of the ground for honest Sheppard, C. E., Co....... 164 
B , Sherman-Manson Mfg. Co.195 
Bankers Box Co 74 differences of opinion the publishers obviously Shipman-Ward Mfg. Co...175 
“cant “+ nals _ cannot undertake to guarantee transactions be- Sibley, Edw. L., Mfg. Co. .123 
Bassick ¢ 119 Silverglo Lamps, Inc..... 208 
Bentson Mfg. Co 192 tween advertisers and customers. They do, Simonson, R. A., & Co....205 
— POOP SESE. SO. «20+. ~ however, offer their service in resolving any. Sungren Gens Hina, Sees. se 
serlin Int. Office Exhib 189 Smith, L. C., & Corona 
Blum, Emery, Inc 195 disagreements between advertisers and cus- Typewriters, Inc. ...... 65 
tooru ease Co 70 : Toise & Sh. EF - 908 
teem . K + or ca tomers, which result from relations established ane stan . > 
Bridgeport Pen Co., The. .208 through the journal. Speed Key Mfg. Co....... 205 
Bridges, F. W., Ltd 211 Standard Brief Case Co 187 
Bristow, Stanley R 206 Mm Standard Mail. Machs. Co. 93 
Brownville Paper Co 104 Stationers’ Loose Leaf Co. 99 
~-aneconin, dope hss Carb. Co.176 Graphic Duplicator Co 204 Miller Bros. Pen Co... 206 Steel Equipment Corp... ..125 
Bump Paps . Fastener Co. .190 Guide System & Supp. Co.181 Milwaukee Chair Co... 141 Steel Fixture Mfg. Co....174 
Buro-Bedarf-Rundschau...211 Guniocke, W. H., Chair Co.194 Mimeograph, The ...... 63 ‘Steel Furniture Mfg. Co...148 
Burroughs Add. Mach. Co.212 Gunn Furniture Co.. 121 Mimeo Service Bureau 206 Storms, H. M., Co....... 174 
Bushnell, Alvah, Co 105 Mittag & Volger, Inc _ 4*7 Sturgis Posture Chair Co.208 
Business 210 : H : " Mom Bureau mete 210 Sundstrand Add. Machine.109 
H. A Ink Eradi ator Co. .209 Mestre Push-Pia Go... 196 Sun Rubber Co., The..... 98 
c Hall-Welter Co 198 " - ne on e Superior Off. Spec. Co... ..201 
Carpenter, E. W., Mfg. Co. 208 Hanson Scale Co.. 207 ne ae —— po Swan Pencil Co., The.....190 
Carter’s Ink Co 126 Harter Corp 136 Munson Stamp Pad Co....156 ° 
Clarotype Co., The 205 Hedman Mfg. Co... 203 Munson Supply Co. 106 T 
Clemetsen Co., The | | Higgins, C. M.. & Co 182 Serene BOG Gein ccccccecs 134 Tell City Desk Co........ 162 
Cole Steel Equipment Co..209 Hich Point B. & Chair Co.135 Tip Top Mfg. Co...... . . 206 
Columbia Rib. & Carb. Co. 71 Hoge Mfg. Co., The... 209 al Toledo Metal Furniture Co.151 
Columbia Steel Eq. Co. .72, 73 Hoosier Desk Co 101 Natl. Brief Case Mfg. Co. .171 Triner Scale & Mfg. Co...203 
Columbian Art Works... 111 Horn. W. C.. Bro. & Co 207 Nat'l Business Show Co 122 Turner & Harrison Pen Co.205 
Colytt Laboratories Co 207 Hotchkiss Sales Co 163 Natl. FiberstoK Env. Co..179 THOR COUR 6c ccccacecess 205 
Compo Mfg. & Sales Co...201 Hotel New Yorker 204 Natl. Vule. Fibre Co — U 
Conklin Pen Co., The 154 Hunt, C. Howard, Pen Co..180 Neidich Process Co....... 162 Underwood Elliott-Fisher 
Cook, H. C., Co 176 Neva-Clog Products, Inc. .102 ‘ pr od Mea 
Corona Typewriter 65 I New Indiana Chair Co.... 91 2 ~s . ne ; on nities en ae 
Corry-Jamestown Mfg. Cp.169  !4eal School Supply Co...186 N.Y, Silicate Bk. Slate Co.208 Underwood Tw.... jack ¢ ford 
Crown Ribbon & Carb. Co. 182 Imperial Desk Co...... 128 Union Ribbon & Carb. ¢ 0..209 
Currier Mfg. Co 179 Imperial Methods Co 202 oO U. S. Envelope Co.. ve eeees 19 
Imperial Steel Cabinet Co.185 Oakville Amer. Pin Div. ..138 U. 8. Lace Paper Wks... 183 
D Impr. Boehner Binder Co. .204 Office Appliance Co., The. .199 U. &. Tw. Parts & ouD. Ce.558 
Davids, Thaddeus, Ink. Co.175 Indiana Desk Co.. . 90 “EUS” “Aga _.. 207 U. S. Tw. Ribbon Mfg. Co. 207 
Defiance Sales Corp 190 Ink Specialties Co., The 32 «Old Town Rib. & Carb. Co.144 Vv 
Detroit Metal Spec. Co 198 Int'l Printing Ink Cp. .107, . Olsen, O. C, S., Co... 181 Van Dorn Metal Furn..... 75 
Dick, A. B., Co 63 Invincible Metal Furn. Co.165 Orpin Desk Co........ os Oe Varityper Incorporated....179 
Diebold Safe & Lock Co...118 z Orthwine Mfg. Co..... ..209 w 
Diemer, John F., Co : 189 ~ rr e Oxfor , . S ‘o 29 
Downey, The C. L., Co 206 aguante rs seetat Desk Co 30 eters Paling Sup. Co... ..25% Wabash Cabinet Co....... 116 
Dunleavy Co. Th ~~ Seen... as , Wagemaker Co. ..........161 
Duplicator Paper & Supp Jasper Off. Furniture Co. .193 Pacific Cb. & Rib. Mfg. Co.139 Wark-Bensen =“. Pure. , >. ons 
ve 172 Jasper Seating Co........177 Parker Pen Co........... Se cats seete 
: : : Weber Costello Co........ 179 
F K Se ee cae NN, Fe Be Oo. 500s. 2 
Elliott-Fisher -+-109 Kay-Dee Co. .......-. 197 pe ety — wm — Weis Mfg. Co...67, 68, 69, 70 
Englewood Desk Co 178 Kihn Bros. ‘ aie 187 oi , “ms — mee Weston, Byron, Co........ 110 
Esterbrook Pen Co...131, 177  Kohthaas Co., The 202 Peerless Wire Goods Co...193 Wholesale Typewriter Co..177 
Evansville Desk Co 185 Ko-Rect Posture Chair Co.184 wusoune — — ee ae _ Wood Office Furn. Asso... 76 
Eveready Mfg. Co., Boston.207 Krantz Mfg. Co ve. ..186 Phillips Ribb. & Carb. Co..201 Worcester Wire Nov. Co. .196 
Pierce, 8. K., & Son.......198 Wrenn Paper Co.......... 88 
Fr L Pe? De GE ocsc vdesens 184 
Faber, A. W 89 Lackawanna Leather Co. .169 POGCINGOE CO. sccccccceces 152 Y 
Faber, Eberhard 117 Leopold Co., The. . 80 Press Products Co., The...120 Yankee Paper & Spec. Co. .197 


F-B Mfg. Co ~~ Little, A. P., Inc...... 180 Prym, William, of America 64 Yawman and Erbe Mfg. Co.103 
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Adding Machin 
pescones 8 Adding Mach. Co.212 
Biliott-Fisher ...........-. 109 
General Office Rea. Comp. . 19 
Marchant Calc. Machine Co.149 
Sundstrand Adding Machine.109 

Atees Machines, Rebuilt 

liable Tw. & A. M. C....209 

Adding Machine Rolls and Paper 

a? well-Barnes Co....... 166 
S. Lace Paper Works... .182 
Saies Paper & Spec. Co... 197 

Adding Typewriters 
Burroughs aguas Mach. Co.212 
Underwood, E 


Addressing Machines 


Addressograph Co......... 213 

Speedaumat ...........+- 213 
Adhesives 

(See Inks, Adhesives, etc.) 
Arch and Clipboards 

Free Hand Binder Co...... 206 

Globe-Wernicke Co........ 83 

Rockwell-Barnes Co....... 166 
Bankers’ Note Cases 

De CE Gs 4. 6 6604054 vee 204 


Cole Steel Equipment Co. . .209 
Currier Mfg. Co 179 
General Fireproofing Co. ..137 
Globe-Wernicke Co........ 83 
Ravenswood Off. Spec. Co. .209 

Billing Machines 
Burroughs Add. Mach. Co. .212 
Blliott-Pigher .....ceseees 109 
General Office Equip. Corp.109 
Underwood Typewriter 0. 

otbendesedunent Back Cover 

7 Catalog and Periodical 


Acco Products, Inc........ 2 

BEER. Ge Gan Gis vce caens 208 
Blackboards 

N. Y. Silicate Book Slate Co.208 

Weber Costello Co........ 179 
Blank Books 

Boorum & Pease.......... 170 

Rockwell-Barnes Co....... 166 
Blanks for Bonds and Stocks 

Be BOOB. ccccceseveeses 187 
Blotters 

Wrenm Paper Oo. ......s-% 88 
Blue Print and Pian File Cabtats 

All-Steel-Equip Co. .-- 158 


Art Metal Construc. Co.- .153 
Automatic File & Index Co. 95 
Pe Be, Ga ceroengrves 75 
Columbia Steel Equip. Co. .72,3 
General Fireproofing Co... .137 
Globe-Wernicke Co........ 83 
Yawman and Erbe Mfg. Co.103 
Bond Boxes 
Art Metal Construct. Co....153 
BS GE Gin coceccsigvace 204 
Cole Steel Equipment Co. . .209 
Corry-Jamestown Mfg. Corp. 169 
General Fireproofing Co... .137 


Globe-Wernicke Co........ 83 

Steel Equipment Corp..... 125 
Book Cases 

Art Metal Construc. Co....153 


General Fireproofing Co., 


eer 137 
Globe- Wernicke Co........ 83 
Gunn Furniture Co........ 121 
ee Gah. BBs 6 ee ene eses 145 
Weis Mfg. Co...... 8. 9. 70 
Yawman and Erbe Mie. Co.103 

Bookholders 
Acco Products, Inc........ 112 
Book Rings 


Carpenter, E. W., Mfg. Co. .208 
Bookkeeping Machines 
Burroughs Add. Mach. Co. .212 
Elliott-Fisher ..........e.. 109 
General Office Equip. Corp..109 
Underwood Typewriter ‘0. 
.bbSCO8 66400606 Back Cover 


Box Files 
PQ are ee 204 
Globe-Wernicke Co........ 
Rockwell-Barnes Co....... 166 
Weis Mfg. Co...... 67, 8, 9, 70 
Brief Cases 


Bredemeier, E. W.. & Co...160 

Nat'l Brief Case Mfg. Co...171 

Standard Brief Case Co....187 
Bulletin Boards 

N. Y. Silicate Bk. Slate Co. .208 

Weber Costello Co........ 179 
Business Shows 

Berlin Int'l Office Exhib....189 

National Business Show Co. 122 
Calculating Devices 

Meilicke Systems, Inc..... 200 

Reliable Tw. & A. M. C....209 
Calculating Machines 

Burroughs Add. Mach. Co. .212 

Marchant Cale. Machine Co.149 

Sundstrand Adding Mach. . .109 
Calculating Machines, Rebuilt 


Reliable Tw. & A. M. .109 
Calendar Pads and LSA, 

Columbian Art Works..... lll 

Defiance Sales Corp....... 190 
Carbon Pa 


pers 
(See Ribbons and Carbons) 
Card Cases, Pocket 
Gardner, P. A., Leather Wks.206 


Impr. Boehner Binder Co. . . 204 
Card Index Boxes & Trays 

Art Metal Construc. Co....153 

MES Tees Gs 6-64 60 00 6 see's 204 


Automatic File & Index Co. 
Bentson Mfg. Co......... 
Cole Steel Equip. Co. 


95 
192 


. 209 
Columbia Steel Equip. “Co. 72, 3 


Currier Mig. Ob... ccccce: 179 
Diemer, John F., Co...... 189 
General Fireproofing Co., 

SD osc ascb0n00 4955005 137 
Globe-Wernicke Co., The. 83 
Guide System & Supply Co.. -181 
Imperial Methods Co......2 02 
MERON GO, BeBe ocecsecsee tH 
Press Products Co......... 120 
Sainberg & Co............ 194 
Shaw-Walker Co.......... 161 
Steel Furniture Mfg. Co...148 
Wagemaker Co., The...... 167 
Weis Mfg. Co..... 67. 9, 70 
Yawman and Erbe Mfg. x ts 103 

Cash Boxes 
Art Steel Co., Inc......... 04 
Cole Steel Equipment Co. . .209 


Desk Calendars 
Columbian Art Works..... 111 
Defiance Sales Corp....... 190 
Desk File 


Racks 
Automatic File & Index Co. 95 


Boorum & Pease Co....... 170 

Sainberg & Co.........56. 

Sun Rubber Co..........- 98 

Superior Office Spec. Co...201 
Desk Pads, Glass 

Polar Mig. Co. .........0:. 184 


Ravenswood Off, Spec. Co.. .209 
Sainberg & Co 1 
Desk Pads, Linoleum 


; 1 
Ravenswood Off. Spec. Co. .209 
Sainberg & Co 
Superior Office Spec. Co... .201 
Wagemaker Co........ .--167 

Desk Pending-Letters Holders 
Acco Products, Inc........ 112 





CLASSIFICATIONS 


For the benefit of the subscribers the lines 


advertised are here classified. 


Many of the 


requirements of the modern business office are 


represented. Should subscribers be interested 


in any article of office equipment not listed 


here, they are cordially invited to communi- 


cate with the service bureau, through which the 


information will be promptly and cheerfully 


furnished by letter, without obligation. 





Casters, Shoes, Ete. 


PE Cyt nceeesoosedees 119 
Sun Rubber Co...... .. 98 
Chair Mats 
WO Gees GOe sc cieccccscs 184 
Chair Pads and Cushions 
PORE Ts Ga co ccectsece 184 
Ss) = oer 194 
Sun Rubber Co........... 98 
Chairs 
General Pingprocting Co....137 
Gunlocke, . H., Chair Co.194 
High Point Bend. & Ch. Co.135 
Jasper Chair Co.......... 173 
Jasper Seating Co......... 177 
Ko-Rect Posture Chair Co. .184 
Milwaukee Chair Co...... 141 
New Indiana yx a 91 
Pierce, - K., & Son Co...193 
DOE, is 0.0 00b.00040006 6 172 
Sturgis , ern Chair Co. ..208 
Toledo Metal Furniture Co..151 


Wark-Beacon Steel Furn. Co. 


201 


Check Protectors & Writers =a, 


Hall-Welter Co........... 


Hedman Mfg. Co......... 2 


Check Protectors and Writers, Used 


Reliable Tw. & A. M. C.. 
Check Sorters 

Kohihaas Co., The........ 
Checks, Stamped Metal 

Meyer & Wenthe.......... 
Clips, Paper (See Paper Clips) 


. 209 


Coin Bags, Trays and Wrappers 
Art Steel Co., Inc......... 204 


Downey. The C. L., Co... .206 
Copyholders 

Acco Products, Inc........ 112 
Copying Devices and Supplies 

Yawman and Erbe Mfg. Co.103 
Costumers 

Furnas Furniture Co...... 192 

Geggret Fireproofing Co.., 137 

RE ee abbbetee: 83 

Jamestown Metal Desk Co. .130 

Sanymetal Products Corp. ..194 
Crayon 

Weber Costello Co......... 179 
Cuspidor Mats 

Pe Ge DOs ccc cevesses 184 
Cuspidors 

Be Gee. GA, obs neocnen oe 204 

Cole Steel aytipment Co. . .209 

Detroit Metal Spec. Co... ..198 
Cutters, Pa and Card 

Ideal School Supply Co... .186 
Dating Stamps 

Amer. Number Mach. Co. . .124 

Fulton § ~ See 204 

Meyer & Wenthe.......... 189 


Desk Trays 
Art Steel Co., Inc......... 204 
Automatic File & Index Co. 6 
Berger Mfg. Co........... 
Cole Steel Equipment Co. “208 
General Fireproofing Co. . . :137 


Globe-Wernicke Co........ 83 
Imperial Methods Co...... 202 
Jamestown Metal Desk Co.130 
Macey Co.. The..........-. 145 
Metal Office Furn. Co...... 146 
Sainberg & Co...........- 194 
Wagemaker Co...........+; 167 
Weis Mfg. Co...... 67, 8, 9. 70 


Worcester Wire Novelty Co.196 


Desk Work Distributors 
Automatic File & Index Co. 95 
Bristow, Stanley R........ 206 


Currier Mfg. Co.......... 179 
Globe-Wernicke Co........ 83 
Horn, W. C., Bro. & Co... .207 
Kohlhaas i . eer 202 
Sainberg & Co...........-. 194 
Superior Office Spec. Co. . .201 
Wagemaker Co....... . 167 
Desks 
Alma Desk Co...........+. 140 


Art Metal Construc. Co....153 
Automatic File & Index Co. 95 
Berger Mfg. Co..........-. 

Clemetsen Co., The 
Columbia Steel Equip. Co.72, 73 
Corry-Jamestown Mfg. Corp. ns 


Englewood Desk Co....... 78 
Evansville Desk Co....... 188 
Furnas Furniture Co...... 192 
General Fireproofing Co... .137 
Globe-Wernicke Co........ 83 
Gunn Furniture Co........ 121 
Hoosier Desk Co.......... 101 
Imperial Desk Co.......... 128 
Indiana Desk Co.......... 90 


Invincible Metal Furn. Co..165 
Jamestown Metal Desk Co. .130 
Jasper Desk Co........... 173 
Jasper Office Furniture Co. .193 


Leopold Co., The. ......... 80 
Macey Co., eer 145 
Metal Office Purn. Co...... 146 
Myrtle Desk Co........... 34 
Olsen, O. C. 8., Co......... 181 
Orpin Desk Co.......... 194 
Shaw-Walker Co.......... 161 
Steel Equipment Corp...... 125 
Steel Fixture Mfg. Co...... 174 


Steel Furniture Mfg. Co... .148 
Tell City Desk Co 1 
be ag ag is 6o00ssiant 
Weis Mfg. Co..... 67. 8, 9, 70 
Yawman and Erbe Mfg. Co .103 


Display Fixtures 
Adjustit oO Spec. Co.. ec 
Ort’ wine Mite ph’ c00k ale 
Drinking Cu 
Orthwine Nie. a i rer 209 
Duplicating Machines 
hdd Dat ccvetes 213 
Dick, A. eer 
Graphic Duplicator Cs want 204 


Mimeograph, The 63 
Standard Mail. Machs. Co.. 93 
Du — —_ —™* ae Rebuilt 
imeo Serv. 206 


A. 
Dust licator Paper & Supply 


cooenee 

Graphic Duplicator adhe 204 

Ink Specialties Co........ 132 
Envelopes 

Bushnell, Alvah, Co....... 105 

iemer, John F., Co....... 89 


8 
ae FiberstoK avelepe Co.179 
U. 8S. Envelope C 79 


Enselopes Celluloid 
ean ent be Genes 209 


-—" ~¥ poitance Co., The. 188 

Standard Mal Machs. Co.. 93 

Eradicators, — 

H. A. Ink Eradicator Co... .209 

(Blackboard) 
Silicate Book Slate on 208 

Weber Costello Co........179 
Erasers (Chemical) 

H. A. Ink Eradicator Co... .209 
Erasers (Rubber) 

Auto. Pencil Sharpener Co.. 82 

Paber, A. W., I9@.......5. at? 

Faber, Eberhard ......... 

Roberts, Weldon, Rubber Co. 13a 
Exhibitions 

Berlin Int'l Office Exhib. ..189 

Nat'l Business Show Co... .122 
Expense Books 

Defiance Sales Corp....... 190 
Eyelets and Eyelet Fasteners 

Sibley, Edw. L., Mig. Co. . .123 


File Boxes, Collapsible Corrug. 


Bankers Box Co......... | 

Kay-Dee Co.........5565: 197 
File Boxes, Metal 

Art Steel Co..........+2-- 204 


Automatic File & Index Co. 95 


Cole Steel uipment Co. .209 
Currier Mfg. Co.........+.- 179 
Press Products Co........ 120 
Rockwell-Barnes Co....... 166 


Filing Cabinets, Metal 
Art Metal Construction Co. “208 


ASE Bees GO. cocccecscsos 04 
Aurora Metal Cabinet Co. ..173 
Automatic File & Index Co. abe 
Bentson a ae o eameh nets 


Ki: 

Columbia Steel uip. Co..72,3 
Corry-Jamestown Mfg. Corp.19 
General Fireproofing Co... .1 


Imperial Steel Cabinet Co.. 
Invincible Metal Furn. Co. .165 
a Met. Desk Co.. .13) 


Co., The....:... .. 145 
Metal Office Furn. Co...... 146 
Press Products Co........ tT 


Steel Furniture Co. 
Yawman and Erbe Mfe. Co. 103 


Filing Cabinets, Wood 


Auto. File & a Ts nose 95 
Globe-Wernicke Co........ 83 
ppereen Methods Co: Tints © 202 
M Wn gele 3ss seh 145 
Shaw-Walker Pp ects cucea 161 
— eer. a5 7 
Weis els Mig. sb pee 67, 8 70 
Yawman x Erbe Mfg. be” 103 
Filing Supplies 
Seee | Fredaste, } rer 112 
Aigner, G. J.. OO. ..0.+s00% 208 
Al pteel wip oe ak a ee 158 
Automate | inde Co. 95 
Bushnell, oeee0 
neral fing Co. ..137 
Globe-Werni ecsee 


“see eeeeese 


Macey Co., 
Natl FiberstoK a bases ere 


Oxford Filing Supply Co 12 

Rockwell-Barnes Co.... 166 
Simonson, R. A., Co... . 205 
Steel Saptpment SS” ee 125 
Wabash Ca BS Gee cusecce 116 
Wagemaker Co........... 167 
Warshaw Mfg. Co., rae 186 
Weis Mfg. Co...... 67. 8, 9, 70 


Yawman and Erbe Mfg. Sor 103 
Finger Pads, Rubber 

Sun Rubber Co........... 98 
er 2 an, Sas wee 








6 


Fountain Pens 


Autopoint Co ‘ . 92 

Carter's Ink Co 126 

Conklin Pen Co The 154 

Parker <- Co rhe 113 

Sheaffer, W. A.. Pen Co 86, 7 
Fountain Sendeneth (Combined) 

Conklin Pen Co., The 154 

Sheaffer. W. A Pen Cx 86. 7 
Furniture Bumpers 

Polar Mig. Vo 184 

Sun Rubber Co 98 

Weis Mfg. Co 67. 8. 9. 70 
Furniture Handling Service 

Metropolitan Furn. Service. 205 
Furniture Polish 

Globe-Wernicke Co 8&3 
Globes, Geographical 

Rand McNally & Co 66 

Weber Costello Co 179 
Gold Stamping 

Aigner, G. J.. Co 208 
Gold Stamping Presses 

Goldpress Co 188 

Simplex Gold Stamping Press.171 
Gummed Cloth 

Aigner, G. J.. Co 208 
Gummed Cloth Rings 

Warshaw Mfg. Co., In 186 
Hotels 

Hotel New Yorker 204 
Index Card Signals 

Cook, H. ¢ Ur 176 

Graff, George B.. ¢ 199 

Macey Co The 145 

Moore Push-Pin Co 196 
Index Tabs 

Aigner, G. J Co 208 

Auto. File & Index Co 95 

Cook, H. C.. Co 176 

Guide System & Supply Co.181 

Simonson, R \ & Co 205 

Warshaw Mfg. Co., In 1s6 
Inks, Adhesives, Ete. 

Carter's Ink Co 126 

Davids, Thaddeus. Ink Co 175 

General Eclipse Co 202 

Higgins. Chas. M. & Co 182 

Int'l Printing Ink Corp 107.8 

Luther Ink & Stamp Pad Co.197 

Sanford Mfg. Co L78 
Inkstands 

General Eclipse Co 202 

Sengbusch S-C Inkstand Co. 96 
Labels, Law Books and ambos 

Aigner. G. J 208 
Lamps 

Silverglo Lamps. In "O08 
Lead for Mechanical Pencils 

Faber, A. W In g9 

Sheaffer, W. A.. Pen Co. . 86 7 
Leather Goods 

Bredemeier, EF. W & Co 16K 

Nat'l Brief Case Mfg. Co 71 

Standard Brief Case Co L&7 
Leather Upholstered Furniture 

Gunlocke, W. H.. Chair Co 194 


Seglin, M 172 
Leathers, Upholstering 

Lackawanna Leather Co 169 
Letter Distributors 


Bristow. Stanley R "06 
Globe-Wernicke Co Ru 
Imperial Methods Co 202 


Kohthaas Co., 
Letter Trays 
(See Desk Trays) 
Letterheads 
American Embossing Co 197 
Lettering and Show Card Pens 
Bridgeport Pen Co 208 
Library Equipment 


I'he 2033 


General Fireproofing C« 137 
Globe-Wernicke C: & 
Linoleum Desk Tops 
Polar Mfg. Co LS4 
Sainberg & Co 14 
Wagemaker Co L167 
Lockers and Storage Cabinets 
All-Steel-Equip Co 158 
Art Metal Construc. Co 153 
Art Steel Co "04 
Aurora Metal Cabinet Co L173 
Automatic File & Index Co. 95 
Berger Mfg. Co 75 
Corry-Jamestown Mie. Corp.169 
General Fireproofing Co 137 
Globe-Wernicke Co 83 
Invincible Metal Furn. Co 165 
Lyon Metal Products, In 100 
Macey Co.. The 145 
Steel Equipment Corp 25 


Yawman and Erbe Mfg. Co.103 
Loose Leaf Books and Systems 


Accounting Devices Co 8: 
Boorum & Pease Co 170 
F-B Mfg. Co 181 
Grand Rapids L L Binder Co.190 
Lloyd. W. G Co 183 
Neva-Clog Products, Inc 102 
Sheppard, The C. E.. Co 164 
Stationers. L. L., Co 99 
Loose Leaf Covers, Emb. & Decor. 
Aigner. G. J.. Co 208 
Loose Leaf Envelopes, Celluloid 
Markilo Co 209 
Leose Leaf Metals 
Carpenter, E Mfg. Co.. 208 


Loose Leaf Ms vd s Co 204 


Mail Distributors 


Bristow, Stanley R 206 
Map Tacks 

Graff. George B., Co 199 

Moore Push-Pin Co 196 
Maps 

Rand McNally & ¢ 66 

Weber Costello Co 179 


Matched Office Suites 


Clemetsen Co., The 15 
General Fireproofing Co 137 
Gunn Furniture Co.... 12) 
Leopold Co., The ‘ 80 
Macey Co., The ee 145 
Tell City Desk Co : 162 
Wagemaker Co 167 


Yawman and Erbe Mfg. Co.103 


Memorandum Books 


Boorum & Pease Co 170 

Rock well-Barnes Co 166 
Memorandum Devices 

Bristow, Stanley R . "06 

Currier Mfg. Co 179 

Mergott, The J. E.. Co 127 
Moisteners 


Sengbusch S-C Inkstand Co. 96 
Numbering Machines 


American Number Mach. Co.124 
Force, Wm. A & Co 133 
Roberts Num. Mach. Co BS 


Office Partitions and Railings 


Globe-Wernicke Co . 83 
Oil, Office Machine 

Clarotype Co..... -- -205 

Defiance Sales Corp 190 

Rockwell-Barnes Co 166 
Pads, Columnar 

Boorum & Pease Co 170 
Paintings, Etchings, Etc. 

Blum, Emery. ine 195 
Paper 

Brownville Paper Co 104 

Duplicator Paper & Supply 

Co : ; 172 

Rock well-Barnes Co 166 

Weston Byron, Co 110 

Wrenn Paper Co 88 
Paper Clamps 

Acco Products, Ine 112 

Auto. Pencil Sharpener Co & 

Esterbrook Pen Co 131. 177 

Fricker Corp 181 


Paper Clips 


Acco Products, Ine 11° 
Art Wire & Stamping Co 182 
Cook, H. C., Co .176 
Graff. George B.. Co 199 
Oakville-Amer. Pin Div .138 
Rockwell-Barnes Co 166 
Tip Top Mfg. Co 206 
Paper Fastening Machines 
Acme Staple Co 115 
Auto. Pencil Sharpener Co &2 
Bump Paper Fastener Co.. .190 
Compo Mfg. & Sales Co 201 
Defiance Sales Corp 190 
Eveready Mfg. Co. of Boston.207 
Hoge Mfg. Co 209 
Hotchkiss Sales Co 163 
Krantz Mfg. Co 186 
Neva-Clog Products, In¢ 102 


Parrot Speed Fastener Corp.189 

Sibley, Edw. L.. Mfg. Co 123 
Paste 

(See Inks Adhesives Etc.) 
Pen and Pencil Clips 

Defiance Sales Corp 190 
Pencil Sharpeners 


Auto. Pencil Sharpener Co. 82 
Graff, George B., Co 199 
Hunt, C. Howard, Pen Co 180 
Pencils, Cedar 
Faber, A. W., Inc go 
Faber, Eberhard 117 
General Pencil Co 186 
Reliance Pencil Co 159 
Swan Pencil Co 190 
Pencils, Mechanical 
Autopoint Co 9°? 
Conklin Pen Co., The 154 
Miller Bros. Pen Co "06 
Parker Pen & . The 113 
Sheaffer, W. Pen Co 86, 87 


Pens, Lettering — Show Card 


Bridgeport Pen Co °08 

Esterbrook Pen Co 131, 177 
Pens, Steel 

Esterbrook Pen Co .131, 177 

Hunt, C. Howard, Pen Co 180 


Miller Bros. Pen Co "06 
Turner & Harrison Pen Co.205 
Picture Hooks 


Moore Push-Pin Co 196 
Pictures (Framed) 

Blum, Emery, Inc : 195 
Pins and Pin Containers 

Defiance Sales Corp 190 

Oakville-American Pin Div.138 

Prym, William, of America. 64 
Platens, Typewriter 

Amer. Writing Mach. Co S4 

Ames Supply Co 78 

U. S. Tw. Parts & Supp. Co.150 
Postal Seales 

Hanson Scale Co 207 


Pelouze Mfg. Co 191 


Triner Scale & Mfg. Co 203 
Publications 

Bridges. F. W., Ltd 211 

Buro-Bedarf-Rundschau 211 

Business 210 

Mon Bureau 210 


Punches 
Acco Products. Inc eb 
Boorum & Pease Co 170 
Defiance Sales Corp .190 
Globe-Wernicke Co 83 
Push Pins 
Moore Push-Pin Co 196 
Ribbon Dispensing Machine 
Tybon Corp "205 
Ribbons and Carbons 
Allen & Co. 188 
Ault & Wibore 107.8 
Buckeye Rib. & Carb. Co 176 
Carter's Ink Co 126 


Columbia R. & C. Mig. Co. 71 


Crown Ribbon & Carb. Co 182 
Int'l Printing Ink Co 107.8 
Little, A. P.. In 180 
Manifold Supplies Co 97 
Mittag & Volger, In 77 
Neidich Process Co 162 
Old Town Rib. & Car. Co 144 
Pacific Carb. & Rib. Co 139 
Peerless Carb. & Rib. Co 208 


Phillips Ribbon & Carbon Co.201 
Queen Ribbon & Carbon Co.198 
Rochester Rib. & Carb. Co..191 


Rockwell-Barnes Co ‘ 166 
Storms, H. M Co ‘ 174 
Tybon Corp. . ; O05 


Union Ribbon & Carbon Co.209 
S. Typewr. Rib. Mfg. Co.20 


Webster, F. S.. Co 
Rubber Bands 
Faber, A. W so 
Faber, Eberhard 117 
Rubber Stamps 
Meyer & Wenthe 189 
Safes 
Art Metal Construc. Co 153 
Berger Mig. Co ~ ) 
Diebold Safe & Lock Co . 118 
General Fireproofing Co 1337 
Globe-Wernicke Co gS 
Invincible Metal Furn. Co 165 
Macey Co., The 145 
Meilink Steel Safe Co., The.206 
Steel Equipment Corp . 125 
Yawman and Erbe Mfg. Co..103 
Safety Deposit Boxes 
Invincible Metal Furn. Co..165 
Scales 
Hanson Scale Co 207 
Pelouze Mfg. Co 191 


Triner Scale & Mfg. Co "03 


Scrapbooks 


Horn, W. C.. Bro. & Co °07 
Screens, Office 

Polar Mig. Co 184 
Sealing Wax 

Davids, Thaddeus. Ink Co 175 

Higgins, Chas. M.. & Co 182 

Luther Ink & Stamp Pad Co.197 

Sanford Mfg. Co 178 
Seals, Notary and Corporation 

Meyer & Wenth« L&o 
Shelf Boxes 

Art Steel Co .204 

Berger Mfg. Co = 

Diemer, John F Co L&o 

General Fireproofing Co 

The 137 

Globe-Wernicke Co 83 
Shelving 

All-Steel-Equip Co 158 

Art Metal Construc. Co 153 

Art Steel Co 204 

Berger Mfg. Co ‘a 

General Fireproofing Co 137 

Globe-Wernicke Co 83 


Invincible Metal Furn. Co..165 


Lyon Metal Products, Inc..100 

MEECO . : 193 

Steel Equipment Corp 125 

Yawman & Erbe Mfg. Co 103 
Sign Markers 

Fulton Specialty Co 204 
Sorting Devices 

Currier Mfg. Co ‘ 179 

Kohlhaas Co pu | ph 
Stamp Affixers 


Standard Mail. Machs. Co 93 
Stamp Pads 


Fulton Specialty Co 204 
Luther Ink & Stamp Pad Co.197 
Meyer & Wenthe : 189 
Mun-Kee Products Corp _178 
Munson Stamp Pad Co 156 
Peerless Carb. & Rib. Co 208 
Rockwell-Barnes Co 166 
Stands for Office Machines 
Adjustable Table Co 202 
Harter Corporation L136 


Searles Elec. Weld. Works. . 200 
Sherman-Manson Mfg. Co...195 
Sturgis Posture Chair Co 208 
Toledo Metal Furniture Co..151 
Stationery, Embossed, Engraved 
American Embossing Co .197 


Stationery Racks 
Imperial Methods Co 202 
Jamestown Met. Desk Co 130 
Ravenswood Off. Spec. Co .209 


Stencils 
Meyer & Wenthe : .189 
Stenographers’ Note Books 
Boorum & Pease Co ae 170 
Rockwell-Barnes Co er 


OFFICE APPLIANCES 


Stools 
Sturgis Posture Chair Co 208 
Toledo Metal Furniture Co..151 


Storage Cases 


Art Steel Co 204 
Bankers Box Co 74 
Cole Steel Equipment Co 209 
Kay-Dee Co., The 197 
Rockwell-Barnes Co 166 


Store Fixtures & Equipment 
Service Steel Products Corp.170 


Swinging Typewriter Stands 


Amer. Writing Mach. Co s4 
Globe-Wernicke Co 83 
Weis Mfg. Co... 67, 8. 9, 70 


Tables 
Automatic File 
Berger Mfg. Co.... : 
zurees Furniture Co 1 
General Fireproofing Co 1 
Globe-Wernicke Co 
Lyon Metal Products “Ine 
Macey Co The 
Steel Furniture 
Wagemaker Co 


& Index Co. 95 


1 

‘ 14 
Mfg. Co.. 148 
seens 167 


Tablets 
Rockwell-Barnes Co , .166 
Telephone Accessories 
American Electric Co 168 
Colytt Laboratories .207 
Thumb Tacks 
Graff, George B.. Co 199 
Moore Push-Pin Co 196 
Oakville-Amer. Pin Div 138 


Transfer Cases 


All-Steel-Equip Co 158 
Art Metal Construc. Co .153 
Art Steel Co.. Inc . 204 


Aurora Metal Cabinet Co 173 
Automatic File & Index Co. 95 


Berger Mfg. Co .. . 
Cole Steel Equipment Co 209 
Columbia Steel Equip. Co..72, 3 
General Fireproofing Co 137 
Globe-Wernicke Co &3 
Invincible Metal Furn. Co 165 
Macey Co., The 145 
Rockwell-Barnes Co. .166 
Shaw-Walker Co. ....... -161 
Steel Equipment Corp 125 
Steel Furniture Mfg. Co 148 
Weis Mfg. Co 67, 8. 9. 70 
Yawman and Erbe Mfg. Co.103 


Type, Typewriter 
Amer. Writing Mach. Co . 84 
Ames Supply Co 
Typewriter Cleaning Material 
Amer. Writing Mach. Co.... 84 


. ‘wa & Co «+ - 206 

K Co . 207 
et Mfg. Co ..178 
Webster, F. S., Co eee 2 

Typewriter Cushion Keys 

unson Supply Co ..106 
Peerless Key Co 155 
Speed Key Mfg. Co . .205 


Typewriter Cushion Knobs & Feet 
Ames Supply Co ; . 78 
Azora Rubber Co . 207 
Peerless Key Co 55 
Smith Noise & Shock Elim.208 

Typewriter Parts and Tools 


Amer. Writing Mach. Co 84 
Ames Supply Co 78 
U. S. Tw. Parts & Sup. Co.150 
Typewriters, Mfrs. of 

Amer. Writing Mach. Co . 4 
Barr-Morse Corp 147 
Corona Typewriter t 65 
General Office Equip. Corp..109 
Remington Rand Bus. Serv 

in oe eeeek42, 43 
Royal Typewriter Co. . 1l4 


Smith, L. C.. & Corona Tws. 65 
Underwood-Elliott-Fisher Co 
109, Back Cover 
Typewriter Co 
Back Cover 


Underw ood 


Varityper Incorporated 179 
Typewriters, Rebuilt 
Amer. Writing Mach. Co s4 
Regal Typewriter Co 81 
Reliable Tw. & A. M. C 209 
Shipman-Ward Mfg. Co 175 
Wholesale Typewriter Co 77 
Visible Index Systems 
Art Metal Construc. Co 153 
Automatic File & Index Co. 95 
Globe-Wernicke Co ia 83 
Mergott. The J. E Co 127 
Postindex Co ‘ 152 
Press Products Co , .120 
Sheppard. The C. E., Co 164 


Stationers’ Loose Leaf Co 99 
Yawman and Erbe Mfg. Co.103 
Wardrobes 


Aurora Metal Cabt. Co. 173 
Berger Mfg. Co , 75 
General Fireproofing Co 137 
Globe-Wernicke Co . &3 
Steel Furniture Mfg. Co. . 148 
Waste Baskets 

American Can Co : a 
Art Steel Co , 204 
Cole Steel Equipment Co 209 
Furnas Furniture Co....... 192 
Nat'l Vulcanized Fibre Co..183 
Peerless Wire Goods Co 193 
Sainberg & Co. . 194 


Worcester Wire Nove ity Co.196 
Wood Office Furniture 


Wood Office Furn. Assoc... 76 


MAY, 


1931 








> WANTS AnD FOR SALE © 


The rate for Classified Advertisements Is eight cents a word. Minimum charge, $1.60. 





SITUATIONS ‘WANTED 
EXPERIENCED OFFICE SUPPL Y, 
man desires connection with a reliable concern. Out and in- 
side successful sales experience. At present part owner of 
store. Best references. Address L-79, care Office Appliances, 
Chicago 


equipment and stationery 


MAN WITH 18 YEARS OF EXPERIENCE in stationery trade 
wants position with going stationery concern. Experienced 
buyer, store manager, salesman. Any department, 39 years old, 
unmarried and unincumbered. Good standing in the trade and 
best of references. Prefer West but will accept position in 
South or Southwest. Present remuneration immaterial if posi- 
tion offers opportunity where experience and ability will gov- 
ern future income. Address E-219, care Office Appliances, Chi- 
cago. 


STATIONERY AND OFFICE SUPPLY SALESMAN will ex- 
change benefit of several years experience in selling, friendship 
and good-will of buyers all over the United States, energy and 
enthusiasm, for reasonable salary and expenses. Whiil travel 
anywhere. Address Y-73, care Offic e Appli: ances, Chicago. 

E XPERIENC ED YOUNG MAN, 

seven of which an Executive, married, acquainted in East, 
South and Mid-West. Education Marketing, Advertising and 
Interior Decorating. Box F-96, care Office Appliances, Chicago 


tw elve years Office Equipment 





EXPERIENCED SALESMAN who also has functioned as man- 
ager of production is available for new connection in Pacific 
Coast territory. Has wide acquaintance with the trade and 
with leaders in all lines of business. Has served as president 
of important civic organizations. Willing to consider any ar- 
ticle of merit which is sold through stationers and offers worth 
while sales possibilities. Competent to look after western in- 
terests of any stationery manufacturing concern regardless of 





size. Address W-76, care Office Appliances, Chicago. 
SALESMAN WELL ACQU AINTE D with retail stationers and 
jobbers in territory from Denver west seeks connection with 


eastern manufacturer as Pacific Coast representative. Expects 
to open salesroom for permanent display and to travel entire 
territory. Can give profitable service to manufacturer of ar- 
ticle of merit which offers sales possibilities. Address P-91, 
care Office Appliances, Chicago. 

STATIONERY SALESMAN who formerly operated in the 
South will consider any stationery article for that territory. 
Past record will show ability to accomplish definite sales in- 
creases. Address 0-109, care Office Appliances, Chicago. 


SALESMEN WANTED 
SALESMEN WANTED. For new line ready June first. En- 
largement of our factory facilities has prompted us to produce 
a high grade line of patented, loose leaf Daily Date Wall and 
Desk Calendars for the retail stationers. We want applications 
from men now soliciting the stationers, to show our line. At- 
tractive commission. Exclusive territorial assignments. Write 


Joliet Calendar Company, Inc., Joliet, Illinois, giving territory 
you are now covering. 
SALESMANAGER: An Eastern manufacturer of loose leaf 


and visible record equipment, operating nationally has an open- 
ing for a capable executive to head Dealer Division. Must be 
thoroughly familiar with the office appliance industry and will- 
ing to work on a profit sharing basis. Write fully. Box Z-111, 
care Office Appliances, Chicago. 


OUR HIGH-GRADE TYPEWRITER SPECIALTY is being suc- 
cessfully and profitably sold by typewriter salesmen, repair 
men, supply and specialty salesmen. This is a golden oppor- 
tunity for anyone calling on office trade. Territories are being 
allotted now. Write for details and selling plans. Address 
W-75, care Office Appliances, Chicago. 


GOOD SIDE LINE of fast selling office necessities—for carbon 
and ribbon salesmen. Small capital necessary. Others cashing 
in and making new customers, Good profits on established 
high grade product. Rivet-O Mfg. Co., 31 Friend St., Orange, 
Mass. 


WANTED STATIONERY SALESMEN. With established trade, 
to carry new office specialty of reputable house as side line. 
Good Comm. Repeat business. Must furnish best references. 
Address E-218, care Office Applianc es, C hicago. 








SELL ENV EL OP E ary profitable side line for ‘galesmen now 
handling any kind of office appliance. Exclusive territory. 
Write fully to Outlook Envelope Company, 1001 West Washing- 
ton street, Chicago. 


AMAZING PATENTED ENVELOPE SEALER. Seals 50 min- 
ute. Retails $4.50 only. Offices buy on sight! Tremendous 
market. Free Trial. Rede, 8010 Winthrop Bldg. Boston. 


WANTED: OFFICE FURNITURE SALES 3MAN to handle 
Shaw-Walker line. Wonderful opportunity for hustler. Liberal 
Commission. Address W. AA. Johnston, Incorporated, 24 years 
on Market Street, Knoxville, Tennessee. 








WANTED: ‘Type writer and Offic e Equipment Salesman, Must 


be reliable. Royal Typewriter Agency, LaCrosse, Wis. 


DISTRICT MANAGERS and salesmen e xperienced in the vis- 
ible index field to sell “Visblex,” «a visible loose leaf equipment. 
Exceptional opportunity for experienced men with an old es- 
tablished company. Henry Conolly Company, Roc heater, me. B. 
DESIRABLE STATIONE RY LINE is open at present for 
southern territory. Can be carried profitably by egy wh mom 
salesmen now selling one line, or lines, to southern dealers. 
Address N-96, care Office Appliances, Chicago. 





SALESM AN Ww ANTED to repres sent manufacturer of popular 
stationery line in Kansas City and surrounding territory. 
Loose Leaf or accounting experience desired but not essential. 
Address M-77, care Office Appliance es, Chic ago. 


‘MECHANICS WANTED 


TYPEWRITER AND ADDING MAC HINE MECHANIC capable 
of rebuilding and repairing all makes, none but experienced ap- 
ply, state experience—references necessary—concern located 
near Detroit. Box K-71, care Office Appliances, Chicago. 











REPRESENTATIVES AVAILABLE 


A MAN WHO CAN GET ORDERS and hold customers, can 
give high grade representation, is available owing to financial 
instability of present concern. Now employed as New York 
Branch Manager for a steel equipment company handling short 
stock line and specials sold through dealers, architects and con- 
tractors and direct. Also experienced in wood desks and chairs. 
Interested in a substantial connection. Address T-77, care 
Office Appliances, 1601 Pershing Square Blidg., New York. 


i ny — 


SAL ESMAN WITH LARGE FOLLOWING among “Dest Sta- 
tionery Accounts in Western States desires new connection 
with Wholesale Jobber of commercial stationery. House must 
be prepared to meet competing prices and make prompt ship- 
ment of all items miscellaneous Office Supplies. My sales last 
year exceeded Forty Thousand Dollars. Commission with 
drawing account. Reply Box 1677, Los Angeles, Cal. 

SALESM AN ( ‘OVERING Pp AC IFIC COAST territory desires an 
additional line. Now carries fountain pens and pencil sharp- 
eners. Wants a line which will go to the same buyers. Ex- 
perienced and fully capable to handle any article for office use 
sold through stationers and office equipment dealers. Ad- 
dress B- 163, care Office Appliances, Chicago. 











LINES WANTED IN OFFICE APPLIANCES for Ft. Worth 
trade territory or entire state of Texas. Our business is new 
and used office equipment. Alamo Trading Co., Post Office 
Box, Hempolia No, 57, Ft. Worth, Texas, 


SSTABLISHED NEW YORK CITY DEALER in office equip- 
ae and supplies with sales force calling on users of address- 
ing machines wants line of folding and duplicating machines. 
References. Box A-72, care Office Appliances, 1601 Pershing 
Square Bldg., New York. 





REPRESENTATIVES WANTED 


STATIONERY SALESMAN working out of Chicago, selling on 
commission, covering Illinois and alicining states. Right man 
can have exclusive territory and good proposition on new ex- 
cellent specialty with proven napess sales vitality, quickly 

easily, convincingly demonstrated in novel manner. iberal 
free sampling to consumers with imprinted advertising mat- 
ter for dealers. Advise us of lines you handle, how long you 
have sold each one and how long you have worked present ter- 
ritory. Address V-73, care Office Appliances, Chicago. 


MANU FAC TURER OF INKS, “PASTE AND MUCILAGE wants 
representative to sell to users direct. Reliable Products made 
and sold in Middle western states for five years. Attractive 
proposition. Write us fully stating territory covered. Address 
G-99, care Office Appliances, Chicago. 


KkSCco POSTAL GUIDE. 





Forty thousand (40,000) sold to Post- 
masters and Rural Carriers. Sample twenty-five cents ($0.25). 
District Managers wanted. Sidener Publishing Company, 210 
Southern Ohio Bank Bldg., Cincinnati, Ohio. 











MANUFACTURERS of a complete line of steel office equip- 
ment desire to make connections with distributor or agent 
on the Atlantic Coast and in the Middle West. Steel Furniture 
Mfg. Co., Baldwin Park, California 

AGENCY MANAGERS—Sales Agents. ‘New desk models in- 
crease earnings. Some good territory still remaining. Com- 
mission. Allen Wales Adding Machine Corp., 500 North Dear- 
born Street, Chic age. 














BUSINESS OFPORTUNITIES 

town of 65,000 
Reason for 
Chi- 





FOR SALE: TYPEWRITER EXCHANGE, 
Good rental business. Firm established 15 years. 
selling—ill health. Address D-75, care Office Appliances, 
cago. 


(Ww ANTS AND FOR S 





SALE continued « on page 8) 








(WANTS AND FOR SALE continued from page 7) 


SPECIALTY WANTED 
WANTED OFFICE OR FACTORY SPECIALTY for distribu- 
tion We now manufacture and market a product successfully 
sold direct to consumers Over two hundred salesmen cover 


United States and representation is established in thirty For- 
eign Countries Sales increase steadily so that factory has 
always run and is running without shut down or lay off 
Capital and manufacturing facilities ire available Item 


wanted to enable expansion of sales organization Write full 


information to C-74, care Office Appliances, Chicago 


PATENTS SERVICE 


ALL PATENT AND TRADE MARK CAUSES—LU. S. and FOR 
EIGN, including RUSSIA, Technical assistance in developing 
Inventions, Infringement C Industrial Appraisals, Patents 
Commercialized, Patented Monopolies for sale Prompt, con- 


ises 


fidential, expert service Il. & M. T. S. Co., 488 Prospect Ave- 
nue, Hartford, Conn 

FOR SALE AND WANTED TO BUY 
FILING SAFES full of document files (Diebold), 72” high, 
42” wide, 30” deep, in good condition, $145.00 each f. o. b your 


town Safe Cabinet, SE No. 53. perfect 
f.o.b. your town, Subject to prior sale 
on rebuilt safes and cabinets. 
hb oe G 


condition, $225.00 
Ask for our catalog 
Acme Sa’e Co., 216 Centre St., 








BUSINESS OPPORTUNITIES 


The detailed inquiries which foliow have been received direct from 
readers of Ofice Appliances. They are tangible business oppor- 
tunities which are well worth following. 


Wants Abroad 








Tokyo, Japan Mr. E. Hiyoki, 192 Shimokitazawa, Setagayamachi, 
seeks additional stationery lines, to handle in conjunction with his agency 
for the Manifold Supplies Company Business equipment suited to his 


country will be considered 


Wanted Here at Home 


South and Southwest._-A personable young man, at present connected 
with a retail stationery and printing establishment, wishes to return to the 
road aS a manufacturers’ representative He has had considerable ex 
perience in selling, both to the consumer and to dealers As a manufac- 
turers’ representative he has called on dealers in Louisiana, Arkansas 
Mississippi, Oklahoma and Texas He prefers to work on a salary and 
expense basis, but a drawing account would be satisfactory Manufac 
turers interested can get into communication by addressing Sem-28, care of 
Office Appliances, 417 South Dearborn street, Chicago, III 

Charlotte, N. C..-W. H. Bullard of the Rush-Bullard Stationery Com 
pany, a new firm located at 116 South Church street, requests manufac 
turers of office furniture, office supplies and equipment to send their cata 


logues 

Winston-Salem, N. C Lancaster-Talman, Inc., 110 Arcade Nissen 
Bldg., was organized recently and requests catalogues from manufacturers 
This company carries a full line of commercial stationery, office supplies, 
office furniture and equipment 

Leominster, Mass.—-The Paul R. Nettel Company wishes to receive cata 
logues from manufacturers of steel and wood office furniture, filing cab 
inets, loose leaf supplies, bound record books, bank equipment, safes and 
visible filing equipment 

North Brookfield, Mass.—Walter B. Iago, office supply dealer, 4 Elm 
street, wishes to receive catalogues, price lists and discount sheets from 
manufacturers of typewriters, adding machines, filing systems and office 
furniture 

Regina, Sask., Canada.—-The Manufacturers’ Agency, Ltd., wishes to get 
in touch with manufacturers of office appliances who need representation 
in western Canada This business is conducted by R. W. Willison, and is 
ne Imperial typewriters, and rebuilt Underwood and Remington ma- 
cnines 


—— << 


Commerce Department Trade Opportunities 


Inquiries sent to the U. 8. Commerce Department from re presen- 

tatives abroad Recognized business establishments can secure 

names and addresses on application to the Bureau of Foreign 

and Domestic Commerce at Washington, or to the district and 

co-operative offices, mentioning the file number of the trade 
opportunities wanted 


Brief cases and women’s bags, Vienna, Austria No. 50,856; agency 
desired . 

Ink, drawing, Milan taly No. 50,004; purchase or agency contem 
plated 

Ink, writing, In paste, tablet and pellet form, Mexico City, Mexico 
No. 50.874 : 

Machinery, for making wood pencil shafts, Quebec, Canada No. 50.,- 
997; purchase contemplated 

Machines, adding, Brussels, Belgiun No. 50,816; purchase and agency 
contemplated 

Machines, adding, small, Winnipeg, Canada.—No. 50,984: agency de- 


sired 

Machines 
desired 

Machines 
templated 

Machines, cash register 
agency desired 

Machines, typewriter, 
desired 

Paper, writing, Amritsar, India No. 50,798; agency desired 

Pencils for advertising specialties, Prague, Czechoslovakia -No 
purchase or agency contemplated 


Bratislava, Czechoslovakia No. 51,231; 


calculating agency 


cash register, Malmo, Sweden No. 50,871; purchase con 


latest models, Oslo, Norway No. 50.876: sole 


Bratislava, Czechoslovakia No. 51,231; 


agency 


51,229 


OFFICE APPLIANCES 


VISIBLE EQUIPMENT bought, sold, and_ex- 
We have for sale and will also buy all sizes of Kar- 
dex cabinets If interested in selling, send sample of pocket, 
description, quantity and price wanted. If want to buy, ad- 
vise card size wanted, capacity, and present style of equipment, 
if any. Box H-79, care Office Appliances, Chicago 
ADDRESSING MACHINES, 
phones, Kardex cabinets, Mimeographs, : 
ind sold Hanover Office Equipment Co., 55 
New York City — 
ELLIOTT-FISHER billing and bookkeeping machines bought 
ind sold Maloney, Gilmore Co., 508 S. Dearborn, Chicago 

W ANTED—Underwood Bookkeeping Machines, 4 register 14 
inch carriage, 110AC over 11,000 serial numbers Adding Ma- 
chine Sales & Service Co., Sloan Bldg., Cleveland, O 


KARDEX 
changed 


Comptometers, Dictaphones, Edi- 
Multigraphs, bought 
Greenwich St., 


ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis 

ADD-INDEX ADDING MACHINES bought, sold and rebuilt 
Want to buy \dd-Index adding machines in the rough. Quote 


model, serial number and price. Graze & Sadler, Inc., 398 
Broadway, New York, N. Y - 
ALL MODELS ELLIOTT-FISHER billing and bookkeeping 
machines bought and sold. Robt. Novak & Co., 537 S. Dear- 
born St., Chicago 7 - 
VAN DORN WIDE SECTIONS. We need two No. 6418 green 
finish. Bither new or second hand. Send quotation at once 
to box No, X-162, Office Appliances, Chicago. 


Pens, fountain, and pencils, Paris, France.—No. 51,296; agency de- 
sired 
Specialties, office, Paris, France No. 51,296; agency desired 


wood, small ° 


Stands, counter and window display, of metal and of 
Montreal, Canada.—No. 50,077; agency desired. 
—__.—— 


Increases and Changes in Egyptian Import Duties _— 
Commerce Reports] Changes made by the Egyptian government in 
import duties, effective February 17, 1931, involve principally changes 
from an ad valorem to a specific basis. Some of the specific rates have 
been increased while others are affected only by changing the classifica- 
tion or the basis of assessment Many paper and cardboard articles, 
previously assessed at fifteen and twenty per cent ad valorem, are now 
subject to rates ranging from 200 to 2,500 milliemes per 100 kilos Rub- 
ber specialties of all kinds, previously dutiable at fifteen per cent ad 
valorem, are now subject to a net duty of 7,000 milliemes 


———~<>___- 
Mexico Increases Duty on Stencil Paper 


Reports] Paper, commercially known as stencil paper, has 


Commerce 4 pe 
increase in the Mexican tariff schedule The old 


been subjected to an | 
tariff was 0.40 peso per legal kilo; the new rate is 0.50 peso per legal 
kilo—a new item number has been assigned—-No. 7.52.55 


STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULATION, 
ETC., REQUIRED BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912 
of Office Appliances, published monthly at Chicago, Ill., for April 1, 1931 
STATE OF ILLINOIS, County of Cook, ss : 
Before me, a Notary Public in and for the State and county aforesaid, 
personally appeared John A. Gilbert, who, having been duly sworn accord- 
ing to law, deposes and says that he is the Business Manager of Office 
Appliances and that the following is, to the best of his knowledge and 
belief, a true statement of the ownership, management (and if a daily paper, 
the circulation), etc., of the aforesaid publication for the date shown in 
the above caption, required by the Act of August 24, 1912, embodied in 
section 411, Postal Laws and Regulations, printed on the reverse of this 
form, to wit: 4 
1 That the names and addresses of the publisher, editor, managing 
editor, and business managers are: Publisher—The Office Appliance Com- 
pany, 417 South Dearborn street., Chicago, Ill. Editor—Evan Johnson, 
312 North Kenilworth avenue, Oak Park, Ill. Managing Editor—Evan 
Johnson, 312 North Kenilworth avenue, Oak Park, Ill Business Manager 
John A. Gilbert, 310 Forest avenue, Glen Ellyn, Il 
2. That the owner is: (If owned by a corporation, its name and address 
must be stated and also immediately thereunder the names and addresses 
of stockholders owning or holding one per cent or more of total amount 
of stock. If not owned by a corporation, the names and addresses of the 
individual owners must be given. If owned by a firm, company, or other 
unincorporated concern, its name and address, as well as those of each 
individual member, must be given.) The Office Appliance Company, 417 
South Dearborn street, Chicago, Ill. ; Evan Johnson, 312 North Kenilworth 
avenue, Oak Park, Ill Donald C. Miller, 6901 Cornell avenue, Chicago, 
lll.; C. F. Mathoit, 6827 South Union avenue, Chicago, Il John A. 
Gilbert, 310 Forest Avenue, Glen Ellyn, Ill Hobart W. Martin, 3763 
North Kostner avenue, Chicago, Ill. ; Charles H. Everly, Mohegan Heights, 
Tuckahoe, N. Y 
3. That the known bondholders, mortgagees, and other security holders 
owning or holding 1 per cent or more of total amount of bonds, mortgages, 
or other securities are: (If there are none, so state.) None 
4. That the two paragraphs next above, giving the names of the owners, 
stockholders, and security holders, if any, contain not only the list of 
stockholders and security holders as they appear upon the books of the 
company but also, in cases where the stockholder or security holder 
appears upon the books of the company as trustee or in any other fiduciary 
relation, the name of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs contain statements 
embracing afflant’s full knowledge and belief as to the circumstances and 
conditions under which stockholdefs and security holders who do not 
appear upon the books of the company as trustees, hold stock and securi- 
ties in a capacity other than that of a bona fide owner; and this affiant has 
no reason to believe that any other person, association, or corporation has 
any interest direct or indirect in the said stock, bonds, or other securi- 
ties than as so stated by him. 
5. That the average number of copies of each issue of this publication 
sold or distributed, through the mails or otherwise, to paid subscribers 
during the six months preceding the date shown above is........ (This 
information is required from daily publications only). 
THE OFFICE APPLIANCE COMPANY 
JOHN A. GILBERT, Business Manager. 
Sworn to and subscribed before me this 23d day of March, 1931 
ALBERT M. SONNENSTINE. 
[My commission expires October 2, 1932.] 





Granted February 


725, and in Ge i November 1, 
Granted February 10, 1 


and like machines and a baseboard 


, and in Germany July 
Granted February 10, 


Granted February 


registers and calculating machines 
Y ; y (assignor to Fried 
Aktiengesellschaft, 


Blackboard eraser cleaner 
Breuer, Chicago, Filed February 16, 


Granted February 


Calculating machine 


assignments to the Firma Brunsviga-Maschinen- 


Granted February 
Pape re up blank 


ments to Vortex Cup Company, 
corporation of Delaware) 
Granted February 17, 
Binder for loose leaves 
i i (assignor of one-half 


Granted February 17, 
Louis J. Spitzen- 
Serial No. 348,489 


Granted February 17, 


. Milwaukee, Wis. Filed December 9, 


Robert Frick, Chi- 


(assignor to Mon 
> Calculating Machine Company, 
, a corporation of Delaware) i 


Granted February 17, 


d, New York. N. ¥ 
Granted February 17, 


ner, West Orange, N. J. (assignor to The Eagle 
Pencil Company, 7 
Granted February 17, 
Duplex envelope 
Filed September 13. 1928. 


William H. Rife. 


Perpetual calendar and menu card 
Louis E. Speegle, i 
American Service, a co-partnership composed of 

Granted February 17, 


Holder for rubber stamps 
Filed November 16, 


Remington Typewriter Company, 
corporation of New Y 
Granted February 17, 
Watchman’s clock 
mann, New York, N. Y i 
Granted February 17, 
Signaling device for adding ma- 
chines and the illi 


Filed July 2, 1927 


r., a corporation of New 
Granted February 


Filed November 5, 
Granted February 17, 








PATENTS 


Coptes of potente herein listed can be ob- 

tained from the Commissioner of Patents, 

Washington, D. C., for ten centa each in 

cash, postofice money orders or certified 

check. Stamps and personal checks not 
accepted. 





1,793,496. Memo desk machine. Marvin B 
Levy, Lincoln, Nebr Filed June 27, 1930 
Granted February 24, 1931. Serial No. 464,276 

1,793,520. Binder for loose sheets or the like. 
Paul Siptrott, New York, N. Y. Filed Decem- 
ber 7, es. , Granted February 24, 1931. Serial 
No. 324.4 


fy “Method of binding books or maga- 


zines. Edward R. Kast, Pearl River, N. Y. (as- 
signor to Dexter Folder Company, New York, 
N. Y., a corporation of New York). Filed July 
6, 1926, Serial No. 120,791. Renewed July 23, 
1930. Granted February 24, 1931. 

1,793,558. Portable automatic pencil sharp- 
ener. Tokuzo Nishimura, Toyotama Gun, Tokyo 


Fu, Japan. Filed December 9, 1929, Serial No 
412,856, and in Japan December 14, 1928. 
Granted February 24, 1931 

1,793,610. Desk set receptacle. Walter Guyot, 
Janesville, Wis. (assignor to The Parker Pen 
Company, Janesville, Wis., a corporation of 
Wisconsin). Original application filed January 
26, 1926, Serial No. 83,857. Divided and this 
— ae filed February 25, 1929. Serial No 
342,55 Granted February 24, 1931. 

798.700. Autographic register. Milton C. 
Stern and Frank E. Pfeiffer, Dayton, Ohio (as- 
signors to The Egry Register Company, Dayton, 
Ohio, a corporation of Ohio). Filed March 12, 
1923. Granted February 24, 1931. 
624,515. 

1,793,764. Typewriter desk. Jens Vaaler, Chi- 
cago, Ill. (assignor to The Clemetsen Company, 


Serial No 


Chicago, Ill., a corporation of Illinois). Filed 
July 8, 1927. Granted February 24, 1931. 
Serial No. 204,154. 


Cash register. Charles W. Green, 
(assignor to Remington Arms Com- 
a corporation of Delaware). Filed 
Granted February 24, 1931. 


1,793,795. 
Ilion, N. Y. 
pany, Inc., 
December 18, 1922. 
Serial No. 607,609. 

1,793,824. Filling mechanism for fountain 
pens. Kenneth S. Parker, Janesville, Wis. (as- 
signor to The Parker Pen Company, Janesville, 
Wis., a corporation of Wisconsin). Filed Feb- 


ruary 1, 1929. Granted February 24, 1931. 
Serial No. 336,875. 
1,793,827. Caster. Alexis R. Pribil, Saginaw, 


Mich. Filed April 5, 1929. Granted February 
24, 1931. Serial No. 352,751. 

1,793,891. Fountain pen filler. Paul C. Zies- 
chang, Columbus, Ohio. Filed July 14, 1930. 
Granted February 24, 1931. Serial No. 467,744 

1,793,910. Holding means for desk sets. Wil- 
liam R. Cuthbert and William H. Lindemon, 
Fort Madison, Iowa (assignors by mesne assign- 
ments to Pen Desk Set Company, a corporation 
of Illinois). Filed September 19, 1928. Granted 


February 24, 1931. Serial No. 306,806. 
1,793,945. Pencil finger support. Jacob 
Mauthe, Waterbury, Conn. Filed April 23, 1929. 


Granted February 24, 1931. Serial No. 357,414. 

1,794,094. Typewriting machine. Jesse A. B. 
Smith, Stamford, Conn. (assignor to Underwood 
Elliot Fisher Company, New York, N. Y., a 








The SERVICE BUREAU of 

Office Appliances is for the 

Exclusive Use of Subscrib- 
ers and Advertisers 


In the execution of its various com- 
missions this bureau calls upon prac- 
ly every member of the staff. It 
— by personal letters all in- 
= : u Moy WY the 
e t furnishes repo’ 
articles of office equipment, ouperios 
names of manufacturers of any article 
wanted, puts man and job together, 
repares advertising copy, furnishes 
iste of desirable agents and dealers 
in nearly every se aids foreign 
dealers in securing U lines, and 
in many other ways ieee useful 
service, all without charge. Subscrib- 
ers in every land have made, and are 


have had evidence of the service. Sub- 
scri to 


bers’ uests for catalogues 
bring their files up to da or to re- 
lace the file in case of or other 
‘orm of MEK, are bi tina 


bulletin which is mailed Seseeiey to 
leading manufacturers. 




















9 


corporation of Delaware). Filed December 30, 


1926. Granted February 24, 1931. Serial No. 
157,910. 
1,794,152. Typewriting machine. Abel Jo- 


seph Constant Cousin, Bangkok, Siam ep 74 
to Underwood Elliott Fisher Company, 


York, N. Y., a corporation of Delaware). Filed 
July 13, 1928. Granted February 24, 1931. 
Serial No. 292,391. 

1,794,154. Clip for writing instruments. Wil- 


liam R. Cuthbert, Fort Madison, Iowa (as- 
signor to W. A. Sheaffer Pen Company, Fort 
Madison, lowa, a corporation of Delaware). 


Filed July 22, 1929. Granted February 24, 1931. 
Serial No. 379,958. 

1,794,180. Envelope file or the like. Morris 
Kline, Cleveland Heights, Ohio. Filed Novem- 
ber 30, 1928. Granted February 24, 1931. Serial 
No. 322,824. 

1,794,223. Combined letter sheet and en- 
velope. Walenty Zabek, Ludlow, Mass. Filed 
June 21, 1927 Granted February 24, 1931. 
Serial No. 200,377. 

1,794,233. Finger thimble for telephone dials. 
Edward Ormonde Hunter, Savannah, Ga. Filed 
May 27, 1929. Granted February 24, 1931. 
Serial No. 366,382. 

1,794,266. Check writer. John Whitaker, 
North Wales, Pa. (assignor to Safe-Guard Check 
Writer Corporation, Lansdale, Penna., a corpo- 
ration of Pennsylvania). Filed January 21, 
1930. Granted February 24, 1931. Serial No. 
422,357 

1794, ‘338. Visible index binder. John L. Me- 
Millan, Syracuse, N. Y. (assignor to McMillan 
Book Company, Syracuse, N. Y., a corporation 
of New York). Filed June 4, 1928, Serial No. 
282,736. Renewed July 30, 1930. Granted Feb- 
ruary 24, 1931. 

1,794,368. Computing machine. Gustave 0. 
Degener, Brooklyn, N. Y. (assignor of one-half 
to Maurice Samburg and one-half to Julius C. 
Hochman, New York, N. Y.) Filed September 
1, 1922, Serial No. 585,630. Renewed July 28, 
1927. Granted March 3, 1931. 

1,794,444. Record file appliance. Elmer W. 
Davis, Newton, Mass. (assignor by mesne as- 
signments, to Remington Rand Inc., Buffalo, 
N. Y., a corporation of Delaware). Filed De- 
cember 8, 1928. Granted March 3, 1931. Serial 
No. 324,744. 

1,794,464. Combined typewriting and comput- 
ing machine. Adolph G. Kupetz, Bronx, N. Y. 
(assignor by mesne assignments to Elliott- 
Fisher Company, New York, N. Y., a corpora- 
tion of Delaware). Continuation of application 
Serial No. 60,004, filed October 2, 1925. This 
application filed March 6, 1928. Granted March 


8, 1931. Serial No. 259,549. 
1,794,473. Loose leaf binder. William F. 
Warner, Jr., Rochester, N. Y. (assignor to 


Rochester, N. Y., 
Filed September 
1931. Serial No. 


Henry Conolly Company, Inc., 
a corporation of New York). 
29, 1927. Granted March 3, 
222,692. 

1,794,514. Driving mechanism for calculating 
machines. George C. Chase, South Orange, N. 
J. (assignor to Monroe Calculating Machine 
Company, Orange, N. J., a corporation of Dela- 
ware). Filed April 6, 1929. Granted March 3, 
1931. Serial No. 353,107. 

1,794,524. Typewriting machine. Alfred G. 
F. Kurowski, Brooklyn, N. Y. (assignor to Un- 
derwood Elliott Fisher Company, New York, 
N. Y., a corporation of Delaware). Continua- 
tion of application Serial No. 202,777, filed July 
1, 1927. This application filed December 3, 


1929. Serial No. 411,227. Granted March 3, 
1931. 

1,794,533. Fountain writing implement. Sam- 
uel Niemtzow, Freehold, N. J. Filed October 
26, 1928. Granted March 3, 1931. Serial No. 
402,700. 

1,794,540. Check writing machine. Edgar E. 


Phinney, West Orange, N. J. (assignor to De- 
fiance Manufacturing Corporation, Orange, N. J., 
a corporation of New York). Filed April 30, 


1930. Granted March 3, 1931. Serial No. 
448,599. 
1,794,560. Correspondence folder. Harry H. 


Styll, Southbridge, Mass. Filed February 21, 
1927, Serial No. 169,874. Renewed August 8, 
1930. Granted March 3, 1931. 

1,794,648. Drafting attachment. 
Shattow, Chicago, Ill. Filed July 21, 
Granted March 3, 1931. Serial No. 294,433. 

1,794,651. Fountain pen. Harwood H. 
Spayde, Des Moines, Iowa. Filed February 24, 
= Granted March 3, 1931. Serial No. 430,- 

0. 

1,794,716. Printing and registering machine. 
Frank Edward Langdon, London, England (as- 
signor to Neopost Limited, London, England, a 
company). Filed January 14, 1926, Serial No. 
81,273, and in Great Britain January 29, 1925. 
Granted March 3, 1931. 

1,794,770. Typewriting machine. Arthur E. 
Howell, Brooklyn, N. Y. (assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a 
corporation of Delaware). Filed November 24, 
og Granted March 3, 1931. Serial No. 321,- 


1,794,917. Loose leaf binder. George Wash- 
ington Newman, Chicago, Ill. (assignor to Wil- 
son-Jones Company, a corporation of Massachu- 


Emil E&E. 
1928. 
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setts) Filed October 18, 1926 Granted March 
3, 1931. Serial No. 142,351 

1,794,927 Eye shade Sheldon W. Smith 
and Edmund 8. Smith, Springville, lowa. Filed 
December 6, 1928 Granted March 3, 1931 
Serial No. 324,296 

1,794,939 Attachment for 


fountain pens 


Alvin M. Yocom, Walpole, Mass. Filed March 
5, 1930 Granted March 3, 1931 Serial No 
433,451 

1,795,007 Metal label securing device Jo 


seph Pierre Paul Burtey, Athis-Mons, France 
Filed November 18, 1927, Serial No. 234,061, 
and in France November 19, 1926 Granted 
March 3, 1931. 

1,795,015 Blotting device Myrion Talbert 


Filed May 16, 1928 
Serial No. 278,256 


Dick, Des Moines, lowa 
Granted March 3, 1931 


1,795,046 Index tab for loose leaf sheets 
Frank 8S. Schade, Holyoke, Mass. (assignor to 
National Blank Book Company, Holyoke, Mass., 


Filed April 3 
Serial No. 441 


a corporation of Massachusetts) 
1930 
214 


Granted March 3, 1931 
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No. 1,797,345. Autographic register; patented 
March 24, 1931, by Philip A. Jackson, Dayton, 
Ohie. Serial No. 477,313. 

No. 1,797,889. Bookrest; patented March 24, 
1931, by Albert W. Wiberg, Providence, R. |. 
Serial No. 436,701. 

No. 1,798,176. Printer’s numbering machine; 
patented March 31, 1931, by Charlies Spielman, 
Richmond Hill, N. Y. (assignor to Wm. A. Force 
& Company, inc., New York, N. Y., a corpora- 
tion of New York). Serial No. 322,229. 

No. 1,798,417. Card finding device; patented 
March 31, (931. by Erma Huff Hayden, San 
Diego, Calif. Serial No. (79,073. 

No. 1,798,455. Check writing machine; pat- 
ented March 31, 1931, by John W. Carison, Chi- 


cago, tll. (assigner to Hedman Manufacturing 
Company. Chicago, til., a corporation of Iili- 
nois). Serial No. 242,468. 

No. 1,799,776. Package for pins; patented 
April 7, 1931, by George Boden, Waterbury, 
Conn. (assignor to Scovill Manufacturing Com- 


Loose leaf binder. John Schade 
(assignor to National Blank 
Book Company, Holyoke, Mass., a corporation 
of Massachusetts). Filed July 27, 1929. Granted 
March 3, 1931 Serial No. 381,412 

1,795,085. Mechanical counting device. Frank 
W. Dwyer, Oak Park, Ill. Substitute for appli- 
filed February 14 


1,795,047 
Holyoke, Mass 


cation Serial No. 339,787, 

1929 This application filed April 15, 1929 

Serial No. 355,411. Granted March 3, 1931 
1,795,115. Cash register. Charlies W. Green 

and Raymond E. Rice, Dion, N. Y. (assignors 


to Remington Arms Company, Inc., a corpora 


tion of Delaware Filed March 25, 1925 
Granted March 3, 1931. Serial No. 18,143 
1,795,116. Cash register. Charlies W. Green 


Ilion, N. Y¥. (assignor to Remington Arms Com 
pany, Inc., a corporation of Delaware) Filed 
October 24, 1925 Granted March 3, 1931 
Serial No. 64,627 


1,795,138 Furniture construction Enoch 
Ohnstrand, Kenmore, and Benjamin G. Rand 
North Tonawanda, N. Y. (assignors to Rem 
ington Rand Inc., New York, N. Y.) Filed 
November 28, 1927. Granted March 3, 1931 


236,129 
1,795,152 Cash receptacle Charlies J. Stew 
art, Meadville, Penna. Filed October 18, 1929 
Granted March 3, 1931. Serial No. 400,634 
1,795,337. Typewriting machine. Frederick A 
Hart, New Britain, Conn. (assignor to Reming 
ton Typewriter Company, Ilion, N. Y., a corpo 


Serial No 


Filed November 3, 1927 
Serial No. 230,841. 


ration of New York) 
Granted March 10, 1931 


1,795,374. Shift binder. Alfred M. Martin 
Chicago, Ill Filed Ap 1 14, 1930 Granted 
March 10, 1931. Serial No. 444,002 

1,795,453 Combined typewriting and card 


perforating machine. Jesse A. B. Smith, Stam- 
ford, Conn. (assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corpora- 
tion of Delaware) Filed April 6, 1927 
Granted March 10, 1931. Serial No. 181,371. 

1,795,461. Stencil blank. Daniel A. Williams, 
East Orange, N. J. (assignor, by mesne assign- 
ments, to A. B. Dick Company, Chicago, Iil., 
a corporation of Illinois). Filed September 15, 
1923 Granted March 10, 1931 Serial No 
663,001 

1,795,469. Strip support for autographic reg- 
isters. Edward Kirby Bottle, Elmira, N. Y. (as- 
signor to American Sales Book Company, Lim- 
ited, Toronto, Canada, a corporation of On 
tario, Canada). Filed April 22, 1925, Serial No 
24,938. Renewed May 29, 1930. Granted March 
16, 1931 
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pany, Waterbury, Conn., a corporation of Con- 


necticut). Serial No. 192,971. 

No. 1,799,820. Envelope sealing machine; 
patented April 7, 1931, by Arthur J. Keiser, 
Rochester, N. Y. (assignor to The Bircher Com- 
pany, inc., Rochester, N. Y.). Serial No. 
107,759. 


No. 1,800,268. Loose leaf binder; patented 
April (4, 1931, by Clarence D. Trusse!!, Pough- 
keepsie, N. Y. (assignor to Trussell Manufac- 
turing Company, Poughkeepsie, N. Y., a cor- 
poration of New York). Serial No. 199,199. 

No. 1,800,330. Fountain pen filling device; 
patented April 14, 1931, by John C. Wahi and 
Albert H. Stenersen, Chicago, Ill. (assignors to 
The Wahi Company, Chicago, Ill., a corpora- 
tion of Delaware). Serial No. 64,485. 

No. 1,800,402. Perforating machine; patented 
April 14, 1931, by Gustav Hermann Adolph Peri, 
Berlin, Germany (assignor to The Tabulating 
Machine Company, Endicott, N. Y., a corpora- 
tion of New Jersey). Serial No. 293,753. 


1,795,470 Manifolding device with record 
books. Edward Kirby Bottle, Elmira, N. Y. (as 
signor to American Sales Book Company, Lim 
ited, Toronto, Canada, a corporation of Ontario, 
Canada) Filed December 26, 1925, Serial No 
77,730. Renewed July 23, 1930. Granted March 
10, 1931 

1,795,509. Cash register. William H. Rob 
ertson, Dayton, Ohio (assignor to The National 
Cash Register Company, Dayton, Ohio, a cor 
poration of Maryland). Filed August 31, 1928 
Granted March 10, 1931. Serial No. 303,250 

1,795,569 Rarrel for fountain pens and 
method of making. Eben McCree, Arlington, N 
J. Filed August 28, 1926. Granted March 10, 
1931. Serial No. 132,162 

1,795,675. Typewriting machine. William P 
Quenteil, Washington, D. C Filed January 4, 
1929 Granted March 10, 1931 Serial No 
330,232 

1,795,690 
William Gordon Waggoner, Phoenix, Ariz 
May 27, 1930. Granted March 10, 1931 
No. 456,151 

1,795,698 
mach Auerbach, 
cember 29, 1926 
Serial No. 157,649 

1,795,699. Filing and recording system. Ze 
mach Auerbach, New York, N. Y Filed No 
vember 23, 1927 Granted March 106, 1931 
Serial No. 235,194 


Automatic stenotype paper holder 
Filed 
Serial 


Filing and recording system. Ze- 
New York, N. Y Filed De 
Granted March 10, 1931 
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1,795,718. Copying machine. Arthur Henry 
Gledhill, Halifax, England. Filed May 15, 1928. 
Serial No. 278,017, and in Great Britain May 
28, 1927. Granted March 10, 1931 

1,795,796. Locating device for maps. Arthur 
H. Pleasants, Baltimore, Md. Filed November 
22, 1919. Granted March 10, 1931. Serial No 
340,077. 

1,795,824 Bellavance, 
Granted 


Penholder Paul J 
Attleboro, Mass. Filed May 14, 1929 
March 10, 1931. Serial No. 362,979. 

1,795,861. Reservoir fountain pen. Lawrence 
C. Johns, Richmond, Va. (assignor of one-half 
to Paul C. Moreland, Richmond, Va.). Filed 
December 20, 1926. Granted March 10, 1931 
Serial No. 155,939 

1,795,912. Pencil pocket for coats. John W 
Walters, Los Angeles, Calif. Filed January 28, 
1929. Granted March 10, 1931 Serial No 
335,506. 

1,795,965. Typewriter ribbon reinking device 
Alois Pederiva, New York, N. Y. (assignor to 
Bedford Armstrong Corporation, Bedford, Va.) 
Filed October 17, 1929 Granted March 10, 
1931. Serial No. 400,221 

1,796,021 Multigraph machine. Harry Har 
ris, Miami, Fla. (assignor of three-fifths to Tre- 
mayne Forbes, Miami, Fla.). Filed December 
6, 1929. Granted March 10, 1931 Serial No. 
412,122. 

1,796,044. Swivel caster. Peter M. Nagy, Al- 
liance, Ohio (assignor by mesne assignments to 
The Transue and Williams Steel Forging Corpo- 
ration, Alliance, Ohio, a corporation of Dela- 
ware). Filed February 11, 1930. Granted March 
10, 1931. Serial No. 427,521. 

1,796,046 Numbering machine Edgar E 
Phinney, West Orange, N (assignor to De- 
flance Manufacturing Corporation, Orange, N 

, & corporation of New York). Filed August 
12, 1929. Granted March 10, 1931. Serial No 
385,215 

1,796,055. Card index file. Frederic Valpey 
Shotwell, Detroit, Mich. (assignor of one-half 
to Grifith-Hope Company, West Allis, Wis., a 
corporation of Wisconsin, and one-half to Frei 
M. Shotwell, Detroit, Mich.). Filed November 
21, 1928. Granted March 10, 1931. Serial No 
320,868. 

1,796,068. Caster. Peter C. A. Van Der Meer, 
Detroit, Mich. (assignor by direct and mesne 
assignments to The Transue and Williams Steel 
Forging Corporation, Wilmington, Del., a cor- 
poration of Delaware) Filed December 31, 


1929. Granted March 10, 1931. Serial No 
417,804. 

1,796,099 Attachment for numbering ma- 
chines. Clarence G. Hartsook, Denver, Colo 


(assignor of one-fourth to John L. Hill and one- 
fourth to Harry A. Grimm, Denver, Colo.) 
Filed March 3, 1930. Granted March 10, 1931 
Serial No. 432,668 

1,796,187. Check writer. Raymond E. Bohrer, 
Rochester, N. Y. (assignor to The Todd Com- 
pany, Inc., Rochester, N , a corporation of 
New York). Filed July 8, 1929. Granted March 
10, 1931. Serial No. 376,626 

1,796,296. Postage meter. Luther L. Mack, 
South Pasadena, Cali?. (assignor to U. 8S. Postal 
Meter Corporation, a corporation of De!aware) 
March 17, 


Filed October 29, 1928 Granted 
1931. Serial No. 315,617. 

1,796,320. Mailing case. Carl W. Cannon, 
Andover, Mass. Filed February 25, 1928 
Granted March 17, 1931. Serial No. 257,025 


1,796,327. Adjustable platen for addressing 
machines. Paul A. Gollnick, Frank W. Brod 
erick, and Leo Joseph Slupkowski, Chicago, Ill 
(assignors by mesne assignments to Selectograph 
Company, Chicago, Ill., a corporation of Mlli- 
Granted March 


nois). Filed March 14, 1929. 
17, 1931. Serial No. 347,004 

1,796,723. Method and mechanism for making 
envelopes. William H. Rife, Chicago, Ill. Filed 
May 6, 1929. Granted March 17, 1931. Serial 


No. 360,953. 

1,796,949 Adjustable chair 
Huntley, Sturgis, Mich. (assignor to Sturgis 
Posture Chair Company, Sturgis, Mich.). Filed 
February 27, 1929. Granted March 17, 1931 
Serial No. 343,232 

1,796,956 Method of trademarking carbon 
paper. Samuel A. Neidich, Edgewater Park, 
N. J. (assignor to Neidich Process Company, 
Burlington, N. J., a corporation of Delaware) 


Reginald C 


Filed February 26, 1929. Granted March 17, 
1931. Serial No. 342,821 

1,797,103 Pencil holder Thor Rustad, 
Erskine, Minn. Filed January 20, 1930. Granted 


Serial No. 422,201 

1,797,114. Cardcase. Homer F. Adams, Gas 
City, Ind Filed August 26, 1929. Granted 
March 17, 1931. Serial No. 388,381 

1,797,332. Time recording device. George H 
Derrick, Oakland, Calif.; Victory A. Derrick, 
executrix of said George H. Derrick, deceased 
(assignor by mesne assignments to Instograph, 
Ltd., a corporation of California). Filed March 
2, 1927. Granted March 24, 1931. Serial No 
171,995 

1,797,345 
Jackson, Dayton, Ohio 
Granted March 24, 1931 


March 17, 1931 


Autographic register Philip A 
Filed August 23, 1930 
Serial No. 477,313 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 


Man's 


true progress comes through establishing these truths in his consciousness and direct- 
ing his thoughts, words and acts in accordance with principle. 


The Celestial Surgeon 

“If I have faltered more or less 

In my great task of happiness ; 

If I have moved among my race 

And shown no glorious morning face; 

If beams from happy human eyes 

Have moved me not; if morning skies, 

Books, and my food, and summer rain 

Knocked on my sullen heart in vain— 

Lord, Thy most pointed pleasure take 

And stab my spirit broad awake.”—Robert 
Louis Stevenson. 

x * 

“The word ‘Easter’ comes from the name 
of a Saxon goddess of the spring, and Easter 
is not just a Christian institution. 

“Nature-worshiping ideas have been sub- 
limated into a truly real and spiritual sym- 
bolic assertion of faith that supreme self- 
sacrifice overmasters death and that the in- 
nermost reality of the universe is on the side 
of right. That faith logically is involved in 
every effort to bring about a wiser and bet- 
ter order in society. 

“A new life is beginning in the world to- 
day. There is will for peace and social jus- 
tice as never before. The League of Nations, 
the World Court, peace pacts—these are all 
fruitful prophecies. There is spread of so- 
cial justice between the classes. There is 
better education for the young. 

“The Kingdom of God is within you. 
Easter is a challenge to bring it out and 
actualize it. The human world is a continent 
with its resources yet untouched—a conti- 
nent marvelous in its potentialities. There 
is so much more to each of you than you 
know—so much that is latent! Unwrap the 
hidden talents and make these possibilities 
joyous facts.”—Dr. Horace Bridges. 

* * * 

“Atheist, infidel and heretic are terms of 
reproach applied to persons whose ideas of 
the creating and controlling power of the 
Universe differ from the ideas of the person 
employing the term. 

“To Mohammedans, Christians are infidels 
and vice versa. To one group of Christians, 
other groups are heretics. 

“Persons who profess unbelief in the gen- 
erally accepted gods of Mohammedans, 
Jews, Christians, Hindus, etc., are called 
Atheists. Some persons having no belief in 
these personal gods, call themselves atheists. 
But every intelligent person who considers 
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the Universe and its laws is bound to realize 
that there is a creating and controlling 
power ; an Infinite Intelligence. Nature, the 
visible Universe, is this Intelligence in 
visible function. 

“The ritual and instrumentalities of ‘wor- 
ship’ of the various concepts of the over- 
ruling power, under whatever name, may be 
legislated out of a state, but Infinite Intelli- 
gence can no more be legislated away than 
earth can be legislated from its orbit around 
the sun. 

“In any such state every law of the phys- 
ical and mental realms will function. There 
the sun’s rays will fall and water produced 
by combination of two parts hydrogen and 
one part oxygen will descend. Nutrition and 
reproduction will operate. There a man will 
reap what he sows. There, as a man think- 
eth, so will he be. There eternal principle 
and laws that man has named mathematics, 
chemistry, physics, etc., which are but man’s 
increasing knowledge of the Infinite Intelli- 
gence will declare their truths. For princi- 
ple and law there is neither geography nor 
time.” —Selected. 

* -e.s 

“What makes a man a good cricketer? 
Practice. What makes a man a good artist, 
a good sculptor, a good musician? Practice. 
What makes a man a good linguist, a good 
stenographer? Practice. What makes a 
good man? Practice. Nothing else. There 
is nothing capricious about religion. We do 
not get the soul in different ways, under dif- 
ferent laws, from those in which we get the 
body and the mind. Ifa man does not exer- 
cise his arm, he develops no biceps muscle ; 
and if a man does not exercise his soul, he 
acquires no muscle in his soul, no strength 
of character, no vigor of moral fire, nor 
beauty of spiritual growth.”—Henry Drum- 
mond, 

e, 8 

“At the present moment humanity is not yet 
constituted as a physical unity, and its general 
education is not yet begun. All our attempts 
at order as yet have been local crystallizations. 
Now (1879), indeed, the different possibilities 
are beginning to combine (union of posts 
and telegraphs, universal exhibitions, voyages 
round the globe, international congresses, etc. ). 
Science and common interest are binding to- 
gether the great fractions of humanity which 
religion and language have kept apart.” —Amiel. 





































—Photo by courtesy Chicago 
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Partial view of the business section of Seattle, Wash- 
ington, famous metropolis of Uncle Sam's Far North- 
west. Here on the eastern shore of Puget Sound a 
growing population approximating half a million 
progressive and enterprising people enthuse over a 
mild and salubrious climate, ample rainfall, rich soil, 
an unsurpassed harbor and other physical attributes 
of actual and potential wealth. 


The view here shown was photographed from the 
tower of the Northern Life Insurance Company s 
building. In the distance, among the wooded hills 
and valleys are thousands of comfortable homes. A 
panorama of Seattle's setting would disclose other 
and even more impressive beauties as Mount Ranier 
and other distant mountains came into view. 


Seattle has many important business enterprises; it 
is a foremost market place; a leading outfitting mart 
for miners, hunters and others going north to Alaska 
and other points, and it is one of the principal 
Pacific ports which tap the trade of the Orient. 


Milwaukee 


& Pacific Railway 
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THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 


A 


OFFICE EQUIPMENT INDUSTRY MAKES 
TIME STAND AND DELIVER 


Note.—Put a man with the facile pen and a capacity 
for visualization upon such a subject as the modern 
office machine and he is very likely to say something 
worth while. We who live and breathe and have our 
being in the atmosphere of office equipment are not in- 
frequently so close to the realities that the eyes of our 
minds become astigmatic and the more wmportant 
aspects of the subject blur. It is well, therefore, to 
bring in occasionally an able outsider who can give us a 
fresh picture drawn in broader outlines. Such a man is 
Mr. Thorpe, who spends his working hours at a desk 
where he is in daily touch with every mdustry, its 
trends and its problems. A keen observer, a student of 
affairs and an analytical thinker, Merle Thorpe is a 
man competent to discuss the Conquest of Time. His 
word picture has depth and background as if seen 
through a stereoscope. It is a pleasure to review his 
address. 

IME-SAVING is the conquest to which office 

equipment manufacturers have dedicated their 
resources and energies. The world is more and more 
determined to beat Father Time. Practically every 
modern activity is motivated by this urge and those 
have been successful who have devised ways of mak- 
ing us live longer within our allotted time. Every 
man is trying to get something done quickly, so that 
he can move on to some task or some activity that 
he would rather be doing. The lot of man is cast 
irrevocably in the contest to conquer Time and 
thereby to get more out of life. 

Today the crucial problem is movement. If to- 
morrow we can move at twice the speed we moved 
today, we shall have twice the time at our disposal 
in which to work. Work only provides wealth. If 
tomorrow we have twice as much time to work in as 
we have today, our wealth will be doubled. Thus 
says Col. Fuller, eminent engineer of Great Britain, 
and Rudyard Kipling, poet and philosopher, tells us 
that everything in life turns on the speed and cost 
at which men, things and thoughts can be shifted 
from one place to another. 

When we save five hours on the train schedule 
from Chicago to San Francisco; when the telephone 
on our desk enables us to talk to Berlin or Paris or 
London, and when Lindbergh made Paris by air in 
thirty hours, we greeted these achievements as great 


Joshua-Like the Office 
Machine Defies the Sun and 
Multiplies Achievement Ere 
the Solar Span Brings Twi- 
light. Review of an Address 
by Merle Thorpe, Editor of 
The Nation’s Business, Be- 
fore the Quarterly Meeting 
of the Office Equipment 
Manufacturers’ Institute, 
New York, N. Y., March 20, 
1931 


triumphs in the battle to save time. In the home, the 
same rule holds. Modern appliances clip hours off 
housewives’ time and open the way to other and 
more cultural activities. Our present high standard 
of living in which men and women have more of the 
interests, conveniences and luxuries of life than at - 
any time heretofore, may be placed to the credit of 
mass production or in other words, the production 
of great quantities of merchandise in the minimum 
of time. 

Thirty years ago workmen clustered around an 
automobile in the process of manufacture. They 
carried in the steel and the rubber, the glass and the 
upholstery. Confusion, waste of time, overlapping 
resulted. Today the automobile is carried to the men 
and moves along, each workman doing his part 
quickly and effectively. Saving time in making 
things enables those things to flow in greater abun- 
dance, permits workmen to receive more for their 
work because it is more productive and the virtuous 
circle of more things for more people goes on. 

Another side of the industrial triangle is mass 
selling. Old conventional methods are too slow. 
From personal selling by a manufacturer came the 
age of commercial travelers. Then came nation-wide 
advertising which calls for millions of people in a 
given day. 
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The third side of our industrial triangle is mass 
credit, commonly called installment selling. This is 
another victory over Time, but this has always been 
a tool of commerce. However, our present zeal to 
live longer or perhaps to live more in our allotted 
span, has brought mass credit to a fine fruition, The 
present day system brings together the $50 average 
credit of each of 100,000,000 people and gives us a 
working fund of five billion dollars, which is approxi 
mately the amount now involved in installment sell 
ing. This method of buying provides things earlier 
than we could have them otherwise, and provides 
the necessities, conveniences and luxuries of life for 
a longer period of years and enjoyment. All this can 
be reduced to the question of speed. The pace 
grows faster. Whole cities are made over in a few 
decades. In a five year period we added thirty-five 
billions of dollars in dwellings, stores, offices and 
factories to the seventy billions we had in 1923. 
Only the names of cities endure. Land marks, tra 
ditions, are swept away. 

But more important still is the swift movement of 
thoughts and ideas because upon rapid communica- 
tion of thought depends the speed upon which men 
and materials move. A machine not unlike a type- 
writer carries a tape that taps a message from Berlin 
to Sao Paulo perhaps, or some other city many thou- 
sands of miles away, from a man wanting to know 
the price of coffee, to another man who has coffee to 
sell, probably completing the transaction within an 
hour. Formerly press operators sent on one wire 
thirty words a minute. By means of a new machine, 
the wire will now carry sixty words a minute, 
doubling the speed of the press wire. The Roths- 
child fortune had its inception in speed and the 
ability to use it. A few hours after the battle of 
Waterloo, a man was seen at a point on the seacoast 
of Belgium. He released a carrier pigeon bearing the 
message “Napoleon overthrown.” This message was 
carried to the man’s brother in England. The broth 
ers were the Rothschilds, and the message enabled 
the recipient to take instant action, and thus to lay 
the foundation of the family wealth. 

Our grandfathers asked, “How far is it?” Today 
we ask, “How long will it take?” Whoever contrib 
utes to the saving of time of which we have so little, 
is a contributor to civilization’s advancement. Time 
as well as money may be economized. Most success- 
ful industries are those which are most thrifty in its 
use. If there were any magic in the good old ways, it 
would still be worth while to make boats by burning 
hollows in tree trunks or to make fire by friction of 
sticks. It is utterly impossible to imagine that the 
needs of the public could be met in this twentieth 
century by the good old ways of our colonial fore- 
bears. The modern merchant has taken thought to 
conserve his customer’s time by gathering his wares 
from Earth’s four corners and he shows the products 
of the Orient the familiar commodities of 
domestic production. For a man to journey to far 
places in order to gratify a taste for some particular 
merchandise is no longer regarded as practical. Our 
as our purchasing agents at 


beside 


store keepers serve 
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home and abroad and leave us time to go about our 
own affairs. 

The London Times says that two-thirds of our 
whole stock of time goes in sleep, in the evening 
preparation for it and in the morning recovery from 
it. Another third is getting to and from and in per- 
forming the daily work. The modest allowance of 
an hour and a half a day for meals is the equivalent 
of eating and drinking day and night for more than 
three weeks every year. The moderate golfer, who 
limits himself to two hours a week, still manages to 
spend a sleepless fortnight of each year on his game 
and its accompaniments, Even the morning shave 
consumes something like two and a half days and 
nights of the sadly diminished remnant of time. But 
no one knows how much time he has for the con- 
summation of his dream, for, as The Times con- 
cluded, “every man has a balance at the Bank of 
Time, and is under the constant necessity of making 
drafts upon it; but he can find no one to tell him 
what the size of his balance it, for all he knows, he 
may be overdrawn tomorrow.” 

Mr. Thorpe said that he would like to qualify that 
judgment for the gentlemen to whom he was speak- 
ing have taken Time by the forelock and forced them 
to stand and deliver. The pattern of many of the 
titles which raise the spirit of the age—automatic 
pencil sharpeners, rapid stencil duplicators, faster 
figuring, quick ink for stamp pads, speed fasteners 
for binding papers, quick lock files, automatic check 
writers. 

Getting more things done in less time is rapidly 
becoming an old American custom. An anonymous 
observer say “Our ancestors bought carriages 
that outlasted the horses that drew them until like 
the wonderful one-horse shay, they went to pieces 
all at once. Today we buy automobiles with the 
ownership expectancy of from two to three years. 
The bodies are beautiful and have been made to stay 
that way under reasonable care for just about the 
length of time we wish to keep the old bus. Then 
our car passes on to a new owner who cannot afford 


Says: 


to be so stvle critical. 


“We build that which is good enough and will per- 
form in a trouble-proof manner for a reasonable 
length of time or until another new model announces 
its arrival.” 

Accustoming the public to think in terms of rapid 
obsolescence constitutes a condition at once stagger- 
ing and incomprehensive to Europeans and perplex- 
ing to the older generations here, for no sooner is 
one sale completed, than we must begin to think 
about the repeat sale. The markets we supply today 
create markets of tomorrow, not new markets neces- 
sarily, but the same one over and over again. 

“This continual eclipse of old ways and old things 
by new ways and new things is at once our oppor- 
tunity and scourge. In any consideration of the 
consequences, Time is of the essence, as you gentle- 
men so ably reveal, in your many useful works.” 


“Before the coming of mass production the problem was 
to supply consumers with commodities; now it is to 
supply commodities with consumers.’’—Stuart Chase 





VOCATIONAL COMMERCIAL EDUCATION 


FTER briefly discussing the relation of present 

business conditions with the broader employ- 
ment of commercial education, the speaker made the 
suggestion that the time will come when business 
will be controlled by licensed operators who have 
had years of education and training and will be held 
accountable for their acts when they transgress 
economic laws. A competent business man, aided 
by the stenographers, bookkeepers, clerks, salesmen, 
etc., keeps the blood stream surging through the 
arteries of world-wide business enterprises. Of per- 
sons in these vocations there are approximately ten 
million in the United States, a number representing 
about twenty per cent of the total of our wage 
earners. 

Increased efficiency in the operation of business 
organizations makes necessary the more efficient 
performance of many tasks within the office and 
store. Office and store trades have become stand- 
ardized in many cases through the use of modern 
labor saving machines and devices. 

The commercial curriculum is not a thing of tra- 
dition. It must keep abreast of the times. Business 
life rapidly changes and the commercial school cur- 
riculum must therefore, change, too. This is a more 
or less continuous process, necessitating a perpetual 
examination of the commercial occupations in which 
our young people are likely to engage. The inven- 
tion of a new machine makes a new job and often 
eliminates an old one. Each commercial occupation 
is undergoing continuous evolution, changing the 
tasks to be performed and making new demands 
upon the commercial school staff. This involves the 
obtaining and presentation of material for the poten- 
tial commercial worker in order that he may be 
equipped with this information and thus add to his 
efficiency as an active member of the community. 

Boys and girls must be taught to understand the 
workings of the social organization and their rela- 
tion to it. They must understand that they have cer- 
tain obligations to society as well as certain rights 
as members of an organized government. 

1. Commercial workers may be divided into four 
great divisions—selling, general clerical, bookkeep- 
ing and stenographic. 

2. Those engaged in these occupations 
imate twenty per cent of all wage earners. 

3. The number of people engaged in these occupa- 
tions is in inverse ratio to the numbers usually 
found in training in schools. 

4. Because of standardization of office and store 
trades and the introduction of modern labor saving 
machines and devices, office workers generally in 
large organizations are required to perform rela- 
tively few types but a highly skilled group of tasks. 

5. The commercial field is not dominated by 
women. Men are still in the majority and hold the 
largest number of important positions. 

6. Women remain on a job an average of seven 
vears while men remain on the job an average of 
thirty-five years. 

7. The commercial school curriculum of today has 
changed relatively little in content and scope in the 
last twenty years. 

Commenting on the foregoing, the speaker pointed 
out that surveys have shown that less than two-fifths 
of one per cent of all commercial workers use both 
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bookkeeping and stenography in their work. While 
stenography is taught as a vocational tool, yet sur- 
veys from 1920 to 1930 show that about ten per 
cent of all commercial workers ever use their steno- 
graphic skill and only two per cent to five per cent 
use their bookkeeping skill. 

The Federal Board of Vocational Education in 
1920 found that of all commercial workers, approx- 
imately 4.7 per cent did non-recording work, such 
as messengers, shipping clerks, etc.; 24.5 per cent 
have to do with recording; 9.9 per cent were book- 
keepers and cashiers; 8.8 per cent were stenog- 
raphers and typists, 18.3 per cent were engaged in 
selling and 28.8 per cent combined selling and man- 
agerial duties. Dr. Nichols of Harvard University, 
in a survey covering 34,513 office employees in 37 
business houses, found that ten per cent were stenog- 
raphers and 1.9 per cent were bookkeepers. The re- 
maining 88.2 per cent were general clerical workers 
who spent their time on one or more of the follow- 
ing jobs: Correspondent, statistical clerk, dictating 
machine operator, cost clerk, calculating machine 
operator, billing clerk, bookkeeping machine oper- 
ator, shipping clerk, typist, cashier, Multigraph oper- 
ator, adding and listing machine operator, file clerk, 
Addressograph operator, payroll clerk, credit clerk, 
timekeeper, general clerk, stock clerk, Hollerith . 
operator, receiving clerk, Mimeograph operator, 
mail clerk, order clerk, price clerk. 

A survey made in Cleveland by communities 
among the Cleveland schools in cooperation with the 
office managers’ group of the Credit Association, dis- 
closed the fact that, unless an individual is a full 
time special machine operator, he, as a general clerk 
in addition to part time operation of one or more 
machines, might have any or all of 418 different 
duties assigned to him. 

Although twenty-five to forty-five per cent of 
workers are engaged in selling activities, selling 
training is wholly lacking or confined to one semes- 
ter in most schools with the exception of those which 
operate cooperatively with retail store forces. 

Education is synthetic experience. The speaker 
contended that any school that trained its pupils for 
jobs that do not exist or give no training at all to 
certain groups is wasting public funds and putting 
an unnecessary burden upon industry. When busi- 
ness takes the wrongly trained worker or the ig- 
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norant one, it must educate him before he is worth 
a salary, because without training he is inefficient 
and therefore, costly. 

The second criticism the speaker voiced concerned 
the overanxious salesman who tells his prospective 
customer that no special training is needed to oper- 
ate his equipment. If this were the case, manufac- 
turers would not find it necessary to maintain in- 
stallation specialists or schools for the training of 
operators. All this should be taught by the schools. 
The speaker said that well trained and acceptable 
young men workers are always scare and this leads 
to the conclusion that many of those now found in 
commercial work have entered it without previous 
training. The field of commercial education, he said, 
lacks leadership. Cuts in expenditure are often 
made by denying proper equipment. A board which 
would not hesitate to spend $50,000 for manual 
training or shop equipment, will haggle at spending 
$500 on Mimeographs or dictating machines, but 
when the school administration is backed up by 
properly presented facts most boards of education 
will put up the money necessary for equipment. 

The speaker said that in setting up the curriculum 
and equipment for the John Hay High School, a 
special commercial trade high school—they kept in 
mind the basic facts of the surveys and research 
studies heretofore mentioned. “We endeavor to pro- 
vide each boy and girl with the fundamental, infor- 
mational and cultural background necessary for com- 
plete living and an understanding of the society in 
which one works. Each child is then at liberty to 
select from the skilled subjects listed on the school’s 
folder enough vocational material to give him a 
salable efficiency in one of the many junior positions 
which may be available to him in a large cosmo- 
politan city. To complete the program, he is then 
at liberty to elect enough units of work to fulfill the 
requirements for graduation, laid down by the state 
law. The majority of the pupils are guided into four 
major courses which contain very little duplication.” 

Multigraphing is offered double periods for a full 
year, and our equipment is such that we can turn 


OFFICE APPLIANCES 


out approximately sixty students per year, trained 
in the fundamentals of Multigraph operations. 

In the course designated as Office Appliances, a 
battery of fifty machines consisting of the four main 
types of calculating machines used in our city are 
taught for a period of one year. Standards similar 
to those maintained by the schools operated by the 
machine companies are rigidly enforced, and these 
operators are able to take a position and successfully 
discharge their duties. 

With a battery of sixteen accounting and billing 
machines made up of the various types most com- 
monly found in our Cleveland offices, we are able to 
furnish business houses with operators who can 
meet the standards demanded by their accounting 
division. 

Machine bookkeeping is taught only to the book- 
keeping group after the pupil has had a year of the 
fundamentals of pen bookkeeping. A year’s instruc- 
tion, double periods a day, is given on not more than 
two types of machines. 

In the course designated as Office Production, a 
variety of office appliances demanding short or long 
periods of instruction are covered. With a full year 
of this work, we now find it possible to produce fair 
operators of the Mimeoscope, Mimeograph and the 
Ediphone or Dictaphone, in addition to making the 
acquaintance of such common devices as gelatin 
band type duplicators, letter openers, letter sealers 
and stamp affixers. To give you some idea of the 
amount of work accomplished in these classes, you 
may be interested to know that with four Mimeo- 
graph machines we will produce approximately a 
million and three-quarter copies of material this 
school year. 

A full semester’s course in filing is offered which 
covers the more common types, such as numerical, 
alphabetic, geographic and automatic. 

The school is equipped with a modern outfit of 
cord and cordless type P. B. X’s with a battery of 
inter-communicating dial telephones, permitting us 
to give valuable training on this fundamental and 
most often used office appliance, the telephone. 


PRICE CUTTING WITH A SMILE 


Price cutting is always the result of a motive. That motive is more business. Further than 
that, the motive for more business is more profit. Where is the business man who seeks the 
added responsibilities of increased volume just for the fun of the thing, not caring whether 


his profits increase or not? 
“There ain’t no such animal.” 


Men like to do business on a big scale. They like to have a big business, but did you ever 
meet a man so anxious to have a big business as to want to do it without profit? 
And yet, consider the way cut prices are often handled. It may be in a corner grocery or 


it may be in a big wholesale house or in a public service business. A cut price is advertised. 
Buyers are, in effect, told to come and take advantage of the lower figure. They are given to 
understand they are welcome to the saving in cost. 

And then—when they come to buy at the cut rate, they are met with a solemn face, an 
obvious regret that it is necessary to do business on that proposition without profit. They may 
be invited to spend money for something else that does pay a profit and if they refuse, it may 
be intimated in manner, if not in words, that they are not playing fair. 

In other words, a business manager offers a profitless cut rate with a view to interesting 
more people in his business and in creating among them a feeling of good will that should 
result in added patronage. Then he nullifies that effect by showing that he feels sore if the 
customer does not add profitable purchases to those that are profitless, whether he wants to 
do so or not. 

The man who cannot smile and seem satisfied with what he gets when people accept his 
profitless offers and stop there, has no business making such offers, for they will only result 
in loss of good will in the end. 

(Frank Farrington’s Business Talks) 


(All nights reserved) 








EDITORIAL 





Here’s to the Traveling Salesman 
@@The man on the firing line of sales has plenty 
of trouble, particularly in times when sales are hard 
to make. This man is trying to put over something 
for the benefit of his house and at the same time to 
care for those dependent upon him. To add to the 
burdens of this man is ungracious and unnecessary. 

Kind words help the salesman all day long. The 
salesman must use a lot of patience—don’t tax his 
supply of it at headquarters. It is so very easy to 
work out all problems from what a brilliant writer 
in this journal years ago called “the mahogany box 
stall.” But theories sometimes fail. 

The man who works hard and yet fails needs en- 
couragement. The man outside must make contact 
with men in all humors. He must employ the ut- 
most of tact, and this involves the expenditure of 
nervous energy. For this reason resistance at head- 
quarters should be reduced to a minimum. 

What applies to treatment of salesmen at head- 
quarters should apply to their treatment by prospec- 
tive customers. Usually these customers themselves 
have salesmen calling on trade. The best possible 
way of gaining good will, prosperity and peace of 
mind is to treat the other fellow as you would like to 
have the other fellow treat you. 

-o> 
Influence of Arrangement 
@@The dealer in any line of business is in danger 
of “letting down”—permitting his mental faculties to 
run along in the easiest channel and letting more 
energetic men get ahead of him. This thought is in- 
spired by the remark of the merchandising manager 
of a prominent manufacturer who observed that even 
if the dealer did not have something new to show 
every few weeks, he should at least change the lay- 
out of his store so as to give the effect of newness. 
People always notice a new Store or a fresh display. 

It is advisable to keep changing the arrangement 
without altering the essential routing of customers in 
the store. To change the position of articles, build- 
ing up displays according to the rules of color and 
proportion, “ringing the changes”—all these things 
attract attention and give the impression that the 
merchant is up to date and has a marvelous stock of 
goods to draw upon. 

eS 
Concerning Advertising 
@@Ailvertising is essentially creative. It is a means 
whereby information is conveyed by those who have 
goods to those who need them or want them. It is 
the first essential element in distribution, for it is 
certain that when men do not know of an article or 
cease to be reminded of it they do not buy it. 

George M. Seaman, head of the Seaman Paper 
Company, in the company’s house publication, The 
Forecastle, expresses excellently some of the founda- 
tion precepts of good advertising practice, and we 
have pleasure in reviewing the gist of his remarks: 

Profitable advertising is not something that hap- 
pens like the weather, nor is it the result of an off- 
hand decision to run an ad; nor is it a cure-all which 
can be taken like a dose of medicine on occasion. 
Advertising, he continued, is a business and-one that 
fits closely into other businesses when properly done. 
Advertising is successful when it is planned and car- 
ried out as an essential part of the machinery of pro- 


duction of sales. It is successful when it is going 
some place and keeping to a definite object, and is 
the result of a plan which has been worked out on 
knowledge of manufacturing and sale of the par- 
ticular merchandise in question. Advertising is suc- 
cessful when it is on intimate terms with sales and 
production. It is successful when it tells the story 
of its product and not the story of something else. 
It is successful when it tells reasons why and avoids 
general terms such as, “we are the biggest and the 
best,” etc. Advertising fails when it lacks common 
sense, and most efforts in business fail for the same 
reason. It fails when it flounders around in a sea 
of printed matter with no place to go, It fails when 
the advertiser advertises only to himself; when the 
merchandise is not up to standard; when it fails to 
tell where the product can be bought and when pos- 
sible, the price of it. 
o> 
Britons Pleased with “S-M” Suit Outcome 

@@Comment was made by The British Stationer, 
official publication of the Stationers Association of 
Great Britain and Ireland, on the outcome of the 
Sidney-Morris suit against The National Stationers 
Association. The British Association has means to 
control price cutting which are lacking in the United 
States. An editorial on this suit in The British Sta- 
tioner concluded: 

“We warmly congratulate our friends in The Na- 
tional Association of Stationers upon their success 
in defeating this action. We know something of 
the long period of strain and anxiety through which 
they have passed, and can appreciate, therefore, the 
relief which must follow from so satisfactory a result 
of the splendid defense which they have put up 
against this action.” 

+ Os 


Not Enough Pay 

S@At a recent convention of the dealers of a leading 
company in this field, one of the successful men do- 
ing business in a city of considerable size found 
himself confronted with a problem which involved 
meeting competition in price as well as in layout. 
He got the job, but at no particular profit; in fact, 
he said that he found on figuring up all the time he 
had spent on that job, the hours and hours of work 
he had put into it, divided into the small profit which 
resulted, had made his time worth just exactly nine- 
teen cents an hour. Considering the fact that our 
friend is a high salaried man, it is. evident that the 
returns on that one job were very meager. He would 
almost certainly have been better off, and so stated, 
if he had let the job go and had concentrated his 
faculties upon other business. He was convinced by 
this experience that it does not pay to get business 
merely on a price basis. 

Some assert that it does not always follow that 
a job taken in competition at a small rate of return 
is unprofitable, because where a certain volume of 
future business is involved, it may be well to use 
every available weapon one can honestly employ to 
win the victory, and that it is rather too broad a gen- 
eralization to say that no deal ought to go through 
without a normal profit. 

We hold, nevertheless, to the opinion that in near- 
ly all cases it is better to decline business which can- 
not be had at a fair profit. 











THIS KIND OF ADVERTISING WILL PAY 


VERY throughout the 


dealer in office equipment pops out with original ad 


now and then country some 


proves to be 
brought 


the advertising 
“flier” 
sound reasons for 
the dealer lets his 


vertising and sometimes 


profitable. But usually it is a meré about 
things which are not 


that 


by one or more 


advertising at all, with the result 
death, 


long time is against advertising in principle. 


campaign die a natural kisses his money goodby 
and for a long, 

To say how much money is needlessly mis-spent in this 
But the 


dealers will continue to 


way in the course of the year would be hard sum 


must be considerable. However, 
take occasion 


for all time, 


il “fliers” in the press and in direct mail work 
and a shocking will fail 
to get any adequate 


i 
Let’s sect 


percentage of them 


return, 
seventy-eight news 
hed in cities of from 20,000 to 3,500,000 pop- 


Running through the columns of 


papers, publi 


ulation, I am able to spot fourteen display advertisements 


inserted by office equipment dealers. These advertisements 


range in size from a few agate lines on one column to sev- 
eral inches on three columns. Out of eight, signs of serious 
uppear in four. In the 


effort to make advertising pay < 


I 
it there was “a hole to 


thers the copy plainly shows tl 
fill” and that, having paid for it, the advertiser set about 
to fill it with—something. 

What a cor vial said of a forbidden beverage is true ol 
advertising—all brands are good, but some are better than 
others 

Advertisements that are merely reminders only keep the 
dealer’s name before the public. They have some value, 
but fall far short of what the advertiser could do with 


his space were he to put his mind to it. A well-written 


advertisement has a quality akin to a properly presented 


news feature—it is interesting—it establishes ideas in com- 


mon between reader and advertiser. The good advertise 


ment follows a logical process—it has a beginning, a nar 
rative feature, and a conclusion; but the advertiser, usually 
restricted to small space, must tell his story tersely, with 


short words and few of them. To such an advertisement 


there is peculiar force—it is above it is 


suspicion becaus« 
without eva n it nevertheless con- 


Happy 


good 


Simple in expression, 


veys the desired impression to the reader’s mind 


is he who has the sustained determination to writ 


advertising. It is a fine art. It is an art that brings delight 


to the interested learner, and puts money in his purse. 


However good the copy and the layout it will not work 
perpetually after one appearance, nor will it do its best 
work if repeated without change. To be successful in its 
full sense advertising should be a thing of today—alive 


with today’s interest and tomorrow’s prospects. It should 


be persistent, and there may be with advantage a con 
tinuity of thought or treatment which makes the reader 
look for succeeding advertisements. Therefore: In ad 
vertising, tell something interesting about what is offered 

change copy often, preserving interest—achieve con 
tinuity, if possible—and when writing, forget the pen and 


just talk, as man to man 


In looking over any collection of advertisements o 
fice equipment dealers, one feels inclined to ask: What 
ire they advertising? What is their objective? 

If the advertising done by the retailer in the trade must 
have some definite objective, what shall that objective be? 

In general, no advertising should be done which hasn't 
a clean-cut goal, which may be 

(a) T ittract mew customers 

(b) To build confidence and good will. 


An Objective and a Plan 

Brings Profitable Returns to 

Office Equipment Dealers. 

—By Henry Frommes, Re- 

tail Merchandising Consult- 
ant 


store with a certain mer- 


(c) To identify the 
chandise or of goods in a price class. 


type ol 


(d) To speed turnover on certain lines or items. 
May Be Others 
Not that there may not, from time to time, be objectives 


worthy of a campaign which are mere sub-divisions of 


these; but, all in all, one of these achievements should b¢ 
behind every retail advertising campaign 

Most of the advertisements examined have little more 
effect in the pages of the press than the sign over the store. 
Not that the sign isn’t a good advertising medium. But it 


is pretty expensive business to publish one’s sign in a local 


newspaper for a series of Something more is 


issues. 
needed. >» than the 
1 


which have been worn threadbare about the quality of one’s 


mething more usual trite phrases 


without coming 


offered 


goods and the advantages of his service, 
down to brass tacks and telling just what really is 
that the people will want. 

Before any advertising is done, it is wise to decide pre- 
cisely what it is hoped to get with the advertising. Is it 
customers in a rapidly developing locality? 
Is it to push goods 
yver to the local public the kind of a store one keeps and 


What- 


to win new 


that are slow-moving? Is it to get 


the price and assortment features of the business? 


ever it is, the theme should be perpetually harped on and 
stuck to 

After all, the stores in the trade are pretty much alike 
Yet, there perhaps isn’t one of them the owner of which 


] ; 


hasn’t some special notion or policy in his head as to what 


kind of a bid he wants to make for public favor. 


h an 


I am speaking of press advertising here 


advertising 
Copy 
that the 


newspaper is 


It always is wise to look ahead in suc 
campaign. 
for advertisements should be prepared in series s 
cumulative effect of serial appearance in the 
There should be a change of copy in 
of the advertisements may 


taken advantage of. 


every issue, though the theme 


be the same during a whole campaign. 


There Are Other Factors 


other factors 


In addition, there are which must govern 
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any press advertising the retailer may do, viz.: 
1. How many blocks or miles is it reasonable to expect 
people to come as patrons? 

2. What will reach them most effectively and inexpen- 
sively— 


3. Do people in the 


I I 


-the press or the mails? 

locality buy largely on the basis of 
price? Or quality? 

4. What kind of merchandise do they prefer? 

5. In what usual quantities? 

6. What do they want that is not offered by your com- 
petitors? 

7. Why do some of them trade elsewhere? 

It is never a difficult matter for the dealer to find answers 

A little serious study 

—a little personal investigation—will disclose the 


to these que stions and calculation 
facts. A 
knowledge of the community helps. 


For instance: 
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Some retailers in the trade have found lantern slides in 
nearby movie houses the most effective advertising me- 
diums open to them. In other instances this medium has 
proved to be a failure, due to purely local conditions. 
Others have found that circularization of a certain kind 
brings the biggest returns—but always when there is a 
definite objective—a picked goal to reach with the adver 
tising. Handbills have paid out well in thickly populated 
communities, when gotten up nicely and with a strong 
appeal in the copy. 

But, when the retailer advertises just to advertise—just 
to see what is going to happen—usually none of these me- 
diums will do him any real good. 

No matter what the medium selected may be, there still 
must be an objective and a plan or one cannot hope to get 
back what he puts into his advertising budget. 


The Wrong Way 
Wherein do retailers in the trade chiefly fail in making 
their advertising productive? 
Usually the copy is hit or miss, carelessly prepared and 
minute. Stale advertisements are 
Advertisements too frequently 


gotten in at the last 
allowed to run on and on. 
used are mere announcements and have only a general 
“visit our store” appeal. As against this, set the rules 
which have been followed by a leading chain store organi- 
zation for years: 

Fresh copy every issue. 


Newsy copy—peppy wording with the buying urge. 


GETTING THE HIGH 


IN A SMALL TOWN 


By Ursula 


USINESS received from the high school is profitable. 

Teachers and students require typewriters and sta- 
tionery supplies and I try to sell them what they need. 
By demonstrating and explaining to the teacher who had 
charge of buying the supplies how useful type cleaner is, 
I sold her some and after she once used it she bought it 
Students 
rent typewriters and purchase supplies for use in school, 


thereafter whenever occasion to do so arose. 
and by advertising in the school I got their business. 

Most high school students are poor and buy inexpensive 
typewriters with standard keyboards, called “Fixed Ups” 
retailing from $10 to $25. Sometimes students will take 
“blind” machines or odd makes if they can get them 
cheap, such as Remingtons No. 6, Foxes, Royals Nos. 1 and 
5, Underwood No. 3, etc. Students are now about the 
only people who buy these machines, but they need them 
Keep these machines dusted. If they need 
paint, paint them. Make them look as nice as possible. 
It will make them easier to sell. My customers are always 
more willing to buy a clean and painted typewriter than 
a dirty one with the paint knocked off of it. It is neces- 
sary for me to sell cheap machines. I have calls for them. 
Most of them I have taken in on exchange for new 
machines. 

Teachers and some of the students can afford new type- 
writers and are in the market for new portables. I always 
keep several new portable machines of different makes on 
hand, as I have calls for them. 

Students who require typewriters for practice work want 
Underwoods No. 5, Remingtons No. 10 or 12, Royals No. 
10, L. C. Smiths No. 8, and Woodstocks No. 5. Many 
students will only rent typewriters of nationally known 


to practice on. 
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Specific offerings at specific prices. 
Cuts always (illustrations). 
Regular “position” (in the case of press ads.). 

Every retail stock in the trade is full of items and lines 
which furnish good advertising material. 

lf we need any concrete example of the power of proper 
advertising in the trade, we need only look to that leading 
retailer in every city and town who is best known of them 
all. 

You will find that he has been advertising in one form 
or another persistently and intelligently. He has, as a 
rule, long ago learned the hazards of taking “fliers” in the 
local press, of spasmodic appeal to the public and of run- 
ning stale advertisements day after day and week after 
week. He has succeeded in putting over his business inter- 
estingly so that people are prompted to pay the store a 
visit. 

Generally speaking, it is possible to get some very excel- 
lent help from the local newspaper. It is as much to the 
interest of the publisher to make one’s campaign a success 
as it is to the advertiser himself. 

By the mere reason of a somewhat limited field of opera- 
tions, the retailer hesitates often to use the press. Much 
depends upon the power of the local afternoon daily. And 
much depends upon the location of the store and the 
trading area it enjoys. The fact that there are some steady 
newspaper advertisers in the trade, making a success of 
their adveftising proves that, rightly done, advertising is 
a profitable outlay. 


SCHOOL BUSINESS 


Kelligar 


I rent these typewriters for $5.00 a month, $1.25 
per week, and fifty cents a day. I could not afford to rent 
good typewriters like these for less. I rent my odd makes, 
such as the Fox, etc., and blind machines to students at a 
very low rate and do not rent them for less than a week. 
I place a notice in the newspaper in the high school and 
in my window stating that I rent these machines’ to 
students at fifty cents a week and $2.00 a month and that 
rent can be applied on the purchase of the typewriter. I 
charge ten per cent extra for machines sold on install- 
ments. I make students buying typewriters on payments 
sign a written contract promising to make their payments 
on a certain day of each month, and give them to under- 
stand, in a polite way, that if they do not make prompt 
payments on appointed dates the typewriter will be taken 
back. I get the reference of some bank and three re- 
liable business men. Students renting typewriters also 
sign a contract promising to pay all the expenses of having 
the machine fixed up if they break any of its parts while 
they are renting it. 

Students appreciate getting blotters and imprint pencils, 
and read the advertising matter on them. I do not charge 
either for such pencils or blotters, because nothing kills 
trade quicker than for dealers to charge for advertising 
matter he should distribute free. ' 

Pencils are expensive articles with which to Advertise, 
so I advertise only my typewriters and supplies with them. 
I call on the typewriting teacher, get the number of stu- 
dents in her class and distribute pencils to them. 

Our high school publishes a school paper. I get profit- 
able results from advertising in it. Besides being a handy 
reminder, it pleases the students and creates a friendly 


makes. 
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I am interested 


They 


in them and in helping their school 


realize 
When they are in the 
are glad to buy them from 


feeling among them for me. 


market for school supplies, they 
me. When they ask me to advertise in their paper, I am 
courteous to them and give them an “ad.” I put a large 
advertisement in the school paper showing that I sell, rent 


makes, 


merchandise 


and exchange new and used 


S< he ol 


is fresh and dependable The name, 


typewriters of all 


and stationery supplies, and that my 


address and tele phone 


number of my store are at the bottom of each advertis« 


ment 

High school students like to have their games vigorously 
touted. I gain their friendship and business by decorating 
my window with the school’s colors on days they have 
games in Pana and am very careful to have my windows 


nicely decorated on these days, as both teachers and stu 


dents from surrounding towns visit Pana to see the games 


They need typewriters, typewriter supplies and school and 
} 


stationery supplies. I display my new and used machines, 
ribbons, typewriter carbons, school and stationery sup 
plies in my window and this brings visitors from other 


in and buy 
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I let students put cards in my window advertising their 


plays, games, markets, et It would be very detrimental 
to my business to refuse them these privileges. It makes 
students resentful for dealers to show they lack interest 
in the school activities. It pays me to make friends of 


students, and not hurt their feelings; if I did otherwise, 


they would not trade with me. Their business is profitable 


It lasts nine months of each year and | do all | can to get 


it 


Che small towns surrounding Pana have no dealers who 


handle supplies. I drive to these places 


typewriters or 
and call at the schools and sell supplies to the typewriting 


teachers, distribute advertising matter showing I sell and 


rent typewriters, and get business from students in these 


towns 
September season and brings a big 


Peopk 


visited during the 


ends the vacation 


demand for social stationery. write to friends 


and relatives they summer. I display 


all grades, color and styles of social stationery in my 


window with a sign reading, “Ideal stationery for writing 


bread and butter letters.” This display sold quantities of 


Stationery 


OUTSIDE SELLING MAKES INSIDE 
PROFITS 
By F. F. 


I the present time, we see clearcut evidences of this 

' 
result here and there in the trade. I found one dealer, 
operating for months ona small rush order basis, faced with 


a sudden shortage of established lines and unable to get 


shipments or promises of shipments from the jobber who, 


in turn, blamed the manufacturer who, in turn, assigned 


retailers’ small orders to a shutdown in production. This 
doesn’t happen every day just now nor in every line; 
but it is happening with greater frequency in the trade 
And, at any time, retailers may expect to face a serious 


situation in getting the goods they require on short notice 


There is ample evidence that the average dealer, in his 


caution, will reduce his orders to jobbers and manu- 


facturers more and more as the practice grows upon him 


often unable to supply a 


and that he may find himself very 


demand on his floor Any one who moves about 


retail end of the 


legitimate 


freely in the trade today is bound to be 


struck with the small stocks upon which many retailers 
are striving t “cet by.” 

An interesting sidelight on this situation was presented 

MISS STELLA WILLINS, WHO IS 

SAID TO BE AMERICA’S SPEED 

IEST WOMAN TYPIST AT \ 

LITTLE PRACTICE STUNT PRIOR 

TO HER RECENT SAILING FROM 

NEW YORK ON THE LAFAYETTE 

FOR A FIVE MONTHS’ EUROPEAN 


TOUR It is stated that Miss Willins 
goes abroad at the repeated invita 
tion of British and Continental busi 
ness houses, who wish her to demor 


skill and method 


strate her typing 





by a well established retailer in Pittsburgh, Pennsylvania 


“One of the things that bother me most in connection 
with my small orders is the added record keeping and 
stock handling entailed. We spend twice as much time 
aking stock and keeping our stocks in line This, of 
course, costs money. Also, if I spend money on special 
displays and advertising of certain selected items, I often 
fear that in case of a big return I will have to wire for 
more goods or turn down my customers. That is one 
reason why I have studied the situation and have increased 


my orders on certain lines and items.” 
\fter all, even in slow times, we have buying spurts. We 
had 


Summer, 


have them from time to time in the trade since last 


Very often, retailers have suddenly found them- 


selves unable to supply demand and have also found that 


suppliers were in no better shape, with the result that sales 
and profits went a-glimmering. 


Adequate buying always is safe and adequate buying is 


orders to 


buying plenty of goods and in sufficiently large 
make tor é¢ 


momy and customer service 


for the benefit of typists on the other 
side of the ocear Miss Willins was 
one of the Underwood Typewriter 
Company's topnotch speed operators 
and came very close to winning the 
international championship We see 
her here seated at her Underwood 
typewriter ready to reel off copy at 
some incredible number of words per 
minute Her record in the last con 
test was 124 net words per minute 
(Acme) 
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WATCH YOUR STEP 
By M. L. Hayward 


The Maryland File 

“The supplies which I ordered from you on the 10th inst., 
and for which I have already paid your draft in advance 
of arrival, have now arrived here, and are not the supplies 
which I ordered. I have charged the supplies to you and 
will hold the supplies subject to your order pending receipt 
of shipping orders from you,” the Maryland customer 
wrote, 

“Kindly dispose of the supplies for me at the best price 
obtainable,” the Maryland office appliance dealer replied. 

“T am enclosing herewith an order to be shipped as soon 
as possible and in the usual way,” the customer wrote 
later. “At the same time, give me your shipping instruc- 
tions in regards to the previous supplies, which I have 
not been able to dispose of. I do not mind holding the 
supplies until you can dispose of them, but in the mean- 
time I would like to have a check for the draft which I 
paid.” 

A few days later the bank presented a draft with bill 
of lading attached, covering the second order, and de- 
manded payment of the draft before delivering the bill 
of lading, as instructed by the dealer. 

“IT will pay the draft less the amount of the previous 
draft,” the customer wrote the bank, the dealer refused 
to make any deduction, the customer refused to accept 
the second order, and the dealer sued for the price in the 
Maryland courts, and before suit was started the supplies 
were destroyed by fire in the warehouse in which they 
were stored. At the trial the customer entered a set-off 
for the amount of the previous draft which the court 
allowed, and the decision was upheld by the Maryland 
Court of Appeals. 

“In the case at bar the vendor of the supplies in question 
did not resort to either of the remedies open to him, but 
while reserving the property in and the right to the pos- 
session of the goods, and refusing to deliver them to the 
vendee, except upon payment of the contract price, left 
them on the dock without making any effort to provide 
for their care or safety. The customer could not take 
charge of the supplies, and if the dealer had stored them 
for the customer they might not have been destroyed by 
fire. The customer should not, therefore, be required to 
suffer the loss of which his breach of the contract was not 
the proximate cause,” the court said. 

———— 
Could the Bank Collect? 

The local office appliance dealer had received a check 
for $30 from an out-of-town creditor, strolled into the Pop- 
ular Bank, endorsed the check, filled out a deposit slip, 
pushed them through the teller’s window, at that time the 
dealer’s balance was $13.13, and on the deposit slip was the 
following notation: 

“Items not payable locally are taken at depositor’s risk 
and credited subject to actual payment. This bank as 
agent for depositor will forward such items, either direct 
to drawee, or another bank in the same city, or indirect 
through correspondents in other cities.” 

Neither at that time nor later was there any arrange- 
ment between the dealer and the bank that the proceeds of 
the check were to be credited to him before actual payment. 
That same day the bank permitted him to withdraw the 
amount of the check before payment, then the check was 
refused by the bank in a nearby town on which it was 
drawn, and the Popular Bank “came back” on the dealer. 


“You sue the customer, and I'll stand behind you,” the 
dealer agreed, and the bank sued in the Mississippi Courts. 
“You're not a holder for value,” the customer argued. 

“When we let him check out the proceeds we certainly 
put up value,” the bank consented. 

“But, you did so without any arrangement with him to 
that effect, and it was contrary to the statement on your 
own deposit slip,” the customer contended. 

The Supreme Court of Mississippi, however, in the recent 
case of Bank vs. Smith, 96 Southern Reporter, 785, ruled 
in favor of the bank, on the ground that while the bank 
originally received the check for collection, but subsequent 
thereto permitted the full amount to be withdrawn by the 
depositor, it waived the right to hold the check only for 
collection and became a holder for value. 

“After the deposit of a check and the giving to the de- 
positor of conditional credit therefor, the depositor, by 
presenting his own check for the amount of his balance, 
including such conditional credit thus established beyond 
argument his desire and request that the theretofore exist- 
ing condition in credit be waived or modified,” said the 
Court. 

————_>———_ 


When the Dealers’ Union Declares a Dividend 

The stockholders of the Dealers’ Union were in session 
assembled. 

“I move that we declare a dividend of 10%,” 
stockholder broke in. 

“This is a stockholders’ meeting—a dividend has to be 
declared by the board of directors,” the chairman assured 
him—and the chairman was absolutely and legally cor- 
rect, as every stockholder knows, sometimes to his sorrow. 

Suppose, however, that the new stockholder persists in 
his motion, there are half a dozen willing seconders, it 
passes unanimously and enthusiastically, the Union sends 
out the dividend checks in the usual way, then somebody 
objects, and attempts to upset what has been done. 

“Only the directors can declare a legal dividend,” the 
“kicker” protests. 

“That may be true, but the directors adopted what we 
did, paid the dividend, we’ve got our checks and spent 
the money, and what we have we'll come pretty near hold- 
ing,” the stockholders retort. 

On this point the rule is that, while the board of direc- 
tors is the proper body to declare a dividend, yet if the 
dividend is declared by the stockholders, and the directors 
adopt it and carry it out, the dividend is legal, where the 
rights of creditors are not affected. 

“As the rights of any creditors are not in any way in- 
volved, the corporation, we think, is stopped to deny the 
validity of such corporate action, the board of directors, it 
must be assumed, accepted the action of the stockholders 
of the corporation must be regarded as bound thereby,” 
Says one state court in a case on this point. 

This rule is illustrated by a West Virginia case reported 
in 93 Southwestern Reporter, 958, where the evidence 
showed that a stockholders’ meeting including stockholders 
and directors declared a dividend, payments were made 
thereon, and, in a suit brought by a stockholder for the 
balance of the dividend, the corporation set up that the 
dividend was illegal. 

“And as against the stockholder denied his pro rata 
share of the dividend, the corporation cannot justify its 
action on the ground of its illegal action,” said the Court. 


the new 








An Autograph Collector 


In the April number of the journal 
brief mention was made of the re- 
ceipt, from our old friend, Charles K 
Wadham of Pittsfield, Mass., of an 
interesting monograph upon his ex- 
perience as a collector of autographs. 
The monograph was presented as a 
pamphlet of pleasing format and is- 
sued upon the writer’s eightieth birth- 
day 

Mr. Wadham states in the foreword 
that it intention to 
collection of autographs to some art 


is his leave his 


museum or library. He greets all his 
friends and once more thanks all those 
who have contributed to his collection, 
and adds the that his 
zeal in his hobby is unabated. 


cheerful news 


The opening pages of the pamphlet 


discuss methods of securing auto- 
graphs and mention the instruction 
and gratification derived from the 


such favors from 
His aim, says Mr 


process of securing 
celebrated people 

Wadham, has been to possess through 
his own contact as signatures 
as possible of interesting people who 
lived in the period of his own life- 
time. Mr. Wadham seeks the auto- 
graphs of the living through personal 
letter. Looking back over 


his earliest endeavors, covering a pe 


many 


visits or by 


riod of more than sixty years, he ad- 
mits that the memory of personal con- 
tacts made and the interesting epi- 
sodes which occurred, take on a value 
quite as great as that of the signatures 
themselves 

In obtaining autographs, Mr. Wad- 
ham has gone to all classes of people 
Beginning at the age of about seven- 
teen, he has continued autograph col- 
lecting until the present time and has 
come in contact with many great men 
Today he has a most 

collection He 
the art of 


and women 


comprehensive dis- 


cusses with rare interest 


approaching people for autographs 
and gives some excellent advice which 
is good for all persons who make con- 
tacts with strangers 


Reading the pamphlet is a charming 


adventure, in which one enters into 
some pleasant little intimacies with 
men and women who contributed 


something endearing to the sum of 
human happiness 

One may stand in fancy, with the 
young Charles at the desk of Oliver 
Wendell Holmes, while the good doc- 
tor writes that inspiring last verse of 
“The Nautilus” in the 


album signature, and 


Chambered 
and affixed his 
one may catch the rhythm of “The 
as Johann Strauss pens 
that 


pages 


Blue Danube” 


a strain of entrancing waltz 


across the But here we have 


not the privilege to follow where the 





OUT OF 
THE RECORD 


Notes Concerning Ac- 

tivities in Our Field Not 

Within the Usual Rou- 
tine 


We can only name 


distinguished 


adventure leads 
some of the people 
whose signatures appear in Mr. Wad- 
ham’s collection: John G. Whittier, 
Henry Wadsworth Longfellow, James 
Russell Lowell, Thomas Hughes, 
Ralph Waldo Emerson, John Tyndall 
Dr. Oliver Wendell Holmes, Phillips 
Brooks, Horace Greeley, John Rus- 
kin, Rev. James Freeman Clarke, 
Charles Sumner, Josh Billings, James 
Whitcomb Riley, Edward Everett 
Hale, Robert C. Winthrop, Wendell 
Phillips, Henry Ward Beecher, Rob- 
ert Collyer, Punshon, Herrick, Johann 
Strauss, Abt, Charlotte Cush- 
man, Fechter, the actor; Vanderhof, 
the great actor and John 
Bright, and many other people whose 
names recall charming memories of 
the life, the thought, the activities and 
the literature of a post generation 


Franz 


reader; 


The monograph presents something 
than information of the auto- 
It discloses the fine philoso- 


more 
graphs 
phy of our old friend who has real- 
ized a fine measure of happiness in 
his life and who at eighty says, “I 
sometimes wonder if old age is not 
more amply compensated for than any 
period of life.” He has the 
riches of “pleasant recollections of 
days that have vanished” and he closes 
the monograph with a quotation from 
Browning’s Ben Ezra: 

“Grow old along with me, 

The best is yet to be. 

The last of life for which the 

was made. 


other 


first 


Our times are in His hand, 

Who saith:—A whole I planned, 
Youth seeks but half:—Trust God: 
See all,—nor be afraid.” 


The Honolulu Item 


Back in the dim and more or less 
distant past, there was a newspaper 
in Cheyenne, Wyoming, called the 


“Cheyenne Daily Sun,” edited by a 
tall, robust gentleman named E. A 
Slack. During a part of the period 


when the writer hereof was in the 
earhest years of high school, the star 
one Ed. 


Towse, a young man of discriminat 
uncommon en- 


reporter of the “Sun” was 


ing intelligence and 
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ergy. Now comes from Honolulu a 
copy of “The Honolulu Item,” for 
February, house magazine of the Mer- 
cantile Printing Company of that city, 
and at the bottom of the last page in 
a box is the legend: “This Magazine 
Edited by Ed. Towse.” 

He is the same Ed. Towse who pur- 
Cheyenne 
knew he 


about 
We 

occasional re- 
reported his 


sued news stories 
forty-odd years ago. 
Hawaii, 
visitors 


went to and 
turning 


prosperity and welfare, and have en- 


have 


larged upon his charming hospitality. 
3ut Ed. has the printing germ in his 
system and will never, never get rid 


of it. 
As a house magazine, “The Hono- 
lulu Item” is one of the best. It is a 


good advertising medium for its spon- 
sors, The Mercantile Paper Company, 
for the little bold face advertisements 
between news or topical items say all 
that is necessary by way of sugges- 
tion to intending purchasers of print- 
equipment. And the 
paper are in- 


ing and office 
main contents of the 
structive, inspirational, newsy, humor- 
ous, philosophical—something to in- 
terest everybody—and presented with 
a brevity that wastes not a word. No- 
body but a first-class news man could 
get up a paper so wide in scope and 

to everyone not men- 
a few of the 
subject-titles: “American Di- 
plomacy,” “Selling Short,” 
“Road Amenities,” “Forbearance,” pic- 
ture of and item regarding the Guten- 
berg Bible now in the Library of Con- 
gress at Washington; “Lincoln’s As- 
sociates,” “State Debts,” “House of 
Representatives,” “Savings,” “Dia- 
monds,” “Saving Eyes,” “Power Pro- 
posal,” and many other topics. We 
learn that a f very famous 
men achieved distinction in early man- 
hood, and that a number of equally 
famous men achieved great undertak- 
ings after the age of fifty and up to 
ninety-eight, at which great age Titian 
finished a famous painting. And last, 
but not least, there’s a column about 
Benjamin Franklin and what he would 
do if he lived in Hawaii 


so interesting 
tally 
many 


inert. Here are 


America 


number < 


The “Item” contains eight pages, 
every one packed with interest. 
We congratulate Ed. Towse. 


“Regards to the Gang” 


The many friends of P. A. B. Hoff- 
man, president of The Smead Manu 
facturing Company, Hastings, Minn.., 
who has been ill for many months, will 
learn with pleasure that he is now at 
the Mayo Brothers hospital in Roches 


ter, making progress toward good 
health 
In a letter received the other day, 
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Pete sends “regards to the gang”; 
says that he must still have help to 
get in his clothes, but expects pres- 
ently to be able to kick up his heels. 
Having learned that we were off for 
a brief visit to our son at his school, 
Pete offers the following suggestion: 
“Be a kid. Put on a red tie and spats 
and be young once more.’ 

There is also some comment upon 
getting back on the job, walking in the 
built out of dreams and work 


factory 
and some sleepless nights and where 
every nail and brick is a part of me.” 

Just now our old friend may be get- 
ting into pantaloons, house jacket and 
slippers with difficulty, but his spirit 
inspires the prediction that in due tim« 
he will be able to insert himself un- 
aided in an old fashioned biled shirt 
or a well shrunken union suit, either 
of which require considerable gym- 
nastic ability. 

Pete’s cheery letter received on a 
day when we were running more or 
less flat, inflated our mental tires and 
speeded us up. 


“Pop” Kimball Is “Taking It Easy” 

Our old friend, J. N. Kimball, su- 
perintendent of typewriting contests 
for twenty-five years, who is now en- 
“taking 
it easy in mine inn,” as he expresses 
it, clicked off his seventy-sixth birth- 
day a few weeks ago by way of throw- 


joying a well earned leisure 


ing a bouquet to Chronos and sent out 
the following little protest to his 
friends 
OBIT 

When the early-morning Postman 

Is a-coming down the block, 
And I patient sit, and listen 
For his whistle or his knock 
And then get a lot of birthday 
All green and blue and pink, 


cards, 

And he grins, as I receive them, 

It is funny—I DON’T THINK! 

They have a hint of graveyards 

And gruesome things like thos« 

And modest little daisies 

Growing up above my toes 

They may say “CONGRATULA 
TIONS,” 

But they mean, as sure as fate, 

That I’ve toddled one step nearer 

To Old Saint Peter’s gate 

But I have to take my medicine, 

3e a sport and play the game, 

So I'll just say, in conclusion, 

“Here is wishing you the same.” 


—J. N. Kimball (Aetat 76) 
“To Hell with Hollywood” 


The caption is the title of a bock 
issued last month and written by our 
young friend, Horace Wade, a son of 
FE. I. Wade, 
staff of Office 


occasional contributor. 


once a member of the 


Appliances and now an 


We have not read the book, notice 
of which reaches us with the caution 
that—“anyone with queasy nerves had 
better leave this book alone. It is 
brutally frank and quite devoid of the 
ordinary reluctances.” The “warning” 
makes us a bit timid. To say the 
truth, we are inclined to consider “re- 
luctance” a commendatory attitude to- 
ward disclosing the shortcomings of 
our fellows in Hollywood or else- 
where. 

It is necessary for the public good 
that certain undesirable things be ex- 
posed to view, but it is highly impor- 
tant that one undertakes such 
mission be well informed and impelled 


who 


by high motive. 

About ten years ago, when twelve 
years of age, Horace Wade received 
considerable publicity by writing a 
juvenile novel “In the Shadow of 
Great Peril.” On account of his book, 
he was given an appointment on the 
Hearst newspapers and as the “boy re- 
porter” traveled over the country and 
interviewed many public men. Later 
he lived in Los Angeles where he is 
said to have accumulated the material 
for his recent book. 


A Future Stationer 


Six years ago, when Mr. and Mrs. 
Ivan Allen of Atlanta and Ivan Allen, 
Jr., were in London, Percy Barringer 
took Ivan Allen, Jr., to a luncheon 
that the British Stationers’ Association 
was giving in honor of the senior 
Allen. During the course of the lunch- 
eon, Mr. Barringer called on Ivan, Jr., 
to make a little talk. It was to be 
short and to the point. He replied 
that his greatest ambition was to be a 
good citizen of Atlanta, and in busi- 
ness, a good stationer. This remark 
from a boy in his early teens made 
quite a hit with the Britishers, and we 
are informed that the junior Allen has 
never changed his ambition, but ex- 
pects to take employment with the 
Ivan Allen-Marshall Company, when 
he has completed his college work. 
His father and his father’s partner, 
Charles M. Marshall, who has no chil- 
dren, rejoice in this determination and 
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look to him to carry on when the 
proper time comes. 

Friends of the Allens will be inter- 
ested in knowing that Ivan, Jr., now a 
young man, is one of the five boys out 
of over three thousand who received 
perfect marks for work in the last 
semester in the Georgia School of 
Technology, which is considered the 
strictest in its requirements of all 
southern colleges. Ivan, Jr., is now a 
sophomore and was the only sopho- 
more in the commerce department to 
make all A’s. 

One of the boys in the group of five 
has been blind since infancy. His re- 
markable achievement was made the 
subject of an extensive article in the 
Atlanta Journal, in which the others 
were highly complimented for their 
records. 

Office Appliances congratulates 
young Ivan Allen upon his accom- 
plishment and upon his intentions. He 
will be put to something big to add to 
the Ivan Allen-Marshall Company 
laurels and the family achievements, 
but the future is big with promise for 
the next generation, 


Another Allen Accepts 
Responsibilities 

Over yonder in the adjoining col- 
umn we have just told of some of the 
good work done by a young Atlanta 
Allen, worthy son of an honored sire. 
We now hop clear across the conti- 
nent to Seattle, where they are accus- 
tomed to getting still another Allen 
—Pliny L., by name—to do those 
things that “cities beautiful” like to 
have done once in a while. To make 
the story brief: Pliny L. Allen, an 
executive of the stationery house of 
Trick & Murray, has been made head 
of the organization having in charge 
the Clean-Up, Paint-Up campaign 
now going on in that city. Prizes for 
the best lawns, etc., have been ar- 
ranged, and Mr. Allen is putting be- 
hind the drive an energy and executive 
capacity that Seattleites declare is 
characteristic of him. 


“Uncle Josh” Hobbs Counts 
Another Milestone 

J. N. Hobbs, who has represented 
the Southworth Company in the Chi- 
cago territory many years, celebrated 
his seventy-ninth birthday on April 27. 
Tall, full of fun, lively and vigorous, 
“Uncle Josh,” who lives in the warm 
regard of a host of stationers through- 
out the country, reminds one of a man 
fifteen years younger. 

Mr. Hobbs was born at Indepen- 
dence, Missouri, April 27, 1852, and he 
asserts with a twinkle in his eye, that 
there were two great men born on 
that day and month—himself and 
General Grant. Mr. Hobbs, by the 
way, is a lifelong Democrat. 
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OFFICE FURNITURE 


WOOD & STEEL 








BIG SALES POSSIBILITIES 


IN STEEL 


HERE is probably no other line of office equipment 
that offers greater sales possibilities to the dealer than 
steel equipment. We begin to appreciate the great strides 
that have been made in steel office furniture when we recall 
that only a few years ago the sale of such equipment by 
the dealer met with But metal 


furniture has fulfilled the most exacting demands made of 


considerable resistance 


it by its many users, who include a large proportion of na- 
tionally known concerns. A striking example of the ap 
plication of steel equipment to modern business is exem- 
plified in the new Aetna insurance building at Hartford, 
Conn. This building houses about 3,000 office workers and 
steel equipment is employed in it throughout, with some 
exceptions 


The advantages offered the dealer by the sale of steel 
equipment are many, but perhaps the chief ones are to be 
its adaptability and flexi- 

This makes it possible 


a one hundred per cent 


found in its enduring qualities, 
almost situation 
outfitter to lay out 


offic e, 


bility in every 


for the office 
because the customer can 
with the larger pieces, 


letter trays, 


plan for any sized 
now be supplied in steel not only 
including desks, files, safes, etc., but 
waste baskets, bookcases, 
inets, lockers, shelving, and last, but not least, aluminum 
And steel desks of great beauty and the last word 
had in period, general and 


with 


costumers, wardrobes, cab- 


chairs 
in convenience now be 
executive types 
standard finishes as well as in special finishes in either one 


may 

Such equipment can all be furnished in 
or two-tone combinations 

The trend today is toward colors and many of them, and 
this fact also encourages the sale of steel equipment, for 
such equipment can be finished in any color locally, because 
even the smaller cities have facilities for doing lacquer 
finishing and the lacquer can be applied by brush or spray 
gun very successfully on the baked enamel surfaces. This 
makes it possible for the dealer to take care of any re 
quirements with a minimum of stock and at a minimum of 
give the reader an idea of how the use of 
applied in modern offices, 


expense. To 
special finishes can be the ex 
ample of the equipment installed in the A. O. Smith Com- 
This com- 


pany’s offices at Milwaukee, Wis., is interesting 


pany has three different distinctive colors, one color for 
executive offices, another for minor executives and a third 
for its general offices. These colors are not the conven- 


tional ones such as walnut, mahogany or green, but are 
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Some Points as to the Value 

of Steel Furniture as a 

Source of Profit in the Busi- 

ness Equipment Store.—By 

Jack Sheean of W. B. Read 

€& Company, Bloomington, 
Illinois 


what is designated as creative colors, which are distinctly 
different and add a modernistic touch. 

One of the useful selling points of steel furniture is the 
fact that over a considerable period of time a modern 
office can effect economies by the use of steel office furni- 
ture because of its standardized construction. By stand- 
ardization is meant that the styles do not change in steel to 
such an extent as to render equipment purchased now 
obsolete a few years hence. In fact, the intention seems 
to be to improve the lines in every possible respect, but to 
retain a certain standard of product and thus avoid inhar- 
monies in the installation of additional pieces from time to 
time. Many dealers can testify to the truth of this state- 
ment from past experience, having matched up office furni- 
ture in steel with that which the customer has had in use 
twenty years 
the office 

The steel desk, for in- 


The use of steel equipment in incorporates 
therein certain distinctive features 
stance, gives not only durability, but under modern methods 
of construction it is perfectly rigid and quiet in action. 
Through the genius of the builders the user is also given the 
opportunity to use card index trays as stock equipment for 
the filing of various sized cards in desk drawers. All drawers 


are interchangeable and are so made that they will not bind 
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nor stick in damp weather, giving one hundred per cent effi- 
ciency at any season of the year. The advantages of prac- 
tical indestructibility and proof against the inroads of ver- 
min are common to items of the steel equipment line. In 
the case of steel shelving, the customer obtains an arrange- 
ment which is in the highest degree flexible, since metal 
shelving may be adjusted to practically any conditions and 
can be disassembled, moved to a new location and set up 
again at little expense. No other type of shelving can ap- 
proach metal shelving in economy, cleanliness and perfect 
adaptability to the uses to be served 

The sale of steel furniture affords the dealer the oppor- 
customer an engineering service 


tunity to render his 


through the completeness and uniformity of the lines with 
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a minimum of stock, on account of the relative simplicity 
of the designs in steel furniture without sacrifice of attrac- 
tiveness. The dealer thus keeps his inventory at a com- 
paratively low level, making quick turn-over possible. 

The last few years have shown a decided trend toward 
the use of steel office equipment among all classes of or- 
ganizations and the dealer has a fine opportunity to make 
capital out of this situation by attempting to standardize 
his customer on steel in all of its different uses. Judging 
the future by the past, it would appear that the sale of this 
type of equipment offers fine possibilities for the dealer to 
render a service to his customers at a satisfactory profit to 
himself. Metal furniture is a field that holds exceptional 
possibilities for progressive dealers. 














MAGNIFICENTLY APPOINTED 

GOVERNOR'S OFFICE IN STATE 

HOUSE, INDIANAPOLIS, IND., 

FURNISHED BY THE INDIANAPO- 

LIS OFFICE FURNITURE COM- 
PANY 








Hoosier House Fits Up Indiana Governor’s Office 

The Indianapolis Office Furniture Company, manufac- 
turers and jobbers of wood and steel office furniture, filing 
systems, safes, etc., have recently completed a new and 
remarkably beautiful installation in the executive office of 
the Governor of Indiana, at the State House in Indianap- 
olis. All of the equipment, including wood furniture, over- 
stuffed furniture, drapes, radiator covers, window ventila- 
tors and rugs, was supplied by the Indianapolis Office Fur- 
niture Company. 

The desks and tables were built to order by the Shelby- 
Desk Company and are made of specially selected 
The built to 
Crocker Chair Company, are made of solid walnut and up- 


ville 


walnut. leather chairs were order by the 


holstered in top grain mission finish leather. The over- 
stuffed furniture was built to the design of the Indianapolis 
Office the Udell Works, Inc., of 


Indianapolis. This furniture is upholstered in specially im- 


Furniture Company by 


ported fabrics. The rug which practically covers the floor 
was specially woven to fit the room by the Mohawk Carpet 
Mills. 
center of the rug. 
The ceiling and walls of this magnificent room are 


The seal of the state of Indiana is woven into the 
The state colors, blue and gold, predom- 
inate. 
decorated in deep gold with a few touches of blue, hence a 
golden reflection is cast over the entire room. On account 
of the colors, the equipment and the lighting effects, this 
is said to be one of the richest looking rooms in the state 
of Indiana. 


Clemetsen Company Presents New Desk Line 

The Clemetsen Company of Chicago have announced 
what they call the new Clemco idea, one feature of which 
and a very important one, is the new “Clemcola” top, cre- 
ated especially for Clemco desks and patented by the com- 
pany. These desks feature new beauty, new efficiency, new 
conveniences and exclusive patented ideas. Interesting 





NEW CLEMCO LINE DESK WITH 
“CLEMCOTE” FINISH 


“CLEMCOLA”’ TOP AND 


features are claimed for these new desks, including correct 
sizing, stability and ruggedness, ample proportions and 
conveniences that speed work. The desks possess beauty 
and dignity of appearance, individuality and character, cor- 
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rect balance and softness of line and they can be used in 
varied combinations with each other, creating harmonious 
appearance which is so valuable in the arrangement of 
[here are four designs of this 
32, 33 and 34. 


is intended to meet the need for a business 


private or general offices 
type of desk, including Nos. 31, 

The No. 31 
desk, embodying character, correctness of proportion, sim 
plicity and beauty of line and utility features. It is made 
in oak and all walnut exterior. The colors are walnut and 
oak, the oak being a deep rich, soft toned autumn brown, 
with the new The No. 31 is particularly 


“Clemcote” finish 


large installations as well as for small single 


designed for 
ofhices 
No, 32 is slightly more ornate and is designed for indi 


vidual offices as well as large installations, where the cus 


tomer wishes to introduce more individuality into his office 
legs are effectively shaped and turned and 


All corners are softened 


fittings Che 
the drawer fronts are scribed. 
and rounded. This desk is made only in all walnut exterior 

No. 33 is the desk 
25. It has beautiful, substantial one piece legs which are 
All panels and 


shown in the illustration on page 


molded and turned out of solid walnut. 


drawer fronts are made of selected butt walnut having a 


figure. In fact, the desk is made of walnut inside 


beautiful 
and out. 





OFFICE APPLIANCES 


Desk No. 34 is a handsome, four drawer design very 
substantial and possessing a type of beauty desired by im- 
portant executives and professional men. Drawer fronts 
and all panels are made of carefuly selected butt walnut. 
include 


sticking 


Other important features common to the line 


three-point drawer suspension, which eliminates 


and jamming; ball-bearing rollers, assuring perfect ease of 
operation—a heavily loaded drawer being operable by a 
slight pull of a finger nail; guide rails for ball-bearings are 
accurate and smooth; interchangeable drawer feature; new 
pedestal drawer locking device; drawers finished inside and 


outside; newly designed drawer pulls; new cast foot socket 
glides; new full-panel backs, etc. 
All these desks are finished in the 


These tops are made of a 


new “Clemcote” finish 


and have the “Clemcola” tops. 
composition of tested materials scientifically compounded. 
is a deep, rich autumn brown, slightly mottled. 
The com- 


“Clemcola” 
It is warm in texture and pleasant to the touch. 
pany emphasizes the following points: It will neither fade, 
crack, chip, discolor nor burn. It does not glare. It is im- 
pervious to acid, ink, alcohol or hot water, and constitutes 
an easy writing surface with sufficient grain to keep the 
paper from slipping, while giving the right resistance for 


clear and easy writing with pen or pencil. 














AN OFFICE FURNISHED IN EARLY ENG 
LISH PERIOD DESIGN This office was 
arranged, decorated and equipment installed 
by The Macey Company of Grand Rapids, 
Mich It is true to type with regard to 
furniture, wall paneling and ceiling treat- 
ment, and is one of the many attractive 
offices which are being installed by The 
Macey Company in different parts of the 
country This illustration was intended to 
go with Mr. Taber’s article in the April 
issue, but failed to arrive in time for that 
purpose 






































A Few Words about Cleaning Upholstery Leather 
A recent The Gk 
General Fireproofing Company, Youngstown, Ohio, carried 


issue of News, published by The 


statements that will be of interest to dealers handling 


Istered 


some 


leather uph: furniture. We quote them in their 


entirety 
years of service 


made, is ready for 


will last 


“Leather, properly 


Its original beauty indefinitely if properly cared 


“Many cases of stickiness or loss of lustre on upholstery 


leather are due to the use of polishes or cleaning prepara 


tions which injure the finish. Sufficient oil is incorporated 
in the leather during its manufacture to last as long as it 


is in UuSs¢ 


care of upholstery leather is extremely 


“The 
simple 
“1. Use lukewarm, not hot or cold water, and any mild 


pre ype r 


Following are the necessary directions: 


soap, such as Castile or Ivory. 
‘2. Work up a thin suds on a piece of cheesecloth and 


go over the leather surface. 


“3. Go over the leather again with a piece of damp 


cheesecloth, using no soap. 

“4. Finish up by rubbing with a dry, soft cloth. The soap 
and water may reduce the gloss but the friction of the dry 
cloth 


will restore it. 


“Never use furniture polishes, oils, or varnishes 
“They will soften the finish and cause it to become 
sticky 
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Prize Winners in a Recent Window Display Contest 
by Shaw-Walker 


The central feature of each display is a new Shaw-Walker 
display unit, which is a die cut illustration of the familiar 
“Jumping Man” that actually jumps up and down in the 
drawer of a filing case. The jumping action is obtained 
by a simple fan mechanism in back of the display unit. 
Che display feature is done in seven colors, applied by the 
oil stencil process. The top left picture shows the prize 
winner. This display is entitled “The Skyscraper Line 


of Achievement,” and was prepared by Bradley & Scoville, 
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Inc., New Haven, Conn. The second prize was awarded 
to the display depicted in the upper right hand corner. 
Barker Brothers, Los Angeles, Calif., developed this win- 
dow exhibit. Square pillars and rough plastered walls 
hung with Blum pictures added considerably to the general 
effect. The center picture is of the third prize winner, a 
display successfully used by the H. H. West Company, 
Milwaukee, Wisc. Below, at the left is the window of 
Crane & Company, Topeka, Kans., which earned first 
honorable mention. McClain & Hedman Company, St. 
Paul, Minn., received second honorable mention for the 


display shown in the lower right hand picture. 
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MACHINE 








New Time Stamp Offers Unusual Flexibility 

Che Stromberg Electric Company of Chicago, which has 
had more than twenty years’ experience in building electri- 
added to 


Autospeed which they declare is everything 


cally operated timing equipment, has recently 
their line the 
that 


automatic in action and is described as one that completely 


can be desired in a time stamp. This stamp is fully 


eliminates human error and inaccuracy. It prints instantly 


and automatically, giving the maximum in speed and con- 


venience [It is declared to be absolutely accurate and de 


printing in clear, legible type-characters the year, 
\. M 


tions of minutes when desired 


pt ndable m 


month, date, or P. M., hours and minutes and frac- 


Chere are three types of this machine for automatic time 


printing—the push bar type, the trigger type and a remote 


control model. The push bar type is declared to have great 


flexibility, since it permits the imprint to be made any 
where on papers, telegrams or documents of any siz 
within reasonable limits 


The trigger type is operated simply by inserting the 


paper in the stamp, which means that the imprint must al 


ways be at a fixed distance from the top edge of the paper 





NEW AUTOSPEED ELECTRIC TIME STAMP 
The remote control model is automatically controlled 
by contact made at some other point, such as by a foot- 


like 


The Autospeed time stamp contains no clock mechanism 


switch or the 


and requires neither winding nor regulation. It is operated 


from either A. C. or D. C. by impulse from a master clock 


or a Telechron motor 
> 
A New Line of Steel Storage Cabinets 
Products ( of Cleveland, Ohio, 


The Sanymetal ompany 


are presenting an interesting line of storage cabinets in 
metal There are two styles, one consisting of twelve 
drawers and the other of nine drawers, the former being 


known as File-High and the latter as Counter-High. Thess 
are finished in olive green, walnut or mahogany as desired 
» 


The File-High cabinet is 52 
and 14% inches wide 


inches high, 18% inches deep 


Drawers inside are 3 inches in height, 


16 inches deep and 12 inches wide. The dimensions of the 
42 inches high 
sions of drawers are the same as in the File 


which is known as No. 1253. The 


and the dimen- 


High cabinet, 


Counter-High cabinet are 


smaller cabinet is known 





NEW NINE-DRAWER 

SANYMETAL STORAGE 
CABINET 

handsome well-made cabinets are of 


as No. 942 


much use in the storage of electrotypes, cuts, samples, legal 


These 
blanks, stationery, typewriter supplies, catalogs and many 
The drawers even when fully 
fitted in the cabinet that they do not 
Nor will they pull out of the runways 
The 
removable for cleaning and lubrication. 
Che Sanymetal Prod- 


other articles loaded are so 


made and sag, even 
when open all the way 
however, are 


and cause the contents to spill drawers, 


easily Other in- 
formation will be cheerfully given by 
road, 


ucts Company, whose headquarters are on Urbana 


Cleveland 


i 
Ames Announces a New Flexible Platen 
Ames Supply Company, 564-572 West Randolph 
flexible 


The 
street, Ill., is offering a new typewriter 
Manhattan Rubber 
ing Company, Passaic, N. J. The flexibility of 


platen covering is indicated by the illustrations here shown. 


Chicago, 


Manufactur- 
this 


platen developed by the 
new 


The primary feature of the new platen is toughness. It 
is sufficiently soft to permit clean type impressions with- 
out subjecting the ribbon to undue wear. Conversely, it 
is sufficiently hard to lend itself well to manifold copy 


work and stencil cutting 





PLATEN 


NEW AMES FLEXIBLE 


The new platens are made in all sizes for all makes of 
machines. per than on the 
standard Ames platens, an increase made necessary by 


Prices are ten cent higher 


the higher cost of the rubber compound used in making 


the new platen. 
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New Ediphone Desk Carriage for Secretaries 

\ New Ediphone desk carriage for the use of secretaries 
transcribing from the Ediphone machine attaches to any 
typewriter desk. The claims made for it are several and 
include, economy of floor space; promotion of orderliness 
in the office; placing the machine in an ideal position, and 
leaving a clear desk for writing or clerical work with the 
carriage rolled back. The idle space directly back of the 
typewriter is used to mount the Ediphone in its rolling 
desk carriage. It clamps on to the back of the typewrite1 
desk removing the machine from its old floor pedestal. 
When transcribing the Ediphone is pulled up close behind 
the typewriter, placing the cylinder with its instruction 
index directly in the line of vision, with voice and speed 
control conveniently at hand. It is stated that the new 
voice control built into the desk carriage, brings the voice 
of the dictator pleasantly to the ears, with handy dials to 
regulate the speed or to adjust the voice. Cylinders are 
located conveniently on the desk carriage in compartments 
on both sides of the Ediphone machine. 

The new Ediphone index for desk carriage use is simple 
and automatically signals the secretary where instructions 
or changes are given. 

Feed wheel repeating—a new feature—is among the 
higher developments of mechanical accuracy. Repetition 
does not signify indistinctness. It is the usual procedure 
to connect phrases. To save time, this backspacing must 





THE EDIPHONE DESK CARRIAGE FOR SECRETARIES 


be positive It is stated that the feed wheel does this 
perfectly by electric control. 

The Ediphone desk carriage is manufactured and sold 
by the Ediphone division of Thomas A, Edison, Inc., 
Orange, N. J. 

vaceesilliitilcticinans 


Addressograph Ribbon Model for Repeat Forms 

The Addressograph Company, Chicago, IIL, offers its 
Class 5100 Addressograph to handle a wide variety of work, 
printing repeat data on factory and office record and work- 
forms. It enhances speed and accuracy in filling in details 
on shop orders, piecework coupon tags, parts lists, inven 
tory lists, etc.; option tables on insurance policies, insur- 
ance records and forms of like character. The Class 5100 
prints from embossed plate sections, which are held in 
frames 

A pull on the hand lever in front of the machine slides 
the entire printing bed to one side, out from under the 
ribbon, permitting the insertion of frames or their removal. 
Another pull on the lever brings the sliding bed back into 
printing position under the ribbon. The machine can be 
equipped for one or more of six standard sizes, to run 
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lengthwise or crosswise of the frame. The maximum print- 
ing area is 844x123 inches; minimum 34%x4% inches. The 
machine will accommodate forms to a maximum of fifteen 
inches. 

Smaller forms are fed through an upright magazine on 





ie me] 














CLASS 5100 ADDRESSOGRAPH 


the platen carriage—larger forms are placed directly on 





the machine, against gauges which assure perfect registra- 
tion. The form is printed on the backward stroke of the 
carriage, removed by hand and the plate carriage is brought 
forward for the next stroke. The return stroke of the 
plate carriage raises the platen automatically to prevent 
offset from type. Ribbon guard cut-offs can be provided 
for the elimination of certain data on the embossed plates. 

The Class 5100 can be adapted to any special require- 
ments, at advanced prices. The sliding bed is type high, 
and can be cut out and fitted for the insertion of electro- 
types or linotype slugs. Numbering devices, either hand 
set or equipped for automatic consecutive operation. Esti- 
mates on special equipment for the Class 5100 are fur- 
nished on request. 

a 
Melind Makes Hand Time Stamp 

The Louis Melind Company, 362-64 West Chicago ave- 
nue, Chicago, is manufacturing a new hand time stamp. 
Its distinctive feature is the use of a knurled screw to set 
the time indication, which operates like a radio dial. The 


SED 
REceIveED 


MAR 26 1938 


UTILITY SECURITIES 
COMPANY 






MELIND TIME STAMP NO. 1.—At left, the 

stamp set to indicate 9:30 as the hour of receipt 

of the document impressed. At right, sample im- 

pression from the Melind time stamp, owing 

time and date of transaction. The time indicator 
is set by the knurled screw. 





position of the indicator is shown through a window in 
the base of the stamp, so that it is unnecessary to take a 
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sample impression every time a change is made in the 


hour designation 
A celluloid cover over the 
The dial is in bold black on white 
get out of order, and assures clean, legible impres 
The handle is finished in color, with the name em- 
made: No. 1, dial | 


inches in diameter. 


window prevents soiling the 
dial. This device can- 
not 
sions 
[wo sizes are 
inches in diameter; No. 2, 1 
Che Melind hand time stamp has a wide field of appli 


cation in office, factory and store, permitting the user to 


bossed in silver. 


indicate the date, and hour by fifteen minute periods, on 


incoming and outgoing mail, telegrams, time tickets, or- 
ders, delivery receipts, etc. The rubber die made up to 
the specifications of the user, permits the use of the 
word, “Received,” day of month and year, and name of the 
company, department, etc. The exterior metal parts ars 
chromium plated 

> 


New Bates Numbering Machine Has Bakelite Frame 


The Bates Manufacturing Company, Orange, N. J., is 
offering a new multiple movement numbering machine 
called the Bates Featherweight. The new machine has a 
bakelite frame reinforced with brass inserts. It is guaran 


teed against breakage for any reason whatsoever. 


Che bakelite construction cuts the weight of the machine 





THE NEW BATES FEATH 
ERWEIGHT NUMBERER 
Its appearance is enhanced by the bakelit« 


almost in half 


being finished in a permanent mahogany color. The ma- 
chine is silent in operation. Its movements are consecutive, 
Other movements can be 


duplicate, triplicate and repeat 


substituted if desired 


— 


A New Line of Pen-O-Pencils 
Che Pen-O-Pencil Company, Inc., 1 West Forty-sevent! 
street, New York, manufacturers and distributors of Twin 
point two-in-one pens and pencils, have brought out a new 


line of higl 


quality combination fountain pens and pencils 
the popular priced trade. The 
under the Marvel 


reputation of the Twinpoint behind it, 


new line is 
Pen-( )- Pe ni il 


whicl 


designed for 
being sold name of the 
and has the 
is made by the Pen-O-Pencil Company, manufacturers of 
combination fountain pens and pencils 

Strong are the quality of the 
well as of the old lines. The Marvel is attractively shaped 
The pen is said 
tipped 


claims made for new as 
and can be had in all the popular colors. 
fourteen-karat 


clip 


to have an excellent hard iridium 


gold pen point, and the lever, and pencil movement 
Id filled 


reque st. 


are fourteen-karat g A descriptive folder will be 


sent ft any concern on 
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Art Metal Offers New Storage Cupboard 
A new counter height storage cupboard 37 inches wide 
by 21-3/32 inches deep has just been announced as an ad- 
dition to the line by the Art Metal Construction Company, 


Jamestown, New York 


This makes the company’s seventl the line of 


item in 


storage cupboards and wardrobes 


Che others are a desk high cupboard, full width storage 





METAL 


NEW ART COUNTER HEIGHT CUPBOARD 
cupboard, full width wardrobe, combination cupboard and 
wardrobe, half width storage cupboard and half width 
wardrobe. 

This new cupboard is usually equipped with two plain 
shelves. Like the “4200” sectional counter line, this cup 
board is 41-29/32 inches high, allowing for a slip-on “Arto- 
lin” top which makes the height exactly 42 inches. 

— 
Plastic Type Cleaner Made by Heyer 

The Heyer Duplicator Company, Inc., 945 West Jack- 
son boulevard, Chicago, IIl., is introducing its “Quality” 
type cleaner to the trade. This is a plastic, recuperative 
compound, which makes it easy for the typist or stenog- 


rapher to keep the machine type clean without soiling her 


“Heyer Quality a 
TYPE CLEAN ER. 


fa 


FOR CLEANING TYPE ON a 

TYPEWRITERS, RUBBER STAMPS,ETC. 

The Heyer Duplicator Co.,Inc. 
Chicago, U.S.A. 




















CONTAINER FOR HEYER 
TYPE CLEANER 


QUALITY” 


hands. It is recommended for metal type, such as that used 
numbering machines, etc., 
Heyer “Quality” 


It is packed in 


on typewriters, time stamps, 


and also for cleansing rubber stamps. 


type cleaner retails at a moderate price. 


a convenient metal container. 


de 
d- 
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nd 
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Marchant Duplex Calculator Announced 


The Marchant Calculating Machine Company, Oakland, 
Calif., has placed on the market a new Duplex calculator 
which permits obtaining sub-totals and a grand total in a 
series of extensions in one operation on one machine. In 
addition the new machine rounds out each fraction to the 
nearest cent in the accumulation of totals 

The Duplex has all the operating features of the Mar- 
chant ERB model and in addition the unique improvements 
of an accumulator dial on the carriage and a mills-carrying 
mechanism for totalizing. 

The accumulator dial forms part of the carriage unit and 
is immediately over the carriage dial. Products appearing 
in the latter may be transferred to the accumulator dial by 
the depression of the carriage dial clear button, which at 
once clears the carriage dial and transfers the amount. The 
transfer lever at the left end of the carriage is set at “T” 
for this operation. If the lever is set at “NT,” the depres- 
sion of the carriage dial clear button will simply clear the 
carriage dial for further operations without affecting any 
amount already set into the accumulator dial. The total 
in the accumulator dial is cleared out by a special clear- 
ance button set immediately above the carriage and regis- 
ter dial buttons. 

The mills-carry mechanism transfers any number of mills 
from five to nine inclusive to the accumulator dial as one 
cent and drops anything less than five mills. This permits 
a column or extensions involving three or more places of 

















THE MARCHANT DUPLEX CALCULATOR 


decimals to be listed from the carriage dial and an exact 
accumulation of the listings is obtained by making trans- 
fers to the accumulator dial. The total of the extensions 
obtained from the accumulator dial at the completion of 
the work will be correct to the nearest cent. 

Some examples of figuring work in which the Marchant 
Duplex eliminates an operation are as follows: additions 
and accumulated sums; subtractions and accumulated re- 
mainders; multiplications and accumulated products; divi- 
sions and accumulated quotients; inventory extensions and 
footings; payroll extensions, deductions, and footings; in- 
voice extensions and accumulations; invoice checking— 
cash discount and anticipation; reinsurance return premium 
proration. 

The new Duplex is said to be simple in operation, not 
requiring a specially trained operator. All figures are 
automatically proved and controlled. 
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Sturgis Stands Have Interesting New Feature 
The Sturgis Posture Chair Company, Sturgis, Mich., has 
developed a new rubber tip assembly that is interchangea- 





STURGIS OFFICE MACHINE STAND WITH THE NEW INTERCHANGEA- 
BLE CASTER OR RUBBER TIP FEATURE ILLUSTRATED IN THE 
CIRCLE AT THE RIGHT 


ble with regular casters. This feature is on front legs 
only. It permits the dealer to keep a stock of only one 
type of stands and yet supply customers with stands hav- 
ing four casters or two casters and two rubber tips, merely 
by keeping on hand a few extra rubber tip assemblies. 

By simply adding the letters “RT” after stock numbers, 
dealers can have any Sturgis stand equipped with rubber 
tips at no extra cost. 


eH 


Electric Branding Devices 

surning Brands, Inc., 452 North Ashland Avenue, Chi- 
cago, Ill., produces a line of electric branding devices 
which have a wide range of use in industry. These brands 
include portable devices for branding wooden handle tools 
with interchangeable dies, brands for imprinting flat sur- 
faces, also for round surfaces such as mop or broom 
handles, the latter with capacity of 100 pieces per minute 
for work up to one inch in diameter. An electric brand 
with numerals rotating into branding position is used 
effectively in branding tires. 

Trade marks or other identification indica can be 
branded on wood, leather, or other materials capable of 
branding by the use of heat. 

For use where electric current is not available the com- 
pany makes branding devices employing gasoline. 

Branding devices are furnished which use moveable 
type, permitting the user to change the brand as occa- 
sion requires. Trade marks and monograms are made 
up to order. 

The company manufactures also the “Master” spraying 
gun for painting and finishing. A portable electric air 
compressor is supplied, to generate up to 100 pounds pres- 
sure, equipped with filtered air tank, pressure gauge and 
safety valve; it can be operated from any electric light 
socket. 

Turn to page 171, please, for ] 
more New Machines and Devices 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 
this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, and the staff 
at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park 
Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. United States 
manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London Correspondent, Mr. W. Teignmouth Shore, 

18 Templars Avenue, Golders Green, London, N. W. 11, England. 

Mr. Shore’s knowledge of the office equipment business 
and its possibilities in Great Britain makes his 
counsel valuable to those desiring to 
cultivate the British Market. 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


Nors.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OFFICE APPLIANCES 
in the British Isles. New subscriptions should be sent to Mr. Shore. Renewal orders should be sent to OrFICcE APPLIANCES 
home address, 417 South Dearborn street, Chicago, Illinois. 





A British Exhibition and the Future 
London, April 5 
ROM March 17 to March 26 was open The Business 
Exhibition at the White City, London, or- 
Association of 


Efficiency 
ganized by The Office Appliance Trades 
Great Britain and Ireland; 
proof of what is being done today and not without lessons 
these ex 


a big show, a big success, a big 


and promises for the future As is usual with 


hibitions, the ceremony was short and business 


like, as is seemly. J 


opening 
Adams Keene, chairman of the Office 
Association and of the National Li 
introduced the Rt. Hon. Sir Kingsley 


saying that no record card in the entire 


»OSE 


Appliance Trades 
Leaf Company, 

Wood, P. C., M. P., 
exposition is big enough to catalogue all the qualities, serv- 
ices and achievements associated with his name. Sir Kings- 
ley Woe 
Here at this 
awakened national consciousness to the need of scientific 


xl stands in the full tide of a distinguished career 


exhibition are visible evidences of our 


and specialized methods which will bring about a speedier 
return to a more prosperous era. The members of the Office 
Appliance Trades Association place their services at the 
disposal of the general public to assist them in solving 
large or small problems, thus promoting greater efficiency 
in business. In the green countryside the birds will soon 
begin to build their nests. There are no birds in last year’s 
nests. They build to suit their present and future needs 
There are signs of the spring of business prosperity 
signs of better times. I advise you all to gather twigs of 
which to build 
amazing wealth of material you will find in this exhibition 


Following the remarks of Mr. Keene, Sir Kingsley Wood 


ideas with your business nests from the 


formally opened the Exhibition with a speech at once 


eloquent and replete with sensible suggestion. He said in 
part: 
“I am pleased indeed to open this wonderful exhibition. 


It has been of great interest to me, and I have been sur 


prised and delighted with the wonderful progress which is 
being made in modern office organization. This exhibition 
vividly demonstrates the silent evolution that is going on 
in the business life of this evolution very 


largely due to the invention of the office machine. Whether 


country an 


the machine is a friend or an enemy of mankind, we cer- 
tainly cannot escape it today, and there is, at any rate, this 
to be said about it—that it releases us from heavy toil and 
increases our production a thousand fold. Moreover, as 
is so vital, it reduces our heavy overhead charges. I have 


seen this morning what I venture to call ‘miracle ma- 
chines ’ 

“T believe that we require in this country not only more 
efficient offices, but brighter and better offices. Probably 
the average man in this country spends about a third of his 
life, at least twenty years, in an office, and some of them 


are more like prison cells or lumber rooms than anything 


else; and I think, apart altogether from what, of course, is 
the most paramount need of today, that is: Business Effi- 
ciency—that one of the most notable advances we can 


achieve is to improve and brighten the condition of many 
of our offices 


“I read in a referring to this Exhibition— 


that at its opening, in a time of considerable distress and 


newspaper 


anxiety to many, you must all be inspired by a spirit of 
optimism, and I am very glad to think that is true. 

“I have met this morning many of the men who are run- 
ning this exhibition and I was delighted with their outlook 
toward the future. It was Carlyle, I believe, who thought 
that God had given up ruling the world on the death of 
Oliver Cromwell, and there are some people today who 
think Great Britain is down and out. I am not one of those 
and I am glad to think that the people who have organized 
and are running this great exhibition are evidently of the 
It is true today that there is no 
It is true there are many 


same opinion as myself, 
royal or easy road to success. 
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people about who are looking for things to be done for 
them instead of by them. It is equally true that a number 
of people have got their wishbones where their backbones 
ought to be, but we must be prepared for the turn of the 
tide—prepared to take full advantage of it. If this country 
has fair play, I do not think any one need be afraid of our 
future. Certainly the future will lie with the efficient man, 
with the man who has the quickest and best methods, the 
man who does not waste time on non-essentials, the man 
who is first in the field, capable and able to seize oppor- 
tunities. 

“Mr. Chairman, I welcome this Exhibition because it is 
not only a great educational force, but it is a demonstration 
of what science and invention are doing today to serve our 
time, to eliminate waste and to advance the technique of 
business. Finally, it is a contribution and no small con- 
tribution, in my judgment, toward helping our country in 
the effort it is making and must still more actively make to 
march in the van of progress.” 

G. V. Speke of the Acco Company, the immediate past 
chairman of the association, said: “It is the privilege of 
the past chairman to propose a vote of thanks to the opener 
of the Exhibition. I am quite sure you shall never regret 
the part he has played in its opening. Ladies and gentle- 
men, I want you all to realize that we have got the best 
man to do the best work on this, the best of all possible 


occasions.’ 





MAIN HALL, BUSINESS EFFICIENCY 
EXHIBITION, LONDON, ENGLAND, 
MARCH 17 TO 26, 1931 


The following concerns exhibited: 


Addressall Machine Co. ; Addressograph Ltd. ; Adrema Ltd. ; Andrews & 
Co.; Bar-Lock (1925) Co.; Beveridge’s Office Appliances Ltd.; Bizada 
Visible Systems ; Block, W., & Anderson, A.; British Home & Office Tele- 
phone Co., Ltd.; British Neopost Ltd.; British Tabulating Machine Co., 
Ltd.; Burnham, J. C., & Co. (Great Britain), Ltd.; Burroughs Adding 
Machine Ltd. ; Butterworth File & Index Ltd. ; Cave, C. W., & Co., Ltd.; 
Copeland-Chatterson Co., Ltd. ; Cox & Co.; Dictaphone Co., Ltd. ; Dicto- 
graph Telephones Ltd.; Edison, Thomas A., Ltd.; Egry Ltd.; Ellams 
Duplicator Co., Ltd.; Felt & Tarrant, Ltd.; Fern Business Institute Ltd. ; 
Gestetner, D., Ltd.; Gledhill, G. H., & Sons, Ltd.; Gledhill-Brook Time 
Recorders Ltd. ; Halsby & Co., Ltd. ; Harvey, G. A., & Co. (London) Ltd. ; 
Harvey-Cooke (Visiblex) Ltd.; Hayward Co.; Imperial & International 
Communications Ltd. ; Imperial Typewriter Co., Ltd.; Infallible Card Se- 
lecting Co., Ltd.; International Multigraph Co. (Britain) Ltd.; Inter- 
national Time Recording Co., Ltd.; Johnson, Poore & Co., Ltd.; Jones, 
Percy (Twinlock) Ltd.; Kalamazoo (Sales) Lid.; Kardex; Kaye’s Rota- 
print Agency, Ltd.; Lamson Paragon Supply Co. Ltd.; Libraco Ltd.; Li- 
brary Bureau Ltd.; Lion Typewriter Supplies Co. Ltd.; London Letter 
File Co., Ltd. ; Mail Room Equipment Ltd. ; Mercedes Sterling Book-Keep- 
ing and Calculating Machines Ltd. ; Muldivo Calculating Machine Co. Ltd. ; 
National Cash Register Co., Ltd.; National Loose Leaf Co., Ltd.; New 
System Private Telephones Ltd.; Osda Ltd.; Powers-Samas Accounting 
Machines Ltd. ; Reliance Telephone Co., Ltd. ; Roneo Ltd. ; Roneo-Mosler ; 
Rose, H. M., & Co.; Shannon Ltd., The; Smith Premier Typewriter Co., 
Ltd. ; Steeletta Box-File Co.; Tan-Sad Chair Co. Ltd.; Tollit & Harvey, 
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Ltd.; Typerlite Co.; Underwood Elliott Fisher Ltd.; Universal Postal 
Frankers Ltd. ; Varityper Ltd.; V. K. Rotary Co., Ltd. 

The first thing that struck me as I went around was the 
absence of many of the most prominent American type- 
writer firms who are trading in this country. Of course, 
they know their business and their not being here was well 
considered and deliberate; so I must be wrong in thinking 
that there were quite good reasons why they should not 
have stayed away. I understand the reasons for their 
action, but also understand that they may have under- 
estimated the effect that their absence would have, espe- 
cially upon the many Continental visitors who came along. 
The effect was to strengthen the strong push and the 
strong advance being made by typewriters of British 
manufacture. With this advance I was greatly struck, and 
spent a considerable time examining the British exhibits 
and discussing present conditions and prospects with those 
in charge of them. The impression made upon me was 
of confidence and justifiable belief that though business 
was very difficult it could and would be got. Everywhere 
there was the will to win, backed by skilled determination 
to leave no stone unturned to achieve success and pros- 
perity. Or, to put it another way, the prospect facing the 
Americans on this market is stiffening in difficulty, for not 
only are these times more strenuous than any they have 
been up against before, but also the competition they have 
to face—from Continental as well as from British manu- 








facturers—is keener and more determined than they have 
yet met. There is no doubt whatever that in this as in all 
directions the British business man and the British manu- 
facturer is dead set on buying British and making British 


whenever it can be done. 

The next thing that struck me was that almost all round 
the standard of salesmanship was not as high as it should 
be. There was too much stereotyped talk. Almost every- 
where I was greeted with some such “attack” as this: 
“Are you interested in duplicators (or whatever it might 
be)?” or “May I show you our machine?” Time after time, 
when [I fell for it, there was very little endeavor to find out 
who I was and what I NEEDED; I was told what I could 
have and what the salesman wanted to sell; but no zeal was 
shown as a rule to find out in detail what I might want or 
be persuaded to buy. The sales talk showed very little 
imagination and very small departure from routine. As I 
have ventured to say before in these pages, I do think— 
and I spoke with many who thought the same—that there 
is still much room for progress in office appliance sales- 
manship; those who set to work to occupy this room will 
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find it profitable I feel somewhat diffident in speaking 


thus plainly and directly; if I am wrong, no harm done; if 
As I went my way, I made a goodly 


that was on distribu 


I am right—well 


sized collection of the “literature” 
tion, and when I came home I spent some time studying it 
I was especially struck, more particularly in the American, 
with a sameness that ran throughout it, not only in the 


style of illustration but also in the general “atmosphere,” so 


to speak After I had looked through it, not one piece 
stuck in my mind with any compelling force to have an- 
other look at it, still less with any drive to go further into 
the matter Again—a lack of imagination, of freshness, of 
effort to take the buvyer’s outlook 

These points struck more than one visitor with whom I 


views; and one 


talked and t 
put it point 


whom I did not express my 
blank that 
who are preaching efficiency to me!’ 


“IT am not impressed by the sales 
ethciency ot those . 
you that the litera- 


Further, I would yet again point out to 


ture and sales methods that win in your country do not 


necessarily pull out here 
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French Marchant Distributor Adds to Personnel 


Perfect Marchant Calculating Machine Com- 


France, 


Bureau, 


pany’s distributor in advises that G. Gabadou has 


joined their sales organization, 

Mr. Gabadou was formerly manager of the Lille branch 
of another calculating machine company’s distributors in 
and was later promoted to the position of sales 
manager for that and 
knowledge of calculators is expected greatly to aid in the 


France 


organization. His selling ability 


promotion of Marchant interests in the territory in his 
charge. 


Mr. Gabadou 
several districts of 


Marchant sales for Perfect 


Paris and will, in addition, 


will handle 
Bureau in 
supervise their business in the northern and northeastern 
sections of France with headquarters at Lille and Nancy, 
where Perfect Bureau have their own branches. 

Mr. Auribault, who was one of Mr. Gabadou’s best sales- 
men while both were with the other organization, will be in 
charge of Marchant sales at Lille. 

1928, 1929 and 1930, Perfect 
under the management of F. Grosjean made great strides 
forward in Marchant distribution in France and Northern 


Africa. For the last 


Bureau 


During the years 


three vears, Perfect Bureau has led 




















AURIBAULT 


G. GABADOU MR 


Marchant’s foreign distributors in sales, and late in 1930 
took the largest single order for calculating machines ever 
taken in France on the purchase of 88 electric and hand 


calculators, supplied to the Social Insurance Department 
of the Ministry of Labor. 
Perfect Bureau’s Marchant 


ead of those of 1929 


sales in 1930 were consider 


ably a 
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Impressions of the U. S. A. 
By Arthur Tunley, Johannesburg, South Africa 


At your request, I am giving myself the pleasure of de- 
scribing in some detail my impressions of America, its 
people and its institutions, and in setting out such descrip- 
tion, I trust that it will be in order for me to also present 
to your readers (for the benefit of those who have or who 
contemplate having trade connections with South Africa) 
a brief description of our country, together with its prob- 
lems, prospects and possibilities. 

Now I must confess at once my difficulty in adequately 
expressing my impression of your truly wonderful coun- 
indeed, for the first time in my life 


the feelings which must 


try and, do I begin to 
understand in some little measure 
have moved the Queen of Sheba when, upon visiting Solo- 
with which he was 
surrounded, exclaimed that “the had not been told.” 


Shall I say at once that I am profoundly impressed with 


for herself the glory 
half 


mon and seeing 
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ONE, BUT BY NO MEANS THE ONLY METHOD OF 
LOCOMOTION IN NATAL.—Arthur Tunley calls upon 
his branch in Durban and rides with his Dick Mimeo- 


graph behind a gaily caparisoned ‘“‘steed’’ 


all that I have seen? My impression is not only most 


favorable but, since my arrival, I have had opportunities 


of studying in detail the methods, policies and practices 


of some of your foremost manufacturers of office equip- 


ment and only now do I begin to understand why they 


have achieved such world-wide reputation. I shall be giv- 
ing no secrets away when [I say that South Africa, like 
certain other countries I could name, is behindhand in 


adopting modern time and labor-saving office appliances, 
and when I observe the development that has taken years 
in this great country of yours and when I study the pos 
sibilities and prospects that lie ahead of it, I am encour- 
aged to go forward with renewed energy to the attainment 
of greater and still greater achievement. In a word, my 
visit into your midst has proved to me a great stimulation 


I shall, in addition, carry back with me to South Africa, 


a very happy recollection of my experiences, not the least 


being the warmth of the welcome I have everywhere re- 


ceived. I can now endorse the oft-repeated phrase that, 
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OPENING CEREMONY OF THE WINNIPEG OFFICE EQUIPMENT EXHIBITION, HELD IN THE FREE 


PRESS BUILDING.—Premier John Bracken officiated at the opening. Included with him in the picture are 

Harry Sifton of the publishing company ; W. C. Borlase, chairman of the exhibition committee; H. L. Willson, 

E. H. Macklin, president and general manager of the Free Press; R. C. Beattie, secretary of the exhibition, 
and Walter Angus. [Photo by courtesy of Winnipeg Free Press.| 


“American hospitality is something that must be person 
ally enjoyed to be appreciated at its true value.” 

I have in the foregoing endeavored to give, in some- 
what condensed form, my impressions in general regarding 
your business life and I feel I cannot leave this part of 
my subject without a brief reference to the home life of 
my American friends, who have extended to me the cour- 
tesy of visiting their homes. This phase of my visit has 
been among the most interesting of my experiences and 
this by reason of the good taste which has on every hand 
manifested itse:f, both in the furnishings of such homes 
and also the taste of home life which to me, has been 
most enjoyable. 

For those of your readers who desire detailed informa- 
tion concerning South Africa, I feel I cannot do better 
than refer them to the American trade commissioner, 
whose office is located in Johannesburg, and who, as rep- 
resentative of the United States Department of Commerce, 
is in a-position to answer any and all questions regarding 
conditions in that country. 

Judging by letters which one occasionally receives, one 
is forced to the conclusion that misconceptions exist in 
the minds of many American manufacturers regarding 
South African local conditions; and, for those who desire 
an export field for their products, a technical study of its 
requirements is necessary if such manufacturers would 
avoid the many pitfalls which, without such study, will 
beset their way. 

South Africa, though vast in extent, has but a relatively 
small white population. In extent, its territory south of 
the Zambesi river is some one and a half million squar« 
miles and the total white population does not exceed one 
and three-quarter million souls, men, women and children 
Its buying capacity per capita is, however, high, higher 
in fact than many countries four times its size. South 
Africa, unlike practically every other country, was prac- 
tically unaffected by the war and the wave of depression 
which recently passed over it is considered by many to 
have been more psychological than real. True, it had its 
material effects, but the circumstance has left the credit 
of the country absolutely unimpaired. It must be remem 
bered that South Africa produces at least sixty per cent 


of the world’s gold and practically a hundred per cent of 


the world’s diamonds, and that it is, in addition, an agri 
cultural country of no mean importance, producing as it 


does citrus fruits, deciduous fruits, wool, tobacco, grapes, 


etc., in abundance. 

In conclusion, might I be permitted through the page 
of your widely read paper, to thank most sincerely thos« 
manufacturers and others who have in so many ways con 
tributed so materially to my enjoyment, and who have on 
every occasion not hesitated to go out of their way to 
place at my disposal anything and everything that would 
conduce to my pleasure and instruction 

ee a 
Office Equipment Exhibition at Winnipeg 


Representatives of the office equipment and supply busi- 


ness at Winnipeg arranged an exhibition of products March 
20-21 in the Free Press building, that publication co-operat- 
ing in many ways to make a success of this important dis- 
play of devices and methods. This was characterized by 
one visitor as superior to the exhibition held at Toronto 
previously. John Bracken, premier of the Dominion of 
Canada, opened the exhibition with apt observations on the 
importance of modern equipment and devices to help re 
duce the cost of doing business. 

It was estimated that the value of the equipment dis- 
played and demonstrated was in excess of $100,000. A very 
good attendance showed that the business men of Winni- 
peg and vicinity were alert to the advantages of modern 
equipment. This was the first display of its kind in west- 
ern Canada, which brought to exhibitors sales and many 
new prospects. 

The list of exhibitors includes The Office Specialty Manu- 
facturing Company, Ltd.; Addressograph Sales Company; 
The National Cash Register Company; Remington Type- 
writer Company; Monroe Calculating Machine Company, 
Inc.; Burroughs Adding Machine Company; Autographic 
Register Company; Western Sales Book Company; Dicta- 
phone Sales Corporation; Kardex Visible; Success Busi- 
ness College (Stenotype); Library Bureau; Peerless Car- 
bon Company; Elliott-Fisher, Ltd.; The American Multi- 
graph Sales Company; Elliott Addressing Machines; 
Willson Stationery Company; Felt & Tarrant Manufac- 
turing Company; J. J. Taylor Safe Company; Western 
Steel Products; Richardson & Bishop; Imperial Type- 
writers; Bostitch Sales & Service; Reliance Ink Company; 
Canadian Office Supply; Gestetner, Ltd. 

W. C. Borlase, manager of the Office Specialty Manu- 
facturing Company, Ltd., was chairman of the Office 
Equipment and Appliance Exhibition. R. C. Beattie, of 
Library Bureau, was secretary. The executive committee 
consisted of J. S. Ward, Willson Stationery Company; A. 
Bennett, Felt & Tarrant Manufacturing Company; H. A. 
MacKenzie, Remington Typewriter Company; W. Lloyd 
Clark, Monroe Calculating Machine Company; F. Puffer, 
Dictaphone Sales Corporation. 

A dinner at the Carleton club preceded the opening of 
the exhibition, with William C. Borlase, president of the 
exhibition, in the chair. A resolution was introduced to the 
effect that the organization continue after the close of the 
exhibition to deal with matters of common interest, and to 
arrange for holding another business show in 1932. Among 
those present at the dinner were: W. C. Borlase, R. C. 
Beattie, F. V. Pieffer, H. A. Mackenzie, J. S. Ward, A. 
Lloyd Clarke, Curtis Smith, A. C. Livingstone, E. Gardner, 
J. R. Briggs, A. M. Young, B. C. Moore, J. W. Vestner, F. 
E. Wright, S.J. Hogan, J. C. Irvine, J. A. Gray, S. H. Me- 
Conkey, T. A. Weir, H. C. Snye, J. Wharton, A. Skinner, 
Thomas Brown, R. E. Brougham, R. N. Patterson, R. Daw- 
son, H. D. Clark, G. Gostling, F. E. Handley, C. H. Barker, 
S. J. Cambelford, J. Gerrard, G. Pitt-Smith, J. Waddell, R. 
Christy, L. G. Brindle, E. D. Hanson, I. R. Johnston, F. 
Berwick, W. Berwick, H. Remp« l, L. Condor. 
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Typewriters in Burma 


Some Interesting Facts About the Use of Writing 
Machines in the Burmese Section of India. 
By Walter Buchler. 


Be FORE typewriters were introduced into Burma 
some thirty to forty years ago, the Burmese wrote 
everything with the aid of a stylist pen called “Kanyit.’ 


This was made of iron and used for writing on the leaf of 





RANGOON 


A BURMESE TYPIST AT WORK IN AN OFFICE IN 


a palm, no ink being used. The leaves are then rolled up 
and placed in a tube and will keep—both the leaf and the 
writing—f hundreds of years. This method of writing 

still widely used by the Burmans, especially by the 
priests 

Phe t typewriters to be introduced into Burma were 
used mostly by Government offices and a few mercantilk 

uses, and they are today still the largest buyers of type 
writers including, of course. officials connected with them 
such as police officers, officers engaged on forest duty, 
magistrates on the bench, in fact, any one who has to 


make a report of one kind or other. This class of people 
use portable typewriters for the most part, often buying 
their machines on the hire-purchase system. 

In business or in private life one does not find many 
Burmans using typewriters, because in the first plac 
there are very few Burmans engaged in commerce, and 


secondly, if any wished to buy one he would first of all 
ive to consult his wife, who rules the home and fre- 
quently his business affairs too But there are many 


their work 
vernment office, and most of the 


Burmans using typewriters in connection with 


in a municipality or gg 


iwyers among ssess a [There are a 


typewriter 


few Burman girls earning their living as typists, but it is 


only quite recently that they have entered the business 


world, Anglo-Indians still occupying most of such posts, 


account of their better knowledg« 
But for the n 


preferred in Burma, ther 


receiving preference on 


of Englisl st part male stenographers ars 
being little difference in wages 
and their efficic being equal 
T! 


in Burma, 


ncy 
and commerce 


letters 


ere are many Indians engaged in trads 


and although they have only a few 


f the 


may 
type in the cours¢ week, they will have a type 


writer of their own on the premises and have a man able 
in to do any « 


taken 


community in 


pe come rrespondence necessary, pay- 
f T the time 
hinese Burma is also considerable. 


rity are engaged in form of trade or 
st part, office 


not so much portables. 


and the mai some 


1 


industry For the m machines are used by 


OFFICE APPLIANCES 


Typewriters with the type in Burmese are also sold in 
this market, and there is a fair though limited demand 


for them. (priests) are among the largest 


buyers, using these typewriters for writing their reports, 


“Phoongiis” 


afterwards sending out circulars in the form of duplicates 
for the information of the public. District councils and 
other government and semi-government departments use 
Burmese keyboard for ordinary corre- 
find it 


typewriters with 
Some of the 
necessary to have them too for correspondence with clients. 


spondence larger mercantile houses 


Schools also use them for examination purposes. The 
portable typewriter for typing Burman was introduced 
three years ago and has fully justified itself by the 


demand that resulted. It was not the first machine of its 


kind, a typewriter similar though bigger having been in- 


»? 


troduced as far back as 22 years ago, but being too large 


for private purposes and being still of the invisible pat- 


tern, 1t was not a success. 

To do business in Burma it is essential to be represented 
or have a branch in Rangoon with a stock of typewriters 
available to meet any demand. Most of the business is 
done through canvassers, who work on a salary and com- 
mission basis. It is easy to do business with the Bur- 
mans, but it is difficult to get payment. The Indian is 


inclined to haggle the price, but is a better payer, whilst 
the Chinese present the least difficulty of all. Burma has 
bought more portable typewriters in recent years than, 
perhaps, any other Oriental market, at least for its size, 
that the Burmese are a very progressive 


people. Anything new appeals to the 


which shows 
Burman, and he has 
insisting on 


a very enlightened way of looking at things, 


having the latest. At present, owing to the low price rice 
is fetching (on this produce Burma’s prosperity depends), 
the trade in typewriters is dull, but this is but a temporary 
phase of the market and Burma will, undoubtedly, continue 
to be an important market for typewriters, both office and 
portable. 
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Envelopes in Hungary 


Spring-Time and Colour. Special Window Dressing.— 
By George Cecil 


Quietness Prevails 
ELL-TO-DO Hungarians, who can afford luxuries, 
usually select a quietly-decorated envelope. For, of 


late years, “Magyars” and other aristocrats have decided 
that that 


tionery need be little more than of good quality, thick and 


ostentation is the worst possible “form”; sta- 


serviceable. Plain white, varied by cream, therefore, pre- 
vails, these simple tints long having been in request with 
Representa- 


landowners and other provincial big-wigs. 


tives of the law and various highly placed officials, as be- 
fits sedate government servants, use envelopes which, be- 
without decoration. 
when, in the 
merry spring-time, an envelope which is slightly coloured, 


yond displaying the owner's crest, ar¢ 


Indeed, the only concession to variety is 


a border of very pale blue (or rosy, like the famous “Alpen 
to be 


framing it, entices the magnate and his family. 


Austrian snow-clad mountains) 
Upon the 
attractive packet, containing any quantity from twenty-five 


glow,” seen over the 


to one hundred, being emptied, a return is made to white 
and cream. 
Fanciful stationery is permitted upon a birthday. 
Etelka may, on her natal day, be rich in them, affection- 
ate friends presenting box after box to the fortunate lass 
whose anniversary is being honoured. 


Inspired by the River 


Occasionally, envelope flaps are charmingly embellished 
with views in sepia, of local scenery, the Danube serving 
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as inspiration to the artist. That part of the “schonen 
blauen Donau” (as the famous waltz has it) which passes 
through Budapest is chiefly in request, almost every yard 
being utilized. The towering castle over-looking the city, 
with the swiftly-flowing river in the foreground, decorates 
many an envelope The House of Parliament, a hand- 
some edifice, which took many years to build, owing to 
wages being in arrears, is a popular envelope decoration, 
and particularly since the cherished river, sweeping by it, 
adorns the picture. Various public buildings and gardens 
are included in the envelope artist’s scheme, to the joy of 
all patriotic Hungarians, some of whom are under the im- 
pression that nothing can be good unless it comes out of 
Hungary. There being a certain family likeness about pub- 
lic buildings, tourists (of whom crowds are to be seen in 
the Hungarian capital) prefer envelopes depicting the 
Danube. Many of these, changing hands, find their way 
to distant lands, repeat orders from afar gratifying the 
salesman’s heart. Indeed, for the past five years, a Lon- 
doner, who, visiting Budapest was enchanted by these en- 
velopes, has regularly dispatched a Christmas order for 
ten boxes of twenty-five. . “Long may he be spared to 
continue doing so!” is the consignor’s prayer. 

The gorgeouy military uniforms of Hungary are pressed 
into service, the dashing hussar’s braided tunic and em- 
broidered breeches making a special appeal to everyone 
concerned. Only, however, on the front of the envelope is 
the warrior depicted, at full length, and in the left-hand 
corner, the postoffice clerk taking particular care not to 
punch the figure with a postmark. Indeed, were the 
puncher to relax this vigilance and deface the hussar, the 
postmaster would be down on him like a ton of bricks for 
having, by an act of carelessness, damaged property en- 
trusted to his care. In Hungary, the public is well pro- 
tected, the postal department being its obedient servant. 

Hungarian gala costumes appeal to envelope artists, the 
embroidery on the men’s coats and on the women’s bodices 
having each painter’s special attention. The wearers are 
depicted performing the “csardas,” that semi-oriental na- 
tional dance, consisting of the “lassu,” as the opening slow 
movement is entitled and the rapid “friska” which follows. 
On holidays these envelopes sell well, those who receive 
them being delighted beyond measure. 

Boxes Do the Trick 

In Budapest there is no lack of attractive establishments 
where envelopes are on sale. The windows of these places 
are most enticingly dressed, the space devoted to envelopes, 
both plain and coloured, having the attention of an expert, 
who is well paid for his services. Recently a window in 
the principal street contained examples of forty different 
styles, these being used as a background, and with con- 
siderable effect In the foreground, on a bed of white 
cotton-wool, reposed six cardboard boxes, vermilion in 
colour and lined with gold paper. A notice, in Hungarian 
French, German, Italian and English, informed the public 
and tourists by the score that each box was destined to 
hold two hundred envelopes and that purchasers of this 
number, above a certain price, would be entitled to a 
similar receptacle. Many people, lured by the idea of pos- 
sessing a vermilion and gold box, flocked to the shop, and, 
within a month, scarcely a single one remained unsold. 
The boxes made less of a hole in the profits than might be 
imagined, for the prices of the envelopes had been ad- 
vanced. Very judicious. 

Flights such as the above do not appeal to provincial 
stationers. Yet, these people dress their windows attrac- 
tively, a crowd invariably assembling to study—and pass 
judgment on the dresser’s efforts. The verdict, a favorable 
one, is passed from mouth to mouth; townsmen and towns- 
women congregate about the window; loud is everybody’s 
admiration. The envelopes go off like hot cakes. 
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S. Garmann Clausen A/S Adopts New Trade Name 

A distinctive new trade name, Systema A/S, has been 
adopted by the S. Garmann Clausen Company of Copen- 
hagen, Denmark. This company has been in business since 
1917 and has represented The Todd Company of Roches- 
ter, N. Y., and the Lanston Monotype Company, Barrett 
Division, of Philadelphia. Since March 1, the company 
also has represented The Egry Register Company of Day- 
ton, Ohio. 

C. Holberg Haugan has been appointed president of the 
company. 

Miss Anna Gyldholm, for many years with the S. Gar- 
mann Clausen organization, has been appointed treasurer, 
while Mr. de Waal, for many years connected with the 
Egry sales organization in Denmark, will continue as 
leader of the new Egry department. 

ee 
Conditions in Australia 

A subscriber in Melbourne, Australia, prominently con- 
nected with one of the leading office equipment houses, in 
a recent letter to Office Appliances says that Australia is 
having a fair share of the economic depression which 
troubles other countries. This writer expects that the 
country will eventually and before long pass through the 
depressive period and start on the road to more prosperous 
conditions. 

Australia is a wonderful country and should quickly re- 
cover from any period of hard times. The Australians are 
an energetic people who are able to visualize a splendid 
future for their continent and they will assuredly make 
their visions come true. 
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DICTAPHONE EXHIBIT AT TORONTO.—Dictaphone Sales Corporation, 
Limited, was represented at the Business Show held recently in the new 
Toronto home of T. Eaton Company, operating a well known chain of 
department stores. The seventh floor of the store was devoted to a com- 
prehensive display of office appliances. T. R. Crayston was in charge 
of the Dictaphone booth. Other companies represented in the exhibit 
included Addressograph, Burroughs, Bert Business Forms, Comptometer, 
Dalton, Ditto, Elliott-Fisher, Kardex, Marchant, Monroe, Multigraph, 
National Cash Register, Postage Meter, Remington, Sundstrand, and 
Underwood. 








Raymond Hazell Now a Director of London House 

Raymond R. H. Hazell has been appointed a member of 
the board of directors of Messrs. Hazell, Watson & Viney, 
Ltd., well known printers of London and Aylesbury, Eng- 
land, who have for more than thirty years represented the 
Esterbrook Steel Pen Manufacturing Company of Camden, 
N. J., and for the last few years have represented the Eber- 
hard Faber Pencil Company of Brooklyn, N. Y. 

The new member of the board of directors is the grand- 
son of the first chairman and the elder son of Ralph C. 
Hazell, the present chairman of the company. He has been 
actively associated with the business for some years. 
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Watson Vigorously Pushes Scottish Trade 
Development 


William Watson, director of Watson’s Typewriters, 
Glasgow, reference to whose work in advancing the inte: 
ests of Scotland as a manufacturing country, and who is 
well known as one of the chief sponsors for the develop 


Clyde district in ocean shipping and ship- 


Edin 


appe aled strongly 


ment of the 


recently delivered an address before the 


building, 


burgh City Business Club, in which he 


for the cementing of American and Scottish enterprises 
Mr. Watson relates an incident concerning a British 
manutacturer of office furniture and equipment in wood, 


who had recently installed new American machinery and a 


successfully with 


first 


them to 


W he n 


compete 


this 


new plant to enabl 


continental competitors firm started in 


business they installed a factory in London to compet 
with the imports of wooden office furniture sent exten 
vely into Great Britain from the United States. In view 
1 the heavy taxation and overhead charges in London, 


they were ged to reduce production costs and overhead 


installed a factory near Glasgow intending 
ottish market. They discovered that, not- 
they able to 


London market 


and accordingly 
to supply the S« 
withstanding the cost of freight charges, were 
re cheaply in Scotland for the 


London Che 


at the moment only for supply 


produce m 


than they could in result was that they re- 


tain their London factory 


ine the needs of London and the immediate vicinity, with 


their production wholly in 


the possibility of concentrating 


In an address before Rotary Club of Dundee on April 9, 


Mr. Watson urged the need for securing new industries for 
Dundes He suggested the appointment of a local indus- 
trial board to work out a plan to realize the city’s many 


advantages. He said that Dundee has given the 


f Scotland. If the 


industrial 
le ad to the 


cities and by 


rest same pace is taken by 


Scotland as a whole, there would be a 


and prosperous future in store for the country 


and foremost to see these dif- 


“We 


terent 


want,” he said, “first 


industries come to Britain and for Scotland and 


Dundee to have their rightful share The formation of a 


local industrial board is a move in the right direction.” 
Mr. Watson said that the Scottish Trades Development 
\ssociation formed in May last, is working for the indus- 
trial development of Scotland which he believed has the 
opportunity of becoming the workshop of the British 
dominions The special object of each local industrial 
board would be to revise existing industries and to ascer- 
tain the class of new industries for which the district is 
particularly suited, and thereafter to coordinate efforts 
with those of a Scottish national development council and 


thus to secure the revival of Scottish trades by the intro 


industries which will not compete with, but 


ll stimulate present industries 


Mr. Watson p 


] } 
examples from abroad of 


efforts have 


inted ut several 


rk done by energetic men whoss 


J 
the « d w 


eated great industrial centers. He referred to the city of 


cr 
Los Angeles, which by the efforts of its citizenship has be- 
‘ e one of the foremost seaports on the western coast of 
America and has more than doubled its population within 
ten years, now having a population of nearly a million and 
a quarter people in spite of the handicap of many raw ma 
terials havir to be conveyed there from centers thre« 
thousand es away. 

Chis perhaps is sufficient to outline the purpose of the 

anization of which Mr. Watson is the head. Office 
Appliances expects to present in the June issue an article 
trom hi givir further particulars of the important 
WW | T | ! en iged 
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Interesting Booklet from Dutch East Indies 


We are indebted to Ruys’ Handelsvereeniging of The 
Hague, Holland, for a copy of an attractive piece of adver- 
tising literature published by H. D. MacGillavry, a large 
cigarette manufacturer in Ambarawa, Dutch East Indies. 
Che is a Dutch 


office equipment house. 


cigarette manufacturer customer of the 
The booklet is well printed and consists principally of a 
The 


left hand page of each spread carries an artist’s conception 


series of antithetical pen drawings and photographs. 


of a certain scene fifty years ago and on the right hand 
page is a photographic reproduction of the scene as it is 
today. The illustrations contrast the old and the new fac 
tories, the various manufacturing processes, transportation 
methods, ete. 

Of particular interest are six segregated scenes pertain 
ing to office operations. A pen sketch depicts a swarthy 
clerk seated on a high stool addressing envelopes by hand. 
On the opposite page is shown a modern addressing ma 
chine in operation. Another sketch shows an office boy 
of fifty years ago moistening a postage stamp with his 
tongue prior to affixing to an envelope. The contrasting 
is an illustration of an electrically operated postal 


are of an ancient 


picture 
franking machine. The other two scenes 


abacus and a modern adding machin¢e 
—— 


Swan Pencil Company Executive Visits U. S. A. 


Waldemar Schwanhausser, a leading executive of the 
Swan Pencil Company, Nuremburg, Germany, has just ar- 
United States. He isa son of Eduard Schwan- 


intends to this 


rived in the 
remain in several 


field 


hausser, and country 


weeks, 


During the last two years the Swan Pencil Company has 


studying the stationery 
put forth strong efforts to beautify their pencils and im- 
prove the quality of their leads, not only in colored pencils 
for which they are famous, but in drawing pencils as well. 
Several new numbers are now in production, which, it is 
believed, will appeal to the American trade. 

The company recently celebrated its seventy-fifth anni- 
versary. 

One of the company’s lines that is being especially fea- 
tured is their Stabilo thin colored lead pencil. The com 


pany is also having much success in selling Swan bridge 





WALDEMAR SCHWANHAUSSER 


pencils, and are bringing out a few new numbers that will 
be more beautiful than their predecessors. 

The Swan Pencil Company maintains a special chemical 
laboratory which is constantly at work experimenting on 
improvements in lead, particularly colored leads. 
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Knoxville Dealer Takes Larger Premises 

Although William Andrew Alexander Johnston has 
moved the location of his office furniture and office equip- 
ment store only once since it was established twenty-four 
years ago, he has been moving all the time toward greater 
and greater successes. Prior to 1906 for twelve years he 
repaired and reconditioned typewriters and cash registers 
at home, calling for and delivering machines personally. 
During the first two months of 1931, his company, W. AA. 
Johnston, Inc., handled 918 machines, or an average of 19 
for each working day. Mr. Johnston uses an Austin truck 
for picking up and delivering these machines. 

When he first entered Knoxville business circles, there 
were other William A. Johnstons, so he elected to be dif- 
ferent by christening himself William Andrew Alexander, 
with the initials W. AA. for distinction. This same desire 
to do differently from others is one of the reasons why 
his office equipment business has grown to be one of the 
largest of its kind in East Tennessee. This growth obliged 
him to make his recent move to larger quarters at 917-919 
Market street, where he has 1,400 square feet of floor space 
for the service and sales departments. 

Mr. Johnston moved his business on March 13, Friday, 
thus defying the hoodoo which the superstitious suppose 





GEORGE B. TOWNSEND 


W. AA. JOHNSTON 


to accompany that combination of day and date. On the 
day preceding his removal, Mr. Johnston took out of his 
stock all worn-out trade-in typewriters and cash registers. 
These he moved to the rear of the store, donned overalls 
and with an axe made junk out of the entire lot which 
included fifty typewriters. The junk metal he sold for 
fifty cents, but effectually prevented these old machines 
from being put on the market by anyone for rent or sale. 
Mr. Johnston destroys all ancient machines in this manner 
as they accumulate, 

Several years ago he began the practice of lending type- 
writers without charge to worthy students in the Univer- 
sity of Tennessee and other educational institutions in and 
near Knoxville, who are unable to buy or rent them. These 
students must come vouched for by ministers or secretaries 
of welfare organizations, 

Incident to the move into the new building, W. AA. 
Johnston, Inc., became exclusive Shaw-Walker representa- 
tives in the Knoxville territory and placed a full installation 
of Shaw-Walker furniture in his own office. Other leading 
lines carried by W. AA. Johnston, Inc., include Woodstock 
typewriters, Shipman-Ward rebuilt Underwood typewrit- 
ers, Victor adding machines, Remington cash registers, 
Postograph duplicators, Mittag & Volger typewriter rib- 
bons and carbon papers, etc. 

At the time this article was written, W. AA. Johnston, 
Inc., employed ten people in their adding machine and 
typewriter departments. They have no outside salesmen. 
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Within a short time the company expects to have two 
salesmen in each department and will be employing about 
fifteen people in the office and sales departments. 
Associated with Mr. Johnston are A. E, Pruitt, vice-presi- 
dent, and manager of the service department; George B. 
Townsend, secretary-treasurer, and manager of the sales 





W. AA. JOHNSTON AND STAFF IN FRONT OF NEW STORE.—Mr. 
Johnston and Mr. Townsend are second and third from the left, respec- 
tively. 


department; Miss Belvadora Johnston, office sales; Charles 
Martin, salesman; Miss Ruth Thomas, office secretary; 
Houston Williamson, salesman, and Frank Johnston, 
service, 

Mr. Johnston has put energy, intelligence and square 
dealing into his business and deserves all the success he 
has achieved.—P. R. R. 

pee 8 
Singers Hear Own Voices 

Radio singers were invited on April 8 to listen in on their 
own programs in the second Press KTAT Discovery pro- 
gram in Fort Worth, Texas, after they had unknowingly 
recorded their voices on Dictaphone cylinders, 

A. C. Shoemaker, manager, and W. J. Warren, service 
manager of the Dictaphone Sales Corporation’s office lis- 
tened in on the first discovery night program. During the 
broadcasting it was remarked that radio stars could not 
hear themselves as others heard them, Shoemaker and 
Warren challenged the statement. Two Dictaphones were 
installed near a radio receiving set at Warren’s home. 
From opening to closing announcement the entire program 
was recorded. 

Clyde Kroft, manager of KTAT, issued an invitation to 
the artists to “hear themselves as others hear them.” With 
the help of the engineering force in the studio the voices 
which had gone over through a microphone, and then 
through a receiving set into the Dictaphone records, were 
reproduced “in reverse” back from the records into the 
microphone and out again through the loud speaker. The 
results, according to the Fort Worth Press, were “sur- 
prising in more ways than one!” 

—— 
Royal Wins Prize Awards 

In two important exhibitions held in Spain last year the 
Royal typewriter received medals and awards of honor. 
One consisted of a medal presented at the Seville fair. 
Another, a diploma at the International Barcelona Expo- 
sition; a third, the Grand Prix diploma won by the Trust 
Mecanografico, Royal dealers, and a fourth, a trophy won 
at Barcelona, showing the faces of the King and Queen of 
Spain in profile. At each of these public affairs the Royal 
typewriter was awarded the grand prize. 
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Kendrick-Bellamy Window Features Unusual Items 


“Such prosaic items as India ink and tracing cloth can be 


ral interest by careful planning in window dis 
Kendrick of the Kendrick-Bellamy Com 
“Many 


architects were drawn to t 


ven wene 
‘says L. R 
Denver, Colo. continued, “be 
| 


per yple ag he 


rs and ie window, 


a likeness of which is presented here.” 

Che model was beautifully worked out in colors and with 
its lawns, trees and driveways, took up a space of about 
2 x 3 feet. The background was painted to add distance 


and give charm to the ensemble. The blue prints and those 
in black and white showed perspective and floor plans 
whic ave a note of authority and professional accomplish 
ment. It is surprising how many persons have a fair knowl 
edge of such plans. Many stopped to scan them, to study 
and appraise their meaning and interest. 

Real sales results were felt during the entire time this 


display was shown by Kendrick-Bellamy Company. 


Other stationers handling such items would find it easy 


to work out a similar display. Some local architect would 


be pleased and flattered by the opportunity to display some 


of his prized plans. He would value the publicity and ap- 


preciate the cooperation of the dealer who made a request 


for such a display. Several perspective drawings could be 


used successfully in the foreground if a model were not 


available Various uses for tracing paper in copying de- 
signs for school, for dress patterns, for art work as well as 


for engineers and draughtsmen, could be shown to advan- 


tage. Borrow from a commercial artist some wash draw- 
ing effects to be obtained with India inks. Emphasize the 
many available colors by actually showing them applied in 
designs or drawings for lamp shades, fancy leather book 


covers, portfolios or decorative plaques and in this way 


e can develop new and unsuspected outlets 
witiinnnins 
Blind Girl a Dictating Machine Expert 
Dictaphones are being used by Miss Dorothea E. Jen 
nines, director of the Braille Service of the George Wash- 


Bicentennial Commission in Washington, in tran- 
| ife 
e Commission is rapidly increasing the Braille 


ington 
scribing The of George Washington into the Braille 
system ie 
system material so that a greater range of reading may be 
available to blind people 
According to the 


came a student in the Dictaphone school on November 


Washington office, Miss Jennings be- 


fourth, and a month later was awarded the certificate of 
proficiency. Though handicapped by lack of sight, she is 


an unusually able worker. 
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EVOKED INTEREST AND SOLD 
DRAWING SUPPLIES With a detailed model of an im- 
posing residence at the focal point, this window of the 
Kendrick-Bellamy store in Denver attracted great attention. 
Fixed in position above the model are floor plans of the 
residence At the left is the front elevation of another 
building and at the right is the floor plan of this building 
Judiciously placed are bottles of drawing ink, rolls of 
tracing cloth, drawing boards, etc 


A DISPLAY THAT 


Commerce Association Sponsors Newspaper 
Advertising Contest 
rhe first annual newspaper advertising contest and ex- 
hibit ever held in Chicago is sponsored by the Advertising 
The 
committee of the advertising council in charge of this con- 
test Frederick P. 
Seymour, William P. 
Trefny, Chicago Herald and Examiner; Leo J. Abrams, 
Daily Illustrated Times; J. A. Hartley, Chicago Journal of 
Commerce; Howard A. Jones, Albert Frank & Company; 
L. R. Northrup, Batten, Barton, Durstine & Osborn; Alfred 
T. McCrary, Chicago Evening Post; J. M. C. Pease, Chi- 
cago Evening American; Fred Shaper, Chicago Tribune, 
and Paul Watkins, Chicago Daily News. 
A complete series of contests will cover the entire field 


Council of the Chicago Association of Commerce. 


consists of the following: Chairman, 


Horder’s, Inc.; vice-chairman, 


of advertising, one branch at a time. The first contest is 


on newspaper advertising. The purpose of this contest is 
to stimulate craftsmanship, planning and all-around effec- 
Awards are 
1. The best 
3. The best 
The best lay- 


tiveness in newspaper advertising in Chicago 
to be made under the following classifications: 
campaign. 2. The best single advertisement. 
illustration. 4. The best piece of copy. 5. 
out and typography. 

There will be one first award in each of the foregoing 
classifications and several honorable mentions. Awards in 
this contest will be made only for advertising prepared in 


Chicago and published in Chicago newspapers. 


ee 
Three Months’ Corona Contest 

Many of the dealer representatives handling the Corona 
typewriter, beginning April 1 and continuing through to 
June 30, are taking part in a contest based on wholesale 
Corona budget. The first prize of $75 will be awarded to 
the dealer representative with the largest percentage in ex- 
cess of his budget quota. The second largest percentage 
will draw down a prize of $25. 

Branch managers who personally supervise dealer whole- 
This 


contest is being conducted and prizes will be awarded on 


sale operations will compete for two grand prizes 


the same basis as that of the dealer representatives’ contest. 
he first prize will be a beautiful electric clock with full 
Westminster chimes. The second prize will be a chest of 
silver consisting of thirty-four pieces of 1847 Rogers silver 
in a beautiful heraldic tray. 

In both contests, a Smith-Corona pen and pencil set will 
be given to each man who makes or exceeds one hundred 
per cent of his quota. 
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Graff Company Executive Can Double 
for New York’s Mayor 

They say that every man has a double somewhere, and 
the friends of Charles W. Lipman of the George B. Graff 
Company of Boston, who also know Mayor Jimmie Walker 
of New York, assert with positiveness that the facial and 
physical resemblance between the two is remarkable. Mr, 
Lipman, in traveling about from city to city, is frequently 
mistaken for some one “on leave of absence,” but, unlike 
the distinguished mayor of New York, Mr. Lipman hasn't 
had a vacation for some time. What he could do as a 
wisecracker, welcoming conventions and political bodies 
to the country’s metropolis, we don’t know. It may be 
that he would be as adept at it as Mayor Jimmie himself. 
Mr. Lipman has no affiliations with Tammany Hall, al- 
though there may be some similar characteristics in evi- 
dence due to contact with Mayor Curley of Boston. No 
picture is published for fear of legal complications. 
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Beacom College Has Office Appliance Exhibit 

April 17 the accounting and business administration of 
Beacom College, Wilmington, Del., held a demonstration 
of speed typing and speed stenography. Manufacturers 
of typewriters and other office appliances exhibited their 
products in the school auditorium. Albert Tangora dem- 
onstrated speed typing. Louis A. Leslie, business manager 
of The Gregg Writer, demonstrated fast shorthand writing. 

Harry C. Spillman, formerly of the Remington Type- 
writer Company, and now with the Gregg schools, pre- 
sented an address on “Personality a Basic Factor in Suc- 
cess.” 

eH 

Leo Zorn Advances in Orthwine Organization 

Leo Zorn for several years connected with the Orthwine 
organization, New York City, has been appointed sales 
manager of one of the Orthwine subsidiaries, The Western 
Furniture Company, Inc., St. Louis, Mo. 

Mr. Zorn recently visited the factory at St. Louis in the 
interests of the company at the present time. The Western 
Furniture Company has improved its plant facilities and 
added several new lines since it became a unit of the Orth- 
wine organization. Further improvement and expansion 
plans are in the making and it is expected that the commer- 
cial grades as well as the executive turned-leg lines now 
manufactured may be produced in a still wider range of 
styles and prices. 
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Potter Organizes New Advertising and Sales 
Corporation 

Roy H. Potter of Philadelphia has organized Roy H. 
Potter, Ltd., sales counsellors and national sales repre- 
sentatives, with offices at Hancock and Somerset streets. 

Mr. Potter was for some time director of merchandising 
and advertising for the Scripto Manufacturing Company 
of Atlanta, Ga., and his name and countenance are well 
known in the stationery field. 

Mr. Potter has also been identified with the drug trade 
for many years. It is stated that his first success was with 
the Original Sales Organization which successfully han- 
dled national distribution of Eversharp pencils for The 
Wahl Company of Chicago. After this came his connec- 
tion with the Scripto organization and more recently he 
has been vice-president and sales counsellor for the Paper 
Importing Company of America. 

Mr. Potter’s new organization will cover the nation and 
will promote specialties in the stationery and drug trades. 
He plans to associate with him in different parts of the 
country approximately fifty-four men each with an out- 
standing record of sales achievement in his particular ter- 
ritory. Most of these men have already been chosen. 
These men will operate out of Philadelphia, New York, 
Boston, Syracuse, Pittsburgh, Detroit, Toledo, Cincinnati, 
Charlotte, Atlanta, New Orleans, Dallas, Los Angeles, Den- 
ver, Seattle, Kansas City, St. Louis, Minneapolis, and Chi- 
cago. In addition to these cities in the States, sales head- 
quarters are maintained in the Dominion of Canada cover- 
ing all the principal outlets. Each district will be under 
the direct supervision of a district sales manager who will 
direct the activities of the salesmen, and all sales promo- 
tion plans will be handled through these men. 

Mr. Potter will personally contact the larger accounts 
and will himself supervise all activities of the sales depart- 
ment, besides creating merchandising and sales promotion 
plans and advising on advertising, production and design 
of products, giving the manufacturer a complete service. 

In addition to the fifty-four men who will cover the 
jobbing and retail outlets, Mr. Potter has associated with 
him one hundred fifty men who sell advertising novelties 
and premiums to manufacturers and large users. 

One of Mr. Potter’s most recent merchandising successes 
has been the marketing of the Miniature Golf Pocket 
Course, manufactured by the Miniature Game Company of 
Philadelphia. 











NEW STORE OF KELLEY-BOONE 
PRINTING & STATIONERY COM- 
PANY, WACO, TEX.—This company 
is twenty-five years old. About six 
years ago they installed office furni- 
ture and equipment in a department 
under the management of Mr. Boone, 
one of the partners. The department 
grew rapidly and a month or so ago 
a new location and larger quarters 
became imperative. The picture shows 
the new place on opening day, before 
the crowd came 
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in Every Section of the Field. 


I. B. M. Corporation Buys 175 Acres Near 
Endicott Plant 


Reiterating his belief in maintaining wages, educating 
workers to increase their productivity and fostering the 
human element in business, Thomas J. Watson, president 


of the International Business Machines Corporation an- 
nounced the purchase by the company of 175 acres of land 
near its Endicott, N. Y., plant for a country club to be used 
by employees 

“Last Endicott about 20 
percent, at higher average wages 
and had the ’ Mr. Watson stated 


prior to his departure for Havana. 


year we enlarged our factory 


employed more people 
best year in our history,’ 
recently, 

“Many of the units in our foreign division have regis- 
tered gains so far this year over the corresponding 1930 
period and our domestic business has also improved. We 
feel that the bottom of the depression has been reached 
In our 


and that we are on the way to a gradual recovery. 


industry, we look forward to another record year in 1931,” 


he added 
> 
Roquemore Assistant Sales Manager Multigraph 
On April 1, W. H. Roquemore, 
Oklahoma City, came to the home office of the Multigraph 


Multigraph sales agent at 


organization as assistant general sales manager. As Mr 





w. 8 


ROQUEMORE 


Dunlap’s right hand man, he will spend his entire time and 
efforts toward increasing the efficiency and sales volume of 
As division manager and salesman, Mr. 
Starting as a 


the organization. 


Roquemore was most successful. senior 


ability to make 
A year later he 


where he 


salesman in 1924, he quickly showed his 
friends and sell Multigraph equipment. 
was made branch manager at Little Rock, Ark., 
spent two successful years, when he was offered a division 
managership at Oklahoma City. This post he has held for 
the last four years with profit to himself and to the com- 
pany. 

In 1929 Mr. Roquemore won the watch offered by Presi- 
combined scoreboard. In 
His advance- 


dent Osborn as leader of the 
1930 his division stood second on the list. 
ment to his present position widens the field in which he 
abilities. 

coeliac 

Sidney-Morris & Co. Bankruptcy Case Settled 

It is stated that Sidney-Morris & Co. of Chicago have 
arrived at a settlement with creditors. Office Appliances 
understands that an arrangement has been effected which 
is expected to result in final settlement within eighteen 
a basis of fifty dollar—twenty 


immediately; ten per 


will exercise his fine 


cents on the 
cent in notes of 
ten per cent in 
and a final 


months on 
per cent in cash 
the company due four months from date; 
notes by the Pancoe Brothers one year from date, 
ten per cent in notes by Pancoe Brothers eighteen months 
It is understood that the company agreed to 
bankruptcy proceed- 


from date. 


pay attorney’s fees arising from the 


ings. 
~~ 

Addressograph International Makes Good Showing 

The Wall Street Journal of April 20 outlined the 1930 
report of the Addressograph International showing con- 
solidated net income (including $194,172 net income of 
American Multigraph Company and subsidiaries for nine 
months ended September 30, 1930, prior to acquisition) of 
$1,405,842 after depreciation, federal and foreign taxes, 
subsidiary preferred dividends, etc., equivalent to $1.85 
a share on 760,213 no-par shares of stock outstanding at 
end of year, including 125,638 shares issued in connection 
with the purchase and consolidation of American Multi- 
graph Company. The additional stock was not issued 
until December 29, 1930. 

Comparisons with 1929 figures are not practicable owing 
to acquisitions in 1930. 


—_—~> 
Underwood Elliott Fisher Re-elect Officers 
Directors of the above company have re-elected the follow- 
ing officers: P. D. Wagoner, president; Reeve Schley, first 
vice-president; C. S. Duncan, secretary-treasurer, and Ed- 


ward R, Baines, comptroller. 
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Central Travelers’ Club Changes Date of Meeting 

The original date set for the Central Travelers’ summer 
meeting at Columbus, Ohio, it has been found, conflicts 
with the dates of the Minneapolis and Milwaukee regional 
meetings of the National Stationers Association. The 
Central Travelers’ have, therefore, changed the date of 
their meeting to June 25. This, by the way, is the day 
before the Ryder club tournament, which will be held 
in Columbus this year, playing over the famous Scioto 
country club course. 

It is planned to hold a golf tournament, with a dinner 
and get-together at one of the country clubs in the evening 

This will be the first time the club has met other than 
at regional or national conventions. 

The regional meetings above referred to will be held, the 
one in Milwaukee on June 15 and 16, and in Minneapolis 
on June 18 and 19. 


EE 


Pacific Zone Stamp Men Meet 

The annual meeting of the stamp men of the Pacific 
Zone was held in Seattle, Wash., on April 11 and 12. Mr. 
Greig, secretary of the International Stamp Manufacturers 
Association from Chicago, read an interesting paper re- 
garding the activities of the association as a whole. 

Mr. Wallace of the U. S. Department of Commerce pre- 
sented a survey, with illustrating charts, which proved 
interesting and will, no doubt, be very beneficial to the 
industry as a whole. 

After the afternoon session of the llth, the delegates 
were taken in buses to Canyon Creek Lodge, a delightful 
mountain resort fifty miles north of Seattle, where dinner 
was served and dancing and bridge enjoyed until late in 
the evening. 

The session of the 12th was held in the lodge and ad- 
journed at noon for lunch, after which all of the delegates 
returned to their homes. 

Representatives from Vancouver, B. C.; Seattle, Spokane, 
Tacoma, Portland, San Francisco, Los Angeles, Chicago 
and New York were in attendance. 


a 


Illinois Booksellers and Commercial Stationers 
Make Ready for Big Convention 

At Danville, Illinois, on the fifth and sixth of this month 
the Illinois Booksellers and Commercial Stationers Associ- 
ation will hold its sixteenth annual convention and ad- 
vance merchandise showing. Headquarters will be at the 
Hotel Wolford. An elaborate program has been prepared, 
with practical topics and well known speakers to present 
them. 

The annual banquet and ball will take place on Wednes- 
day evening, May 6, at the Hotel Wolford. W. E. Smith 
of Chicago will act as toastmaster. There will be some 
interesting musical entertainment during the dinner, with 
dancing afterward. 

A large and representative attendance is expected. 

ee 


New Smith-Corona House Organ 

Volume One Number One of the Smith-Corona Dealer 
came out in March. This is a neatly printed and hand- 
somely illustrated four-page paper which presents dealer 
news in an interesting fashion. Portraits are presented of 
various men prominent in the organization, with pictures 
of windows and store fronts having certain striking fea- 
tures. 

Office Appliances congratulates the company on the 
new house organ in which its dealers will most certainly 
find a great deal of value and interest. 
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Ashburner Retires from Multigraph Company 

The American Multigraph Company of Cleveland, Ohio, 
announces with much regret the retirement of A. E. Ash- 
burner from the post of foreign sales manager for the 
Multigraph interests. 

For twenty years Mr. Ashburner’s constant efforts have 


‘been centered on the successful upbuilding of his com- 





A. E. ASHBURNER 


pany’s export business to the profit of the company and 
its agents abroad. In this period, Mr. Ashburner’s genial 
personality has endeared him to all of his associates at 
the factory and to many friends abroad, practically all of 
whom he had the opportunity of meeting in their business 
and social lives. 

The company has appointed to succeed Mr. Ashburner, 
George V. Carter as foreign sales manager. Mr. Carter 
is well known to the majority of Multigraph agents, having 
served as assistant foreign sales manager for many years. 
His fourteen years of service with the Multigraph Com- 
pany supplies a fine background for his new position. 


——~_— 


Morrison Retires from Klenk and Associates 

The partnership heretofore existing under the firm name 
of F. A. Klenk and Associates, consisting of F. A. Klenk 
and E. J. Morrison, has been dissolved by mutual consent, 
E. J. Morrison retiring from the firm. The business will 
be conducted by F. A. Klenk, who will adjust and finish 
all transactions of the latter firm. 

Mr. Morrison, who retired from the business on April 
4, has entered the office supply, office furniture and print- 
ing business and will be happy to receive catalogues and 
price lists together with quotations. Communications 
should be addressed to Edward J. Morrison, P. O. Box 
529, Cincinnati, Ohio. 


ee 


Huber Celebrates Sixtieth Business Anniversary 
Ed. E. Huber of the Eberhard Faber Pencil Company 
on March 1 celebrated his sixtieth anniversary in connec- 
tion with the stationery business. Mr. Huber is widely 
known and his many friends throughout the country will 
note this anniversary with more than a little interest. 


a —— 


Congratulations to Mr. and Mrs. Brockmann 

H. V. Brockmann, assistant general sales manager of 
The Globe-Wernicke Company, Cincinnati, is the proud 
father of a daughter born on March 22. Office Appliances 
extends its heartiest congratulations to Mr. and Mrs. 
Brockmann, 








Oxford Filing Supply in New Factory 

\ greater 
sulted in the Oxford Filing Supply Company moving into 
and office 340 Morgan 
[In floor space the new plant is a 


Working 


than anticipated business expansion has re- 


manufacturing 
oklyn, N. Y 
the old 


larger quarters at 


avenue, Bre 


third larger than facilitics are consid 


erably improved through more efficient layout of the of 
fice, production, stock and shipping departments, all on 
the same |! t 

Five irs ago the Oxford organization was obliged to 
n it 1 modest plant at 382 Jefferson street, Brook- 
lyn, to a larger one at 500 Driggs avenue. At that time it 
wa nservatively estimated that the Driggs avenue plant 


would be amply large enough to provide for any reasonable 


wt it a rapid increase in business, due in part to the 
add f a number of new items to the Oxford line, 
ide the recent removal to larger quarters necessary 
oe — 


Reno Business Students Win Varityper Prizes 
When students in the College, 
asked to select a sales product with a par 
ticular appeal to business men, they chose the Varitypet 


With the Varityper as the 


Reno Business Reno, 


subject and with only avail- 


matter as the basis for their 


able advertising information, 
each of the students composed a sales letter purporting 
to come from the sales manager of the Varityper com 
pany to a prospect. 

hese letters were forwarded to W. J. Hausman, vice 
president of Varityper Incorporated, who was asked to 


pass on the merits of the letters and venture any criticisms 


I ureves ns 
Mr Hau in was so pleased with the fact that the 
Varityper had been the subject selected and with the un- 
usually fine letters that were written, that he forwarded 
isl prizes t the writers of the three best letters 
—_— ~~» 


Ames Supply Co. Appoints New Denver 
Representative 
been operating a typewriter 


1886 are the 


who have 
Denve ef olorado, 


tributors for the r 


I. S. Stahl wx ( 
new dis 
Ames 


Che platen recovering equip 


business in since 


lls and rubber equipment of the 


Supply Company of Chicago 
} 


ment as been moved to the Stahl store at 926 Seventeenth 
street trom the store of L. C. Smith & Corona Typewriters, 
In 

Louis Santangelo, popular owner of the Stahl business, 


ping with his regular business policy, is giving super 


service to the typewriter men in the Denver trade area 


> 


Veltman Takes Johnstown, Penna., Royal Office 
if hn Veltn an, 


guished service in the patent and experimental department 


who has made a fine record for distin 


[ypewriter Company, Inc., has been appointed 
He has had a 
typewriter business, including 
His 

ywwn in the recent Royal demon- 
where he was awarded second prize. Mr. 
] 


le circle of friends who join unanimously 


Johnstown, Penna., branch. 
with the 


man, 


manager t the 
mez association 
mechanic and salesman 


service aS repalit un- 


usual selling ability was sh« 
stration contest 
Veltman has a wii 


in wishing him success at Johnstown. 


- oe 


Superior Appoints Coast Distributor 


Che Superior Office Specialty Company, 544 West Lake 
stre Chicago, Ill, announces the appointment of Western 
WI! ile Sta ers, Ltd., Los Angeles, Calif., as repre- 

entatives handling its line of desk pads, linoleum desk 
ind r cushions 
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Newman Typewriter Company Takes L. C. Smith 


Line 
The Newman Typewriter Company, located at 55 Broad 
street, Charleston, S. C., has been appointed L. C. Smith 
& Corona dealer in Charleston. The company also has 


the agency for the Royal portable typewriter and Victor 
adding machine. 

This company 
building department equipped with new and modern ma- 
Mr. Newman, the proprietor, is a factory trained 
work in 


maintains an up-to-date typewriter re- 


chinery. 
He personally supervises all service 


He was the first to inaugurate, 


mechanic. 
addition to his sales duties 
in Charleston, the policy of giving one year’s free service 
on all rebuilt typewriter and adding machine work. 

Mr. Newman business in 
Charleston for about ten years and has built up an enviable 


been in the typewriter 


has 
reputation as a successful and reliable typewriter dealer. 
Sa 
Official Roster of Winnipeg Stationers 

[he Stationers Association of Winnipeg is enjoying a 
successful year under the direction of the following officers 
president, W. Grange, Grange 
Nicholson, 


and executive committee 


Stationery Company, Ltd.; vice-president, C. J. 


Baker-Nicholson Company, Ltd.; secretary, C. Vernon 
Nobbs, Luckett Loose Leaf, Ltd.; treasurer, F. J. Dool, 
G. R. Bradley & Company. Executive committee: Charles 
Blanchard, Blanchard Stationery Company; J. C. Irvine, 


Willson Stationery Company, Ltd., and J. Donally, West- 


Ltd 


The association is composed of twelve 


ern Stationers, 
company mem- 
each company being represented by one or more of 


staff 


be rs, 


its executive 


> 
Law Library Installs Dictating Machine for Lawyers 


Attorneys using the Kings County Law Library of 
Seattle are 
copying information in longhand from law books, accord- 
Seattle The library has in- 


stalled a machine for us¢ 


now permitted to use Dictaphones instead of 


Post-Intelligencer. 
of its patrons so that they can 


ing to the 


dictate their excerpts. Research work is thus simplified 
and considerable saving of time and effort effected. 
ES Sl 
Chicago Gardner Manager Visits Headquarters 


Charles S. Lippman, manager of the Gardner Company, 


Inc., accounting machines, at Chicago, spent the week 
beginning April 13 at the headquarters of the company 
in New York City. He returned to Chicago enthusiastic 





LIPPMAN 


CHARLES § 


about the prospects of his line of machines in the western 
territory as well as elsewhere. 

He says that 
Renew life 


Mr. Lippman doesn’t believe in depression. 
the spirit of spring is worthy of emulation. 
and wake up business possibilities by renewing enthusiasm 
is his philosophy. He says that on his trip he noticed 


that even the farmers are smiling now. 


ES 


th 


id 
th 
is 
r 
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Atlanta Stationery Firm Robbed 

The John H. Harland Printing and Stationery Com- 
pany, Atlanta, Ga., was recently robbed of $140 by three 
negroes who held up an employee on his way from the 
plant to the down-town office. 

The three stopped Mr. Myers, the employee of the 
company, by informing him that there was something 
wrong with one of the rear wheels on his car. When he 
stopped, they thrust a gun in his ribs and relieved him 
of the cash he was taking to the office. 

Thus far the hold-up men have not been apprehended, 
although the police are working on the case.—J. H. R. 
R. F. Chamberlain Made Multigraph Manager in 

Pittsburgh 

R. F. Chamberlain, who just a few months ago was ap- 
pointed assistant manager of the Addressograph branch in 
Chicago, has been promoted to manager of the “Multi- 
graph” office in Pittsburgh, Penna. The quick promotion 
is a favorable commentary on Mr. Chamberlain’s business 
and selling ability. 

A comparatively few years ago Mr. Chamberlain-was a 
locomotive engineer. His first connection with the office 
equipment industry was as a salesman of Multigraph ma- 
chines under his brother, O. H. Chamberlain, Multigraph 





R. F. CHAMBERLAIN 


manager in Chicago at the time. Not long after, he be- 
came Multigraph division manager in Milwaukee. After 
the war he was made division manager at Nashville. From 
there he went to Detroit as division manager. Later he 
transferred to the Addressograph Company, where he held 
the positions of assistant agency manager at Detroit, then 
Detroit division manager and finally assistant branch man- 
ager at Chicago. 
wpe 
Lorain Stationer Resumes After Fire 

Bretz’s Book and Music Store, Lorain, Ohio, has effected 
an adjustment with the insurance underwriters following 
a fire some time ago. This store includes office furniture, 
supplies and typewriters in its activities. Business was 
resumed at the old stand, 325-27 Broadway, as well as in 
a temporary store at 30 East Erie street, around the corner 
from the original establishment. 

— 
Tommy Arith Opens Business at Evanston 

Tommy Arith, Inc., has been opened at 1721% Sherman 
avenue, Evanston, IIl., by Tommy Arith. He has been en- 
gaged in the local stationery field the past twenty years, 
having joined Chandler’s at the commencement of his busi- 
ness career. The new store handles office supplies and 
school supplies. 

Mr. Arith is identified with various civic activities, and 
was president of the Evanston Kiwanis club in 1929, and 
president of the Evanston Chamber of Commerce in 1930. 


pos 
uw 


An Additional Word Concerning Mr. Proctor 

Last month we gave a brief item concerning the advance- 
ment of Carl D. Proctor to the post of general promotion 
manager of the Remington Rand Business Service, Inc. 

The selection of Mr. Proctor for this responsible position 





C. D. PROCTOR 


was due to the feeling entertained by his superiors that he 
is the man for the job. 

Mr. Proctor joined the Kalamazoo Loose Leaf Binder 
Company as advertising manager in 1917, but after a few 
weeks in this position, he enlisted in the Marine Corps and 
served throughout the World War. He returned to the 
job in 1919 and continued with the company until the Kala- 
mazoo firm was consolidated with Remington Rand, when 
he received the appointment of advertising manager. 

neni 
U. S. Typewriter Parts and Supplies Co. Appoints 
Pittsburgh Distributor 

The Standard Typewriter Company of Pittsburgh, 129 
State street, Pittsburgh, Penna., have been appointed ex- 
clusive distributors of the U. S. Typewriter Parts & Sup- 
plies Company, Inc., of New York for the Pittsburgh dis- 
trict. A complete line of platens, commonly used parts 
and supplies will be carried in stock for the convenience of 
dealers in this territory. 

The Peacock Bros., owners. of The Standard Typewriter 
Company as former exclusive distributors for the Corona 
typewriter, have a wide acquaintance and a fine reputation 
among dealers in and around Pittsburgh. 

In their central location they are in an. excellent posi- 
tion to serve the typewriter dealers. They report full ap- 
proval of the results obtained with the new “All-Purpose” 
platen. 

—- ~<—--_—- 
Bittman Returns from Long Trip 

H. U. Bittman, sales manager of A. W. Faber, Inc., 
Newark, N. J., has recently returned from an extended visit 
through the southern territory. 

Mr. Bittman, together with Jim W. Cooper, Jr., called 
upon the trade from Texas to Florida. While in Dallas 
Mr. Bittman attended the Texas and Oklahoma regional 
convention as well as the regional convention of the South- 
Eastern Division in Miami. 

After the adjournment of the Miami convention Mr. 
Bittman visited Cuba, calling upon the dealers in Havana 
with his company’s Cuban agent. 

ainmeesi@iiipinntinn 

Smith Corona Buffalo Branch in New Quarters 

On May 1, the Buffalo, N. Y., office of L C Smith and 
Corona Typewriters, Inc., is scheduled to move into a new 
office two doors north of the former office in the same 
building, The Stock Exchange, The new store gives the 
company a chance to display its merchandise in an arcade 
in addition to street frontage. 
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Parker Gives Stationer a Share in Mothers’ Day 
The Parker Pen Company, Janesville, Wis., has in 
augurated a merchandising plan whereby fountain pen 
dealers can reap a share of the spurt in business due to 
Mothers’ Day. This falls on the second Sunday in May, 
and the observance of this event has been responsible for 
radical changes in the business cycle of the florist and the 


candy merchant. That day is the biggest of the year for 
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THE PARKER PEN COMPANY'S SPECIAL DISPLAY PACKAGE 
FOR MOTHERS’ DAY 

The candy trade sells the equivalent of seventy- 

the second Sunday 


the florist 
five per cent of the Christmas volume 
in May 

A distinctive 
handsome counter display case is provided. 
merchandise for the dealer, as it offers an opportunity to 
The 


colors 


of Parker “Duette” sets in a 


It can 


assortment 
sell 


give something appropriate, and of lasting value. 
beauty of the packages, and the assortment of 
make a vivid appeal to filial thoughts. 

The assortment of pens and pencils provided is made 
up to the dealer’s specifications, although the company 
has assembled a suggested assortment which wide expe 
rience shows should have ready sale 

_ 
Holt Goes to Des Moines for Royal 

H. J. Holt, until recently manager of the Rockford, IIL. 
office of the Royal Typewriter Company, Inc., has been 
transferred by that organization to the post of manager 
of the Des Moines, Ia., branch. This advancement was 
amply justified by Mr. Holt’s fine record at Rockford. His 
many friends in the latter city regret his leaving, but 
rejoice at the wider opportunities opening before him at 
Des Moines 

Mr. Holt is well known and has the distinction of hav- 
ing made M. A. D., which entitles him to membership in 
Machine-A-Day Club. 

_ 
Maverick-Clarke Has Automatic Line 

The Maverick-Clarke Company, San Antonio, Texas, 
has been added to the extensive list of dealers for The Au 
tomatic File & Index Company, Chicago, Il. The San 
Antonio concern of the modern stores in 
Texas, and enjoys an enviable position in the city. The 
line will open 


the Royal 


has one most 
officials are convinced that the Automatic 
the way to a large and steadily increasing volume of sales 
Its his 
tory has been entwined around that of San Antonio the 
past fifty-five years. It was founded by Sam Maverick, 
and shown a steady Recently, when the 
Maverick-Clarke Company’s new building was completed, 
the inaugural exercises were treated as a civic event, and 


This aggressive concern is a pioneer in Texas. 


has growth. 


the mayor of the city presided at the ceremonies. He 
dedicated the building to the service of the people of the 
city and southwest Texas 
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Flexipost Contest Closes 

The Flexipost Sale-A-Day contest by the 
Loose Leaf Company of Milwaukee, closed on March 31 
and was most successful and interesting. 

Winners for the month of March in the dealers’ monthly 
award of $20 were as follows: Class A: Gregory, Mayer 
& Thom Company, Detroit, Mich.; Class B: Stevenson & 
Foster Company, Pittsburgh, Penna.; Class C: Goldsmith 
Bros., New York City; Class D: Charles G. Stott Com- 
pany, Washington, D. C.; Class E: Valliant Printing Com- 
Class F: Willson Sta- 
tionery Company, Winnipeg, Canada. 

One or more salesman’s awards were won by the follow- 
F. R. Ahlers, Seattle, Wash.; V. Kelly, Bronx, N. Y.; 

Armstrong, Bellefontaine, Ohio; C. H. Langbein, 
Anselmo, San Francisco, Calif.; E. 
McGillicuddy, Boston, Mass.; H. J. Boyle, Philadelphia, 
Penna.; E. C. McKinstry, Seattle, Wash.; George A. 
Brown, Springfield, Ohio; C. S. MacKrell, Philadelphia, 
Penna.; E. J. Buntell, Washington, D. C.; P. L. Martin, 
Seattle, Wash.; R. W. Campbell, Minneapolis, Minn.; Wil- 
liam J. Martin, Omaha, Nebr.; M. L. Clum, Columbus, 
Ohio; J. M. Maskell, Baltimore, Md.; O. Courtial, St. Louis, 
Mo.; William J. Mason, Colorado Springs, Colo.; J. R. 
Cowan, Cambridge, Mass.; J. L. Mecaughey, Philadelphia, 
Penna.; F. Dawson, Montreal, Canada; W. E. Mitchell, De- 
troit, Mich.; E. Dobke, Grand Rapids, Mich.; G. W. Morris, 
Chicago, Ill.; M. F. Donze, Philadelphia, Penna.; G. C. 
Myers, Detroit, Mich.; J. J. Elzer, St. Louis, Mo.; H. L. 
Norton, Lancaster, Ohio; H. E. Frantz, Detroit, Mich.; P. 
H. Otto, St. Louis, Mo.; J. M. Gardiner, Baltimore, Md.; 
A. M. Pillsbury, Detroit, Mich.; F. E. Gilman, Seattle, 
Wash.; B. C. Pond, Lansing, Mich.; G. C. Greenawald, 
Philadelphia, Penna.; A. F. Rebhan, Boston, Mass.; F. C. 
Gubler, Philadelphia, Penna.; S. I. Reel, New Orleans, La.; 
J. B. Harvie, Providence, R. I.; William P. Reinhardt, 
Philadelphia, Penna.; O. L. Hermann, St. Louis, Mo.; H. 
S. Riley, Colorado Springs, Colo.; W. A. Hilderscheid, 
Detroit, Mich.; William H. Roberts, Cincinnati, Ohio; E. 
F. Hoffmaster, Baltimore, Md.; W. R. Roehm, Detroit, 
Mich.; C. K. Hoover, Columbus, Ohio; M. Scott, St. Louis, 
Mo.: H. A. Jefferies, Detroit, Mich.; F. L. Snow, Prov- 
idence, R. I.; J. Somer, St. Louis, Mo.; C. E. Torgeson, 
Ogden, Utah; R. H. Stainton, Toronto, Canada; H. Front, 
Trenton, N. J.; M. E. Stephens, Dayton, Ohio; J. W. 
Walker, Jackson, Miss.; B. J. Stiefler, Omaha, Nebr.; H. 
B. Walker, Memphis, Tenn.; F. H. Winterhalter, Grand 
Rapids, Mich.; A. Weiss, Brooklyn, N. Y. 

The sum of twenty-five dollars was awarded to each of 
the following six salesmen members of the six groups re- 
porting through the coupon system the greatest number 
of binders sold by him during the three months’ contest 
period. Class A: H. A. Jefferies, Gregory, Mayer & Thom 
Company, Detroit, Mich.; Class B: William P. Reinhardt, 
4. Pomerantz & Company, Philadelphia, Penna.; Class C: 
A. C. Otto, Climax Stationery Company, New York City; 
Class D: N. Webb, Jr., Superior Printing & Box Company, 
Schenectady, N. Y.; Class E: H. S. Riley, Outwest Printing 
& Stationery Company, Colorado Springs, Colo.; Class F: 
H. B. Walker, S. C. Toof & Company, Memphis, Tenn. 


Stationers 


pany, Albuquerque, New Mexico; 


ing: 
G. B. 
Pittsburgh, Penna.; J. 
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Gardner Coast Manager on Long Trip 

Ed. Engelhardt, Pacific Coast manager for the Gardner 
Company of New York, left San Francisco April 25 on an 
extended trip, calling first on his various branches in the 
western division. He will conclude his trip at New York 
City with a visit to the home office and factory early in 
May. 

Mr. Engelhardt now has seven branches in addition to 
his main office at San Francisco and will open additional 
offices in the near future. 
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The Guest Book 

R. V. Potteiger, general manager of the ribbon and car- 
bon house of A. P. Little, Inc., Rochester, N. Y., placed his 
signature in Office Appliances’ Guest Book on April 7. H¢ 
stopped a while in Chicago in the course of one of his 
occasional journeys to the principal cities. Before return 
ing to Rochester he expected to stop at other cities, includ 
ing Detroit and Cleveland. Mr. Potteiger’s duties bring 
him in touch with a wide circle, and from information re- 
ceived he concludes that there is an up-turn in business, 
with prospects of increasing activity with the passing 
months. 

W. J. Hausman, vice-president of the Varityper, Incor- 
porated, New York City, visited Office Appliances in Chi- 
cago on April 16, Mr. Hausman, who came here on matters 
of business, called at Varityper offices in other cities in 
the Central West before returning to New York. 

William H. Rice of Peerless Carbon & Ribbon Manufac- 
turing Company, New York, called at our office on the 
twenty-seventh while on his way back to New York. When 
Mr. Rice arrives in New York he will have spent nine 
weeks on the road, during which time he traveled eleven 
thousand miles and covered thirty cities. His travels have 
taken him irom New York as far south as New Orleans 
and El Paso, up the coast to Seattle, across to Minneapolis 
and on to New York. Mr. Rice devoted his time to the 
sale of the Solo stamp pad and ink. Although he has a 
small article to sell, he feels it profitable to make this ex- 
tensive journey every year. 

C. G. Burroughs, sales manager of The Sikes-Cutler 
Desk Corporation, Buffalo, N. Y., was a visitor on April 
22. He spent several days in and near Chicago before re- 
turning to Buffalo. Mr. Burroughs is quite optimistic over 
the sales possibilities furnished by the recent Sikes-Cutler 
numbers and the company’s new merchandising plans. 

Charles F. Underwood, Fulton Specialty Company, Eliza- 
beth, N. J., spent a short time in this office on April 4. He 
was on a trip which included a day or two at the Fifth 
District regional meeting in Toledo 

A. L. Haley, in charge of sales for Evansville Desk Com- 
pany, Evansville, Ind., spent a few minutes in this office 
on April 25. 

George I. Frank of Cleveland registered in the Guest 
Book April 6. He had just completed a twelve months’ 
trip for Woodstock Typewriter Company, establishing 
agencies in Mexico, and in the Central American and South 
American countries. Mr. Frank reports that he was suc- 
cessful in securing desirable distributors wherever he went. 
He went well qualified for his task because of his experi- 
ence as an office supply dealer in Manila. Airplane service, 
according to Mr. Frank, is a big help to American manu 
facturers doing business in the countries to the south. 
Parts for machines or supplies urgently needed can be de- 
livered in nearly every important South American city in a 
week from New York. There are occasions when a saving 
of time in the delivery of what in itself might be a minor 
article is of distinct advantage. Mr. Frank found the air 
passenger service a decided convenience in going from one 
city to another 

R. A. Reed, of Reed & Reed, Guyaquil, Ecuador, tarried 
briefly April 1, while in Chicago visiting manufacturers 
represented by his organization. In Chicago he visited the 
\. B. Dick Company, Acme Card Systems, The Wahl Com- 
pany, and Wilson-Jones Company. His stay was all too 
short, as Mr. Reed was planning to go to Detroit to call 
on executives of the Burroughs Adding Machine Company. 
Other points farther east were to be visited before his re- 
turn to South America. Mr. Reed is typical of the young 
business men engaged in the foreign office appliance and 
equipment fields, alert, progressive and well informed. 
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Smith-Corona Dealers Appointed Wholesale Dis- 
tributors for Portable Adding Machines 

Effective April 1, the branch offices of the L C Smith and 
Corona Typewriters, Inc., throughout the United States 
were appointed wholesale distributors for the products of 
the Portable Adding Machine Company, Inc. 

A letter to dealers from Carl Gazley, general sales man- 
ager of the Portable Adding Machine Company, Inc., states 
that they can now order Corona adding machines, combina- 
tion units and accounting cashiers from whatever branch 
office of L C Smith & Corona Typewriters, Inc., is located 
in the territory of the dealer. 

The appointment of branch offices as wholesale dealers 
for this line gives retail dealers obvious advantages in 
promptness of delivery. Mr. Gazley states that all accounts 
on his company’s books at the present time have been 
transferred and are payable at branch offices. However, in 
order that the dealers may make the maximum profit and 
avoid a duplication of freight and handling charges at the 
branch offices, the Portable Adding Machine Company will 
as heretofore make every shipment of three or more ma- 
chines, assorted if desired, charges prepaid, direct to deal- 
ers from the factory at Groton, N. Y. Where freight or 
express delivery is made from the branch stock shipment 
will be made charges collect from branch, regardless of 
quantity. Whether delivery is desired direct from factory 
or from the branch stock, however, all orders are neverthe- 
less to be placed through the L C Smith and Corona branch 
offices. Combination units and cashiers will not be carried 
in branch office stocks, but will be supplied from the fac- 
tory although ordered through branches. Under the new 
plan the dealer will enjoy the same margin of profit as 
formerly, there being no change in terms or discounts. 

Continuing the policy of the Portable Adding Machine 
Company, Inc., the adding machine activities of 1. C Smith 
and Corona branch offices will be confined to distribution 
to dealers. 

The Portable Adding Machine Company, Inc., have just 
issued an attractive catalogue of the new Corona adding 
machine giving a full exposition of this machine in colors, 
with a striking illustration of a scale showing the lightness 
and relative inexpensiveness of the machine. This machine 
is known as the Corona 7. 

Those desirous of learning its many advantages should 
obtain a copy of this catalogue which is printed in colors 
and profusely illustrated. A pocket in the back cover 
contains full directions for using the machine. 

apemiiiiieiadial 
Dealer Turn-in Plan on New Bates Numberer 

Concurrent with the announcement of the new Bates 
Featherweight numbering machines (described elsewhere 
in this issue), The Bates Manufacturing Company, Orange, 
N. J., offered dealers an opportunity to convert their stocks 
of metal framed numberers into Featherweights. This offer 
is good until May 15, when it will be withdrawn. 

ttliniiainnt 
Dictaphone Offices in Charlotte Moved 

The Dictaphone Sales Corporation, Charlotte, N. C., re- 
cently moved into new and larger quarters in the Wilder 
building. Charlotte is a direct factory branch under the 
managership of S. M. Burns. E. B. Houston is in charge 
of service. 

a 
Office Managers Surveying Working Hours 

The Philadelphia chapter of the National Office Man- 
agement Association is making a survey of local concerns 
regarding the working hours per day; to what extent of- 
fices are closed Saturday, both winter and summer; and 
which of the twelve legal holidays of Pennsylvania are ob- 
served in the various offices 
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Meetings--Conventions--Dinners 


Regional Meeting, Second District N. S. A. 

Fifty-two persons registered at the annual meeting of the 
second district of the National Stationers Association at 
the Hotel Arlington, Binghamton, N. Y., on April 1. The 
meeting was presided over by Regional Governor Clark L. 
Hungerford, who following the registration, introduced the 
lieutenant governors and visitors to the meeting. 
J. Kennard Johnson, manager of the Binghamton Chamber 
of Commerce, presented an address of welcome. After a 
few words of hospitality he reviewed briefly the industrial 
activities of the city and said that what they were inter- 


officers, 


ested in most of all is making friends. 
The next speaker was Charles P. 
National Stationers Association, who talked 
on the subject, The Business As I See It. Modern busi- 
ness, he said, follows a modern type of trend. Methods of 
years ago effective today because conditions are 
different. It is the task of the National Stationers Asso- 
the details of the industry so that it 


Garvin, general man- 


awer of the 


can not be 
ciation to organize 
will meet the 
the National 
cial organizations and particularly 
f what it would cost an individual com 


test every day in the year. He referred to 
Association as a company like other commer- 


stressed the value in 


dollars and cents « 
pany to buy the same amount of knowledge and experience 
as can be secured by membership in the National body 
He referred to the service of the organization as som«¢ 
thing which brings to members the best possible merchan- 
dise and said that through the use of what is brought the 
members by the National Association they could get turn 
over and profit that merchants need to keep business op 
erating successfully. There is a healthful turn to business, 


Mr. The 


modernizing his system 


said Garvin retailer is awakening He is 
Even his packages are growing 
more attractive 

At the conclusion of Mr 
Hungerford appointed a nominating committee, consisting 
of Uri De Dennis of 
Buffalo, and Charles Sinisgalli of Utica. 
was requested t select the 
and a retail director to be presented at the National Sta- 
tioners convention next October for ratification. 

William H. Greenleaf of The Carter’s Ink Company was 
next introduced. He spoke 
speaker presented the National Association 
ern and he defined his designation by say- 


concern is one which is getting somewhere 


Garvin’s remarks, Governor 


olitte of Syracuse, chairman; Fred O 
This committee 


name ota regional governor 


on the subject, Reversing De 
pression Che 
as a 2omneg con 
ing that a going 
and doing something. He emphasized the necessity for all 
of us to work out our own salvation, and that to do this 
we must know the fundamentals of our business, whatever 
that business may be 

Mr. Greenleaf 
McGraw Hill Publishing 


Fellner 


Fellner of the 
York. Mr 


covering 


Irving 
New 


made by his company 


was followed by 


Company of 


read the survey 


twenty-six stores of varied character by two investigators 


posing as different types of customers. The survey, which 
has been published in considerable detail heretofore, is in 
tended to point out the relationship between good equip 


ment and good results, and also to indicate that the fun- 


damental fault in our field appears to be in 
and the chief need to keep abreast of conditions 
At this point the conven 


management 
which 


change rapidly and constantly 
tion adjourned for luncheon 

Charles P 
Association, spoke on the 


Mr. Garvin 


meal, Garvin, general man 


After the midday 
ager of the National Stationers 
Subject, You Are In A Billion Dollar Industry 


covered practically the same ground as outlined in conven- 


tion reports in the April issue of Office Appliances. 


Keeping Tab on Sales and Salesmen was presented by 
C. H. Everly of Office Appliances. This talk covered the 
same ground as the other talks on the same subject which 
had been delivered at previous district conventions, as 
reported in the April issue. 

Followed then an address by President E. Clifton Wilson 
of the National Stationers Association on two subjects, 
Plans of the Administration for the Year, and Business 
Control Departmentized Expense System. These matters 





CLARK L. HUNGERFORD 


have been covered in reports of previous meetings and need 
not be recapitulated here. 

Mr. Sinisgalli presented a talk on Sales Meetings, a pres- 
entation which has been given at several conventions of 
regional districts during the past few months. 

The National Sales Drive and Window Display Plan was 
handled by H. Blankenship of the Wilson-Jones Company. 
Mr. Blankenship has spoken on this subject at a number of 
other meetings which have been duly reported. 

The report of the nominating committee presented the 
name of Harry Tompkins of the Scrantom Company, Roch- 
ester, N. Y., as regional governor, and C. R. Allen of the 
C. R. Allen Watertown, N. Y., as 
retail director. 

There was a banquet in the evening, where President 
E. Clifton Wilson made a few remarks expressing gratifica- 
tion for and appreciation of the work done and the oppor- 
tunity to be present with the second region at its annual 
He complimented the men of the country for 


Company, regional 


meeting. 
the work they have done in helping to serve the national 
body. 

Cashing in on Regional Meetings was discussed at the 
banquet by Ed. L. Little of the Wabash Cabinet Company, 
who advanced the opinion that the way to get good out of 
such meetings is to carry the message of what had been 
done at the meeting back to the retail salesmen and others 
in the organization who have not been able to attend 

The meeting closed amid a feeling of satisfac- 
While 


and enthusiasm 


general 
tion. it was not as large as some, there was much 
interest 

—~> 


Empire State Travelers Meet at Binghamton 

At the annual meeting of the Empire State Travelers 
Club held during the convention at 
Binghamton, N. Y., on Wednesday, April 1, the 
officers were elected to serve the club for the ensuing year: 
President, Vic. Johnson; first vice-president, M. T. Mor- 
gan; second vice-president, Harry Zimmer; treasurer-cus- 
Adam secretary, Robert 


stationers’ regional 


following 


Russell; Jonas. 


(Turn to page 144, please) 
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Third Regional District 

The stationers of the third regional district of the Na- 
tional Stationers Association held their annual meeting at 
Wilkes-Barre, Penna., under the direction of Regional Gov- 
ernor Charles W. Honeywell, who introduced the officers 
of the National Association and their visitors. Colonel 
Ernest G. Smith, president of the Chamber of Commerce 
of Wilkes-Barre, welcomed the visitors and delegates and 
extended the hospitality of the city. 

William H. Greenleaf of The Carter’s Ink Company, 
speaking on Reversing Depression, emphasized first some 
of the bright spots of the industry at this time, and called 
attention to the fact that depression is leading many busi- 
He said there is a 


ness men to search for actual facts. 
connection between the present depression in the station- 
ery trade and general business conditions. He urged that 
everybody seek to find the principles that apply not only 
to our own business but to general conditions. It is quite 
as important to apply the principles that will reverse de- 
pression when it is a time of good business or when busi- 
ness is just around the corner, as it would be if we were 
entering a long, hard period of dull times. Old Business 
Cycle, said Mr. Greenleaf, is at the throat of American 
business. How long we will tolerate it, he did not know. 
As the geniws-of American business is not yet master of 
its own destiny; however skillful it is in organizing specific 
projects, the problem is bigger than any one industry, 
The 


present business system must protect society from depres- 


because the life of individualistic methods is at stake. 


sions if it is to continue to have a free hand to develop 
itself. 
the tide is coming in.” 


As Macauley says, “A wave may be receding, but 
American business must work out 
a program based on real facts. There must 
There must be a study of distribution. 


be a study of 
costs every year. 
We must keep up with the times and with economic condi- 
The National Sta- 
tioners Association is a clearing house for the facts of this 


tions which change from time to time. 


industry and these facts and reports are of no value unless 
they are used, for the only way to get things is to go after 











HONEYWELL 


CHARLES W 


He urged that we base our recovery of business on 
This is no longer a day of caveat 


them. 
the facts of business. 
emptor. There is a new concept of business and we must 
recognize that we are servants of society, for business is, 
after all, much more than a game. 

Clifton Wilson, 


president of the National Association, gave an outline of 


Following Mr. Greenleaf’s remarks, E. 


the specific services the National Stationers Association 
He referred to the standardized 
such subjects 


plans for its members. 
meetings, covering 


as store arrangement, store displays, comprehensive work 


program for regional 


in advertising for dealers’ use, direct mail, best mediums 
to be used for advertising, a study of radio advertising and 
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as a whole, gathering all the facts possible regarding every- 
thing for the benefit of everyone concerned. He also told 
of the standard window displays which are being worked 
on and of a program being outlined for window trimming. 
There is also a survey of costs for inside selling, a survey 
of how inventories compared with previous years, a survey 
on fountain pens and one on averaging sales and compari- 
sons with other years and still other surveys for the pur- 
pose of learning what is the actual condition of affairs. 
Mr. Wilson told of the work done at meetings of various 
manufacturing groups and of that of the Trade Relations 
Committee toward the elimination of trade practice evils. 
He summed up by stating that the purpose of the National 
Stationers Association is to serve its members in every 
way possible. 

Following Mr. Wilson’s address, Governor Charles W. 
Honeywell appointed Jesse Kaufman of Baltimore, Md., 
as chairman of a committee to draft resolutions. Other 
members of the committee included John Reynolds of 
Scranton, Penna.; William Laskowski of Harrisburg, 
Penna.; J. G. Hullett of Baltimore, and William Henry 
Brooks, Jr., of Philadelphia. He also appointed a nomi- 
nating committee composed of Michael Bard of Lancaster, 
Penna., as chairman; William Stockett of Washington, D. 
C.; Robert Reader of Kingston, Penna.; Charles Connell 
of Philadelphia and Guy Hunsberger of Easton. 

The next address was on the subject of Sales Drives 
and Standardized Window Displays, and was presented 
by H. A. Blankenship of the Wilson-Jones Company. It 
was one of the regional meeting addresses used at previous 
regional meetings. Mr. Blankenship pointed out the fact 
that Louis XIV of France really laid the foundation of 
the beauty we have today in show windows through his 
gathering together of the gorgeous display of merchan- 
dise from all corners of the world. 

Mr. Blankenship observed that every store with a show 
window has the makings of a sales campaign and he urged 
that the dealer make window displays the finest that can 
be made, for they represent the store itself and reflect the 
character of the owner. He admitted that there 
was evidence of the appreciation of window value in mak- 
ing sales. He pointed out that window displays help in 
building prestige in the community in which the store 
is located, and also help in combating injurious methods 
of merchandising. He called attention to the uses of good 
displays in helping the clerks in the store in learning the 
merchandise the store carries and the elements that make 
sales. From research he pointed out that it had been 
shown that the show window as a factor in selling repre- 
sented from forty to seventy per cent of store sales and 
quoted “nationally known stores and facts” in connection 
with this research work. He made the statement that 
window and store display will sell as much as all other 
elements together. He pointed out the advertising value 
through the numbers of people who see show window dis- 
play and the particular impression value because it is made 
at the point of sale and it can be immediately converted 
into sales. He recommended to dealers that clerks should 
know what is in the window display and urged that the 
window display be given considerably more attention than 


store 


it receives. He urged that more attention be given to the 
planning of windows, and told of the work the National 
Association is doing in completing a plan for standardized 
window displays to avoid the need for constant planning 
by the store owner and he said that the manual was to be 
built up from actual windows and that this manual would 
be distributed among the members of the association. 

Mr. Blankenship then touched on and emphasized con- 
tinuity in advertising and the value of the joint general 


(Turn to page 147, please) 
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ure Charles P 


Sidney B. Gassenheimer, retail director, District No 


Fourth Regional District Meeting, Miami, Fla., 
April 8-9. 
annual convention of the 


National 
Miami, Fla.., 


The tenth Fourth Regional Dis 
trict of the 


Hotel Alcazar, 


Stationers’ Association met in the 


April 8 and 9. There were 90 


registered of whom 46 were retail dealers. Nearly all of 
the nine states in the district were represented 

Che organization decided to hold the next meeting in At 
lanta and Charles Marshall, former president of the Na 
tional Association was elected district governor. Sidney 
B. Gassenheimer, retail director for the past year, was unan 
imously chosen but he declined to serve on account of his 
health and Mr. Marshall was then named, his sponsor ex 
plaining that it was not a demotion for a former national 
president to become a district governor 


“We are starting you at taw,” said the nominator, “and 


we confidently expect you to advance and again be the 
head of the national organization.” 
Marshall explained that h« 


even morc 


In accepting the office Mr 

' 
would to make the 
successful than the Miami meeting and he called on repre- 


endeavor next convention 


sentatives of the various states to pledge themselves to aid 
him in bringing out a larger attendance next year. 
The new governor commented rather pointedly concern 


ing the scantiness of the attendance at the opening meeting 


and intimated if he had his way during the meeting next 
year at Atlanta, no cards of admission would be issued by 
local golf clubs until the last day of the session. “We 


should first transact the important business for which we 
mec Og said Mr 


time and pers 


Marshall, “and then should consider a good 


ynal enjoyment.” His suggestion for a night 


session in the form of a dinner to which all the selling 


forces of Atlanta’s retail stores be invited, with no mor: 
than two sales talks by rec rernized experts, was heartily 
the next annual meet- 


endorsed and will be carried out at 


ing. It is fair to say that the attendance at subsequent 


was better than at the opening of the convention. 


EXECUTIVES STAND BEHIND THE CONVENTION AT 
Garvin, general manager of the National Stationers 


From left to right, above and below the general picture 
Arne Skagseth, regional governor, District No. 4; 


MIAMI 
Association ; 
E. Clifton Wilson, National Stationers Association 


Che question of dividing the fourth district was consid- 
ered at length. Mr. Marshall, speaking for the National 
Association, explained why the suggestion was made by 
calling attention to the size of the district and the great dis- 
tances that must be traveled by many of those who would 
like to attend Atlanta, for instance, is farther 
from Miami than it is from Chicago and New Orleans and 


meetings 


Richmond are 

“There is also a difference in the business methods and 
business problems of the Atlantic Coast and the Mississippi 
Valley,” Mr. Marshall. “The Seaboard north and 
south and so does the Mississippi. The lower Mississippi 
Valley does business with St. Louis and Chicago while the 
Seaboard naturally turns to Philadelphia, New York and 


far apart. 


runs 


Boston in being coupled 


in a business way with Maryland, Delaware and Pennsyl- 


Virginia is not entirely happy 


vania and has expressed a desire to be added to the fourth 
district.’ 

Under the proposed plan for re-organization Virginia 
would be united with North and South Carolina, Georgia 
and Florida to 
would include Louisiana, Mississippi, 


form one district while the western section 
Alabama, Kentucky 
and Tennessee and possibly Arkansas. Considerable oppo- 
sition was heard to the proposed division and it was de- 
cided to have a questionnaire sent to all members in the 
district to learn their sentiments. 

The that the 


large territory could be overcome by holding meetings for 


suggestion was made disadvantages of a 


retailers in various cities and the traveling men present 


promised to do what they can to make such meetings a suc- 
cess. Committees will be appointed by the new governor 
to work out a plan for such meetings 

A motion was passed inviting Virginia to join the fourth 
does increase the size of the 


district even if such a move 


district. Virginia is a southern state and is naturally af- 


filiated in a business way with the Carolinas 


(Turn to page 152, please) 
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Fifth District Has Profitable Session at Toledo 

The fifth annual convention of the fifth regional district 
of the National Stationers held at the 
Commodore Perry hotel, Toledo, Ohio, March 26 and 27. 
Dealers attended from Ohio, Michigan, Indiana, and West 
All felt well repaid before the first day was over 


Association was 


Virginia. 
for having taken the time from their businesses to listen 
and participate. 

The meeting was called to order by William R. Diehl 
of The Diehl Office Equipment Company, Columbus, gov- 
fifth district. Mr. Diehl introduced Martin 
Dodd, city law director of Toledo, who substituted for the 


ernor of the 


mayor in welcoming the visitors to the city. 

At the conclusion of Mr. Todd’s brief address, Ed. L 
Little of The Wabash Cabinet Company, spoke of the late 
Ge 
Pen Company, as the 
had. 
Cobb, the resolution being adopted unanimously. 


general manager of The Conklin 
best 
He proposed that a basket of flowers be sent to Mrs. 


Cobb, formerly 


friend the fifth district ever 


Routine matters were disposed of, including self-intro- 
duction of all present, and the appointment of a nominat- 
ing committee, and then Governor Diehl called upon E. 
Clifton Wi,'son of the Wilson 
Company, Houston, Tex., president of the National Sta- 


Stationery and Printing 


tioners Association. Mr. Wilson expressed his satisfac- 
tion at the large percentage of dealers attending the meet- 
ings held earlier in the month at Dallas and Lincoln. He 
sketched 


able to members including ideas in store arrangement, plans 


some of the activities of the association avail- 


of advertising and window display. Research work in 
various channels of the stationery business was covered 


briefly, Mr. Wilson expressing his gratitude at the hearty 





FIFTH DISTRICT REGIONAL MEETING 
HELD IN TOLEDO.—Top row, left to right: Tom Emerson, sales manager 
of The Conklin Pen Company; Charles P. Garvin, general manager, Na- 
tional Stationers Association; Clif Wilson, president National Stationers 
Association; Harry Koehn of Gregory, Mayer & Thom, Detroit, regional 
sales director; Bob Hengge, sales manager, Ault & Wiborg Division of 
International Printing Ink Corporation; G. W. Nieder, International 
Printing Ink Corporation ; John Coombs, secretary, Toledo Stationers Club ; 
C. B. Mathes, general manager, The Conklin Pen Company; James Mc- 
Manus, McManus-Troup Company ; Henry Bliemeister, The Blade Printing 
& Paper Company; Louis Busse, The Franklin Printing & Engraving 
Company; K. L. Boyer, The Newell B. Newton Company; Earl Wade, The 
B. F. Wade & Sons Company; H. C. McPike, general manager, Weis 


PICTURES TAKEN AT THE 
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response to the various questionnaires from headquarters 
in Washington. Another activity mentioned was the 
standard accounting system being developed. 

The next speaker was General Manager Charles P. Gar- 
vin of the National Stationers Association, who expressed 
his appreciation of the unusual interest in this year’s meet- 
ings and supplemented Mr. Wilson’s remarks concerning 
the cooperation of the dealers in the association’s research 
His observations were that dealers were studying 
business and were alert to the 


work, 
the fundamentals of the 
present situation. 

C. B. Mathes, general manager of The Conklin Pen Com- 
pany, and first vice-president of the National Stationers 
Association, also served as chairman of the local com- 
mittee on arrangements. He explained the purpose of the 
program which was designed to fit every business, whether 
large or small, and to provide ample opportunity for dis- 
cussion of individual problems. The operations of the 
Toledo association were recommended as guides which 
could be used profitably by any group. Mr. Mathes wel- 
comed the visitors on behalf of Toledo stationers. His 
committee, which included all the local dealers, was 
largely responsible for the fine success of the meeting. 

As president of the Central Travelers Club, Harry W. 
Balch of Quality Park Envelope Company explained what 
the travelers were trying to do to help the stationers in 
and asked the dealers to assist the club as 
Mr. Balch 


the district 
opportunities were presented. was re-elected 
to serve another year. 

An invitation to visit the Toledo stationers and man- 
ufacturers was extended by L. B. Busse of The Franklin 
Printing and Engraving Company. 

(Turn to page 61, please) 


Manufacturing Company. Middle: A banquet group with insets showing 
Steve Stout of Wilson-Jones Company, treasurer of the Central Travelers 
Club ; William R. Diehl, The Diehl Office Equipment Company, governor of 
the Fifth District; and Harry Balch of Quality Park Envelope Company, 
president of the Central Travelers Club. Bottom row: Two groups of 
members of the Central Travelers Club. At extreme right are: William H 
Greenleaf of Carter’s Ink Company and Ed Little of Wabash Cabinet Com- 
pany. The Travelers’ pictures were taken in the rain and it was inad- 
visable to hold the groups while their names were taken down in proper 
order. Among others will be observed Harry Nichols of Weis Manufactur- 
ing Company, Harry Balch, G. W. Nieder, Harry Tehan of Chas. M. Hig- 
gins & Company, Harry Short, C. F. Underwood of Fulton Specialty 
Company, and C. E. Reynell of Oxford Filing Supply Company. 
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SECOND ANNUAL MEETING OF THE FOURTEENTH DISTRICT OF THE NATIONAL STATIONERS ASSOCIATION, HOTEL NEW 


YORKER 


Fourteenth Regional Meeting N. S. A. 
The fourteenth regional National Sta 
tioners Association was held on April 21 at the Hotel New 
Yorker, New York City 


meeting of the 


Che convention enjoyed a large attendance of dealers 
and manufacturers and the program was carried out as 
planned. There were two hundred fifty-two persons pres 


ent at the afternoon meeting and three hundred thirty-six 
persons attended the banquet in the evening. 
Chis was the second annual regional meeting of the dis 


trict and was opened by Louis C. Geils, president of the 
Stationers Association of New York, who briefly expressed 
appreciation of the efforts that have been expended to 
make this meeting the largest on record. 

He then introduced Washington L. Jaques, governor of 
the district, who extended the greetings of the National 
Stationers Association and gave a hearty welcome to all 


He adv ised all 


business as the 


dealers to learn how to turn down un- 


profitable surest way to bigger and better 
returns 

M. L. Heminway spoke on The Benefits of Trade Asso 
ciation Membership and Active Participation. Mr. Hemin 
way is general manager of Motor and Equipment Associa 
With the 


thinking and straight talking are essential. 


tion present economic condition as it is, deep 
He warned of 
the evils of price cutting and asserted that price cuttin; 


He adv ised ad 


a code of ethics, and suggested that every mem- 


under the guise of competition is piracy. 
herence to 
ber will profit in direct proportion to what he puts into 
association work. He urged full cooperation in the pooling 
of ideas, operating figures, etc. 

Following this address, W. Jaques read a telegram from 
E. Clifton Wilson, president of the National Association, 
expressing his best wishes and his hopes for a successful 
meeting 

General Manager Garvin emphasized the work of the 
National Association for the purpose of accomplishing the 
things they know can be done. This is the time for clear 
thinking and for trying to achieve only those things that 
are possible We 
better 


velop new markets and referred to the meeting at Roches- 


are building the foundation on which 
business can rest. He emphasized the need to de 
ter a few days before and reminded his hearers that dif- 
ferences fade as men get together. He told of fine meet 
ings at Dallas, Lincoln, Wilkes-Barre, Miami and other 
He urged dealers to build a vision of a 


He urged 


regional districts 


better business in which every one can share. 
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the training of individuals, because we cannot have catch- 


as-catch-can business. 

William H. The 
spoke on Reversing Depression. 
were similar to those made at previous conventions of dis- 
He said that stationers should build 


Carter’s Ink Company 
Mr. Greenleaf’s remarks 


Greenleaf of 


trict organizations 
on a basis of long continued depression and then reap the 
benefit when the pendulum swings, be that when it may 
We are not in business entirely for our own sakes and we 
must expand with our opportunities. 

Mr. Blankenship of the Wilson-Jones 
sented his usual talk, illustrated with charts, covering the 
essential factors of the national sales drive and window 
display. “The National Association,” he said, “purposes 
to furnish a definite plan and to assist the dealers in every 


Company pre- 


way possible.” 

Lew Hooker presented his talk with charts on the sub- 
ject, We Belong to a Billion Dollar Industry. He pointed 
this is an industry where we have made great 


out that s 
In our own field the studies during 


progress in our times. 
the last two decades by science and the achievements of 
invention have made this industry of amazing scope and 
value. Mr. Hooker explained the value of commercial fur- 
niture as the entering wedge for stationery lines in general. 
He then gave some suggestive statistics regarding office 
workers. 

The main features of Mr. Hooker’s remarks have been 
covered in previous issues. 

Mr. Garvin followed with a talk on The 
See It, covering practically the same ground as in previous 
talks on this subject. 

Jack Applebaum, president of the Retail Stationers Asso- 
ciation of New York, spoke on Manufacturers’ Aids to 


Business as | 


Dealers, the excellence of which he referred to with grati- 
tude. He said there are a large number of small retailers 
in the local markets who contribute to the difficulties of 
distribution. He believed it is too easy for people with 
small capital to get credit with manufacturers. He sug- 
gested manufacturers should limit the extension of credit 
and give existing retailers better opportunities. He urged 
a differentiation between the jobber and the retailer-jobber 
and the limiting of the jobber’s discount to those who are 
handling the line for resale. 

William E. Ward, third vice-president of the National 
Stationers Association, said that cooperation between sta- 
tioners and manufacturers is very well established. What 
(Turn to page 156, please) 
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Wholesale Stationers Association Holds Important 
Meeting 

At the annual meeting of the Wholesale Stationers Asso- 
ciation of the United States and Canada, held at the Sea- 
side hotel, Atlantic City, N. J., February 12 to 14 last, the 
following resolutions were adopted: 

That the manufacturing members of the Wholesale Sta- 
tioners Association of America recognize that the whole- 
saler is a legitimate and useful part of the machinery of 
distribution in the stationery industry. They likewise rec- 
ognize that there has grown up in the course of the years 
certain conditions and practices which are harmful to both 
manufacturers and wholesalers and have a demoralizing 
effect upon the industry as a whole. In a desire to effect 
improvements in these respects, the manufacturing mem- 
bers of the Wholesale Stationers Association of America 
in convention assembled at Atlantic City, N. J., the twelfth 
day of February, 1931, have unanimously resolved: 

1. That each manufacturer, within his own sales organ- 
ization, conduct a campaign of education to the end that 
his sales force recognize the legitimate field of operation 
for the wholesaler and make a sincere effort to leave to 
the wholesaler the customers who are within this field and 
are legitimately his customers. 

2. That the large commercial stationers are the legiti- 
mate customers of the manufacturers, to be sold directly 
by the manufacturers. 

3. That a joint conference of the wholesalers, commer- 
cial stationers and manufacturers should be held for the 
purpose of bringing to light and discussing the whole prob- 
lem of distribution. 

4. Recognizing that the problems are in many instances 
peculiar to particular divisions of the industry, the manu- 
facturers are organizing commodity groups to consider the 
particular problems peculiar to each group and to devise 
means of correcting existing abuses. 

A resolution was also offered by Mr. Stafford and sec- 
onded by Mr. Elmer that commodity groups as provided 
in the foregoing resolution be selected and chairman’s name 
for each group be chosen by the vice-president in charge 
of the 

At the round table conference the Wholesale 


Manufacturers’ Division. 

Division 
adopted the following resolutions, which the secretary was 
instructed to refer to the two contact committees and the 
various manufacturers who may be interested: 

That the 


convention are opposed to the introduction on the market 


1. Resolved: wholesalers assembled at this 
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of a five-cent retail bottle of ink, as such an item is both 
unprofitable to handle and is uneconomical from the stand- 
point of consumer value. 

2. Resolved: That the wholesalers attending this con- 
vention condemn the policies of the ink manufacturers in 
producing and selling to the chain stores and large syndi- 
cates a ten-cent bottle of ink containing a larger quantity 
than is available to the regular trade, at a price which 
eliminates the wholesaler and the retailer from its dis- 
tribution, and is therefore discriminative. 

Resolved: That this convention empower the executive 
committee and the wholesalers’ contact committee of this 
organization to enter into a three-cornered conference 
with the manufacturers’ division contact committee and 
with a committee of retailers from the National Associa- 
tion of Stationers for the purpose of studying conditions 
and problems in the stationery industry of mutual concern 
to the three branches of the industry, and that such con- 
ference shall be held in the city of New York at such time 
and place as may be decided upon at a later date. 

At the final session of the convention, the committee on 
choice of the next place of meeting, headed by Paul 
Wielandy of St. Louis, recommended Washington, D. C., 
owing to the fact that the Washington bi-centennial will 
be held next year. Washington was accordingly 
chosen as the meeting place for 1932. 

A minor revision in the by-laws was made, increasing 
the executive committee from five members to six, and a 
minor addition was made to the section referring to the 


there 


auditing committee. 

The convention was called to order on the morning of 
February 12 by President W. E. Plumer. He welcomed 
the delegates and guests. Reports followed from the sec- 
retary, the treasurer, the executive committee, etc. 

On Thursday afternoon, there was a report of the Manu- 
facturers’ Division meeting and of the wholesalers’ round 
table 

An interesting address was presented by Mr. Van Hin- 
ning of the W. C. Heller Company on Open Display for 
Small Retail Stores. 

The following officers, directors and executive commit- 
President, 


conference. 


tee for 1931-1932 were unanimously elected: 
W. E. 
first vice-president, D. P. Sites, Caldwell-Sites Company, 
Roanoke, Va.; second vice-president, Charles J. Campbell, 
W. J. Gage & Company, Ltd., Toronto, Canada; third vice- 
president, W. W. Sunderland, Western Tablet & Stationery 


Plumer, Loring, Short & Harmon, Portland, Me.; 


(Turn to page 55, please) 














EIGHTH REGIONAL DISTRICT MEETING, LINCOLN, NEB., MARCH 23 AND 24, 1931.—A detailed account of this convention 
appeared in April Office Appliances, page 43. 
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Wood Office Furniture Associates Hold Interesting 
Meetings in Dixie 


are reports of four meetings of office furni 


Following 
ture dealers, managers and salesmen held under the direc- 
Frank T. Hess and John Dornette, Jr., in four 
Birmingham, Ala., February 28; New Or: 
March 4, and Louis 


tion of 
Southern cities 
leans, La., March 2; 
Ky., March 5. 
\t Birmingham, arrangements had 
the meeting by W. J Upon their ar 
Hess and Dornette called on 


Memphis, Tenn., 
ville, 
preliminary been 
made for Douglas 
rival at Birmingham, Messrs 
the Zac Smith Stationery Company, Remington Rand Busi 
Office Outfitters Company, Roberts & 


Othce 


ness Service, Inc., 


Son, and the Davis Supply Company, and invited 


them to a meeting to include principals and 
of the concerns mentioned. The meeting was ac 
cordingly held at the Bankhead hotel at 1:00 P. M Fol 


lowing the luncheon, the meeting adjourned at 1:40 P. M 


noon-day 


sale smnen 


roll was called, disclosing 


to the Green room, where the 

the fact that each concern visited was liberally represented 
by principals and employees. The total number at the 
dinner and meeting, including Messrs. Hess and Dornette, 


| 
+! 


was thirty-three 

Following the addresses, remarks and references which 
were presented at meetings in other parts of the country, 
been explained, discussion en 


McMeans of the Office Out 


and which have heretofore 


sued, participated in by R. L. 


fitters Company; Charles Wainwright of the Zac Smith 
Stationery Company; F. L. Moffatt of Roberts & Son; 
H. B. Fuller of the same house; C. H. Cowart of the Rem 
ington Rand Business Service, Inc.; C. B. Davis of the 


Davis Office Supply Company; F. F. Heyman of the Za 
Smith Stationery Company and others 
Che subjects brought out during these discussions had 
relation to various matters allied to the office furniture in 
Reference was made to the profits on wood fut 
the ethical business methods followed by its manu 
All the speakers expressed their pleasure at 


repre 


dustry 
niture, 
facturers, etc 
being at the meeting and assured the W. O. F. A. 
sentatives of their intention to use every reasonable effort 
to sell more office furniture 


tered of the efforts of the W. O. F. A. in the 


Cordial approval was regis 


wood furni 


ture field 

Among the speakers not already mentioned were Charles 
Allen and W. J. Dotheran, 

The matter of a local wood office furniture association 
was taken up and it was decided to form such an organiza 
was appointed to arrang: 


Mc Means, chair 


tion The following committe: 
creation of an association: R. L 
man; C. F. Wainright and F. L. Moffatt 

A vote of thanks was tendered to the W. O. F. A. for the 
on wood office furniture and 


Hess and Dor 


for the 


luncheon and interesting talks 
a cordial invitation was extended to Messrs 
nette to come again. 


adjourn until 4:45 P. M. and the 
and interest was sustained 


Che meeting did not 


attendance was unusually large 


throughout the sessions 


The Meeting at New Orleans 


On Monday morning, March 2, New Orleans was greeted 


with a continuous downpour of rain, but this did not inter- 


tere with the activities of Messrs. Hess and Dornette, who 


visited principal dealers in the Crescent City and invited 
them and their salesmen to attend a dinner and meeting at 
the Roosevelt hotel that evening. Those who were called 
upon and who participated in the subsequent meeting in- 
cluded Dameron-Pierson Company, Ltd., Baudean, Inc., 
H. C. Parker, Inc., F. F. Hansell & Bro., Ltd., Perry & 
Buckley Company and the Remington Rand Business Serv 


H of the hotel, 


was served a half 


ce, Inc The meeting was held in Room 


guests assembled at six o’clock. Dinner 
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hour later and the meeting was called to order at 7:20, 


when it was found that there was a total of thirty-two per- 
sons in attendance, including Messrs. Hess and Dornette, 
and that each concern mentioned was represented by a 
number of principals and employees. After brief remarks, 
thanking the guests for attending the meeting and advising 
A., Mr. Hess was 
He explained the 
and outlined 


what factories comprised the W. O. | 
introduced as speaker of the evening. 
reason for the organization of the W. O. F. A. 
the work it is doing among office furniture houses. He 
explained the portfolio in easel and paper covered form 
and the “Planning the Model Office in Wood” booklet and 
how such booklets can be obtained. Reference was made 
to the ethical policies of the members of the W. O. F. A 
and dealers were requested to urge other wood office fur- 
niture manufacturers to join the association and subscribe 
to its principles. 

Discussions and remarks were offered by the following: 
J. Ogden Pierson, who referred with satisfaction to the 
generally established profit in the handling of high-grade 
wood office furniture. He said that the wood office furni- 
ture interests are some years late in their national adver 
tising and promotional work and will have to work hard 
to catch up 

F. F. Hansell, Sr., 
hoped that the results of the meeting would be as excel- 


agreed with Mr. Pierson’s remarks and 


lent as every one desired. 
John D. Hanson of the Perry & Buckley Company ex- 


pressed satisfaction over the spirit of the meeting, and 
said that he and his salesmen would not miss a meeting of 
this kind under any circumstances. 

L. H. Baudean expressed an enthusiasm for wood office 
furniture and voiced the hope that the Association will con- 
tinue to advance in its efforts to retain wood in its proper 
place in the scheme of office furniture production 

H. C. Parker expressed gratification that the wood fur- 


niture manufacturers were waking up. He pointed out the 


fallacy of the notion that national advertising is unneces- 
sary. 

Other speakers who enlivened the proceedings with re- 
marks included Leo Gaynor of Remington Rand, Inc., 
E. L. Gash of F. F. Hansell & Bro., and M. E. Hansell of 


the same concern, E. C. Samuels and others. 
The following committee was appointed to organize a 
John D 


wood office furniture association in New Orleans: ] 
Hanson, chairman; L. H. Baudean, J. Ogden Pierson and 
M. E. Hansell 

The final speaker of the evening was Lucas Scrammuzza, 
who made a much applauded speech urging local dealers to 
get together on plans and policies and to avoid the error of 
price cutting at the expense of legitimate profits. 

A movement was set on foot to have Mr. Hess deliver a 
lecture at the October National Sta- 
Association at New Orleans. 

Meeting at Memphis, Tenn. 

This meeting was held on the evening of March 4 at the 
Peabody hotel. Executives and sales representatives were 
from E. H. Clarke & Bro., A. R. Taylor & Com- 
Toof & Company, Farrell & Sexton and the 
The total number 


convention of the 


troners 


present 
pany, S. C 
Remington Rand Business Service, Inc 
attending the dinner and meeting was twenty-one. 

\fter the usual formalities and addresses explaining the 
work of the organization, remarks were made by E. H. 
Clarke, H. L. Taylor, R. E. Linn, George Clarke, W. G. 
Yarborough of Farrell & Sexton, A. L. Loring of Reming- 
ton Rand and J. R. Peel of the A. R. Taylor Company. All 
the speakers voiced enthusiasm and expressed determina- 
tion to do their share toward the advancement of the in- 
dustry. A vote of thanks was extended to the Wood Office 
Furniture Associates for the dinner and instructive lecture 


prese nted by Mr. Hess 


ml 


rd 


Pe 
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It was unanimously agreed that a local wood office furni- 
ture association should be formed. H. L. Taylor was 
elected temporary chairman and instructed to set about the 
formation of such an organization. 

Louisville Meeting 

On March 5, Messrs. Hess and Dornette called on the 
George C. Fetter Company, John P. Morton & Company, 
Meffert Office Supply Company, Clarence R. Smith Com- 
pany, Hammer Printing & Office Supply Company and 
Remington Rand Business Service, Inc., and invited the 
principals and salesmen to a dinner and meeting at 6:00 
P. M. in the Louis X VI room of the Brown hotel. Nine- 
teen persons were present at the meeting. After the usual 
address by Mr. Hess, the subject of a local wood office fur- 
niture association was brought up, and it was decided that, 
as the stationers association had several members who do 
not carry office furniture, a separate wood office furniture 
association should be formed. A committee consisting of 
J. Frank White, J. William Clarke, Clarence R. Smith and 
Charles T. Boone was elected to act for the dealers in the 
formation of a wood office furniture association. 

Local competition was the main topic of discussion 
which at times became rather warm. Among those who 
made remarks were Clarence Smith, Charles T. Boone, 
Joseph Kelley, J. William Clarke, O. F. Hiler, Fred Banks 
and others. It was the consensus of opinion that wood 
office furniture dealers should get together and make the 
most of the opportunities now presented for the advance- 
ment of the industry as a whole and the advancement of its 
individual members as well. 

A vote of thanks was extended to the Wood Office Fur 
niture Associates and an invitation to repeat the visit was 
extended to Messrs. Hess and Dornette. 

Thus ended the southern trip of the W. O. F. A. repre- 
sentatives covering Richmond, Atlanta, Birmingham, New 
Orleans, Memphis and Louisville 


os —~<j-———— 


Senior Sales Course for Addressograph Men 

A comprehensive course of instruction was started in 
March by a carefully selected class of over thirty, who 
comprised the first senior sales course class. This course 
covers four weeks of instruction in the Chicago Addresso- 
graph factory sales school. The instruction and study 
were under the personal direction of J. W. Wolcott, who 
had the advisory guidance of W. J. Evans, of the general 
sales office. 


This hand picked group represents the cream of over 


MARCH SALES SCHOOL OF AD 
DRESSOGRAPH INTERNATIONAL 
HELD AT THE ADDRESSOGRAPH 
HOME OFFICE IN CHICAGO.—Over 
thirty selected men from more than 
200 applicants received instruction 
inder J. W. Wolcott and W. J. Evans 
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200 applicants who were interviewed as possible entrants. 
Intrinsically they were the men best fitted for consistent 
sales achievement. The best sales methods of the best 
Addressograph producers during the past thirty-nine years 
were the groundwork of the instruction given. This thor- 
ough training fits the members of the class for intensive 
sales effort and prompt production in the field. 


ee 


International Association of Blue Print Men to Meet 


The fifth annual convention of the International Asso- 
ciation of Blue Print and Allied Industries will meet at the 
Hotel Statler, Cleveland, Ohio, on May 25, 26 and 27. 
President Beiser says that if people are imbued with the 
spirit of 1931 and will quit pampering the bogey of 1930, 
there will be the largest attendance of members of the as- 
sociation on record. He invites all blue print men and 
others allied with the industry, whether members or not, 
to attend the convention. 


oo 


(Wholesale Stationers Association Convention—Continued 
from page 53) 


Corporation, Dayton, Ohio; secretary-treasurer, a  %. 
Whittemore, 250 Fifth avenue, New York, N. Y. 

Executive committee: Chairman, A. C. Bainbridge, 
Bainbridge, Kimpton & Haupt, Inc., New York, N, Y.; 
H. G. Horder, Associated Stationers Supply Company, Chi- 
cago, Ill: William G. Whittemore, The American News 
Company, Inc., New York, N. Y.; Paul J. Wielandy, Black- 
well-Wielandy Company, St. Louis, Mo.; G. L. Davis, 
Adams, Cushing & Foster, Inc., Boston, Mass.; A. L. Salo- 
mon, A. L. Salomon & Company, New York, N. Y. 

Board of Directors: R. M. Beckwith, Minneapolis Paper 
Company, Minneapolis, Minn.; L. M. Jensen, The Brinn & 
Jensen Company, Omaha, Nebr.; C. F. Schwarz, Schwarz 
Paper Company, Lincoln, Nebr.; Charles J. Campbell, 
W. J. Gage & Company, Ltd., Toronto, Canada; M. D. 
Wittelshofer, Beecher, Peck & Lewis, Detroit, Mich.; 
G. B. Buck, The J. K. Gill Company, Portland, Oregon; 
M. G. Pierpont, Loewy Drug Company, Baltimore, Md.; 
W. E. Plumer, Loring, Short & Harmon, Portland, Me.; 
J. M. Penland, Southwestern Drug Corporation, Dallas, 
Tex.; H. G. Horder, Associated Stationers Supply Com- 
pany, Chicago; R. E. Wenger, The R. E. Wenger Com- 
pany, Greenville, Ohio; D. P. Sites, Caldwell-Sites Com- 
pany, Roanoke, Va. 
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Desk Manufacturer Holds Interesting Convention 

On Thursday, April 9, and Friday, April 10, The Clemet- 
sen Company held a dealers’ sales convention at their big 
west side plant on West Division street, Chicago. 

At nine o’clock on the morning of Thursday, April 9, 
dealers from all parts of the country began arriving at the 
informal gathering of all Clemco rep- 
were first taken through the display 


show rooms for the 
resentatives. They 
rooms, where they inspected the various office suites shown 
period designs of several different 


In addition to this, they viewed 


in the different rooms 
types and of great beauty. 
the attractive executive offices of the company on the east 


side of the big factory, where the clerical and machine 
workers have their equipment beside long rows of large 
windows which give ample light. Along the length of the 
room is a low partition and beyond that are the offices 
of the company executives, each marked off with a low 
partition so that a panoramic view of offices can be had 
entrance door on the All of their 

their offices here with the exception of 
who has a private Each 


the most modern ideas with 


from the second floor. 


executives have 
D. A 
office is fitted up according to 
rugs and the latest thing in desks and other equipment, 


Raggio, office by himself 


forming in themselves a capital introduction to the Clemco 
lines 
Shortly 


the platform in the ro 


Raggio took 


ten o'clock, President D. A 
ym assigned to the convention and 


alter 


pronounced words of cordial welcome, after which he in- 
troduced the personnel of The Clemetsen Company. 
D. A 


mentioned the fact that there had been three major changes 


Raggio outlined the purposes of the meeting and 


in fifty years in office desk construction, which has ranged 
trom plain oak with little or no ornament to the turned leg 
sanitary construction of the present day. Immense im 
provements have been made in the construction of office 
desks and in their interior fittings so that today the high 
grade desk is a credit to the art and handicraftsmanship of 


its maker 


Mr. Raggio was followed by M. C. Pumphrey, merchan- 
dising director, who outlined the features of a new service 
which the company has prepared in loose leaf form. Each 


dealer is given a handsome loose leaf binder with the initial 
sheets of this new service which will cover the essentials 
of the office furniture business from the dealers’ standpoint, 
the organization of selling plans, etc., etc. Mr. Pumphrey 


then stepped aside while Mr. Spring and another gentle 
man placed on the platform what the speaker designated 
as the farthest reaching development in the office desk line 
He showed and demonstrated No. 33 of the company’s new 
line of office desks, which is described in the office furni 
ture section in this issue 


office desk 


ranges and emphasized the fact that the new line 


He pointed out that seventy-five 


per cent of sales are in the moderate pric: 


of desks 


notwithstanding their excep 


tional teatures come within 
this majority 
Mr. Pumphrey was fol 


lowed by M. H 


retary of the company, 


Raggio, sec 

who 
sales 
desk with 


reterence to the 


emphasized the possi 
bilities of the new 
particular 
newly patented Clemcola top, 
which is also described else- 
Various tests 


where were 


made showing the impervi- 
this top to the 
alcohol 


destructive 


ousness of 
action of ink, acid, 


and other agen- 
cies, and it was proved that 


none of these liquids had any D 


A. RAGGIO 
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effect on the new substance, which will hereafter be part 
of the standard equipment of Clemco desks. After some 
discussion, the meeting adjourned for luncheon which was 
served in the same room and was an altogether delightful 
affair, proving that the Clemetsen Company are adept as 


caterers as well as manufacturers 


At 1:30 P. M 
new furniture was continued with interesting demonstra- 
tions, tests and discussions of the newly patented features 


the gavel sounded and a discussion of the 


1f the Clemco line. 

After a brief recess, the meeting was again resumed and 
the dealers listened to an address by Mr. Whitmore, editor 
of the Office Equipment Salesman, who spoke on The New 
Idea in Selling Office Equipment. 

At 5:00 P. M 

Friday was given over principally to was called 
the Office Furnishings Merchandising A loose 
sheet booklet had been provided entitled Office Furnish- 
ings Promotion, and this booklet, and the service it intro- 
duced, were discussed and explained by Clark Collard, ad- 


the meeting adjourned 
what 
Clinic 


vertising counsel of The Clemetsen Company, and others. 
This booklet in loose leaf form covers by means of type 
every feature of the Clemco 


detail and 


of packing and the 


and illustration 


lines, even to the typ cartons which 
are used, and which in themselves form a feature of interest 
since a method has been devised securely to pack and pro- 
tect high grade desks without the use of the heavy wooden 
crates heretofore found necessary [his provides a mate- 
rial reduction in weight and a proportionate reduction in 
charges. Every feature of the new Clemco desk lines was 
described in this booklet and reviewed in the merchandis- 
to leave with a full 


Future issues 


ing clinic so that the dealers were able 
understanding of the line and its features 
sources of sup- 


will cover market surveys, selling themes, 


ply, style, windows, etc. 

About 9:30 or 10:00 o’clock, Irving Fellner of the Sys- 
tem magazine presented an address on How to Procure 
and Train the Modern Salesman. After a brief recess, Mr. 
Fellner continued with a talk on Merchandising Office 
Equipment 

Mr Raggio 
other director of the company present 
Raggio and his son, M. H. Raggio, 
sponsible for the organization of The Clemetsen Company. 


Mr ohnson acknowledged his introduction in a few we 
Mr. Jol k ledged |} troduct f ll 


Andrew A 


introduced Johnson as the only 


aside from Mr. 


and as one of those re- 


chosen remarks 


Office Furniture Accessories was one of the lively and 


interesting topics sub-divided into four divisions—floor 


covers, wall trims, draperies and office lighting. 

Charles H. 
carpet factory, presented an interesting exposition of the 
effectiveness of different combinations. 


He was assisted by Mr 


Johnstone, representing a leading rug and 
rug and drapery 
Rhodes, who presented and ex- 
different 


some ideas as 


plained samples of 
lines and gave 
to harmonizing colors for the 


effects. This 


was of no 


most pleasing 


entire discussion 
little interest, being presented 
by persons of acknowledged 


authority in their respective 
lines. 

After luncheon, the re- 
selling plan 
presented and discussed by 


Mr. Pumphrey, 


» allow more for 


placement was 


who urged 


dealers not t 


goods accepted in exchange 
chan the repurchased mer- 
chandise can be sold for at a 
M. H. RAGGIO | profit rhis applies both to 
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SNAPSHOTS TAKEN AT THE CLEMETSEN DEALERS CON- 
VENTION 1. E. L. Skinner, Buxton & Skinner Printing & Sta- 
tionery Company, St. Louis; E. H. Sell, E. H. Sell & Company, 


Columbus, Ohio. 2. Horace W. Bell, Linxweiler Printing Com- 
pany, Decatur, Ill.; William F. Haefs, Northwest Office Supply 


Company, Green Bay, Wis. 3. R. C. Hiller, Hiller Office Supply 
Company, Indianapolis; D. A. Raggio, president, The Clemetsen 
Company; Maynard Raggio, secretary, The Clemetsen Company ; 
A. G. Maddock, Barker Brothers, Los Angeles. 4. Jimmy Faloon, 
Philadelphia and southeastern representative ; Frank W. Bullock, 
Jr., western territory 5. Andrew A. Johnson, director, The 
Clemetsen Company; A. B. Greenberg, in charge of purchases, 
The Clemetsen Company. 6. F. W. Lilly, “Pioneer,” Inc., Ta- 
coma, Wash.; J. A. Gilbert, Office Appliances, Chicago. 7. L. K 
Fidinger, Dennis & Company, Inc., Buffalo; R. M. Dering, The 
Tribe of K, Gary, Ind. 8. Clark Collard, advertising counsel ; 
B. M. Guyger, Remington Rand Business Service, Philadelphia ; 
Marshall C. Pumphrey, merchandising director, The Clemetsen 
Company; A. A. Arndt, John C. Becker Company, Milwaukee ; 


the old and the new. In other words, the dealer should 
be insistent on making a profit on both parts of any given 
transaction 

Mr. Pumphrey’s remarks were followed by an explana- 
tion of the Clemco advertising plan by Clark Collard, fol- 


v" 





F. E. Pearsall, Davidson-Pearsall Company, Aurora, fil. 9. H. C. 
Burkett, the Tribe of K, Gary, Ind. ; Paul Hughes, Hughes-Ogilvie 
Company, Pittsburgh. 10. Fred C. Gosch, Fidlar & Chambers 
Company, Davenport, Iowa; Charles H. Horner, C. J. Benson & 
Company, Baltimore. 11. U. L. Henzy, Wagner-Henzy-Fisher 
Company, Cleveland; D. 0. Row, Buxton & Skinner Printing & 
Stationery Company, St. Louis; E. Stern, Burnap-Meyer, Inc., 
Kansas City, Mo.; Lee Smith, Lynn B. Emery, Inc., Detroit; 
John D. Hugh, Kendrick-Bellamy Company, Denver; W. H. 
Swearingen, M. L. Bath Company, Limited, Shreveport, La. ; and 
W. C. Strassheim, T. W. Joyce, R. E. Heichel, W. H. Spring, all 
of the Clemetsen plant organization. 12. T. R. Thorsen, McClain 
& Hedman Company, St. Paul; L. M. Hedman, McClain & Hed- 
man Company, St. Paul; R. C. Thompson, Lynn B. Emery, Inc., 
Detroit; J. V. O'Donnell, Thorp & Martin Company, Boston; 
Rube F. Fuller, middle eastern representative; Jack Sell, EB. H. 
Sell & Company, Columbus, Ohio; A. F. C. Beckford, New York 
City and New England representative; Frank Ryan, southern 
representative. 


lowed by an open forum or a free-for-all in which ques- 
tions were asked and answered and the information given 


during the convention was consolidated. 


The convention adjourned at 5:00 P. M. and at 7:30 all 


(Turn to page 159, please) 








NEW YORK TYPEWRITER AND 

ADDING MACHINE DEALERS AS 

SOCIATION MEETING IN THE 

ABERDEEN GRILL, NEW YORK, 
N. Y¥., APRIL 13, 1931 


New York Typewriter and Adding Machine Dealers 

Che latest meeting of the New York Typewriter and 
Adding Machine Dealers Association took place Monday 
evening, April 13, at the Aberdeen grill, New York City, 
best in attendance since the 


The 


and is said to have been the 


formation of the organization committee on art 





OFFICERS OF THE NEW YORK TYPEWRITER AND ADDING MACHINE 

DEALERS ASSOCIATION Left to right J. J. Cohen, vice-president 

L. C. Neuberger, president; W. W. Albright, treasurer; J. A. LaHiff, 
secretary 





MEMBERS OF THE RECEPTION AND ARRANGEMENT COMMITTEE 

EXTEND WELCOMING HANDS.—These men are anxious to have it 

known that they will do their utmost for the comfort and convenience of 

all typewriter dealers who attend the National convention in New York 
City next August 


rangements and reception for the next national convention 
f the arrangements was 


reported in detail. Discussion 
postponed until a later meeting 


At the William 


[Typewriter Company, seconded by Mr. 


Pruvin of the Keystone 
Engel of the In 
ordered that the 


suggestion of 


ternational Typewriter Company, it was 
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association communicate with the Department of Licenses 
of New York City requesting them to check up stationery 
and radio dealers and other store-keepers who deal in 
second-hand typewriters to see that they have the proper 
license to do so. The motion was carried unanimously. 
The business part of the meeting then adjourned and the 
members enjoyed thoroughly the entertainment engaged 
for the evening by Pete Mayer of the Ames Supply Com- 
pany. Five acts of exceptional merit were put on which 


pleased every one hugely. 


an 

Chicago Typewriter Dealers Listen to Mr. Wolle 

The regular monthly meeting of the Chicago Typewriter 
Dealers Association took place on Tuesday evening, April 
14, in the beautiful Medinah Athletic Club, where a group 
of fifty dealers and visitors gathered as guests of Jack 
Wolle, sales manager of the portable typewriter division 
of the Underwood Typewriter Company. 

In the absence of President Frank Kline, the chair was 
occupied by Vice-President W. W. Buetler. 

After greeting W. (“Bill”) Mooers, Chicago manager of 
the Woodstock Typewriter member, 
Secretary Kinnisten spoke briefly on the achievements that 


Company as a new 


are possible by the association. 
James P,. Ward, president of the National 
spoke on the coming national convention in New York and 


Association, 


extended an invitation to all persons present to attend it. 
Chairman Buetler then thanked Mr. Wolle for his hos- 
pitality and turned the meeting over to him. 
Mr. Wolle presented the exhibit of the 
portable typewriter, pointing out its many improvements 
Underwood advertising, all 


new Underwood 


and also displayed some new 
of which should benefit dealers in the sale of Underwood 
portables 

a trip through the various dé 


\thletic Club 


ised with 
Medinal 


The meeting cl 
partments of the 





DINNER GIVEN BY JACK WOLLE 

SALES MANAGER OF THE 

PORTABLE DIVISION OF THE UN 

DERWOOD TYPEWRITER COM 

PANY, TO THE CHICAGO TYPE 

WRITER DEALERS ASSOCIATION 
APRIL 14, 1931 
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“G-F” Regional Sales Meetings in Process 

The General Fireproofing Company has been holding a 
series of regional sales meetings at important centers, at 
which the field distributors meet the officers and sales 
executives of the company. The home office organization 
meets at strategic points throughout the country, instead 
of having all the agents go to the general offices at Youngs- 
town, as had been the practice in the past. 

During the early part of April agents from western 
Pennsylvania, Ohio, West Virginia, Kentucky, Michigan 
and western New York met at the general offices, for the 
first two-day session of the series. Immediately following 
this meeting, a similar session was held at Toronto, at- 
tended by the Canadian distributors of “G-E” products, fol 
lowed by one held at Boston for New England dealers. 

Other key cities throughout the south, east and middle 
west are scheduled to be visited by the following execu- 
tives: George C. Brainard, president; Avery C. Adams, 
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The General Fireproofing Company, Messrs. Hutchinson, 
Clay, LaRocco, Grindle and Joyce, represented the dealer 
organization of the company. The convention was in 
charge of Avery Adams, vice-president and general man- 
ager in charge of sales, representing Youngstown, ably 
assisted by “Bill” Hoge and Al. Ball, representing the 
filing and desk divisions of that institution. 

The meeting of April 20 opened with a brief review of 
the anticipated program by A. C. Tobin, manager of the 
Chicago branch, who, acting as master of ceremonies, in- 
troduced Mr. Adams, who spoke on home office coopera- 
tion and service. He was followed by Mr. Ball in an ex- 
haustive presentation, followed by a debate in which all 
participated on the new “Professional Line” of desks just 
brought out by the company. This Professional, or what 
is known as the No. 1800 line of desks, made up of fourteen 
numbers, marks the longest stride yet taken to present in 
the reasonably priced range a strictly up-to-the-minute 





is one of a series held in various parts of the country. 


vice-president in charge of sales; E. A. Purnell, manager 
of sales; Wm. Hoge, assistant manager of sales; A. J. Ball, 


manager of desk and chair sales. 


Chicago Regional Convention, The General Fireproofing 
Company 


More than seventy representatives of the central west 
organization of The General Fireproofing Company of 
Youngstown, Ohio, met in the Rose Room of the Morrison 
hotel for a two-day sales convention on April 20 and 21. 
In attendance were representatives of firms holding ex- 
clusive franchises from The General Fireproofing Company 
in the cities of Alpena, Holland, Menominee and Three 
Rivers, Michigan; Hammond, Fort Wayne, Muncie, Rich- 
mond, South Bend and Elkhart, Indiana; Rockford, Hoope 
ston, Bloomington, Peoria, Monmouth, Decatur, Aurora 
and Chicago, Illinois; Davenport, Marshalltown, Ottumwa, 
Cedar Rapids, Iowa; and Appleton, Green Bay, Janesville, 
LaCrosse, Madison, Manitowoc, Milwaukee, Neenah, Osh 


kosh and Wausau, Wisc. The central west personnel of 


modern piece of metal equipment done in modernistic color 
treatment or duotone wood finishes. 

The afternoon of the first day was all too short to permit 
a complete review of modern methods in merchandising 
up-to-the-minute equipment. Mr. Adams and Mr. Hoge 
jointly carried through the afternoon’s program, starting 
with the prerequisite attributes of a man who today is 
entering the metal furniture selling field. His education 
tied up with his environment and business training was 
most carefully gone into. By means of a series of many 
examples creative selling was found to be the only means 
successfully to meet 1931 problems. An exhaustive review 
of what constitutes creative selling was presented after 
thorough preparation, and Office Appliances regrets that 
the limits imposed by necessity upon the length of this 
report prevent us from giving the Hoge-Adams treatise 
on this much misunderstood and misused term: “Creative 
Selling.” 


The banquet, with eighty covers, was held in the Terrace 
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GENERAL FIREPROOFING COMPANY REGIONAL SALES CONFERENCE IN CHICAGO, APRIL 20 AND 21, 1931.—The sessions 


were all held in the Rose Room of the Morrison Hotel 


Gardens, concluding the first day of the convention 


The second day found Bill Hoge again on the platform 


demonstrating for the first time a new series of storage 


cabinet numbers, and the showed in sample and 


company 
pictorially two distinct new lines of stationery cupboards, 
one for the medium priced trade and the other for the 
user of deluxe storage cabinets and wardrobes 

Che aluminum chair industry from its inception to date 
was covered by Al. Ball, manager of the desk and chair 
Company's home 


to the 


Fireproofing 


at Youngstown, and it may be due 


division of The General 
omce 
chair product being the newest “baby” on the list of the 
company’s 3842 numbers of stock items, that his talk had 


In tracing the product from 


aluminum 


a most enthusiastic reception 
the mine to the finished article, he enlightened all on the 
characteristics of the metal used, the alloys that it con 
tained, and the permanency of the product, and made the 
Startling statement that in this day, when plants are nor 
mally running from fifty to eighty per cent capacity, the 
aluminum chair division of The General Fireproofing Com 
pany has never caught up with its orders and is running 
ten hours a day in the new modern aluminum chair manu- 
facturing plant 
After luncheon, at which the discussion was continued 
on the aluminum chair product, a general closing discussion 
was held of the “Merchandising 
Your Goods at a Profit.” Adams, 
who gave his unqualified support to the organization of 


market to 


all-important subject, 


This was directed by Mr 
local associations which 
effort and destructive price 


should labor in every 


eliminate waste concessions 


on old merchandise, cooperating with a view of reducing 
The successful dealer or home 


that his 


handling and selling costs 
othice success lies 


keen 


organizations, close cooperation to eliminate 


branch must recognize future 


along the path of well kept sample floors, minded 


and wise sales 
local waste in the handling of merchandise, and an agegres 


sive yet economical sales campaign locally, backed up by 


a well-conceived national campaign organized by his manu 
facturing supplier 


The convention was brought to a close late Tuesday. 


the delegates returning to their places of business with 


new ideas that will undoubtedly be productive of better 


planning in their own sales service and distribution divi- 


sions. 


The picture was taken on the roof of the hotel, many stories above the street 


Spring Festival Party by Pittsburgh Office 
Appliances 

The Pittsburgh Office Appliance 
held their spring festival party on the evening of April 17 
at the Fort Pitt hotel. 
cessful membership campaign conducted by the club during 
February and March and was held in honor of the new 


Managers Association 


This party terminated a very suc- 


members. 


Judge McNaugher of the Common Pleas Court, also 
past commander of the American Legion, was the guest 
speaker. Mr. McClelland, “pep” The National 
Cash Register Company, was on hand to lead the 
and at the same time gave several very pleasing 


man for 
club 
singing, 
vocal numbers. 

The club enjoyed a reel of pictures taken by Mr. Pat- 
terson, president of The National Cash Register Company, 
on his recent hunting expedition through Africa. 

Jnptialnnnits 
Mr. Ames Starts Association in Denver 

When A. R. Ames of the Ames Supply Company, Chi- 
cago, was in Denver not so very long ago, he invited the 
typewriter men of that city to attend a luncheon. This 
they did, turning out almost to a man. Acquaintance de- 
veloped and along with it confidence, with the result that 
they decided to hold a get-together meeting once a month. 
\ permanent organization was formed and the first meet- 
The following officers have been 
vice-president, William 


ing was held March 23 
elected: President, W.C 


Mitchell; secretary, F. E. 
Fick rd. 


Brower; 
James; assistant secretary, E. B. 


ee 


New York Office Appliance Managers Meet 

On Monday, April 6, the New York Office Appliance 
Managers Association held one of the best attended meet- 
ings of the year at the Uptown Club, New York City, and 
listened to a capital talk by Jack Jones, formerly of the 
Alexander Hamilton Institute, now operating his own busi- 
ness as a business counsellor. Mr. Jones gave a very en- 
lightening talk on the subject, Reconstructing Sales Or- 
ganizations. 

The continuity of the program which is being followed 
through at the association’s meetings this year seems to 
be exerting a definite appeal to every member in the or- 
ganization with the result that all the meetings are being 


better attended than ever before. 


m 
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(Fifth District Meeting—Continued from page 51) 


James Watkins of The Toledo Typewriter Exchange 
gave an interesting talk on how unfortunates might fit into 
the stationery business. Since Mr. Watkins’ early interest 
in providing useful self-support for crippled children re- 
ported in September, 1930, Office Appliances, he has 
been flooded with mail on the subject and hundreds of 
unfortunate young people have found employment in re- 
tail office equipment houses. 

The atternoon meeting was called to order by Mr. 
Mathes. The first speaker was Frank T. Hess, General 
Manager, Wood Office Furniture Associates, Inc., who 
gave a remarkably clear address on the advantages of 
handling wood office furniture and methods of sale and 
display. He emphasized that sales should not be based 
on mere utility or price, but on efficiency and the in- 
spirational value of furniture in keeping with the business. 

Conrad Netzhammer, sales manager of Northwestern 
Furniture Company, Milwaukee, covered the subject of 
Sales Meetings with the assistance of elaborate charts. 
Sales meetings, he said, were as necessary to dealers as 
conventions to national associations. The importance of 
planning, 2¢herence to definite programs, maintaining in- 
terest and other equally important points were developed. 

Business Control-Departmentized Expense System was 
covered minutely by Mr. Wilson with a series of charts. 

The first day closed with a highly inspirational speech 
by Wiliam H. Greenleaf of The Carter’s Ink Company on 
Reversing Depression Improvement, he said, may be 
just around the corner. Retrenchment is not the solution, 
but every dollar spent should represent full value in mer- 
chandise or service secured. Knowledge of the fundamental 
facts was a most important consideration. The stationer’s 
job, he said, was to recognize depression, but not give in 
to it; to do the best job to promote business; to study 
markets; to retrench only where he must, for retrench- 
ment is the bane of modern business. 


Second Day’s Sessions 


The presiding officer at the second morning session was 
Harry Koehn of Gregory, Mayer & Thom Company, De- 
troit. After Mr. Garvin had given a brief oral report on 
the Sidney-Morris case, Mr. Koehn made an appeal for 
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contributions to the Victory Fund to defray the associa- 
tion’s costs in this litigation. 

The Anatomy of Management was the subject of a paper 
read by Carl Nachtigal, manager of the Detroit office of 
The Globe-Wernicke Company. Points discussed included 
locating new business, prospect information, daily reports 
from salesmen, and policies regarding the handling of 
salesmen. Charts were used to good advantage. 

Harry Blankenship, advertising manager of Wilson- 
Jones Company, made an interesting talk, also illustrated 
with charts, on Standardized National Sales Drives. This 
had to do principally with the intelligent use of the 
dealer’s show windows. Two significant statements made 
by Mr. Blankenship were, “Windows are not only the 
front of your store but the front of your business,” and 
“Windows are the dealer’s best advertising medium.” The 
talk was full of worth-while suggestions. 

The afternoon session opened with the nomination of 
Harry Koehn as regional governor, and Louis Busse of 
the Franklin Printing & Engraving Company, Toledo, as 
director of the retailers’ division, as reported in April 
Office Appliances. 

After the election James McManus, president of the 
Toledo Stationers Club, acted as presiding officer. He in- 
troduced Stanley A. Knisely, director of research of the 
National Flat Roll Sheet Association. In his talk entitled, 
Save With Steel, Mr. Knisely emphasized various points 
in favor of the use of steel in office furniture. 

The final address of the meeting was given by L. A. 
Hooker of Commercial Furniture Company, whose sub- 
ject was, You're in a Billion Dollar Industry. He produced 
figures showing that the volume of business in the industry 
—stationery, office machines and office furniture—totaled 
a billion dollars in a year. The purpose of his able talk 
was to show possibilities through carefully devised sales 
plans to increase the total to a much larger figure. 

After a brief summing up by Mr. Garvin, the session 
adjourned. A number of the dealers called at the plants 
of Toledo manufacturers who are in the association, and 
on some of the stationers. The convention closed with a 
banquet, high class entertainment and dancing. 


{ Turn to page 140, please, for ] 
more Meetings & Dinners News 
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DINNER OF THE VANCOUVER ORGANIZATION OF THE ADDRESSOGRAPH COMPANY R. N. Fellows, 
vice-president and general manager, had a luncheon with the Vancouver staff during the course of a western 
trip. Plans were discussed for 1931 sales in the Vancouver territory. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers Association 








OFFICERS: 


E. Clifton Wilson, Houston, Tex., president; C. B. Mathes, Toledo, Ohio, first vice-president; C. A. Netzhammer, Milwaukee, 
Wise., second vice-president; William E. Ward, New York, N. Y., third vice-president; Phil Webster, San Antonio, Tex., 
fourth vice-president; C. A. Stott, Washington, D. C., treasurer; Fletcher B. Gibbs, Oak Park, Ill., auditor; Charles P. Garvin, 


Washington, D. C., secretary-general manager. 


Regional Governors and Retail Directors 


No. 1. George W. Pratt, Miami, Fla; Sidney B. 
. L. Fairbanks Company, Gassenheimer, Mercantile 
oston, Mass.; D. D. Mac- Paper Company, Mont- 


donald, Bradley & Scoville, gomery, Ala. 
Inc., New Haven, Conn. No. 5. William R. Diehl, 
No. 2. Clarke L. Hunger- — Office Equipment 
ford, Hungerford & Card, Ohio. Har Colombes, 
Binghamton, N. Y.; C. V. G 10; Me J, Th n, 
Sinisgalli, Utica Office regory, Mayer Ot 
Supply Company, Utica, Company, Detroit, Mich. 
N. Y. No. 6. August Hunn, H. H. 
No. 3. Charles W. Honey- — . 1 BS» ¢ 
well, Deemer & Company, Stevens, Stevens, Maloney 
Wilkes-Barre, Penna.; & Company, Chicago, Ili. 
Owen H. Spencer, Spencer No. 7. J. O. Davis, Miller- 
Stationery Company, Ches- Davis * Compan _ Minne- 
ter, Penna. apolis, Minn. ; B. J. Bris- 
No. 4 Arne Skagseth, Skag- tol, Koch ros., Des 
seth Stationery Company, Moines, Iowa. 


General Office and Information Bureau 





No. 8. George Hausam, lamy Company, Deaver, 
Hutchinson Office Supply Colo. 
& Printing Company, No. 11. 
Hutchinson, Kas.; William born-Niles-Armstrong, Ta- 
Schmiederer, Buxton & coma, Wash. 

Skinner Printing & Sta~- no 12. Charles R. Barry, 
tionery Company, St. Charlies R. Barry Com- 
Louis, Mo. pany, San Francisco, 

No. 9. Lee Coleman, E. L. a a Howell D. Melvin, 

White & Company, Fort elvin, Roberts & Hor- 


Worth, Tex.; Henry Dor- warth, San Jose, Calif. 


. The D _ No. 13. W. Ed. Dawson, 
Dailas, — eis Dawson Bros., Montreal, 


Canada; P. F. Grand, 

No. 10. William Mason, Grand & Toy, Ltd., To 
Out West Printing & Sta- ronto, Ont., Canada. 

tionery Company, Colo- No. 14 W. L. Jaques, 

rado Springs, Colo.; L. R. Jaques & Company, Inc., 

Kendrick, Kendrick-Bel- 


Irving Niles, Lam- 


New York, N. Y. 


525 Investment Building, Washington, D. C. 


Date and Place of Next Annual Convention New Orleans, La., October 19, 20, 21 and 22, 1931. 


Governor W. Ed. Dawson Outlines Some Canadian 
Activities 

In a recent communication to Office Appliances, W. Ed. 
Dawson of Dawson Bros., Ltd., Montreal, governor of the 
thirteenth district of the National Stationers Association, 
stated that the outstanding recent trade 
trict was a joint meeting of all the staffs of the various 
Montreal. This is a new departure 
prompted by the realization that 
are primarily if not entirely organized for 


event in the dis 


stationery houses in 


conventions, regional 


meetings, etc., 
the proprietors and the executive officers of the several 
stationery houses and that heretofore little or nothing has 
been done for the rank and file of the personnel in sta 
tionery establishments whose cooperation and serious en 
deavor are just as essential to the welfare of the industry 
as the work of their employers and managers. 

With the idea in mind of rank and file of 


stores, 


aiding the 


giving them information 


would achieve the full measure 


employees in stationery 
which is essential if they 
of their opportunity, the Montreal Stationers Association 
has organized a series of suitable meetings at intervals of 
about one month to which the stafis of all the stationery 
The meetings will include a simple 
suitable address, the entire 


invited. 
evening followed by a 
proceedings being terminated before 8:00 P. M. 

Che address given at the first meeting was by Rev. D: 
Lloyd C. Douglas on the subject, “Don’t Cut Your Act.” 
This subject was suggested to Dr. Douglas by seeing a 


houses are 


meal 


big sign behind the scenes in a theatre, the purport of 
which was to remind the performers not to cut their acts 
that the public had paid their good money to see the best 
yw they could put over. 
~~ — 
Governor Davis Appoints Regional Committees 
J. OQ. Davis, vice-president of the Miller-Davis Com- 
pany, Minneapolis, and governor of Regional District No 


7 of the National Stationers Association, has appointed 


possible sh 


committees in preparation for the regional meeting to b« 
held in Minneapolis at the Nicollet hotel June 5 and 6 
These work and 


making proper 


committees are now busy lining up the 


arrangements so that this may be one of 


successful regional meetings ever held in this 


The committees have already out- 


the most 
section of the country. 
lined a fine program as far as educational features are con- 
cerned—one which will be very constructive and helpful 
for anybody who is privileged to attend these meetings. 

The executive committee is composed of J. O. Davis, 
chairman; Arthur Walker, Farnham Printing & Stationery 
Company; H. S. Fall of The Japs-Olson Company; Gus 
Trapp of St. Paul; B. J. Bristoll of Koch Bros., Des 
Moines, and Roy Clark, representing the Travelers’ Club. 

The Northwest Travelers Club, with Roy Clark of F. S. 
Webster Company, president, and Carl Kiesel of The Car- 
ter’s Ink Company, vice-president, is also actively engaged 
in formulating a program in connection with this regional 
meeting. The travelers have always done wonderful work 
in helping to make regional meetings in the Northwest a 
success. 

Entertainment of an unusual character is being arranged 
for the benefit of the ladies who attend and the committee 
is desirous of seeing the largest registration of ladies they 
have yet had at any regional convention. 

A large attendance is expected not only on account of 
the importance of the meeting, but because of the season, 
for early June is spring-time among Minnesota’s ten thou- 
sand beautiful lakes. It is expected that a number of sta- 
tioners with their families will come to Minneapolis and 
after the convention will spend at least a part of their vaca- 
tions in Minnesota, where good roads invite the motorist 
and land and waterscapes entice those who are lovers of 
Nature’s beauties 

=i 
Tenth District Executives Making Ready for 
June Convention 

William Mason, Jr., regional governor of the tenth dis- 
trict of the National Stationers Association and his asso- 
ciates and helpers, is busy making arrangements for what 
he expects to be one of the most outstanding conventions 
ever held in Denver. Plans have been made for entertain- 
ment and business sessions that will eclipse anything the 
stationers have before attempted. 

The following committees have been appointed: Enter- 
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DROPS THAT BRING RELIEF 


Still water does no work—achieves nothing. The 







































































inactive Mimeograph pays no dividends. Thousands 





















































upon thousands of owners are today using their Mim- 



































eographs as they have never been used before. Distress 









































relief! The more constant use of the Mimeograph’s 




















unique ability to reproduce letters, illustrated broadsides, 
































charts, questionnaires, quotation sheets, etc., within any 





























hour and by easy thousands, is a prosperity restorative meas- 




















ure. Write, type or draw on its famous stencil sheet and the 
































job is done at top speed and with hardpan economy. Needs no 

















experienced operator. An insistent reliever of business drought H 
































everywhere! Let us show you how expert mimeographing can put 


























new life into your organization and push up sales. Write A. B. Dick 




















Company, Chicago, today or phone branch office in any principal 





























city. See Mimeograph trademark heading in classified directory. 
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Symbol of 











BANK 


a bit of 
symbology 
explained 





The 


Perfect 


PIN 





but 


SONOMOR BANK PINS 











COURAGE is the dominant note. The 
stag stands firmly upon the Rock of 
Truth—a rigid base of demonstrable 
fact. No fear, no faltering of faith; 
in his antlers rests the pointed reason 
of his irrefutable logic. 


The House of Prym has withstood the 
buffets of time and change for 372 years. 
Reared on the Rock of Sound Values, 
it has clung tenaciously to its ideal of 
giving to the world the superlative in 
quality in all its products at the min- 
imum of price. We dare assert that 


TRIPLE PLATED 


SONOMOR 
STEEL BANK PINS 


are the best bank pins on the market. At from 
16% to 23% lower in list price than common 
brass pins—with a beautiful smooth silver finish 
—with more pins to the pound—with more per- 
fect points to the box! 


To every accredited stationer, for a 60-day trial 
period we guarantee the turnover without equivo- 
cation, and agree to accept for full credit every 
unsold pound—no questions asked. 


Here is a new note of faith in the business of 
merchandising. Only the consciousness of giv- 
ing supreme values gives us this courage. 


There are desirable distributor 


contracts. We invite inquiry. 





Incorporated 
505 Eighth Avenue 
NEW YORK 
223 W. Jackson Bivd. 
CHICAGO 
135 Mission Street 
SAN FRANCISCO 








STEEL 








WILLIAM PRYM 
— of AMERICA 


OFFICE APPLIANCES 


tainment: Travelers Club; reception, Fred Abernathy, Earl 
Kistler and Harry Bellamy; registration, Joe Simmers and 
Ivan Soderquist; nominating, Bert Nicholls, Fred Robin- 
son, Ed. Kistler and J. W. Peckman; banquet, George 
Matheson and Jack Kendrick; publicity, George Thompson. 

William Mason, Jr., drove to Denver from Colorado 
Springs to confer with Jack Kendrick and make plans for 
the reception of stationers on June 10. 


—— 
Brevities from the Lone Star State 

Clarke & Courts, the big Texas house, have opened a 
branch store in a favorable location in Houston, Texas. 
A. J. Beck, who is well known in the stationery industry 
in Texas, is in charge. This store will specialize in filing 
equipment and office furniture, and the Automatic File and 
Index Company’s line will be featured. 

eo 6 és 

Tyler Haswell, the oldest stationer in Texas in point of 
years in business, is still going strong, having lately taken 
on several new lines, including Shaw blank books, now a 
Wilson-Jones Company product. 

* * * 

A. A. Hargrove, stationer of Brownsville, Tex., has had 
the windows in his store remodeled, and is now able to 
display furniture and filing equipment to an advantage. 
Business is very fair in the Mission Valley, and as evidence 
of this, Mr. Hargrove has just moved into a palatial man- 
sion on the banks of The Resaco. 

* . * 

Warrock Printing Company, Mexia, Tex., printers and 
Stationers, have recently moved into a new store, giving 
them larger quarters and adequate windows for display. 
New lines taken on are National blank books; J. L. Hanson 
Company products; Binney & Smith items and Carter’s 
inks and adhesives. 














0. STEVENS AND 


MRS. G. 

BABY JOHN CHARLES DAD 

ISNONE OTHER THAN 

‘OLLIE’ STEVENS, OF STEV- 

ENS-MALONEY COMPANY, 

CHICAGO. CHAS. A. STEVENS 
IS GRANDPA 








Accounting Machine Company Opens New Offices 

The Gardner Company of New York City has recently 
opened a number of new offices. Among them are offices 
at Detroit, Mich.; Cedar Rapids, la.; Springfield, Mass.; 
Rochester, N. Y., and Charlotte, N. C. A 
branches in other cities will be opened at an early date. 


number of 


a 
Sheaffer Salesmen Assigned to Territories 
Several additions to the field sales staff of the W. A. 
Sheaffer Pen Company have been made in the company’s 
move to expand the sales activities during 1931. N. B. 
Moury will cover Virginia territory; J. G. Paul parts of 
Maryland, Pennsylvania, Virginia and West Virginia; W. 
P. Freeman part of Florida; R. E. Castator a territory in 

New York; and J. L. Bodeker part of Georgia. 
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CORONA COMBINATION CASE 
IS A SALES WINNER 





ORONA combination case ...a good 

idea . .. developed into a fine, practical 
piece of merchandise... presented at the psy- 
chological time . . . Result—public approval 
and sales success. 

Corona combination case has been on the 
market only three months, yet 85% of 
Corona buyers prefer it to the old carry- 
ing case. And dealers everywhere say it has 
been a huge help in pepping up sales. 

The new case is economical—can be used 
as a carrying case for Corona, or, when 
Corona is left home, as a week-end bag. It 
is compact, lightweight. It is good looking 
—a fit companion for the finest luggage. 

Keen dealers are selling Corona in the new 
case to seekers of useful practical gifts. 

Join the dealers who are turning portable 
sales in difficult times. Display the new 
Corona combination case where it will at- 
tract the casual buyer or shopper. 


L C SMITH & CORONA TYPEWRITERS INc 


DEPARTMENT 32— .. 51 MADISON AVENUE..NEW YORK CITY 





REASONS why 


Kroch’s Bookstore, 206 N. Michigan Ave., Chicago 


you should display 
Ranp MSNatty ATLASES 


®(/nlimited market 
Everyone who reads is a likely buyer. For the 
office, home, and classroom, a Rand M€Nally 
World Atlas is as important as a dictionary. 
The price range is attractive. 

ON: ll whe n displayed 
Rand M€Nally World Atlases with colorful 
jackets sell themselves when prominently dis- 
played, as proved by thousands of dealers. 

®(Jenerous profits 
Each Rand M€Nally Atlas offers an unusually 
attractive wide margin of profit. 

® Backed by advertising 
Your customers month after month are reading 
the impressive Rand M€Nally advertising in 
leading national magazines. You make the 
sales this advertising creates. 

eRand MCNally prestige 
A name that means “good maps”’ to every citi- 
zen. Accepted for 70-odd years as a guarantee 
of quality. 


Make Rand M¢€Nally Atlases a real part of your 
business by displaying them well. Complete your 
stocks now, through your jobber or direct. 


RAND MSNALLY & GomMPANY 
Dept. T-5 
536 S. Clark St. 
Chicago 


559 Mission St. 


San Francisco 


270 Madison Ave. 
New York 
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New Orleans House Sues to Protect Name 

Henri Petetin, Inc., New Orleans, La., filed a plea for 
an injunction in the district court of Judge William H. 
Byrnes, Jr., against Baudean, Inc. The intent was to pre- 
vent Baudean, Inc., from listing the name, Petetin-Baudean, 
Inc., in the telephone directory or in any other manner. 

The petition declared that the defendant company is no 
longer entitled to use the name, Petetin-Baudean, in its 
business. 

———— 
Russ Celebrates 20th Year with Royal 

On March 27, C. E. F. 

the Royal 


twentieth year of association with that organization. In 


Russ, San Francisco manager of 


Typewriter Company, Inc., rounded out his 


C. E. F. 


RUSS 


celebration of the event, President Faustman of the com- 
pany presented Mr. Russ with a beautiful gold watch in 
recognition of the fine loyalty and ability shown by the 


San Francisco manager 


ee 
Dictating Machines Help Auctioneer 

A novel use of the Dictaphone in a triple hook-up with a 
microphone and loud speaker was made at a recent auction 
held by the Alexander Smith Carpet Company in the old 
Union League club rooms, New York. A microphone car- 
ried the auctioneer’s voice into a loud speaker located in 
an adjoining room. From this his remarks on proceedings 
were instantly recorded on wax cylinders by a Dictaphone. 
Disputes were settled by having the Dictaphone cylinders 
reproduced for the benefit of those interested. 


eae 
Attractive New Stanwear Display Stand 

To appropriately displaying the advantages of Stanwear 
brief cases, built with the one piece solid leather handle 
that won’t come off, The Standard Brief Case Company, 
552 Broadway, New York City, offers to dealers a hand- 
some and attractive crackle green finished metal display 
stand. 
of this company’s best selling items 

a oe 

Gardner Company President Returns from Europe 

E. F. Britten, Jr., president of the Gardner Company, ac- 
counting machines, New York, N. Y., returned from Europe 
on April 6. During the trip he visited the Leipzig spring 
fair and attended to various business matters pertaining to 


This stand is sent free with a sample order of six 


his company’s European agencies. 
cenit 
A. L. Payne Visits with Dealers 
A. L. Payne, sales manager for Geo. E. Fox & Company, 
Chicago, made a business trip in April, visiting Cleveland 
and Detroit dealers, on behalf of his line of desk pads and 


other accessories. 














A Wels Scrap Book 
for Photo Preservation 


Here is a new member of the Weis Scrap Book family—a 
strongly made, attractive looking loose leaf book designed par- 
ticularly for photograph and snap shot preservation. You can 
sell a lot of them this summer. Every person who owns a 
camera needs a couple. 


Made in one size only—11” wide by 9” high—a practical size for 
photographs. The covering material is of heavy black binders 
cloth, attractively embossed and firmly glued to thick binders 
board. 


Each book contains 60 pages of heavy black 
mounting paper, with post holes reinforced 
to prevent tearing. The sheets are kept in 
perfect alignment by our patented ‘“‘Keep- 
shape’ binding posts. 


Catalog number 114. List price $1.40 each, 
$14.00 per dozen. Place an order now, then 
put them on display. Striking display cards 
for window and counter use will be sent 
free with your order. Write at once. 





The f/@ Manufacturing Company 


162 Union Street Monroe. Michigan 


Chicago Associated Stationers Supply Co 


Quincy and Jefferson St 











YOUR WINDOWS ave 





. put them to work 








No Charge for Window 
Display Material 


Every person who passes your door is a prospect 
for a Weis Scrap Book. Few items carried in 
stock by office supply dealers have such a wide 
market. They’re used by young and old—in office, 
school, home and library. Put in a window dis- 
play and reap some extra profits. 


The display material shown in the window illus- 
trated is yours for the asking. Its effectiveness 
has been proved in hundreds of cities. Write us 
today and we'll see that you are supplied 
promptly. A display during the coming months 
will help you over the so-called summer slump. 
And it will reach prospects at a time when they 


are accumulating vacation camera views and 


mementos that need the protection Weis Scrap 
3ooks afford. 


In addition to the material illustrated, three 
colorful cards designed particularly to get the 
‘amera owner’s business are ready for distribu- 
tion. They are beautifully illustrated and equipped 
with easels for counter use. 


We also can send you electrotypes or mats for 
advertising scrap books in your local papers, as 
well as envelope enclosures for direct mail pur- 
poses. No obligation whatever. It’s all a part 
of our service to the independent retail dealer. 
Write today for more detailed information. 
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GOOD SALESMENY! 
Scrap Books 


Sellin 














Weis Scrap Books are easy to sell. 
They have exclusive features that 
buyers appreciate. 


The bound books have wood backs. 
These backs are grooved and the 
leaves are glued and riveted into 
the grooves so that they can’t 
pull out. 


The loose leaf books are fitted 
with our patented ‘“‘Keepshape’’ 
seamless tube binding posts that 
allow for double expansion and 
keep their shape everlastingly. The 
leaves of the loose leaf books are 
strongly reinforced at the post 
holes to prevent tearing. They 
stay put! 


And both the loose leaf and bound 
books are available in new patterns 
of the beautiful, colorful Modern- 
istic and Crepe-finished Cloth Cov- 
ering Materials that took the scrap 
book world by storm a year or so 
ago. They possess a beauty not 
to be had in any other scrap 
books—a beauty that prospects 
can’t resist. 

Check and double check your 
scrap book stock now. Lay the 


groundwork for increased hot- 
weather profits. 


The New Catalog $I 
and April 6 Price 
List will give you 


complete information 














Guamed Labels 
that are easily typed. evenly 
seored and deeply perforated 


Manufacturers of typewriter labels for 
file folders have long had difficulty in 
maintaining uniformity of scoring and 
perforating. Machines, materials and 
methods all contributed to variations 
which rendered the use of labels less 
satisfactory than it should have been. 


At Monroe we set out to overcome 
this difficulty. The result is a label 
which we believe to be a noteworthy 
improvement over any heretofore 
available to the trade. 


These improved Weis Labels are dis- 
tinguished by the following features: 
(1) Better stock; (2) Heavier scoring; 
(3) Deep perforating which enables 
the user to tear the labels apart 
easily after typing; (4) Uniform spac- 
ing between scores and perforations. 
Your trade will like them. 


Packed 100 strips (1000 labels) to 
the box. Colors: White, Blue, Buff, 
Salmon. Order a_ supply Catalog 


No. 5L5, List $1.00 per package. 


The ff os Manufacturing Company 


162 Union Street 


Monroe. Michigan 
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- - - - as others seeus .... 


This advertisement is No. 9 in a series of testimonials from America’s Leading Dealers 


“Qnee we sell a customer on 


COLUMBIA. he 


stays sold!” 


jy convincing commendation from 
one of the Coast’s leading dealers adds 
another well known name to the many 
which are already contained in Colum- 
bia’s constantly growing file of unusual 
testimonials. 


When, in addition, a stationer of Mr. Helwig’s 
standing writes, in the same letter that “we 
wouldn’t think of changing to any other 
brand—we like the wonderful cooperation 
you have given us—we highly recommend 
your goods to any dealer who wants quality 
merchandise to increase his carbon and ribbon 
business,” it becomes difficult to decide which 
fact to feature first, or in what order to 
begin. 

A 2 cent stamp may mean the difference to 
you between ordinary carbon and ribbon 
profits and the swifter, more certain and big- 
ger Columbia kind. 


WRITE COLUMBIA NOW! 
aN 


COLUMBIA RIBBON & CARBON 
MFG. CO., Ine. 
Main Office and Factory 
Glen Cove, L. I.. N. Y. 


Branches and agencies in all principal cities of the United 
States; also Toronto, Mexico City, London, Madrid and Milan. 








ARTNERS in profit, Charles L. Helwig 
(left) and E. J. Chapman (right), respec- 
lively President and Secrelary-Treasurer of 
Helwig-Chapman Co., Portland, Ore., have 
handled the Columbia Line for nine years and 
heartily endorse Columbia Sales Cooperation. 


YW 


Among the prominent firms whose endorse- 

ments of Columbia merchandise and sales 

cooperation have already appeared in this 

series are: 

FARNHAM PRINTING AND STATION- 
ERY CO., Minneapolis. 

WILSON STATIONERY AND PRINTING 
CO., Houston. 

E. L. WHITE & CO., Fort Worth. 


SCHWABACHER-FREY 
STATIONERY CO., Los 


FIELD STATIONERY 
CO., Tulsa. 


ZAC SMITH STATION- 
ERY CO., Birmingham. 








COLUMBIA 


Typewriter Ribbons & Carbon Papers 








THERE | A DIFFERENCE IN TYPEWRITER RIBBONS AND CARBON PAPERS! 
Leading Dealers Everywhere Will Tell You! 
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COLUMBIA 


The Super-Quality Line of Office Equipment 
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Construction 


‘he illustration to the left shows 
the Terminal Commerce Building of Philadelphia 
under construction. Extra-heavy horizontal gird- 
ers are used in accord with the latest engineering 


practice. 


This same technical development, so widely fol- 
lowed by leading engineers, is used in the construc- 


tion of Columbia cabinets. 


The reinforcements placed between the walls and 
the track channels—sixteen of them in the eight- 
drawer file illustrated, with thirty-two reinforce- 
ment seams—serve the same purpose in a Colum- 
bia cabinet as they do in modern heavy-duty steel 
buildings. 


Thereby maximum strength and rigidity are im- 
parted, so that Columbia cabinets withstand every 
stress and strain, and render permanently satisfac- 


tory service. 


In a recent test, illustrated to the right, a four- 
drawer, letter size Columbia file carried a total 
load of 4,330 Ibs.—325 Ibs. of brass parts in each 
drawer, and 3,030 Ibs. of pig iron bars on top. 


Besides heavy-duty construction, the Columbia 
line has surprising variety. There are five drawer, 
four drawer, counter and desk height files; wide 
and half sections, card indexes, short depth files 
and transfers; posting trays, ledger desks, check 
sorting desks, cross files, etc. 


Dealers interested in handling Co- 
lumbia products may have our cata- 
log and price lists upon request. 





This cut was made from an unretouched photograph 


Our low-price lines, known as the “Atlas” and “Apex” are also built in accord with the principle de- 
scribed here. 


Columbia Steel Equipment Company 


Office and Showreom 


P. 0. Bex 2244 


Chestnut Street at 18th 








Philadelphia, Pa. 
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SIZE NO. 2 for Cancelled Checks 


“7 UST how much profit do you 

think we could make out of 
the LIBERTY line?’’’—that was 
a question recently put to us by 
an Ohio stationer. There was 
only one way to answer. We 
pointed to the records in our 
files. Every LIBERTY dealer, 
who has been using our sales 
helps and who has given LIB- 
ERTY Storage Boxes a real 
chance, has had steadily increasing sales 
from year to year. LIBERTY Storage 
Boxes are today far and away leaders in 
their field. Many LIBERTY dealers 
tell us that for the money invested LIB- 
ERTY Boxes are among their very best 
paying lines. Please remember the rea- 
son for this—LIBERTY Boxes are made 
of the highest quality materials we can 
buy. They show best under test. They 
are positively the safest protection for old 
papers and records—loss is impossible— 
and they are in line with the economy 
programs of the time. 


Personal 
Message 


to Our 
Friends 
and 


Customers 





To rated dealers not handling LIBERTY Boxes: 
We have a very interesting proposition of sales co- 
operation to offer you. Clip and mail the cou- 
pon and let us lay the full facts before you. 


BANKERS BOX CO., INC. 
536-538 S. Clark St., Chicago, IIl. 


' 
I am interested in your proposition on LIBERTY Storage | 
Filing Boxes. Please send FREE sample and full informa- | 
No obligation. | 


tion. 
Firm 


Iiddre 5S 


Attention of 


! 
| 
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| Exclusive Lines for South African Stationers 

| South African Stationery Trades Journal] In pursuance 
“stationery for the stationer,” a sub-com- 
Association has re- 


of the scheme of 
mittee of the Transvaal Stationers’ 
| cently devoted considerable time and thought to the selec- 
'tion of lines from the specimens submitted by various 





| manufacturers in response to the inquiry from the Ex- 
| ecutive for tenders for special lines under a distinctive 
| brand to be supplied to the public through channels con- 
| trolled by the Association. In the course of the next few 
| days it is hoped that full details of the selected goods will 


be in the hands of members and the specimens will be 
open to inspection at the secretary’s office. 
We now look to the rank and file of the Association 


to back up their Executive by guaranteeing to take the 
goods in quantities such as will enable the scheme to be 
put into operation without further delay, and thus show 
that all the indignation and wrath poured out a few months 
ago, when certain proprietary lines were first shown in the 
bazars, was not just so much “hot air.” 

The primary objective of every trader is profit, and it is 
quite clear that today no can maintain his 
profits, let alone increase them, by carrying the same lines 
handled by bazars and other price cutting concerns. Is 
it then not a sound and common sense proposition to cut 
replace by goods 


stationer 


out these profit shrinking lines and 
which give the stationer an adequate return for the cap- 


ital, time and labor invested in his business? 


Members of the legitimate trade will now have an op- 
portunity of acquiring branded lines which they can show 
and sell at a fair profit without fear of an outsider round 
the corner featuring the identical goods at a cut price. 

It is up to all bona fide stationers to push the Associa- 
tion brands and so make the scheme go with a swing; we 
look to them to rise to the opportunity and thus show 
that they have at heart the best interests of the stationery 
trade. 

————~<>____ 
Prizes for Farm Bookkeepers 

Bookkeeping methods on farms are to be 
study by boys and girls who are members of the 4-H 
clubs, according to a plan sponsored by The Parker Pen 
Company. The 4-H clubs are composed of boys and girls 
of the American farms who study agriculture at first 
hand, and learn ways and means of bettering American 
farm methods and products. 

Any boy or girl 4-H club member keeping a farm ac- 
count record during 1931 is eligible to compete in this con- 
test for two national scholarship awards and ninety-six 
A complete account of the business of the 


given close 


state prizes. 
farm must be kept by each contestant for a period of eight 
months, beginning March 1 and ending October 31, 1931. 


Each boy or girl club member who does the most out- 
standing work in keeping farm management records in the 
respective states will be awarded a pen and pencil gift or 
desk set. The reserve state winner will receive a fountain 
pen. The records of the state champions will be judged by 
a committee of state club leaders who will select two na- 
tional winners. 

The national winner will receive a $400 agricultural col- 
lege scholarship and the reserve national winner will be 
awarded a $100 agricultural college scholarship. 

The winners in this contest will be announced in De- 
cember, 1931. The scholarships shall be used within one 
year of the date of award except where the winner may be 
a regular attendant at school. 

The contest was announced by the National Committee 
on Boys’ and Girls’ Club Work, 360 North Michigan ave- 
nue, Chicago, III. 
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sales-producing features of 
BERLOY STEEL DESKS 
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BEAUTY EFFICIENCY STRENGTH 











TRIKING in beauty of 

design and finish, the 
BERLOY steel desk adds 
to the attractive effect of 
the modern office. 





An efficient helper, too, 
that increases productive 
effort... doing all that 
could be expected of any 
good desk . . . and often 
more. 


These factors build better 
business for dealers who 
carry the BERLOY line of 
Steel Desks. 


Write for selling helps. 




















THE BERGER MANUFACTURING CO. 
Division of 
Republic Stee! Corporation 
CANTON, OHIO 
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Advertising in National Magazines 


takes WO. F. A. Message 


to prospects everywhere 





rings seer’ CAE 


W. O. F. A. advertising has but one goal—to 
stress to the public the exclusive plus qualities 
of wood office furniture. 

This year the advertising campaign appears in the 
most powerful national magazines . . . will be read by 
millions of people who are prospects for wood office 
furniture. Each advertisement tells how offices can 
be made more attractive, more livable . . . offers to 
the reader the beautifully illustrated booklet, 
“Planning the Modern Office in Wood,” which tells 





: " és ee 7 tc€ 
Vrabil Y wh le 





This symbol appears in every 
| advertisement and is stamped 
onfurniture made by members 
of W. O. F. A. It ie the link 
that ties you with this great 
campaign. If thefurniture you 
sell bears this symbol, you are 
the one who will profit by 
the activities of W. O. F. A. 


1S WATURALLY | 


BETTER 








in full the many advantages of wood office furniture. 


This powerful advertising is just one step in the 
great W. O. F. A. campaign. Other sales aids include 
reprints of advertisements, booklets, salesmen’s port- 
folios—progressive merchandising aids for wood office 
furniture dealers. 


If you are interested in selling more wood office furni- 
ture...if you want the assistance of powerful sales aids 
prepared by merchandising experts—write today for 
full details of the cooperation offered by W. O. F. A. 


WOOD OFFICE FURNITURE ASSOCIATES, INC. 


420 LEXINGTON AVENUE, 


NEW YORK CITY 


ES 


Ae 
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Wilde to Help Lyon Dealers of Metropolis 
Lyon Metal Products, Incorporated, has promoted Roger 
C. Wilde to be steel furniture field man in the metropolitan 
district of New York. He will specialize on Lyon steel 
cabinets and “Steelart” folding tables and chairs, assisting 
dealers in developing the field in these items. 





ROGER C. WILDE 


Mr. Wilde has a wide acquaintance among furniture 
dealers throughout the east, through eight years’ connec- 
tion with the T. L. Chandler Corporation, Orleans, Vt., as 
sales manager. This concern is a manufacturer of colonial 
furniture. Mr. Wilde is a graduate of Dartmouth College, 
and of the Amos Tuck School of Business Administration. 

enim: 
Kankakee Book Store Opened 

The Kankakee Book Store has been opened by J. D. 
Proffit at 253 East Court street, Kankakee, Ill. In addition 
to books the store deals in office furniture and supplies, 
gifts, greeting cards, art supplies and novelties. Mr. Proffit 
had been formerly a partner of Arthur Chabot in the 
Kankakee Book & Furniture store, 245 East Court street. 
The new store is decorated attractively in a soft shade of 
gray, and the showcases and shelves are in silver and 
black. 

During the opening week customers purchasing mer- 
chandise valued at $1.00 or more received a free gift box 
containing stationery supplies valued at more than $1.00. 
Twenty-five prizes were given to visitors, who were not 
obligated to buy any merchandise to participate in the 
sharing. An Underwood portable typewriter was the first 
prize. 

‘ —<g>—_—_— 
School Desk Factory Planned for Dayton 

The East and West Desk Company, a newly incorpo- 
rated company, has bought a manufacturing site in North 
Dayton, Tenn., and plans the erection of a factory pro- 
ducing school furniture. The desks to be made were de- 
signed by W. T. P. Geiger, a man of twenty years’ expe- 
rience in teaching and school supervision. 

The officers of the East and West Desk Company are 
John Ruffner, president; W. T. P. Geiger, vice-president; 
Neil G. Locke, secretary-treasurer. These gentlemen form 
the board of directors, which includes also John D. Pierce 
and W. H. Chears. 

eH 
Former Typewriter Official Gets Prison Term 

George W. Griffin, formerly assistant treasurer of the 
L. C. Smith & Corona Typewriters, Inc., has been sen- 
tenced to the Federal penitentiary at Atlanta, on the charge 
of using the mails to defraud. He was accused of defraud- 
ing the company out of $192,816 during the period of 1927- 
1930. The books of the company revealed juggling of 
checks and funds 

-_ 
Infringement Claimed by Pitney-Bowes 

Suit has been brought by The Pitney-Bowes Postage 
Meter Company against the Whitlock Metered Mail Com- 
pany, Los Angeles. Infringement of Pitney-Bowes patents 


is alleged. 
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ILLUSTRATED CATALOG 


A NEW and complete guide containing 

carefully indexed information regarding 
inked ribbons and carbon papers will be mailed 
free of charge to all dealers, upon request. Do 
not fail to write at once for your copy. The 
many charts regarding weights and finishes of 
carbon paper and ribbon inkings, will prove 
most helpful when customers require assistance 
in selecting the most suitable material for their 
individual needs and requirements. 


Are you taking advantage of the “M&V” 
Service Department? It is conducted for the 
sole purpose of educating dealers so they may 
function as Factory Representatives. Full de- 
tails may be obtained regarding special materials 
by return mail. Tests are promptly made when 
customers’ forms are supplied, to insure that 
carbon paper recommended will produce best 
results and greatest service. 


A sensible well balanced cooperative merchan- 
dising plan is now in operation. It includes the 
training of your sales people, the circularizing 
of your mailing list, window displays, printed 
matter and other practical sales helps. May we 
outline a definite plan for increasing your sales 
and profits? 


MITTAG & VOLGER, INC. 


Principal Office and Factories, PARK RIDGE, N. J. 


Agencies Throughout the World 
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Foreign Trade in Stationers’ Rubber Goods 
Commerce Reports] Germany is a large exporter of 
various rubber sundries, including stationers’ rubber goods, 


all of which undersell similar products from the United 
| States. Competition in these items has been particularly 
keen in recent years, but during the past year Germany 


showed a decline of seventeen per cent in value of this 


| class. The economic depression is one reason for this de- 

cline, but tariff legislation in several of the principal con- 

suming countries has perhaps been one of the direct causes. 

The United Kingdom, although a manufacturer and for- 

s | eign competitor of Germany in this class of goods, by vir- 


tue of its free trade policy buys heavily from Germany. 

















Germany was able to increase its exports to the British 

The AMEN markets from 2,252,700 kilos in 1926 to 2,426,100 kilos in 
| 1930. In the latter year the United Kingdom took eighty- 

, | six per cent of the total German exports 

Flexible DILATE™N All other markets for German soft rubber specialties 
were small in comparison. The second market was The 

Netherlands, with 693,000 kilos in 1930 as compared to 
684,600 kilos in 1929. Switzerland was third in 1930, taking 
464,700 kilos, a slight increase from the 441,500 kilos in 


1929. Denmark was in fourth place with an increase over 
] 


ff Fi 


4 | 
J Be. L Y 
\_A l \ 4 } 











. 1929, and British India in fifth place also manifested an 
I 
increase. 
The classification, rubber sundries, includes in addition 
to stationers’ rubber specialties, aprons, gloves, bathing 
ANY years of costly experimental work en- caps, pneumatic bathing novelties, mats, flooring and like 
ables us to announce a new platen of per- articles. The information at hand does not permit ade- 
fection, developed by the Manhattan Rubber Mfg. quate comparison with the imports into Germany, England 
Co. of Passaic, N. J. and Canada of the rubber bands and erasers imported from 
| the United States. 
The illustrations clearly demonstrate the wonder 
ful flexibility of this new compound, which, due German Imports from the United States 
to toughness rather than degrees of hardness, has The following figures represent imports into Germany 
the following distinctive features: | from the United States for 1929 and 1930 
THIS PLATEN IS SOFT ENOUGH to pro- Rubber bands—(1929) 10,769 pounds @ $8,745; (1930) 
duce perfect type impressions, materially increases 10,233 pounds @ $4,976 
ribbon life, improves paper feed, prevents type Rubber erasers—(1929) 79,022 pounds @ 51,148; (1930) 
wear. 75,235 pounds @ $41,865 
IT IS ALSO HARD ENOUGH ¢ - Imports of rubber goods into Canada for further manu- 
3 © produce E ; : 
nie 4 by “as kin tor d facture constitute an important part of the total. Hard 
tter and more carbon copies, maki rick-har : 
b ; ° Doe . 7 _ rubber pen stock and hard rubber sheets were imported 
or brass platens unnecessary. s not emboss . basagstog s ‘ 
P a , in 1930 to the value of $38,862—a severe drop from $82,- 
paper. Perfect stencils are cut without special care. 090 in 1929 
' . ia in 1929. 
The price of this platen is only 10% higher— ‘ : ; ' ‘ 
Comparative figures covering United States exports of 
just enough to cover the increased material cost. : ' 
Ames Flexible Platen = seein ‘Gee off stationers rubbers goods to Canada for two years are pre- 
m exible Platens ar , é 
sented here: 
makes of machines and in all sizes. . se oak -_ 
Rubber bands—(1929) 14,464 pounds @ $8,476; (1930) 
| 10,194 pounds @ $5,382. 
y | Rubber erasers—(1929) 46,743 pounds @ $27,855; (1930) 
\) 36,053 pounds @ $23,455 


The United Kingdom has always been a particularly 
good market for American rubber sundries and special- 
ties. Comparative figures on imports of rubber bands 
| and erasers for the three years indicated are: (1928) 
181,709 pounds @ $106,405; (1929) 223,314 pounds @ 103,- 
188; (1930) 275,617 pounds @ $121,905 


</ 
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Faber Pocket Catalogue for 1931 Is Issued 


C O M 2 A N y | The Eberhard Faber Pencil Company, 37 Greenpoint 
| avenue, Brooklyn, N. Y., has distributed its 1931 Pocket 





564-572 W. Randolph St., Chicago Catalogue to the trade. This is a convenient book of 152 

pages and cover, bound in a bright cover, printed in black 

Branch Office and Export Dept., Branch Office, | and silver. The complete pencil line is described and 

50 Lispenard St., New York 583 Market St., San Francisco | illustrated. A numerical index and price list form the 
Great Britain Office: Longs, Ltd. center spreads of this catalogue. 

79 and 80 Queen Street, London E. C. 4, England Prominence is given the “Aquarello” water color pen- 


cils and sticks, as well as the “Mongol” colored indelible 








pencils. 
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—Shis ia Your Advecthement 
MEN WHO AUVERTISE 


HE illustrations on this page are those which 

will appear in U. S. E. consumer advertising for 
June. Examine them now— make a note of the sales 
ideas which will be presented to your customers next 
month. Then be ready to suggest an arresting picture, 
a teasing caption, something to take the reader in- 
side, for every catalogue, booklet, or broadside en- 
velope you print. It’s a way to snap the job up Gut 
of the “run of the shop” routine. 

Have you a copy of the U. S. E. Envelope Hand- 
book — the new complete envelope sales-service 
portfolio built especially for printers? If not, write 
today . . . we'll mail it to you right away. 





WHET HIS CURIOSITY 













on theenvelope... and ~ Ee 
the prospect is sure to a 
step inside... to read me 

the house organ, broad- ANSI 8% 

side, or other mail FUSE 


advertising you print 
Jor your customers. oes = 
GUABANTEERO 













IT'S A SNAP TO FIND NEGATIVES when they're < 
filed in labeled, indexed envelopes. Just one 

of the many ‘form printed”’ envelopes you 

can sell to keep job pre ses busy. 


ADVERTISERS SAVE MONEY 4y mailing 
newspaper mats in envelopes marked 
*'Don't Fold.”’ *'Important,’’ ‘‘Con- 
fidential,’’ and other printed legends 
earn extra money on envelope sales. 







ANY ENVELOPE YOU WANT— guaranteed! For the U. S. E. line offers you 
hundreds of styles—all identified by the U.S.E. quality slip shown above. 






CUSTOMER TO COLUMBIAN CLASP TO YOU 
ts a Safe triple play. For the U.S. E. 
Improved Columbian Clasp is built 
to give sturdy protection to all kinds 
of heavier than letter mail 


U.S. ARANTEED 


UNITED STATES ENVELOPE COMPANY, SPRINGFIELD, MASSACHUSETTS 


With thirteen manufacturing divisions covering the country 
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PEED Bed en 














MONG your customers are probably 





P sae . Sadat! 
OE OE Ee OE 





some forward - looking executives 





ez 








who want the ollice of tomorrow — today. 

















You can give it to them certainly with 
the President Suite by Leopold, for it 


has the beauty, design and charm which 





























these forward looking executives seek. 














The President Suite (illustrated) is an 


admirable foundation on which to build 




















this outstanding and unusual office. 
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WRITE REGARDING REPRESENTATION — THE LEOPOLD COMPANY, BURLINGTON, IOWA 
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Dry Goods Men to Meet with Ad Federation 

The Advertising Federation of America has invited the 
sales promotion division of the National Retail Dry Goods 
Association to meet with the conference to be held in con- 
junction with the twenty-seventh annual convention of the 
federation. This will be held June 14-18, 1931, at the Ho- 
tel Pennsylvania, New York, N. Y. The slogan for this 
convention will be “For the Better Understanding of Ad- 
vertising.” 

In announcing the conference to members of the sales 
promotion division, Kenneth Collins, executive vice-presi- 
dent, R. H. Macy & Company, Inc., New York and chair- 
man of the division, stated: 

“The directors of the sales promotion division have 
voted in favor of holding our annual meeting in con- 
junction with the Advertising Federation of America Con- 
vention in June. This is a particularly happy union. Un- 
doubtedly there is much to learn from contact with men 
representing all phases of advertising in this general con- 
vention. There is a real advantage also in having national 
advertisers learn more about our specific problems. 

“Discussions of mutual problems of both fields will 
without question disclose a deeper significance and bring 
about a wider knowledge of all elements of distribution 
which will be of great value in our own work. Then, too, 
aside from these general sessions, the sales promotion 
division will have three or four laboratory sessions of its 
own—in which concrete and tangible promotional ideas 
and procedures will be discussed. At these sessions, the 
retail advertiser can rest assured that there will be a dearth 
of subjects dealing in generalities. Program plans are now 
in preparation, with one underlying idea of presenting to 
our members valuable and practical information on sub- 
jects of widest interest.” 

Gilbert T. Hodges, president of the Federation and a 
member of the executive board of The Sun, New York, in 
a statement issued from headquarters of the Advertising 
Federation of America in New York, said: 

“We are pleased to have the sales promotion division 
hold their summer convention coincident with ours. 

“For years we have had departmental sessions at our 
annual conventions for the retail advertising managers. It 
has been pointed out to us by Mr. Collins and his asso- 
ciates that many of those who have participated in our re- 
tail departmental sessions have been recruited from the 
ranks of the sales promotion division of the National Retail 
Dry Goods Association. Many of the members of this 
division and of our affiliated advertising clubs have been 
in the habit of attending both conventions. Others have 
attended either one or the other of the two conventions. 

“We have arranged this year to have the two combined 
into one. Thus, we will be able to offer to those attend- 
ing the convention this year what I believe will be the 
strongest program for those interested in retail sales pro- 
motion that we have ever had. It is an ideal arrangement 
and we are all very much pleased with it.” 


—_———_ 


Catalogue Depicts Heyer Products 
The Heyer Duplicator Company, 945 West Jackson 
boulevard, Chicago, Ill., has circulated its new Catalogue 
No. 31, descriptive of the Heyer duplicators and supplies. 
soth hektographic and stencil duplicators are made, de- 
vices which have served many users a score of years and 
more. Several types of hektographic duplicators are made, 
covering a wide range of requirements. The Heyer rotary 
“Lettergraph,” in conjunction with the “Clearoscope,” en- 
ables business houses to prepare effective direct mail ad- 
vertising, illustrated with sketches of merchandise, pic- 

torial designs, drawings, diagrams, lettering, etc. 
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HEN we 
began to ad- 
vertise the 

Regal-Royal na- 

tionally we knew it 

would be a success. 

But the campaign 
has been far more 
successful than we 
ever realized it 
could be! And we 
know why ! It is be- 
cause this is a year iS 
when value is ap- at 
preciated more than be 
ever. xe 






























Fo precimecebwelt Regal Royal « « 
Moxtel 10 Royal af recent manufacture 
standard of (he business workd completely 
rebuilt Brand new genuine Royal parts are used 
to replace any thet show the shightest ewar 
‘That is why we are able to say: “Vou connet 
buy 0 finer rebuilt than the Regal Royal! 
Beery Regal Royal o xdentiral un its serview 
qualities And every Regal Reyal carries the 
same ome year guarantee as 0 new typewriter 
Ceo toany one af the €500 Regal Reye! dealers 



































And what a value ie in the United States and se thio precision BE 
> of. - rebuilt Regal Royal at 061.30 A demonstra. BI S\= 
the Regal-Royal epee miner sartere oa Sek 








is! Regal - Royals Be: " wagpag co x S 
are genuine Model SR rr aS er Fe 


10 Royals of recent 








date, completely oe : 
taken down and rebuilt under the supervision of ak 
Piet?) 


the original manufacturer. Every part that 
shows the slightest wear is replaced by a gen- 
uine Royal part. This is a real factory job in 
every way. 

Instead of selling ordinary rebuilts for $30 or 
$40, push precision-rebuilt Regal-Royals at 
$61.50. It’s just as easy—in fact, Regal-Royal 
advertising and the Regal-Royal reputation 
make it even easier. In addition, your customers 
enjoy greater satisfaction; and you have fewer 
service calls, which protects your profits. 













REGAL TYPEWRITER CO., INC. 
524 Broadway New York, N. Y. 
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@) 7.\ 


TYPEWRITERS 


PRECISION REBUILT 


Have you considered the possibilities 
of our new Bonus Plan? 


The success of our national advertising 
campaign has made it possible for us to 
launch our new Special Dealer Award Plan. 
This new plan gives every Regal-Royal 
dealer an opportunity for extra profits. Don’t 
miss out on this—write or wire us today for 
complete details. 

















hallenges successfully 
all competition everywhere. 


olds the world's record 
for quantity in use. 


C 
LY 


nvites the most critical 
test for its superiority. 


onstruction conceded to 
be scientifically correct. 


C) 


lways recognized as 
the leader in its class. 


> 


ives the greatest service 
at its remarkable price. 


ut sells all other Pencil 
Sharpeners in the world. 


OM 


The World Famed 


Dollar Pencil Sharpener 


Automatic Pencil Sharpener Co. 
ILLINOIS 


CHICAGO 
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Brewer Advanced by Addressograph International 

W. S. Brewer has been appointed assistant to the presi- 
dent, Addressograph International, with headquarters at 
1814 East Fortieth street, Cleveland, Ohio. His duties in- 
clude the maintenance of direct contact with all depart- 
ments of the Addressograph and the Multigraph divisions. 

Mr. Brewer joined The American Multigraph Sales Com- 
pany in April, 1930, as assistant to H. C. Osborn, president 
of the company. His advancement high position is a 
tribute to his personality, knowledge of the ramifications 


of the company’s business, and readiness to cooperate 








W. S. BREWER 


with his associates in advancing the prestige of the com- 
pany. He has the respect and admiration of his intimates 
in the organization, who congratulate him on the prefer 
ment accorded by his superiors. 

Mr. Brewer is a graduate of Case School, where he 
secured the degree of mechanical engineer. Previous to 
joining The American Multigraph Sales Company he had 
been connected with The Otis Lithographing Company in 
various executive positions. This connection was inter- 
rupted during the World war, during which he spent two 
years overseas. 

———E—— 


Soldier Bonus Not to Disturb Business 

The National Association of Credit Men reports that 
the extra financing by the Government to care for the de- 
mands set up by the veterans’ bonus bill will be put 
through without any serious disturbance to business. 

There are encouraging evidences of resistance to fur- 
ther declines in price levels and in the volume of trade, 
but, as yet, no definite indications of more than seasonal 
improvement. 

“Business grinds on,” the executive secretary says, 
“srateful for small favors in the form of a turn for the 
better in residential building construction, increased auto- 
mobile output and a slight improvement in steel manu- 
facture. Two other indices, commodity prices and car 
loadings, indicate resistance to further reductions but no 
clear sign of a pronounced upswing in the near future.” 

Regarding the financing of veterans’ loans, the spokes- 
man said: 

“The air has been cleared by the adjournment of Con- 
gress and the prompt action of Secretary Mellon follow- 
ing the passing, over the President’s veto, of the bonus 
bill. The necessary financing, which calls simply for an 
adjustment from a twenty-five percent to a fifty percent 
loaning value on the certificates, will probably be put 
through without serious disturbance to business. 

“Speculation as to how the veterans will spend their 
bonus money is general but not particularly important. 
Some of it will go to pay debts, some for necessities and 
some for luxuries, including automobiles. In any event, 
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INSTALLATIONS | 








Installation of Globe-Wernicke Double Flat Top 


bE Steel Desks in a department of a large mid-western 
railroad. Globe-Wernicke Steel Office Equipment 


was furnished throughout these new offices. 


PAY DIVIDENDS 


Many such installations of Steel Office Equipment will be made in the near future. To you, Mr. Dealer, 
these installations bring profits and prestige, and to the user a lifetime of satisfaction. 


STEEL Office Equipment is today's answer to tomorrow's demands. Practical business men, quick to 
recognize unusual economy, are insisting on its use. 


As a Globe-Wernicke Authorized Dealer, YOU could share in the profits of this fast-growing business. 
Possibly your territory is open. Write today for complete information. No obligation, of course. 


The Globe-Wernicke Co. 


Cincinnati 
Canadian Representatives, Preston-Noelting, Ltd. 
Stratford, Ontario, Canada 


Globe= 


STEEL OFFICE EQUI 
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1931. 





“Rebuilt Typewriter” 





year 











ARE YOU AMONG THOSE 
WHO WILL PROFIT?? 







Never before in the history of business has there been so great a demand for good rebuilt 


Lypewriters, 







Many organizations and individuals with an eye to holding down overhead expenses have 


created a market for rebuilt machines of popular reputation and proved performance. 






For the dealer who wisely stocks a line of rebuilts as thoroughly competent and reliable as 


all Premier-Remingtons, here is a new field of profits. 






Get your rightful share of *“* New Machine’’ business!! 










Kach Premier-Remington is rebuilt’ by its 





With Premier-Remingtons, much of this 


forraer ““new machine” business is yours. maker. Show your prospect the guarantee 






certifying to this statement. It means that 





Placed in competition with new machines, 





the world-wide Remington reputation is 





they are an amazingly high value for their 





back of each machine. 






low purchase price. 





And compared to other makes of rebuilts, Go after the business that this “Rebuilt 





they cannot be equalled for Typewriter Year” brings to you. 


ability to serve long and satis- | | g 5 4 4 Write today for our profitable 
factorily. dealer plan. 


AMERICAN WRITING MACHINE COMPANY 
374 BROADWAY NEW YORK CITY 






















We stock a complete line of roughs and rebuilts of nearly all makes; also type- 


writer supplies and accessories of every description. You will be pleased with the 






quality of our merchandise and the thoroughness of our service. 
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one important problem of government finance is settled, 
and business is that much nearer the point where it can 
get back into full stride.” 

The bulletin includes a special credit survey of six 
southern states, Alabama, Mississippi, Louisiana, Texas, 
Oklahoma and Arkansas. Of the wholesale and manu- 
facturing firms contributing to the survey, twenty-nine 
percent had larger collections in February than in Jan- 
uary, and seventy-one percent had smaller collections. For 
the next six months, however, forty-seven ‘percent antici- 
pated improved sales and collections, forty-nine percent 
no change and only four percent less favorable conditions. 
Texas is the most cheerful state in this group. New oil 
fields in the eastern part of the state, reduction of unem- 
ployment and good range conditions due to plenty of rain 
are important factors in the present favorable outlook in 
Texas 

> 
Siam as a Market for Specialties 

Commerce Reports] Over $3,000,000 worth of special- 
ties (not including office equipment and furniture) are im- 
ported into Siam every year. Of this total the United 
States supplies but little more than $100,000. The chief 
reasons for this are the lower prices quoted by our foreign 
competitors and the neglect of American manufacturers to 
study the requirements of this important secondary mar- 
ket Chis $3,000,000 trade does not include office appli- 
ances, office supplies, wood furniture and metal furniture. 
Total United States exports to Siam of these four items 
amounted to approximately $65,000 for the fiscal year 1930. 
Since total imports into Siam of these items are not avail- 
able they have been omitted from this review United 
States exports showed the following values for these items 
for the fiscal year: Office appliances, $38,000; office sup- 
plies, $17,000; wood furniture, $1,000; metal furniture, 
$9,000 

This review includes statistics covering Siam imports of 
stationery other than paper. Total imports, 361,701 kilos 
@ $254,380; imports from the United States, 6,165 kilos 
@ $24,701. 

rhe leading competitors of the United States in this 
trade are the United Kingdom, Germany, China, Japan, 
Belgium and Switzerland. Their importance is not in the 
order named, but varies considerably with each commodity 
involved. In ammunition sales the United Kingdom leads, 
while Germany heads the list in the sale of firearms. 
Switzerland leads in watches, China in brushes and Bel- 
gium in glass 

The specialties division of the United States Bureau of 
Foreign and Domestic Commerce, Washington, D. C., will 
be glad to assist, in any way that it can, American manu- 
facturers of specialties who might be interested in investi- 
gating the possibilities for the sale of their products in 
iam, 

a 
Change in Chinese Tariff 

Several changes have been made in the Chinese tariff 
covering office utilities. 

The new rate of duty, fifteen per cent ad valorem, is 
charged on imports of typewriters, automatic sales ma- 
chines, calculating machines, cash registers, copy presses, 
check perforators, dating machines, duplicating machines, 
numbering machines and similar office devices, utilized for 
accounting or clerical purposes, including parts of such 
devices. 

Twenty per cent ad valorem is charged for safes, cash 
boxes, and vault doors. 

Fine paper, including drawing, document, banknote and 


bond, is assessed fifteen per cent ad valorem. 
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A Slashing 





REDU 





PRICE 
CTION 





Big 


Reductions— 
New 
Model Ae wl Leow 
Price 
37 $ 7.508 5.00 
47 7.50 5.00 
49 7.50 5.00 


49 (4 ae- 
tions) 8.50 


49 (5 ae- 
tions) 7.50 


53 18.00 
90 18.00 
95 15.00 
92 18.00 


6.50 
15.00 
15.00 
12.00 
15.00 





Giving youa 
Wider Market and 
Greater Profits 


Included in this sweeping reduc- 
tion that brings prices down to pre- 
war levels, are all of the best known 
Roberts models—the all-purpose 
group and the popular priced group. 


Big Profits— 


At the same Roberts “greatest dis- 
counts” on any line of numbering 
machines you can 


l Widen your market by 
« pushing the popular 
priced models 37, 47, and 49, 
at their new, low selling prices 
to people who have never used 
numbering machines before, 
and— 

Increase your sales on 
«+ “all-purpose numbering” 
models 53, 90, 95 and 92 to 
customers who appreciate the 
numbering versatility of these 
models but who have hitherto 
refrained from purchasing 
these machines at their for- 
mer, higher prices. 





Write for new schedule of 
liberal trade-in allow- 
ances on old machines (of 
any make or condition) 
to be applied against new 
Roberts models at these 
radically reduced prices. 
An added service to your 


customer—a money mak- 


ing source for you. 








ROBERTS | xcsmnve 


MACHINE CO. 


numbering | 220" 


machines 


Brooklyn, N. Y. 
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(4 Why the price of fountain pens © 
will not come down 


I The price of fountain pens did not advance during, the war. Their basic 
| price today is the same as it was before the war. 


| Nearly everything, entering, into fountain pen construction has sreatly 

increased in price, with the exception of the old in the pen point. The 
\\\ higher jrades of iridium, which were priced about $40 per ounce before 
\\ the war, today are in the neighborhood of $200 per ounce. Rubber tub- 
ing, was only about $1.25 per pound, and could be bought in tube form 
\\ without waste, whereas the black-and-pearl material, such as used in the 
\\ Lifetime’ pen, costs $4.50 per pound. This material has to be purchased 
in solid rods, making, the cost of the material used in the pen holder ac- 
YY tually more than ten times as Sreat as rubber. 


\ 

\ The erroneous impression is now bein}, advanced by some manufac- 
turers, that lower priced pens will be sold in jreater volume than in the 
SSv_ past. This is the most unbusiness-like propajanda ever spread amon}, 
SS fountain pen dealers and their sales clerks. It takes twice as many $5 

sales to equal the volume and profit of one $10 sale. What progressive 

concern would choose the $5 sale over the higher one? 


However, we find that in a few cases the dealer's sales force has lis- 
tened to the damagin§, arjuments of certain manufacturers’ salesmen, 
and have come to believe that they should push the cheaper pens. As a 


+ 

=. 
result their business has diminished in volume and profit, while right SS 

. ° . . SS . 
next door to them, where sood business principles prevail, the average SSQQ 
sale is as high today as it has been in the past. QQ 
NS 
This article is published for the benefit of the dealer to urge him to YQ \ 

ignore propaganda against his direct interest — propaganda promoting, \\\ 
one of the preatest mistakes ever put forth in any line of industry. The \ \\ 
W. A. Sheaffer Pen Company has spent years helping, the retailer build \\\ 


up the average fountain pen sale from $2.75 to $10, and expended mil- 
lions of dollars in this educational effort. It is easier today to sell a $10 
pen than it has ever been in the history of the industry. And it will \ 
continue to be if the dealer and his sales force will keep the right frame 
of mind, and feature the quality merchandise at the higher price. } 


_ SHEAFFER'S | 


PENS-PENCILS-DESK SETS:SKR 


we W. A. SHEAFFER PEN COMPANY - FORT MADISON, IOWA, U.S. A. AXS 
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Lifetime® pen. 
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4-piece Matched Ensemble, - 
26.50. Others lowgy. 
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Mahogany or Olive Green 


Showblott— 


speeds sales, 


guards protits 


HE WRENN SHOWBLOTT is the 

most persistent blotter sales maker 
ever devised. The beautiful and color- 
ful display commands the attention of 
every customer who enters your store 
and reminds them that they need blot- 
ters. Showblott securely encloses and 
protects your stock of blotters from 
dirt and accidental damage, yet it is 
easy to reach every item. No fussing 
with dusty paper-wrapped packages, 
no spoilage due to repeated handling 
with dusty hands. Every sheet remains 
fresh, clean, new and saleable, and you 
can supply any customer instantly 
with exactly what is wanted. Write for 


our liberal introductory offer. 


+ > + 


The Wrenn Paper Co. 


Middletown, Ohio 
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Users Express Opinions of Automatic Products 

Che Automatic File & Index Company, 427 West Ran- 
dolph street, Chicago, Ill, has distributed to its dealers 
the Automatic “Roll of Honor.” This answers the ques 
tion asked repeatedly of dealers for the company, “Who 
uses Automatic equipment?” “What do they say about 
it?” The answer to the questions, as well as to the skepti- 
cal buyer of office equipment is found in the Automatic 
“Roll of Honor.” This book, in loose leaf form, was mailed 
to the company’s dealers last month. It contains the testi- 
monial letters of many concerns of national reputation in- 
dicating their satisfaction with Automatic files, desks, 
“Vandex,” etc. Illustrations of the installations are in- 
cluded with the letters. The announcement to dealers ac- 
companying this book stated that the list would be supple- 
mented many times a month with new letters and illus- 
trations 

Represented in the book are such well known organiza- 
tions as 

Chicago Association of Commerce; National Broad- 
casting Company, Chicago; Chicago Stock Exchange; John 
Sealy Hospital, Galveston, Texas; American Fire & Marine 
Insurance Company, Galveston, Texas; Stewart-Warner 
Corporation, Chicago; John F. Jelke Company, Chicago; 
Grigsby-Grunow Company, Chicago; Singer Sewing Ma 
chine Company, Chicago and New York, N. Y.; State of 
North Dakota, Bismarck, N. Dak.; Central Illinois Public 
Service Company, Springfield, Iil.; State of Illinois, Spring- 
field, Ill.; Eastern Manufacturing Company, New York, 
N. Y.; Russell T. Gray, Inc., Chicago; Chicago South Shore 
& South Bend Railway, Michigan City, Ind.; General Box 
Company, Chicago; National Lead Company, St. Louis, 
Mo.; The Linde Air Products Company; Hubbard Steel 
Foundry, East Chicago, Ind.; Meyer-Both Company, Chi- 
ago; H. M. Byllesby & Company, Chicago; Elgin, Joliet 


& Eastern Railway Company, Chicago; Harvey, Inc., Chi- 


( 


cago; Oliver Farm Equipment Company, Chicago; Allied 
Mills, Inc., Chicago; International Stamp Manufacturers 
(Association, Chicago; The Blunden-Lyon Company, Chi- 
cago; Chicago Addressing Company 
~ a 
Promotions by I. B. M. Sales Organization 

\ number of promotions have been announced by the 
International Business Machines Corporation 

L. B. Flaws, formerly manager of the Tabulating Ma- 
chine Company division at Cleveland, Ohio, has been mad 
district manager of the midwestern district of that divi- 
sion 

Pierre Bontecou, formerly secretary and treasurer of 
The Dayton Scale Company division, has been promoted 
to be district manager of that division His territory 
covers the major cities in the states of Ohio, Indiana, West 
Virginia, Kentucky, Virginia, Tennessee, Michigan, North 
Carolina and South Carolina 

S. H. McClure, formerly special representative of The 
Dayton Scale Company division, has been advanced to be 
assistant to the vice president of that division 

B. H. Dreese, works accountant of The Dayton Scak 
Company has been made secretary and treasurer of that 
division. 

J. E. Griffith, Dayton Scale Company agent at Pitts- 
burgh, Penna., has been promoted to be district manager 
lle supervises cities in New York, Pennsylvania, Ohio, 
Maryland, New Jersey and District of Columbia 

R. H. Tucker, formerly division sales agent at Newark, 
N. J., for the International Time Recording Company divi- 
sion has been transferred to New York. He is in charge 
1§ the International Time Recording Company institu- 
tional department in the metropolitan area, which was 


organized recently 
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Showing the prospective user 


THERE ARE PEOPLE who begin and end their in- 
vestigation with one consideration of a many sided 
object. In the purchase of desk equipment, they 
have but one standard of comparison—how much? 
That is of course very important, but in selling 
Indiana Desks it is but one of many factors. 


IN MANY OFFICES, just the mere outline, the 
general appearance of the furniture has a deciding 
influence on progress. Difference in sizes of work- 
ing and storage space greatly affect the user's out- 
put. Dimensions of the desk itself should be ap- 
propriate to the available space. Indiana Desks 
comprise a great line; tho restricted to moderate 
price grades, a wide selection is offered, to meet 
the varied demands of business. 


INDIANA DESK 
COMPANY 


Jasper, Indiana 


Combining your order with shipment from the New Indiana 
Chair Company offers advantages of a convenient stock, 





easily handled and quickly turned. 
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What methods for tomorrow? 


NEW INDIANA CHAIR 


COMPANY 


Jasper, Indiana 


Let us share a car with your Indiana Desk Company order. 
Carload lots require less handling, arrive in first-class shape and 


cost less per hundredweight than I.c.l. shipments. 


IN BUILDING AND SELLING OFFICE 
CHAIRS (as in other lines) constant prep- 
aration is required for success. In the 
arts, education, in the various phases of 
business, those who can be depended upon 
for the leading roles are constantly pre- 


paring for tomorrow's problems. 


OUR ORGANIZATION IS DE- 
VELOPED and experienced thruout but 
its impelling idea is still and shall continue 
to be a product and service meeting the 
new conditions. New designs, new office 
requirements, new opportunities for dealers 
—all have our attention and active in- 


terest. Catalog and details on request. 











OFFICE APPLIANC 


ES 





See what X-Ray picture reveals 
about the 
new Autopoint mechanism 


No other pen ever submitted 
to such a test! 











A TOPOINT alone of all fountain pens has dared 


to reveal its inner mechanism to the piercing 





eye of the x-ray. If older fountain pen designs were 
subjected to this test, the ingenious improvements of 
the new Autopoint would be brought before you in 
striking contrast. 

A patented new filling mechanism on the Auto- 
point obtains complete deflation of the sack, thus 
permitting greater absorption of ink. This filling 
mechanism is self-locking. When pen is full, the bar 
does not “ride’’ the sack. 

Another important Autopoint improvement is the 
solid way the nib is inserted in neck of pen holder. 
The radiograph shows exactly how far back the Auto- 
point nib extends. 

Your customers are entitled to know these vital 
points about Autopoint pen construction. They can- 
not be seen from the outside. That is why we use the 
x-ray to show them to you. 

Barrels of the new Autopoint are of beautiful 
pyroxylin in fashionable color combinations. Autopoint 
Pencils to match. Pen prices range from $4.50 to $7.50. 
Pencils from $2.50 to $3.50. 

Send coupon below for sample assortment of this 
unique Autopoint Pen or ask for salesman to call and 
show the line to you. You'll find the Autopoint Pena 
sure profit item just like the famous Autopoint Pencil. 








(Above) Note self-locking mechanism Matched sets! 
whic 4 compictely depre ses Sac k, thus 
achieving maximum ink capacity A new profit 
Rae. wrap rtesy General Elect X-Ray " 
9 Gn opportunity. 
r oe eae ee ee ee ee yy 7 


AUTOPOINT CO., 1801 Foster Avenue, Chicago, Illinois 
I want to see the new Autopoint Pen. Send sample assortment 


Have salesman call (Check which.) 


Street 





The # Better Pen 
Autopoint Company, 1801-37 Foster SNENIIITEEIDD: ~"Uiceschvasisiinsiecenciietieestnncissibteialioinaipiniap idiiscenishasenenseientinapienenenesetmaieds 
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Evans Represents Automatic File in South 

The Automatic File & Index Company, 427 West Ran 
dolph street, Chicago, Ill, has appointed I. C. Evans, At 
lanta, as its representative in the southern territory. He¢ 
comes to his new work after a fine record with some of 
the foremost houses in the office equipment field as a back 
¢eround 

Ira Cannon Evans, nicknamed “I. C.” by his associates, 
is no stranger to the southern states. The past ten years 


he has been calling on dealers in the south, in connection 





I. C. EVANS 


with Remington Rand products and loose leaf devices. 
He was district manager for Rem-Rand at Miami, Fla., 
last year. 

Mr. Evans is only thirty-four years old, is highly like- 
able, and has already won a warm place for himself in the 
hearts of the Automatic dealers. Many of his friends in 
the south, knowing him through previous associations, are 
looking forward with keen anticipation to Mr. Evans’ 
Visits 

— 
Census Figures on Distribution 


The United States Bureau of the Census has released 
statistics on the 1929 census of distribution, covering cash 
registers, adding, calculating and card tabulating ma- 
chines industries. Manufacturers of cash registers, add- 
ing, calculating and tabulating machines sell principally to 
commercial stores and industrials which buy for their own 
use, and to the retail branches of these office machine 
manufacturers. Of the total sales in 1929, amounting to 
$109,582,000, 44.9 per cent, or $49,195,000, was made to com- 
mercial stores and industrial users, and 30.7 per cent, or 
$33,592,000, was made to their own retail branches. 

The remaining sales were made as follows: Thirteen per 
cent, or $14,258,000, to manufacturers’ own wholesale 
branches; eight per cent, or $8,774,000, to retail dealers; 
and 3.4 per cent, or $3,763,000, to wholesale dealers. 

The total sales made from factories amounted to 
$95,324,000. Of this amount 3.45 per cent, or $3,282,000, 
was made through manufacturers’ agents, selling agents, 
brokers, and commission houses. 

The forty-six establishments classified in this industry 
are engaged primarily in the manufacture of any or all of 
the following commodities: Cash registers; adding, cal- 
culating and card tabulating machines; adding attachments 
for typewriters; fare registers and fare boxes; taxicab 
meters; slide rules; change making machines; coin count- 
ing, ticket counting, voting and other counting machines; 
and electrical sorting machines. 

Sales in 1929 by manufacturers of cash registers, and 
adding, calculating and card tabulating machines—Selling 
value, f. o. b. factory, $109,582,000; percentage of sales, 100: 
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“MERRILY WE ROLL ALONG” 


— THE THEME SONG OF THE NEW 
STANDARD ROTARY DUPLICATOR 














There’s music in the hum of the new Standard 
Rotary Duplicator as it whirls through its 
work and there’s rhythm in the steady even 
flow of copies it turns out—clear, flat, tidy 
looking copies, 50 of them by the minute and 
200 from a single original. 


Ease—smooth operation—genuine, time sav- 
ing efficiency —that’s the story of the Standard 
Rotary. For this radically different gelatin 
duplicator involves no stencils, no stencil 
cutting and no inking. 


SPECIAL STANDARD FEATURES 


Over 200 clear, sharp copies from one original— 
typed, written or drawn. 


Uses plain bond paper. 
Four colors reproduced in one operation. 


Gelatin films instantly interchangeable—can be 
used over and over again, hence the extremely 
low cost. 


Let us send you complete information applicable 
to your own duplicating requirements. 


Write today — No obligation 


SHandard 


MAILING MACHINES CO. 


REVERE BOULEVARD * EVERETT * MASSACHUSETTS 


Offices in all the Principal Cities and Foreign Countries 
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a 5 minutes 


the sale was made! 
(this dealer showed him 


a complete line) 


He stormed into the dealer’s store. Once, buying 
office baskets seemed a simple task. But that was 
hours ago. Now he said, “Can you show me enough 
different styles of office baskets, in stock, so that I can 
determine just what’s needed for our new office? 
Not one store in town has been able to do it yet.” 


But this dealer could. First, he carried the com- 
plete Canco line of metal office baskets, nationally 
known for its completeness. Secondly, he had long 
ago learned large quantity buyers are interested 
in styles and lasting qualities. Show them styles 
that blend with ofc e decorations —show them 

value by sturdy construction features and fireproof 
qualities and you pretty near have the order. It 
took this Canco dealer five minutes to do the job 








and get a substantial order. 


Canco baskets are furnished in rich finishes of 
walnut, oak and mahogany to blend with office 
decorations. There are green ones for general use, 
white for institutions. 
resistant. Carry the complete line—profit in a 


substantial way. 


All are fireproof and wear- 


Galvanized Ware Department 


| number of plants, 46 
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[The total number of establishments 


|engaged primarily in the manufacture of cash registers, 


and adding, calculating and card tabulating machines is 


forty-six. Inasmuch as some establishments sell to more 


| than one type of customer, this total is less than the total 


}own 


AMERICAN CAN COMPANY | 





TOLEDO, OHIO 
City Park Avenue and Hamilton Street 


Illustrated here is the Canco 
No. 82, 13% x 14%, fur- 
nished in green, walnut, oak 
or mahogany. We have 
available also the small size 
corrugated basket No. 160, 
12% x 9% x 11%, also No. 
480, 15% x 12% x 18, a larger 
corrugated basket. Both of 
these baskets can be had in 
either green or white. 











| Before 


of the figures following]. 
Sales by manufacturers to 
[This report does not cover the manufacturers’ 
to to retail 
dealers, to manufacturers’ own retail branches, and to com- 
nor does it cover the 
agents, 
f. o. b. 


number 


own wholesale branches 
sales by 
wholesale branches wholesale dealers, 
mercial stores and industrial users, 
these manufacturers’ 
-Selling value, 


thirteen; 


through 
houses ].- 
of 


sales by branches 
and commission 
factory, $14,258,000; 


of plants, 


brokers 
percentage sales, 
seven. 

Sales from factories to wholesale dealers in cash regis- 
and card tabulating machines 


of sales, 3.4; num- 


ters, and adding, calculating 
$3,763,000, f. o. b. 
ber of plants, fourteen. 
Sales from factories to retail dealers in cash registers, 


factory; percentage 


and adding, calculating and card tabulating machines— 
$8,774,000, f. o. b. factory; percentage of sales, eight; num- 
ber of plants, thirteen. 

Sales from factories to manufacturers’ own retail 
branches—$33,394,000, f. 0. b. factory; percentage of sales, 
30.7; number of plants, nine. 


Sales from factories to commercial stores and industrials 


which use cash registers, adding machines and calculating 


machines—$49,195,000, f. 0. b. factory; percentage of sales, 
44.9; number of plants, thirty. 

The total sales made from factories amounted to 
$95,324,000. Of this amount 3.4 per cent, or $3,282,000, 


selling agents, 
[This report does not 


was made through manufacturers’ agents, 


brokers and commission houses 


cover the sales made by manufacturers’ own wholesale 


branches to wholesale dealers, to retail dealers, to manu- 


and to commercial stores 
sales by these 


facturers’ own retail branches, 


and industrial users, nor does it cover the 


branches through manufacturers’ agents, brokers, and 


commission houses]. 
— -—~>—  - 


R. A. Simonson Returns from Southern Home 

April from his winter 
home at Miami, Fla., after spending a restful season 
Florida, Cuba and other Caribbean points. He reports 
some satisfactory encounters with leading citizens among 
fish, both in deep- 
water sport and also in the Everglades. A large tarpon 
| responded to his lure and skill while on an expedition in 
the Everglades. One day while in deep water, questing 
for kingfish, they hooked a big fellow and brought him 
near the boat eventually. As the reel worked the fish 
close they discovered a barracuda had seized the tail of 
the kingfish, and was fighting for his share of the catch. 
the two fish could be landed Mr. Barracuda bit off 
the tail and part of the body of the kingfish, and escaped. 
What was left of the latter was landed, the kingfish still 


Roger A. Simonson returned in 


in 


tropical fishdom, landing some fine 


| alive. 


Mr. Simonson’s party spent considerable time in Cuba, 
occupying an estate about twelve miles from Havana. De- 


spite the political turmoil the country districts are safe 


for tourists, as the roads are controlled by the military, 
which sees that the tourists are protected 
—— 


Rumanian Pen Plant Reported Liquidated 
Commerce Reports] The Rumanian steel pen factory in 
Dicio-San-Martin, which is said to have been the only pen 
producer in Rumania, is reported to be in liquidation, and 
is offering its stock, both finished and unfinished, for sale. 
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UNCINGH#I TE-CRAFI 





Built by Automatic 





A NEW PROFIT FOR YOU 





























Lift-Out Trays 


Handy — convenient — 
they eliminate footsteps 
— increase efficiency. 





























ates it. 

tilts back and convenient 
s. The plate shapes itself 
t from sagging or curling. 
er plate follows the exact 
and then locks securely, 
ion. 


AN IMPROVED SERVICE 
FOR YOUR CUSTOMERS 


XCLUSIVE features to help maintain your high standards 
5 and profits — your stock more flexible — your customers 

better satisfied with the new File-croft ... with the ex- 
clusive advantages of the Tilt-Back positive locking and com- 
pressing follower and the famous patented Lift-Out card 
and check trays (same as used in the Automatic lines). 

Tray drawers look and operate like compartment card 
drawers on improved eight roller bearing (progressive type) 
suspension slides — but — 

With these convenient Lift-Out trays, the tray drawers of a 
cabinet can be equipped for any cards—3x5, 4x6, 5x8 and 
other sizes. In one cabinet you can have any variation of 
these card sizes and even have Lift-Out trays for checks. With- 
out the trays, tray drawers are used for storage—trays may 
be added at any time—a feature which often closes the sale 
of the undecided prospect. 

Your customer will find that Lift-Out trays are far more 
easily and safely handled than cumbersome drawers. The tray 
drawers glide out and back at a touch on improved light 
roller bearing progressive type suspension slides. Instead of 
the usual card compartments, there are Lift-Out trays which 
hang at front and back—label holders on top of each tray 
front mark the contents—Light in weight but strong, these 
trays are easily removed and carried to the “job”. Cork bot- 
toms prevent marring of desk or counter tops. The drawer 
never need be removed. This eliminates leaving an ugly cab- 
inet opening for dust and moisture to reach the cards below. 

Reasonable stocks let you meet almost any customer's de- 
mand — inserting Lift-Out trays as needed. Even the drawer 
inserts are easily interchangeable with other drawer arrange- 
ments in the field. 


Send for prices and further information today! 
AUTOMATIC FILE & INDEX CO. 


427 West Randolph Street 
OFFICES IN PRINCIPAL CITIES 
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es, We 
have no” 


These words bring a smile when they come from a 







Dipaday Desk Set — Pen 
adjustable to any posi- 
tion; socket adjustable; 
many beautiful stvles 
and color combinations. 


stage comedian. 
But when a retail merchant has to turn down a 
sale because his stock is full of holes. it is bad news. 


Filesen—Knoccially de Bare shelves produce no profits. To sell goods 


sinned for fillinafountain 

pens of all popular ise you need stock—a complete, well-rounded stock of 

mechanisms ean fresh . . > . . 
in oupely always the items which every office requires and buys with 


No muss, 


a great degree of regularity. 
» As the experience of successful dealers proves, 
the Sengbusch line is a line of standard equipment, 


\. ee in constant demand. Needed and used by the great 


Ideal Sanittary 


a majority of business offices, Sengbusch items show 
ofhee wee wil an enviable record of steady demand and regular 
asta lifetime. a 


turnover. 

Why lose a single sale, when sales loom so 
important? 

“Yes, we have that item. Here is just what 
you want.” Such words mean profits. You 
can say them, if you send in your complete 


stock order for Sengbusch appliances now. 


A leradesk = 1 

place for every 
paper and every 
paper in its place. 


Sengbusch 


SELF-CLOSING INKSTAND CO. 
515 Sengbusch Bldg. Milwaukee, Wis. 
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X-ray Helps Autopoint Salesmen 

When the Autopoint Company sent its salesmen out 
with the new Autopoint fountain pen, they met with re- 
sistance on the part of dealers. The dealers pointed out 
that the gold nib of the new product is not as long as the 
usual nib. The salesmen replied that the nib was standard, 
but extended further back into the barrel. The nib argu- 
ment was repeated so frequently that salesmen asked for 
an effective reply. 

The use of an X-ray photograph of the pen was sug- 
gested, and accordingly a laboratory made such a picture. 
This novelty aroused the favorable interest of dealers, and 
was visual evidence that the pen nib was of standard 


length 
a 


Gray Headed Phrases Ousted by Pinchot 
Governor Pinchot, of Pennsylvania, has organized a 
committee representing five different departments to draft 
recommendations for letter writers in phrasing their dic- 
tation. The governor is concerned, not only in the length 
of letters, but excessive use of time worn phrases which 
outlived their usefulness generations ago. When the work 
of the governor's committee is finished, official correspond- 
ents won't be able to lean on “your favor,” “contents 
noted,” “as stated above,” “thanking you, we remain,” “and 
oblige,” and other mental stereotypes which have become 
rare in good business correspondence. 
EE LTE 
Smith-Corona Men at Chicago Plan Golf Event 
The sales staff of the L. C. Smith & Corona Typewriters 
Inc., at Chicago, is looking forward to the annual golf fest 
this month. H. S. Gilbert, the Chicago branch manager, 
provides a dinner after the rounds of the greens, and the 
men have only to provide the ground fees. This year the 
ground fees are the subject of a sales contest. The win- 
ners of the contest will allow the losers to pay the ground 
fees, and typewriter selling is revealing the zest of the un- 
usual inducement. The two teams are headed, respectively, 
by A. H. Henderson and C. L. Wyman. 
siniitsiiliialaieean 
Contracts Let for Louisiana School Equipment 
Contracts have been awarded for the equipment of the 
Bastrop high school, Bastrop, La. The Standard Office 
Supply Company, Monroe, received the contract for teach- 
ers’ desks, library tables and equipment for the biological 
laboratory. F. F. Hansell & Bro., New Orleans, received 
the contract for the physics laboratory equipment. Stu- 
dents’ desks and shades were awarded to the Everett 
School Supply Company, Baton Rouge. The DuBois Sup- 
ply Company, New Orleans, was authorized to provide the 
cabinet arm chairs. 
—— 
Marchant Chicago Branch Moves Up Higher 
The Chicago branch of the Marchant Calculating Ma- 
chine Company, which had been located on the fourth 
floor at 330 South Wells street, has taken space on the 
thirteenth floor. Additional room has been acquired, and 
much better natural illumination is available. The offices 
on the fourth floor were somewhat noisy, owing to the 
intersection at Wells and Van Buren streets being a junc- 
tion point of the elevated railroad. The Chicago staff is 
happier in the new location 
a 
B & P Sample Display at the Palmer House 
The Chicago branch of the Boorum & Pease Company 
will conduct a sample display at the Palmer House, Chi- 
cago, the week of May 10. The complete line of loose 
leaf devices, blank books, memoranda and diaries will be 
displayed for the benefit of dealers in the Chicago terri- 
tory. E. T. Battey, manager of the territory, will be in 
charge, assisted by field men. 
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A line which has_ both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 








care. 











MANIFOLD 
| SUPPLIES 
COMPANY 


188 Third Avenue 

















\ BROOKLYN (Station 2) N, Y., U. S. A. 
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SALMAGUNODI 


" SUNRUCO 99 The Field in Retrospect 


Paragraphic Bits About the Office Equipment and Supply 
Activities of the United States in Years Past 


that line you can - 


{From The American Stationer, May, 1881—Absorbed by Office Appliances] 


safely follow to Fifty Years Ago 


John Holland, gold pen maker of Cincinnati, had ex- 

t ] perimented extensively with iridium, even to an alloy with 

pro S. silver, which became almost as hard as steel, still retain- 
ing its ductility and tensile strength 

The Buxton & Skinner Printing Company, St. Louis, 

Mo., had been chartered; capital stock, $60,000, of which 


one-half was paid up. 
The trend of stationery stores in Boston was to aban- 








SPONGE RUBBER CUSHION 


Our most popular selling 
cushion— 


The ribbed depressions 
in the Felt Covered sponge 
rubber Cushion afford ven- 
tilation, adding to comfort. 
This cushion is manufac- 


don State street, the accepted center for this line; most 
of the Boston stationers had moved to Milk street, with 


but three stationers remaining on State street. 
{From The American Stationer, May, 1906—Absorbed by Office Appliances] 


Twenty-five Years Ago 


tured in three sizes, with The late James B. Hammond, president of the Ham- 
pore 7a at or —— all- | mond Typewriter Company, departed on a foreign tour to 
wool felt upper surface. It | introduce his versatile machine to the eastern hemisphere. 


is 11/16” thick—Can sup- 
ply it with plain surface if 
desired. Hardtmuth. 

The Dudley Adding & Billing Machine has been incor- 
RUBBER SPONGE CUP | porated at Wilmington, Del., to manufacture and sell add- 
ing machines and typewriters. 

{From Office Appliances, May, 1916] 
Fifteen Years Ago 





Irving P. Favor was then American manager for L. & C. 


A discussion on the relative merits of rotary copying 
machines versus carbon paper for preserving business rec- 
ords was discussed by F. R. Eeles, for the rotary, and G. 
\. Baldwin, for the carbon paper. 

The Fireproof Furniture & Construction Company, 
Miamisburg, Ohio, had taken over the entire plant of the 
United States Steel Furniture Company, Syracuse, N. Y. 

The A. B. Dick Company had commenced construction 
of a seven story brick addition to its plant on Jackson 





This all-rubber Sponge Cup is unbreakable. The 


flared base prevents cup from tipping. Special de- boulevard, Chicago. 





signed grooves carry excess water back into well. The Underwood Typewriter Company was enlarging its 

Cup furnished with Sunruco sponge. manufacturing plant at Hartford, Conn. At New York 

Colors—Brown or Green. . r ; : 
the company had bought a site at Vesey and Greenwich 


streets, on which a twelve story building was to be erected 
RUBBER DESK GUARDS to house the metropolitan service activities. 


“The Situation in the Lead Pencil Industry” by C. C 


Fleming, of the House of Eberhard Faber, told of short- 
on Bh ge a | -” ages of graphite, dyes, brass, gold and silver leaf, and 
eg eaten oe other supplies required in pencil manufacture. 
they protect not only ——— 
the furniture but also Drains on Business 
eliminate the possibility Commerce, the weekly publication of the Chicago Asso- 
1 Ropes a retype ciation of Commerce, published “A_ Costly Evil That 
snagging hose. Drains Millions from Big Business.” The following para- 

. Each pair packed in graph appeared in this article, which concerned a large 
box with small nails for department store. 

. fastening. They can be “Just as an example ...A customer wished to pur- 
had in two sizes and in chase an $80.00 desk set, exhibited in the window. The 
brown color. clerk said he did not have such set in stock. The cus- 

tomer insisted, ‘But it is in the window, and I want it.’ 

WRITE TODAY | ° 


’ 
| | Too lazy to call the window trimmer, he sent the lady 
FOR CATALOGUE AND PRICES | @22Y disappointed. Not defeated, she appealed to the 
| writer. Seeing the emergency, I left my post, accom- 
GGT | nied her to the window, spotted the set wanted, walked 


The Sun Rubber Company a block to the department buyer, told him the story and 


he at once called the window trimmer, secured the set, 
Barberton, Ohio, U. S. A. made the sale, kept the customer happy, and saved the firm 


the loss of her future trade.” 
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—they grow as needs grow 





—mechanism guaranteed for life 





Flexi-Post Binders are needed by active busi- 
nesses because their capacity grows—their mech- 
anism is sectional and flexible. Disappearing 
posts—cannot scratch desks. More compact— 
vault space saved. Direct screw compression— 
sheets cannot work loose. Wider release—for 
quicker removal or addition of pages. 


These mechanical features—backed by a lifetime 
guaranty—save time and money for your cus- 
tomers. One demonstration and Flexi-Post sells 
itself. To show Flexi-Post Binders to your cus- 
tomers is to sell them—more sales for you with 
protected profits. 














Mail coupon for Exclusive Franchise facts, and illustrated folder 


STATIONERS LOOSE LEAF CO. wisconsin 


x1-Pos 


REG.U.S:PATOFF 
anteed Binder - a Unit of the FAULTLEss Line 


STATIONERS LOOSE LEAF COMPANY, Dept. C-5, Milwaukee, Wis. 
Is my territory open for Flexi-Post? Send booklet and guaranty facts. ! 
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* mmm Pr elostentigenes aie’ Too merenonnmaranes : 

: ARCHITECTS— ADVERTISING wheter aim:  * REAL ESTATE ' 

' ae —_ Parr Pe CO OUSES _ ~ 

! ACCOUNTANTS — | AGENCIES a OFFICES 
! ' ans. Ch: - Plate ' 

| for Blue-Prints, Sketches, | for Proofs, Sketches, Art for Maps, <aaptn, Plats, | for Maps, Surveys, Draw- ! 

; Designs, Charts, Graphs, Work, Layouts, Dum- ! Graphs, Blue-I rints, Offi- | ings, Floor Plans, Sub- ! 

; Reports, Large Forms, mies, Portfolios, Mats, | cial Documents, Surveys, | division Charts, Photo- | 

! 7 arte 

; Records Cuts Contracts ' graphs, Leases ' 
' ' ! a ' 

: = i ! ' 





EIGHT PLACES WHERE YOU CAN 
SELL MORE LYON LI-FLAT CABINETS 


SCHOOLS— 
HOSPITALS 


for Maps, Drawings, 





RETAIL STORES 


for Advertisements, Cuts, 
Art Work, Window Trim, 


Sales Records, State- 


Record Forms, Fever and 
Pulse Charts, Flat In- 


struments ments 


“ACTO cs 
PRINTERS F rORIE 
for All Proofs, Type 
Charts, Cuts, Mats, Art 
Work, Fine Papers 


! 
' 
! 
! 
. o ° rn: 1 
for Specifications, Time ; 
Charts, Blue-Prints, En- | 

gineering Records, Prod- | 

uct Designs, Drawings | 
! 

! 


eee eee etal elite ltt i tei! 





In eight businesses out of ten this famous cabinet will fulfil 
a long-felt need. The hood at the rear of the Li-flat drawer 
keeps valuable papers from curling and tearing. The hinged 
paper weights in front hold them flat. Tight joints keep out 
dust and vermin. Or for storing flat objects, drawers can be 
subdivided into as many as 16 compartments. Demonstrate 


Li-flat and you'll make many a profitable sale. 
Five Sizes, Six Finishes: Lyon Green, Grained Walnut, Mahogany, Oak, Grey and Shell White 


LYON METAL PRODUCTS, INCORPORATED 
AURORA, ILLINOIS 


CaP? 














STEEL CABINETS 


TU-DOR . WON-DOR ° COUNT 
LIi-e-FLAT ° TABLES ° WASTE BA 





R-HI : DES K-HI 
K ETS ° SHELVING 
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House Organ Philosophy 

The boss says this would be a great world if he could 
date his checks as far ahead as the publishers do their 
magazines—The Coach (published cooperatively by 
Joorum & Pease Company, The Eagle Pencil Company, C. 
Howard Hunt Pen Company and Sanford Manufacturing 
Company). 

[fo committeemen pondering how to secure jobs for the 
idle I'd suggest a conference with Ma on how she manages 
FiberstoK Fibers (National FiberstoK 


Envelope Company) 


it on Pa’s day off.- 


* . * 


Don't we 
few—remember that the mighty oak was once a nut like 


wrry if your job is small, and your rewards are 


(Dictaphone Sales 


* * + 


you It's Said and Done orporation) 

To be eighty years young is twice as cheerful and hopeful 
as being forty years old.—Smith-Corona Sales News (L. (¢ 
Smith & Corona Typewriters Inc.). 

+ * * 

The man who is brilliant part of the time is generally 
laborious all of the time.—The “Y and E” Idea (Yawman 
and Erbe Manufacturing Company). 

* * : 

Progress depends on getting a clear view of obstacles 
Woodstock, The Typewriter (Woodstock Typewriter Com- 
pany) 

* 

There is another fine distinction between boosting and 
boasting.—The Office Cat (The Richmond & Backus Com- 
pany). 

* + * 
The only excuse for singing in the bathtub is a defective 


door lock.—Bramwords (The Bramwood Press 


SR 
Proposed Manufacture of Typewriters in Hungary 
The United States Department of Commerce reports 
Finomtechnikai Gépek és Mészulékek 


(Gamma Precision Technical Machinery and 


that the “Gamma” 
Gyara R. T 
\pparatus Manufacturing Company), IV, Muzeum korut 
41, Budapest, Hungary, has applied for government finan 
cial aid (subsidy, exemption from taxes, etc.) as provided 
by Act III of 1907 with regard to the establishment of new 
industries in order that it may undertake the local manu 
facture of typewriters. It is understood that the firm 
intends to produce its own models rather than manufacture 
under the license of some foreign firm. The agreement 
of the Gamma Company with the government prescribes 
the employment of 150 men and a capital investment of at 
least $200,000. The Gamma Company has accepted these 
terms under the condition that no other firm shall be per- 
mitted to start similar production. Notice of the agree- 
ment is contained in the concurrent decree of the Royal 
Hungarian Ministries of Commerce and Finance. No. 156.- 
793/1930 K. M. XVI, which provides that the favors ex- 
tended by Law III of 1907 shall be assured to the Gamma 
Company for a period of ten years from the date of the 
beginning of actual production 

The Gamma Company is engaged in the production of 
various mechanical and optical, military, scientific and rail- 
way machinery and apparatus. The factory is equipped 
with twenty horsepower electric machinery and employs 
seventy men. It is a small concern, but it is understood 
that the Hungarian General Credit Bank, one of the most 
important Budapest banks, is interested in its financing. 

It is quite probable in view of the highly protective pol- 
icy of the Hungarian government that when local produc- 
tion of typewriters is begun, or perhaps even before that 
time, the present comparatively low duty on typewriters, 


| 


| 
| 
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MODERN STYLE 
Inner QUALITY 
HONEST PRICE 


RIEFLY, these are the three salient 

factors responsible for the tremen- 
dous success of Hoosier Office Furni- 
ture. They constitute the sales argu- 
ment of the wide-awake dealer, and the 
yardstick with which the critical buyer 
measures value. 


MODERN STYLE — Expressing the 
true beauty of the modern trend—but 
never attempting to express the short- 
lived fad of the moment. The bizarre 
and fanciful has no place in Hoosier de- 
sign. 

INNER QUALITY—AIl Hoosier 
products are built to exacting standards 
of inner construction. None are ever 
cheapened to meet a price—all are 
worthy members of the “Built True 
Clear Thru” line. 

HONEST PRICE—Hoosier dealers are 
responsible merchants selling a worthy 
product. They give the customer high 
value for his desk-dollar, and keep a 
legitimate profit for themselves. Qual- 
ity and honest price mean more to them 
than “get-rich-quick” profits. Hoosier 
needs more such dealers, and will gladly 
send catalog and full details. 


HOOSIER DESK CO. 
+++ Jasper, Indiana +++ 
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STAPLING PLIERS 


U.6. and POREION PATENTS 


EXPLAINS 


Because NEVA-CLOG Stapling Pliers 
positively never clog in actual use, are 
light in weight, easy to operate and will 
drive a staple through 50 sheets of bond 
paper as easily as two—they are an ideal 
item for every dealer in office supplies. 


Unusual profits can be realized from the 
sale of NEVA-CLOG Pliers. Each plier 
is backed by an unconditional three-year 
guarantee under which it will be rebuilt 
or replaced free of charge if it fails to 
function within that period. 


The attractive window display below 
and counter display material will in- 
crease your sales. Write for complete 
information. 


NEVACLIO‘ 


NEVA-CLOG PRODUCTS, INC. 
BRIDGEPORT, CONN. 


Manufacturers of 
NEVA-CLOG STAPLING PLIERS AND STAPLES. 
N-C STAPLERS AND DUPLEX STAPLES. 
NO-RING LOOSE LEAF NOTE BOOKS. 
NEO CLIP BINDERS. 
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which may at any time be increased by decree of the Min- 
ister of Finance if he considers such action in the inter- 
ests of local production, will be raised to the prohibitive 
rate provided by the Tariff Act of 1924. Typewriters are 
at present temporarily dutiable under Customs Item 844 
at the rate of 120 gold crowns ($24.24) per 220 pounds, 
whereas the rate provided in the tariff act is 1,200 gold 
crowns ($242.40) per 220 pounds. Used typewriters im- 
ported for rebuilding purposes enjoy also temporarily a r¢ 
duced rate of sixty gold crowns ($12.12). Parts of type- 
writers, however, are assessed at the rate of 1,200 gold 
crowns ($242.40) in spite of the fact that parts are manufac- 
tured in Hungary only on a trifling scale by a rebuilder of 
typewriters who is able to supply only a very small part 
of the demand. 
——_ —~—-—- 
Cost Study of Marking Device Distribution 

That fewer than forty per cent of all orders handled 
by firms engaged in the manuiacture and sale of marking 
devices return a profit on the transaction when costs have 
been properly allocated is indicated by a report made 
public of a special distribution cost study in the industry 
made by the United States Commerce Department. The 
size of order, it is further shown, is generally the deter- 
mining factor as to profit or loss in any given case. 

The survey of the marking devices industry, comprising 
manufacturers and distributors of stamps, dies, seals, sten 
cils, automobile name plates and license tags, police and 
firemen’s badges, and similar articles, was undertaken by 
the Commerce Department at the request of the Interna- 
tional Stamp Manufacturers’ Association, Chicago, for the 
purpose of bringing to light information which might aid 
in the formulation of more efficient and profitable trade 
practices 

Fourteen representative establishments located in five 
important centers of the marking devices industry, having 
combined yearly sales of close to $2,500,000, were inten- 
sively studied in all details of their operations to obtain 
the data which is expected to have general application 
for the industry throughout the country. 

Analyzing the problem of order size in relation to profits, 
the report shows that orders to a value of $3.00 or less, 
comprising 60.9 per cent by number of all orders handled, 
were generally unprofitable in the face of production and 
distribution costs. The ratio of loss was found to range 
from five per cent in the $2.50-$3.00 group to approximately 
125 per cent for orders of less than fifty cents 

Three Dollar Orders Profitable 

Orders of a value of more than $3.00, on the other hand, 
were profitable in increasing ratio as the size of the order 
increased, the range of return being from 2.3 per cent on 
orders in the $3.00-$5.00 group, to 15.6 net profit in the 
case of orders of $100 or over. A relatively low distribu 
tion cost is held to be principally accountable for the 
better profit showing in the larger order group. 

Idle time of machinery and equipment is reported as 
another cost problem of importance to the marking device 
manufacturer. Machinery in the plants of the fourteen 
establishments studied was found to be productively oc- 
cupied only one-third of the time, or about three hours 
on the average out of the 8.8 hours which was the average 
working day. The percentage of active time varied widely 
among different classes of equipment, being highest for 
the vulcanizing machines, which were in use sixty-three 
per cent of the day, and lowest for bending machines, 
which were active only six per cent of the time. 

Cost, profit and loss data are presented in detail in the 
report for five different types of commodities handled by 
the industry. These include rubber stamps; steel stamps; 
brass dies: seals, stencils, checks and badges; and mer- 
chandise purchased for sale. 
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CARD HINGE 


Made of extremely tough 
gummed fabric, “Y and E”’ 
Visible Index hinges have 
great strength, yet the cards 
readily pass through the type- 
writer. Hence— Records may 
be typed after the system is set 
up. Hinges on each card drop 
into slots on the aluminum 
card holder and lock into posi- 
tion, quickly and positively. 


THE ALUMINUM 
2. CARD HOLDER 


( Patent Pending ) 

This strong, everlasting Card 
Holder is immune to rust and 
unaffected by heat or cold. 
Self adjusting. Fool proof and 
trouble free. Will last the life 
of cabinet without replace- 
ment. 


3 AUTOMATIC 
» LIFTING TOP CARD 


When tray is withdrawn from 
the cabinet, the metal protect- 
ing card at the top of the 
tray is automatically lifted, 
exposing the last card to full 
view. When the tray is re- 
turned into the case, the trip- 
ping device automatically 
closes the cards. Saves time 
and motion. 


4 A FIRM, SMOOTH 


= WRITING SURFACE 
The cards in a “Y and E”’ 


Visible file lie absolutely flat 
and smooth, offering a solid, 
non-springing writing surface. 
Making entries is a one hand 
operation. It is as easy to write 
on the back of the cards as on 
the face for they lie flat in 
both positions. 


1 THE PATENTED 
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5 Speed in Shifting Cards 


The patented construction of the new “Y and E”’ Card 
Holder gives new speed to shifting cards from one po- 
sition to another. This flexibility makes the ““Yand E” 
System ideal where speed is necessary. 


There is no mechanism to pull or push, no tangling 
of parts or tearing of forms. You simply slide the 
card holder to the left, lift it out, place it in the desired 
position and the operation is complete. Saves worker's 
time. Speeds record making. 

The enthusiastic reception given this new Visible Index 
is a triumph of “Yand E” design. Let us show you 
how the ‘‘Y and E”’ Visible can increase your profits. 


YAWMAN 4»? FRBE MFG.©. 


555 JAY STREET ROCHESTER, N. Y. 


Export Department: 368 Broadway, New York, N. Y., U.S. A. 


Steel and Wood Filing Cabinets . . . Steel Desks . . . Steel Shelving . . . 
Safes . . . Office Systems and Supplies . .. Bank and Library Equipment 








~ YAWMAN AND ERBE MFG. CO. 
555 Jay Street, Rochester, N.Y. 
Send me, without obligation, complete information on the ““Y and E”’ Visible Index. 











“FOREMOST FOR #925 FIFTY YEARS” 












































... AND HE 
LEARNED 

ABOUT PAPER 
FROM HER” 





Jos os a housewife 
is fussy about her 
household tools, so your 


secretory is fussy about 





her commercial tools — 





ond the greatest of these 





is paper! Give her Seo 





Foom Bond—ond get re 





sults—not alibis! 


Sea Foam Bond takes 





14 carbon copies, if she 
uses thin carbon paper 


os easily, legibly and as sharply cut as 4! 





i doesnt slip or slide in the machine. It 





stands up straight ond uncuried in the 





files—but requires minimum spoce. it 
tokes erasures os ducks take to woter— 


pen, penc nk or typewriter. It hos seven 





ottractive colors—one to identify each 
department—if you like 

Ask your dealer to show you and give 
you somples of Sea Foam Bond—the 


poper poced for today's speed 


























THE SMART BLUE AND GREEN BOX 


... lists the most important sales points: Sea Foam Bond used 
with thin carbon paper, gives 14 clear cut carbons. It saves 
office rent by cutting down costly filing space. It has stamina 
enough to survive all kinds of erasures—to stand up straight 
in the files. It offers 7 bright colors. It brings profit to you! 
If you can‘t get it from your regular wholesaler, write us for 


samples and prices. 


Look for this mark in each Sea Foam Bond sheet 





EA ToAM Bono 
Viz “Ad...” 


THIN PAPER, ESPECIALLY DESIGNED 
FOR CARBON COPIES AND OFFICE FORMS 
~SY/ 


BROWNVILLE PAPER COMPANY ° 3 Water Street, Brownville, N. Y 
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OVER 
4,000,000 
PROSPECTIVE 
CUSTOMERS 
SEE THIS 
NATIONAL 
ADVERTISING! 


Month after month in two great 
national publications—one aweekly 
— Sea Foam Bond stands back of its 
co-partners in the stationery busi- 
ness... with a series of attention- 
compelling, sales-getting advertise- 
ments! If You are a Sea Foam Bond 
dealer, you are going to feel the 
effect of this powerful campaign in 


plenty of Sea Foam Bond sales. 
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Net profits for the different commodity classifications 
were found to range from 12.05 per cent of sales for brass 
dies, to 2.90 per cent for goods purchased for re-sale. The 
average return for all groups was 7.86 per cent 

Approximately fifty-two per cent by value of all sales 
made by the fourteen firms during the year were obtained 
by mail, it is shown. Salesmen produced thirty-two per 
cent of the sales volume, the remainder being sold direct 
over the counter 

Copies of the report, “Distribution Cost Study in the 
Marking Devices Industry,” may be obtained without 
charge from the Bureau of Foreign and Domestic Com 
merce, Washington, D. C 

—<>—_ — 


British Market for Wooden Office Furniture 

Commerce Reports] The prospect for sales of Amer- 
ican office equipment in the British market are not very 
favorable, according to London importing merchants. 
Generally, prices are the main obstacles. Although Amer- 
ican export prices appear to be declining, the price of the 
European product is also lower, and the home market is 
becoming more and more restricted because of continued 
trade depression 


Most of the English purchases of office furniture since 


the war have been from European manufacturers, partic- 


ularly Belgian and Czechoslovakian. The comparative im 


portance of various exporting countries will be seen from 
the following figures covering imports: 
Germany—(1913) £59,679; (1926) £20,230; (1927) 
£117,831; (1928) £117,397; (1929) £117,417. 
Belgium—(1913) £57,880: (1926) £154,187; (1927) 
£245,242; (1928) £334,169; (1929) £284,464. 
Czechoslovakia—(1913) [none reported]; (1926) £85, 
442; (1927) £115,586; (1928) £113,582; (1929) £156,674 


United States—(1913) £104,013; (1926) £61,477; (1927) 
£51,295: (1928) £48,625: (1929) £35,473 

British Dominions 1913) £8453: (1926) £34653: 
(1927) £34,953: (1928) £46,737: (1929) £31,621 

\ll other countries 1913) £116,012; (1926) £307,840; 
(1927) £293,815: (1928) £373,840; (1929) £363,226 


fice furniture into England 


Total imports of wooden 


(1913) £346,037; (1926) £723,829; (1927) £858,722; (1928) 
£ 1,035,350; (1929) £988,875 
Phese eures cover wooden furniture for domestic as 


well as for office use, but the trends indicated hold gen 
erally for both types, with the proviso that Belgium’s ex- 
ports include a larger percentage of domestic furniture 
than do the exports from Czechoslovakia 

\s the figures show, the percentage of imports from the 
United States has declined considerably since the war, 
while those from Belgium and Czechoslovakia have in- 
creased. The latter countries pay great attention to sup- 


les for which there is the greatest 


plying those types and sty 
demand. 

In the construction of furniture for the British market 
it is desirable to have the wood used for the sides, backs 
and bottoms, of drawers and cupboards correspond to that 
used for the fronts, since this is considered a selling feature 
in Great Britain. 

One favorable factor for American furniture is the ex 
cellent initial impression by the artistic and well produced 
catalogues of the American manufacturers. This is a fea- 
ture to which much attention is paid by the trade. A 
favorable factor for the European product, and one which 
appears to have considerable weight with importers, is that 
European manufacturers often quote c. i. f. prices in 
English currency. American manufacturers might do the 
same with profit, though at present, cheap labor costs en 
able the continental manufacturer to quote prices which 


cannot often be equalled by the American houses 








_ BusHNELL 


ENVELOPES 


Do Not Vary 
in Quality 








nywhere, anytime— 
pick up a BUSHNELL 
ENVELOPE and you will 
always find it the same ... No 
ups and no downs with the 
paper market and no scaling 
down in quality to meet 
momentary competition. 






Our policy in this respect 
approaches its 55th year. 





ALVAH BUSHNELL CO. 
13TH AND WOOD STREETS 
PHILADELPHIA 





Flat Wallets Expanding Wallets 





“Vertex” File Pockets 
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QUALITY 


for sales 


The universal demand 
for Munson Rubber 
Typewriter Keys is 
founded on their ex- 
ecellence of perform- 
ance which enables 
typists to do their best 


work. 


Ease of operation, 
speed, and long life of 
Munson Keys are im- 
portant considerations 
to operators who, with 
less effort, are thus en- 
abled to increase their 
production and raise 
the standard of their 


work. 


The Munson is more 
than a Rubber Key of 
Quality—it is an office 
necessity of proven 
merit and universal 
acceptance which are 
reflected in dealer 


sales. 


One Grade Key 
Only—The Best 


MUNSON 
SUPPLY COMPANY 
348 Hudson St. New York 


(RUBBER KEYS SINCE 1905) 
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Wolcott on Addressograph Sales Education Work 

J. W. Wolcott has been promoted to the general sales 
division of the Addressograph Company at Chicago, where 
he is assisting the sales management in carrying out the 
company’s comprehensive program of sales educational 
work. He had been sales agent at Portland, and prior to 
that connection he was assistant branch manager at San 
Francisco. 

Mr. Wolcott’s appointment is an important step toward 
filling the general demand for better sales methods and 
plans, and stronger high quality salesmanship. His entire 
career with the company has been in the selling field. He 





J. W. WOLCOTT 


had covered territory, meeting prospects and users, out- 
lining systems for all sorts and sizes of business. At both 
San Francisco and Portland he helped to train salesmen 
and develop their comprehension of the field. The first 
year with the company he won membership in the Hun- 
dred club, and has five such honors to his credit. 

From actual experience Mr. Wolcott knows the prob- 
lems that the field man must meet and solve. He is thus 
equipped to help them to achieve success through better 
sales methods and plans 

—— 


Corporate Standing in Office Equipment Field 

The monthly bulletin of the National City Bank of New 
York published a tabulation on “Corporation Profits Re- 
turn on Net Worth.” In this table the return of sixteen 
corporations in the office equipment field was given. 

Net profits—(1929) $50,276,000; (1930) $29,901,000; per 
cent of change—40.5. The net profits are given after de- 
preciation, interest, taxes and other charges and reserves, 
but before dividends. 

Net worth, January 1—(1929) $237,172,000; (1930) $249,- 
259,000; per cent of change—5.1. Net worth includes book 
value of outstanding preferred and common stock, and sur- 
plus account at the beginning of each year 

Rate of return—(1929) 21.1 per cent; (1930) 12.0 per cent. 

a> 


Scope of Export Tables Increased 

With the January reports of exports from the United 
States two of the classifications of interest to our readers 
have been expanded. 

The table of exports covering Adding-Calculating-Book- 
keeping and Tabulating machines has been given greater 
scope through the addition of a tabulation covering “Parts 
for Accounting and Calculating Machines.” 

The Metal Office Furniture classification has added clas- 
sifications covering Sheet Metal Lockers and Storage Cab- 
inets, Sheet Metal Shelving and Wall Bins and Safes of 
Heavy Metal. 
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THE LION AND THE MOUSE 
A lion once released a mouse he had captured. 
Later the mouse saved the lion’s life. He gnawed 
si < , », ~. «a the ropes of a net in which the lion was trapped. 
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New 
Re- 
feen Of a thousand carbons in an office letter file, or ten thousand entries in a 
ledger—perhaps only one will ever become extremely valuable in future 
per 
de- years. But if that one fades or becomes illegible, it may cost more than the 
ves, : . mee . ’ 
cost of all the carbon paper, typewriter ribbons and writing ink the office 
49,- has used in many years... You, as a stationer, office manager, or purchas- 
ook 


ai ing agent, know that records must be clear-cut and permanent — or else 


S ile 
why keep records? ... Top quality—in carbons, ribbons or inks — may 
re seem like a trifle, but it may become tremendous in importance later. The | . 
slight added cost of Ault & Wiborg top-quality supplies, over the cheapest 
ted that price-shaving tactics can buy, is but a trifle. But it is insurance of 
ers 


record safety —and you know that is no trifle! 
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“~ Products manufactured by THE INTERNATIONAL PRINTING INK CORPORATION 
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RUXTON, INCORPORATED e 75 VARICK STREET, NEW YORK CITY e¢ 26 BRANCHES IN PRINCIPAL CITIES 





















Trifles make up the difference between a good sta 
tionery stock and a mediocre one. Goods of assured 
quality and VALUE require only a trifle more in- 
vestment than the “just as good” kind. Yet the 
result —a store's reputation for delivering satisfac- 
tion and full VALUE, the steady repeat business of 
intelligent customers — that is no trifle. 

Ault & Wibors typewriter ribbons, carbon 
papers, carbon rolls, writing inks, pastes, showcard 
and artists’ colors—all are made with emphasis on 
the vital importance of trifles. Extra quality in 
materials, extra care in compounding formulac, 
extra perseverance in research, extra determination 
to serve every customer a little better — alone are 
but trifles. Together, they are tremendous reasons 


why Ault & Wiborg Products deliver extra VALUE. 








Carbon paper—all colors and 
weights for all purposes 


Carbonized rolls — for all 
makes of billing, accounting 
machines, etc 

Typewriter ribbons—for all 
needs, insuring sharp, clear 
impressions 


Sart. MAKE perfection 


ertection is no TRIFLE + 


Inked Ribbons—all colors, 
for all time-stamps, multi- 
graphs, etc. 

Writing Inks — for all per- 
sonal and business uses 

Artists’ and showcard colors 
— complete line of oil and 
water colors 


cincinnati > THE AULT & WIBORG COMPANY - new york 


Products manufactured by THE INTERNATIONAL PRINTING INK CORPORATION 


SUCCESSOR TO THE AULT & WIBORG COMPANY 


» THE QUEEN CITY PRINTING 


INK CO., PHILIP 


RUXTON, INCORPORATED e 75 VARICK STREET, NEW YORK CITY e 26 BRANCHES IN PRINCIPAL CITIES 
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FORGET WHERE THE NUMBERS GO 
WRITE THEM! 


~- JUST 


FIGURE WORK on the Sundstrand is 
natural, You just tap out the numbers 
exactly as you'd write them with a pen- 
cil...and the machine does the rest. No 
need tothink about columns with Sund- 
strand...column selection is automatic. 

But Sundstrand’s 10 key keyboard 
means a lot more than automatic col- 
umn selection. Forthe keysare grouped 
logically ...under one hand... close 
enough for the fingers to reach every 
number ...far enough apart to pre- 
vent striking the wrong key. Your 
eyes and your other hand are free to 
follow the work. Convenient, isn’t it? 
And mighty fast, too! 

Sundstrand fits itself to all require- 
ments. Addition, multiplication,direct 
subtraction when you want it...and 
credit balances. Electric or manual 
operation. You can buy a Sundstrand 
for as little as $100. 


There never was a Sundstrand that couldn’t 
pay for itself 


SUNDSTRAND 


10 KEY ADDING-FIGURING MACHINES 
Product of Underwood Elliott Fisher Company 
Marketed by General Office Equipment Corporation, 
342 Madison Avenue, New York, N.Y. 

Sales and Service Everywhere 
“ UNDERWOOD, ELLIOTT-FISHER, SUNDSTRAND 
. SPEED THE WORLD'S BUSINESS ™ 











THE PORTABLE ELECTRIC SUNDSTRAND 


1—Ten numeral keys in logical common-sense arrange- 

ment. 2— All keys completely covered by one hand. 

3—Columna selection is automatic. 4—DIRECT subtrac- 

tion with credit balance feature. 5—Increased speed— 

greater accuracy. 6— Tap your figures out ¢. ae 
you'd write them. 


& 


NUMERAL 
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LEADERS 
LEDGER 
PAPERS 
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BYRON WESTON CO. LINEN RECORD * WAVERLY LEDGER * FLEXO 
LEDGER * CENTENNIAL LEDGER * TYPACOUNT LEDGER * WESTON’S 
MACHINE POSTING LEDGER AND INDEX * DEFIANCE BOND ~wso 
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E. Faber Awards Prizes in Mongol Colored Pencil 
Scholarship Contest 

In the “Mongol” colored pencil scholarship competition 
inaugurated by the Eberhard Faber Pencil Company, draw- 
ings were received from all parts of the country. Out of 
the 1285 sketches sent in, four were selected as the prize 
winners and fifty were awarded honorable mention. Draw- 
ings were judged as to the contents, skill in showing the 
individual technique of the Mongol colored indelible pen- 
cil, fineness of taste and aesthetic quality. The judges’ task 
was not an easy one because of the generally high average 
of the work submitted. The premier award went to a fif- 
teen-year-old Pittsburgh boy. The awards were as fol- 
lows 

First prize: Tuition for two years. One year at Art 
Institute, Chicago, Ill, or California School of Arts and 
Crafts, Oakland, Calif., or New York School of Fine and 
Applied Art (Parson’s), New York City, or Pratt Institute, 
Brooklyn, N. Y. (choice optional with winner). Upon the 
successful completion of the first year and on the recom- 
mendation of the teachers of the school attended, the sec- 
ond year will then be granted at Kunstgewerbeschule in 


























SKETCH THAT WON FIRST PRIZE IN THE MONGOL COLORED 


PENCIL SCHOLARSHIP CONTEST 
Vienna. The second year, in addition to the tuition, $300 
cash will be given for expenses. Winner: Emory Toth, 
C. B. Connelley Trade School, Pittsburgh, Penna. 

Second prize: $200 toward payment of one year’s tuition 
at any of the following art schools: Art Institute, Chicago, 
Ill.; California School of Arts and Crafts, Oakland, Calif.; 
New York School of Fine and Applied Art (Parson’s), 
New York City; Pratt Institute, Brooklyn, N. Y. Winner: 
Hilda Frommholz, Washington Irving High School, New 
York, N. Y. (Two honorable mentions were also awarded 
Miss Frommholz for two drawings—other than the sec- 
ond prize winner—which she submitted.) 

Third prize: $75 cash, Mary Spencer Nay, Louisville 
Girls’ High School, Louisville, Ky. 

Fourth prize: $25 cash, Harold Warren, Roosevelt High 
School, Oakland, Calif. 

The prize winning drawings and many of those awarded 
honorable mention will be exhibited at the Eastern Arts 
Association and the Western Arts Association conventions 
and may then be available for display in dealers’ windows 
in cities in which the prize winning contestants live. 


intemal 
Detroit Firm Changes Name 
The Sable Furniture Company, 409 West Jefferson ave- 
nue, Detroit, Mich., has changed its firm name to Sable’s 
Office Outfitters. 


111 


More thana 
Calendar 

















A 3-in-1 Desk Orderly 


For Business Men... 


Here is a new super-calendar at a reasonable price 
. . . a virtual desk orderly for discriminating men of 
business. It serves three purposes: 


] A complete file of past memos—you simply lift up 
e the pad and turn under any number of leaves. 


y) A record of future appointments — the handrest 
« conceals notes of a private nature. 


3 A current calendar—with all the advantages of 
e the open-faced type pad. 


Add to this its beauty, its dignity, its newness. No 
wonder it makes a hit with business men! Consider 
these features of construction: 


Permanent base finished in crystal black .. . Patented, 
swinging handrest of brass or nickel silver, beautifully 
etched . . . Handrest prevents curling of paper and af- 
fords support while writing . . . Metal parts are Egyp- 
tian lacquered for permanent finish . . . Rubber tipped 
legs are kind to the shiniest desk surface. 


oa E tj A | L Brass without handrest $3.00, Brass with hand- 

rest $3.50, Chromium without handrest $3.50, 
- R | a E S Chromium with nickel silver handrest $4.00. 
Plan to make this your profit line in calendars. 
Write for information. 

Patented and Manufactured by 
COLUMBIAN ART WORKS, Inc. 
1024-1036 W. Juneau Avenue, Milwaukee, Wisconsin 
Manufacturers of 
“Success” Desk Calendars 
Executives’ 4 in 1 Calendar 
“TearKleen” Wall Calendars 


EE TE A aS SAMIR 











112 OFFICE APPLIANCES 





New Window Display Offered by Automatic 
A new window display offered free to its dealers by 
Automatic File and Index Company is occasioning approv- 
ing comment. 
This attractive display consists of seven pieces—all tri- 
| angles—each triangle emphasizing the “V” of Automatic 
9-inch expansion 
A large triangle 24x20 inches fits in an expanded Auto- 
matic drawer into the “V” shaped opening. The other six 


A qc iB uw small triangles are grouped around the big one. 


bind customers closer to 
you... build profits 
quicker for you 


ECOMMEND ACCO Fasteners to your cus- 
tomers for binding papers—for guarding them 
against inaccurate misfiling and loss. 








You'll bind these customers closer to you by this much 
appreciated recommendation, and you'll build filing 
supply profits quicker this ACCOWAY than any 
other. 


Every type of folder you sell can use an Acco Fastener 
to bind the contents tightly and safely. Fastener- 
bound contents cannot mix or slip out—filing inac- 
curacy and loss become impossible. As many Fas- 
tener-bound papers can be accumulated as desired. | 
When ready for transfer they can be filed away intact 

just as they are—a complete, indexed record of 


every business transaction. 








Since ACCO Fasteners are filed away with the papers 


when the file becomes inactiv e, there is always a steady ATTRACTIVE NEW “TRIANGLE” WINDOW DISPLAY BY 
call for more Fasteners. This increasing repeat busi- AUTOMATIC FILE & INDEX COMPANY 
ness comes without any extra effort on your part. Each of the small triangles deals with some specific 
; point of Automatic advantage. 
Just write your name and address across this These eye-attracting triangles were first displayed by 
ad and mail it back to us. You'll receive Clarke & C co Nt “ lin, 
details and samples that will surprise you. arke ¢ ourts at a as, exas, and members attending 
| the recent stationers regional convention there viewed 





them with interest. 


Acco Propucts, INc. <higy toe ba tala 2 —" 
> : 1ese displays may be had tree by writing to the Auto- 
DEALERS! 39th Ave. and 24th Street matic File & Index Company, 427 W. Randolph street, 


You can make big profits, Long Island City, N. i - Chicago. Illinois 
and eliminate “direct” seil- “os ’ 
ing competitors, by making va . 
our on binder-fole Pa ‘s . ° 
a ee ae ies. | Trade Improves in New Location 


with specially designed 
icco Fasteners, manila 
folders from your own 
stock, and the Acco Fas- 
tener Machine. Write for 
confidential information. 


Improvement in the volume of business is observed by 
‘“ Ed Creesy, proprietor of the Crescent Office Supply Com- 
pany, since his removal from Third to Second avenue, 





Seattle, and the emblazoning of his facade with the il- 














The Acco Wing Clip luminated crescent. This new Neon sign has been the 
CANAD ; ¢ ; , 
ANADA : , ; , subject of much favorable comment. Some new lines and 
4eco Canadian Co., Lid., Here's a tricky little clip that does time- | : . 
454 King St. W., saving stunts that your customers will | additional stock have been added at the new Second ave- 
T r ; " ste in i —s end . ae : 
aaeeiaiaie ayy oo pe meena ae - nue location, which has large warehouse facilities in the 
SUROPE: . : A ogepcee ; : 
aa . . Lid finest quality ACCO spring wire—this basement.—C. M. L 
ry pihefrtor, St , statement always means a lot to dealers — 
y Bes i EC ey who sell clips that do a real fastening 
ondon, & job and don't weaken when the work's Son of Nathan Coleman Succeeds Late Father 
ARGENTINA hardest Takes up less room—the only ‘ . . 
Fred Berg § Co clip thal can be used on the corner of Henry L. Coleman has been elected president of the 
a6 Sarmiento, papers. How about a sample and well-known firm of Nathan Coleman & Son, Atlanta, Ga., 
uenos Ales prices: - e . 
taking the place left vacant by the death of his father, the 
late Nathan Coleman. Mrs. Jeanne L. Coleman was elected 








secretary and treasurer of the firm. The name of the 


| company, which is located at 9 West Bay street, will not 
7. FA EN | be changed, and the policies laid down by the late Mr. 





Coleman will be followed, it is stated.—J. H. R. 





MAY, 1931 113 






Parker’s New 


Burgundy 
and Black 


NY 
$10 Color and Style 
at only $5 and $7 


Vest-Parker, 
Pencil $2.50 - Pen $5 
















Parker 


Duofold 


PEN GUARANTEED FOR LIFE 
Burgundy and Black 
$5 and $7 


Other Parker Pens, $2.75 to $10 


Only 
Parker's enormous 
production and demand 
could produce such 
value 


A new idea turned overnight into a money maker! 
Here's how Parker did it: 


Instead of taking a chance on a new color, we 
created 8 designs, including Burgundy and Black. 
Then set out to sell them to consumers. 


Pencils to match all Pens, 
$2.50 to $5 






A Big Favorite 


All Parker colors proved popular, but Burgundy 
and Black sold so readily we geared up for big 
volume and set the price at $5 and $7 instead of 
$7.50, $8.50 and $10. 


Then came the announcement to the public— 
full page magazine ads in color, newspaper ads in 
260 cities — 20 magazines. Instant response made 
it the hit of the year. If you haven't a stock of this 
new breath-taking beauty, order now. Remember, 
Guaranteed for Life, convertible for pocket or desk, 
all sizes, in Pens and Pencils—Senior, Junior, Lady, 
and Vest-Parker. 


Another reason why Parker dealers have the fast- 
est turnover, and larger net profits. 


THE PARKER PEN COMPANY, Janesville, Wis. Offices and Subsidiaries: New York, Chicago, Atlanta, Buffalo, Dallas, San Francisco; Toronto, 
Canada; London, England; Berlin, Germany 
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GRADUATION 


) Me Dfe Capanemes 
<1] A ROYAL PORTABLE 





BRINGS 


Christmas Profits in May and June! 


Big sales are in order—with profits that will rival those 
you made at Christmas! Thousands upon thousands of 
young people will soon graduate from grammar schools, 
high schools and colleges! Already their parents are ask- 
ing “What shall we give them as a graduation gift?” 
And Royal is answering that question—in weekly nation- 
wide radio broadcasts—in national magazines—with this 
message: “Give Your Graduate a Royal Portable!” 
There's a gold mine in that phrase! Begin now to profit 
by it. Arrange window displays. Use the beautiful gradu- 
ation painting Royal has given you. Look for the brilliant 
Saturday Evening Post advertisement (May 9th) and listen 


to Royal's radio programs carrying this “A-Royal-Portable- 
for-your-graduate” idea to millions of parents.* And 
here's something to bear in mind! Royal's advertising— 
Royal's Duotone colors—Royal’s exclusive new type-face 
“Vogue’ designed expressly for personal correspondence 
—all give the Royal Dealer exclusive opportunity in this 
tremendous new selling field. 


ROYAL TYPEWRITER COMPANY, INC. 
2 PARK AVENUE, NEW YORK CITY 


More than 2000 Royal Portable Dealers in the United States 
*IMPORTANT — Don't make Royal's advertising do all the 
work! Get busy! A lot depends on you! Get lists from local 


schools of students graduating. Then tell your story to their 
parents, by mail, by phone or, better still, by personal visitl 


orta ble 











YPEWRITERS 
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A Radio Pencil Prize Contest 

The General Pencil Company has recently been broad- 
casting over the Columbia system, emphasizing the val- 
uable features of the Semi-Hex lines and presenting the 
public with a tuneful and pleasing program known as the 
Semi-Hex Piano Hour. This broadcasting idea has been 
very successful because it has given the public a good pro- 
gram and has aroused much interest. 

Having completed a half-year of these programs, the 
General Pencil Company recently made a change for the 
new series. They are featuring Arthur Schutt, one of the 
foremost pianists on the air. Billy Scholtz, the Semi-Hex 
tenor, continues as a feature of the program. 

We now come to the new plan, which is a contest. The 
first prize is $100, second prize, $50, and third prize, $25, 
with a hundred additional prizes, each of a box of a dozen 
Semi-Hex pencils. There is a special prize for stenog- 
raphers. The ones who write the best essay of not more 
than one hundred words describing the Semi-Hex pencils 
giving the reasons why the writer prefers it to others, are 
the ones who will be eligible for the prizes. 

The contest comes to an end on May 1 at midnight. 
Possibly the results will be commented upon in the next 


issue of Office Appliances. 

















AN ENTIRE WINDOW DEVOTED TO THE DISPLAY OF RAND 
PRODUCTS.—Ward’s Stationers, Boston, Mass., prepared this dis- 
play, which was unusually effective. Many new customers were 
attracted to the store during the week that the exhibit remained 
intact. [By courtesy The Victor Safe & Equipment Company. 











Dennison Offers Liberal Sum in Display Prizes 

The Dennison Manufacturing Company, Framingham, 
Mass., has just announced a window display contest in 
which they offer $1,125 in prizes. This contest is open to 
every type of retail establishment and any sort of mer- 
chandise can be displayed in the windows. 

The conditions under which the awards will be made 
are as follows: 

1. The Contest runs from May 1 to July 15. 

2. Any photograph or snapshot of a display installed 

between these dates is eligible for consideration. 

3. Some crepe paper must be used as decorations in the 
display, but it doesn’t matter what kind or brand. 

4. The judges will be selected from outside the Denni- 
son organization and will be men who are outstand- 
ing in the display field. 

The Dennison Company is offering free to people inter- 
ested in this display contest a copy of the book “Some 
Lessons in Window Decorating” and also the four-color 
Spring 1931 Dennison Display Bulletin that is filled with 
seasonal displays, suggestions, and hints for decorators. 

nail 
Desk Man Guest of the Allens 

Shelby Brewer, of the Standard Desk Company, spent 

the week-end in Atlanta as the guest of Ivan Allen of the 


Ivan Allen-Marshall Company.—J. H. R. 











CHAMPION 
Stapler 


Large offices or small, Acme Champion 
ideally suits the need. Its fine appear- 
ance makes it acceptable in executive 
offices (and there we find opportunity 
for additional sales). The latest in the 
Acme family, it is noted for beautiful 
chromium plate and precision action. It 
can be removed from the base in a jiffy 
and used as a tacker. 


Other Acme models range all the way 
from the Midget, the popular model for 
light work, to the Acme No. 1, a heavy 
duty machine. You'll find Acme Staplers 
worthy of your best effort. Full details 
on request. 


Acme Staple Company 


1643 Haddon Avenue 
CAMDEN, N. J. 





THE ACME No. 1 SPECIAL SADDLE-BACK 
(12_inch reach) 
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Shaw & Borden Company Add Typewriters 


On the first of April, after several weeks’ preparation, 


The Shaw & Borden Company of Spokane, Wash., opened 
S$] IM ULATOR a new department of their business for the sale of new 


portable typewriters of all makes and all makes of rebuilt 


12 typewriters. They also employed an expert in typewriting 
e © @ @ @/| work who is equipped by experience and knowledge prop- 


erly to rebuild and service machines. The service depart- 
















ment was, therefore, ready at the same time the department 





was opened. 
The company ran an advertisement in the local papers 


WA 


Vv Sell supplies 
¥ made by a manu- 
facturer who 
keeps faith- 
with dealers! 


announcing the new typewriter department with special 
offerings of L. C. Smiths, Underwoods, Royals and Rem- 


< 


THL NORTHWEST GANA 
rree Ootrit 


<< << 
KK «KK K€ 
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INITIAL DISPLAY OF TYPEWRITERS BY THE SHAW & BORDEN 


V | COMPANY, SPOKANE, WASH. 

VY, Y | . 

v, v, ingtons, and the latest models in new portables, including 
4 Vv 


| Royal, Underwood, Corona and Remington machines. 
They also got out a blotter which was put into the hands 


IN these times of stress it is well to know of the company’s salesmen for distribution. 
where Manufacturers stand in relation to you— These means of publicity together with their impressive 
the Dealer. It is important to your whole business window display of rebuilt machines has brought about no 
future. That's why we make this pledge to you— little favorable comment. The company’s letter to Office 
; Appliances was written on April 10 and they state that 
1 Identical sales arrangements are avail- already the display in the window and the advertising has 

able to all Dealers. resulted in satisfactory sales. 

2 We sell our product only thru Deal- The company states that in the past they have been 


ers and do not compete with them in obliged to turn away numerous inquiries for typewriters 


any form of direct selling. and requests for the rental of typewriters and that in so 


doing, they feel certain they have lost contact with ac- 
3 We scrupulously, protect our exclusive counts in their subsequent purchases. 
Dealers in agreed territory. anata 
Roth Opens Office on Broad Street 
B. H. Roth, for some time president of the I. D. L. Man- 





If you approve this Dealer-Manufacturer relation- 
ship, tell us. Get our literature and samples of . * , 
Wabash Supreme Supplies. You will be happy ufacturing and Sales Corporation, has resigned and has 
in selling this quality merchandise—your sales will | opened an office at 116 Broad street, New York City, as a 
grow—and your profit, now and in the future, is | manufacturers’ representative. He has purchased the I. 


protected. Use the coupon. 


| 
D. L. eyeleter, eyelets and Up-to-Date calendars, together 
with patents, tools, dies, etc., and will manufacture and 


distribute to the trade the devices named. 


— “ | While Mr. Roth will specialize in the items mentioned, 
| he will also represent other factories, one of his accounts 
(1 (1S | being the Gordon Kantlose pencil, on which item he has 

| been able already to book some excellent business. 


Mr. Roth thoroughly understands the production of the 


WABASH ~- INDIANA 





MAIL 







specialty goods which he has taken over and should do 





@THIS®e | well with these and the other lines that he handles. 
THB WABASH CABINET CO.., i * aa 
Wabash, Indiana ° ° 
We believe your Pledge to Wabash Dealers is the right New Typewriter Ribbon Concern at Tacoma 
sort of cooperation. Send ; our literature. A new corporation in the stationery field at Tacoma, 


Wash., is the Superior Ink Ribbon and Stamping Com- 
pany, which has been incorporated with capital stock of 


Name 


| sates ——_—________—— ——_ | 


> 
F 


$25,000. This corporation outlines its business purpose to 





be for the sale of typewriter ribbons. Those forming this 


business are Stanley Nash and W. M. McArtor.—C. M. L. 
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GROWING. 3 ROWING..GROWING 
a? .. INTERESTin the MONGOL 


Colored Indelible Pencil Prize Contest 


we SALES of these 


remarkable pencils 











pu interest in the Mongol Colored Pencil grows 
month by month. This is due to the Mongol Colored 
Indelible Pencil Contest . . . and to the versatile, handy 
Mongol Colored Indelible itself. 

The monthly offer in the Saturday Evening Post of two 
$50 prizes is a powerful attraction for thousands to try 


out this amazing colored pencil. And once people try it, 
they tell their friends . . . and they come back for more! 


Get your share of the increased business brought in by 
this contest. Send for complete information and free 
display material. Maii the coupon now. 











Here’s proof of the sensational 
popularity of the Mongol Col- 
ored Indelible Pencil Contest. 
Hundreds of entries pour into 
the Eberhard Faber offices every 


Hague HV 44 gag 






~~ 





wee k . 





This handy  easel-type 
box holds 12 Mongol 
Colored Indelible Pencils 

. 12 different colors. 
It’s a package and coun- 





ter display in one. 


EBERHARD FA 


EBERHARD FABER PENCIL CO 

















Dept. OA 31-5, 37 Greenpoint Avenue, Brooklyn, N. Y 

Please send complete information about the Eberhard Faber Mongol Colored Indelible Prize 
Contest and also your free display material 

Name 

Street . oe ° a ee 


City a : oe GE bes op cvecdddnbaseecon 
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This chest says 
ee N q@ y — B 





MEET the Diebold No. 170 Vertical Cashgard 
decidedly anti-social to bandits, stubbornly 
saying “‘No!”’ to all their hold-up attempts, 
and providing a sort of life assurance for the 
manager of the store in which it is installed. 


It takes up very little room, standing vertical, 
and makes a safe repository, in any store, for 
the day’s cash—which, as it accumulates, is 
dropped into the interior of the Cashgard, only 
an amount sufficient for change being kept at 
hand. And here it remains in absolute safety 
until the appointed collector or collection 
agency calls for it. 


A sign outside the store notifies bandits before 
they enter, that their visit can be only unfruit- 


ful. The Diebold Cashgard thus protects cash 
and at the same time discourages attacks. 


There should be much business in your terri- 
tory for Diebold Cashgards. Kroger Grocery 
and Baking Company have installed over 5,100 
in their stores, and Fisher Brothers, of Cleve- 
land, have equipped their stores similarly. 
Chain stores of every description, and independ- 
ent establishments, will be interested. 


Write for further information. Diebold Cash- 
gards are made by the makers of the Diebold 
Vault and Vault Door in your bank, and manu- 
facturers of safety devices for all business in- 
stitutions. 


DIKBOLD 


SAFE AND LOCK COMPANY . 


CANTON, OHIO 


OVER SEVENTY YEARS OF BANK SERVICE 
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An Attractive Window Display 
The attractive window display illustrated below is being 
offered to dealers in office equipment by Neva-Clog Prod- 
manufacturers of stapling pliers, desk staplers, 
Neoclip binders and No-Ring loose leaf note books. The 
company is located at Bridgeport, Conn. 
This new Neva-Clog display is approximately 18 inches 
high and 24 inches wide. 
mottled 


ucts, Inc., 


The decorative board is of a blue- 


gray color, in an attractive frieze design. ‘It is 


mK 
NEVA-CLOG 


NEV ACN 


STAPLIAG PLIERS 





NEW WINDOW DISPLAY FOR DEALERS IN NEVA-CLOG 
PRODUCTS 
shipped knocked down in six pieces, cut to size and ready 
to be with a pair of 
Neva-Clog stapling pliers in less than two The 
stand is placed in a recess which can be 


erect It may securely assembled 


minutes. 


metal display 


illuminated at night by inserting a drop light and bulb in 


the opening made for this purpose in the top panel. The 
side panels list a few of the many uses to which Neva- 
Clog pliers can be put and also detail its exclusive features. 


obtaining these displays are invited 


Dealers interested it 


the yrmation. 


manufacturer for further inf 
a —<—_——_ 


Seattle Business Houses Give Prosperity Coupons 


to write to 


and office 


At the commercial stationery equipment store 
f Trick & Murray on Second avenue, Seattle, Wash., and 
at their store in the University district, this firm as well as 
a group of other business houses are giving “prosperity 
certificates” with strictly cash purchases. These certifi- 
cates are good in the casting of votes for a prosperity 
queen soon to be enthroned in the metropolis of the Pacific 
Northwest. It is pointed out that the idea of buy and buy 
now exactly reflects the spirit of this prosperity queen 
contest Every time a dollar changes hands in honest 
business, a dollar’s worth of energy has been expended by 
some one. If we were all spending our money today more 


H] have 
prosperity queen will be a distinct honor because 


freely, we would a more often money to spend. 


To be 


for her selection the greatest number of cash sales will be 


made in order to obtain votes. The business houses en- 
j 


gaged this 


Studebaker sedan 


enterprise will present her with a 


M. L. 


in laudable 


new as a capital prize.—C 
Ei 
Newburgh Office Equipment House Moves 
On April 1 the Charles Rosner Company, dealers in busi- 
supplies, etc., removed from its old 
quarters at 130 Broadway, Newburgh, N. Y., to larger quar- 
at 48 Second street, in the Hudson Counties Title and 
Mortgage Company Here the will 
maintain a complete stock of modern office supplies and 


ness equipment, office 
ters 


building. company 


equipment, featuring Royal typewriters. The company’s 
telephone number is unchanged. 

The Charles Rosner Company carries Globe-Wernicke 
filing cabinets, Royal standard and portable typewriters, 


adding machines, visible indexes, office desks, safes, book- 
cases, filing supplies, etc. 
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Every office a 
potential market for 
Bassick Equipment 





Bassick equipment in the new Rentieaiahens of Chi- 
cago’s financial district at One La Salle Street 


‘Sell Bassick Office Chair 
Paver NoMar 


Rests and Desk Cups 


Here is a lucrative market for office 
equipment dealers! 

A source of NEW profits and NEW 
business selling Bassick Floor protection equipment. 
There is a need for it in every office. 

All you have’ to do is call the attention of your cus- 
tomers to this attractive line—an item for every office 
need! 

Easy-rolling, easy-turning Bassick office chair casters end 
the persistent irritation of balking, sticking casters. They 
protect carpets, rugs, composition floors. They give en- 
during service. 

Sell Bassick NoMar rests and desk cups for real floor 
protection and neat appearance. Sturdy, unbreakable, 
neat appearing, inexpensive! 


Sell this line and give your custom- 
ers a needed floor protection service 





Write for information 


THE BASSICK CO. 
Bridgeport, Conn. 
Branch offices mm: New York City, 


Chicago. Philadelphia, Evansville, Ind., 
Grand Rapids, Mich., Atlanta, Ga. 


Canadian Division: Clark Metals, Led..lp 
Listowel, Ontario 


iCK 





NO MAR RESTS 
For the legs of desks 
and tables. “Socket’’ 
and “ Drive-on”’ types. 


DESK CUPS 
Round and square 


floors 


models protect 





The spread weight lrom sharp edges of 
Jerultare—~ pratett legs. Neat and un- 
‘oors. breakable. 


for 35 years the Buy-word for floor protection and easy mobility. 

















SELL A UNIT— 


MORE WILL FOLLOW 


PRESSTEEL 


VERTICAL and VISIBLE 
INTER-LOCKING FILES 





EASILY EXPANDED WITH 
THE INTER-LOCKING ROD | 


You can make more money selling Pressteel In- | 
ter-locking Units. File users like them because | 
of their adaptability to any requirements. New 
units need only be purchased as needed and the 
inter-locking feature permits the assembly of like 
and different units into compact and sturdy cabi- 
nets 


Pressteel assemblies require less room than ordi- 
nary cabinets and are visibly superior. They 
have the added advantage of economical ex- 
pansion, and each unit is the nucleus of an | 
assembly 


Pressteel Visibles 
combine the utmost 
in convenience and 
economy, Also in- 
terlocking, they are 
easily expanded and 
new units can be 
purchased to keep 
pace with increasing 
records An accu- 
rate and highly effi- 
cient visible file 
which handles more 
cards in less space 
Only 17 inches deep, can be used on desk and 
stored in any standard safe 





Write for catalog and price list. We protect your business, 
selling to dealers only 


THE PRESS PRODUCTS COMPANY 
DERBY, CONNECTICUT 
New York Offices 52 Vanderbilt Ave. 
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Changes and Additions Among Marchant and 


“Insto” Representatives 

W. C. Rea, formerly salesman for the Marchant Calcu- 
lating Machine Company in Cleveland, Ohio, during the 
years 1929 and 1930, was recently appointed instructor at 
the company’s Cleveland district office 

* * * 

R. I. Chalmers has been appointed Marchant district 
manager at Duluth, Minn. He is located at 12 Phoenix 
building. Mr. Chalmers’ experience in office equipment has 
been with The National Cash Register Company and the 
Elliott-Fisher Company. He is well acquainted with the 
territory and should make a thorough-going success in 
handling Marchant and Insto machines 

: & = 

A new district manager has been appointed at Omaha 
by the Marchant Calculating Machine Company in the per- 
son of H. D. Scott, formerly with the Remington Rand at 
Little Rock, Ark., and the Visible Records Equipment Com- 
pany at Chicago. The Omaha offices of the Marchant are 
at 703 Omaha National Bank building. 

. 6 6 

Elmer St. John, who began his connection with the Mar- 
chant at St. Louis in September, 1929, has been appointed 
district manager at Springfield, IIl., and has established his 
office at 300 East Adams street. 

* * * 

H. L. Reis, for four years with the Monroe Calculating 
Machine Company, has joined the Marchant district office 
as salesman at Akron, Ohio. Mr. Reis’ experience includes 
sales work with the Remington and Royal Typewriter 
Companies and Remington Cash Register Company. His 
work will include Akron and the city of Canton and vi- 
cinity. 

* * * 

J. A. Scott, for three years with the General Office 
Equipment Corporation and for one year with the Rem- 
ington Rand Business Service, has become a salesman at- 
tached to the Baltimore office of the Marchant organiza- 
tion. 

* 7 * 

Other sales appointments of the Marchant Calculating 
Machine Company include the following: Brooklyn, W. S. 
Huffmire; Chicago, R. W. Wagner; Cincinnati, P. W. Til- 
Weimer; Indianapolis, S. J. Wil- 
liams, formerly a member of the Monroe organization; 


lotson; Columbus, E. E 


Lincoln, W. H. Trangott, who came over from Monroe to 
become associated with the Marchant at Lincoln; Mem- 
phis, Oscar Norris; Milwaukee, J. D. Schulmeyer, formerly 
with the Burroughs Adding Machine Company, and M. C. 
Meismer, Green Bay, under Milwaukee office; Nashville, 
S. H. Wilds, formerly with the Visible Records Equipment 
Company, and later with the Monroe Calculating Machine 
Company; New Orleans, R. J. Poissegur, New York City; 
G. F. Gnau; Philadelphia, D. N. Miller; Rochester, W. M. 
Durfee; Duluth, Minn., William Webb, appointed as Hib- 
bing representative under Duluth district office; Peoria, 
Ill., E. C. Goerlitz, at Rockford, under Peoria district; 
Portland, Ore., A. F. Croup, Klamath Falls, under Port- 
land office; San Antonio, Tex., E. R. Schendel, appointed to 
represent Marchant at Corpus Christi, under San Antonio 
district office 
Special Insto Representatives 

Allentown, Penna., E. Snyder has been appointed Insto 
salesman at Reading, Penna.; Chicago, IIl., J. W. Bauer, 
formeriy with the International Time Recorder Company, 
has been appointed Insto salesman of the Marchant Chi- 
cago office. He will cover the outlying sections outside 
of the city proper, taking in Cook, Lake, DuPage, Kane 
and Will Counties, Ill., and Lake County, Ind. Another 
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4 BOVE appears a good likeness of 
44 the factory and its immediate sur- 
roundings. At the left is a view in 
the beautiful suburb of Fairview, lo- 
cated in the hills beyond the factory. 
Here, in the clear atmosphere of the 
beautiful Michigan uplands, is a 
charming community of skilled “GUNN 
Minutemen.” With attractive home 
surroundings and pleasant working 
conditions, no wonder that GUNN 
Desks provoke the admiration of the 
world. 





























Building Lifetimes of Skill 


into GUNN Desks 


“*-r* HERE’S never anything slighted 

| about a GUNN Desk,” remarked 

one of our “Minutemen,” Martin 
Geerling, the other day. 


Martin is foreman of our lumber 
yards; about 60, with blue eyes, a 
frank, honest face, and a deter- 
mined set of the jaw. Has had 
wholesale, retail and manufacturing 
experience—all three. 


“It’s quite a study where you should 
buy,” he said. “You must be right 
on your job and know your busi- 
ness. 


“Good lumber, well treated,” he con- 
tinued, “is the foundation of a fine 
desk—it’s worth much time and 


thought to handle several million 
feet of it without loss to the com- 
pany. The oak and walnut and 
mahogany in a GUNN Desk must 
all be purchased a year or so in ad- 
vance and thoroughly seasoned in 
our yards and kilns. You must 
plan it all to cut without waste— 
and the right kind sometimes cuts 
20% more than the wrong kind— 
it’s quite a study.” 

Then he added with a glint of pride 
in his eye, ““They’ve never run out 
of lumber since I’ve been here.” 

And so, Martin Geerling, and all of 
the other “GUNN Minutemen,” 
daily build /ifetimes of skill into 
GUNN Desks. 


GUNN FURNITURE COMPANY 


GRAND RA PID $ 


MICHIGAN US A 


Permanent display-— Waters - Klingman Building, GrandjRapids, Michigan 


ESTABLISHED 1379 3 





“STRAIGHT 


















Martin Geerling, fore- 
man of lumber yards, has 
been with us since the 
spring of ’16, but pos- 
sesses go years of lumber 
experience. He said, with 
a smile, “They've always 
treated me fine—100%.” 





John Kuieck has been 
here since 1907. He is 
short, fat, jolly and in- 
tensely enthusiastic about 
his work of matching ve- 
neers as foreman of the 
glue and veneer room. 





Peter Busch, in charge of 
the packing and shipping 
department, has been 24 
ears with the company 
heving commenced work 
in 1907 for Gus Rickson, 
foreman of the bookcase 
department, who is also 
still with us. 


SHOOTING” FOR FIFTY TWO YEARS 








You DON'T GET 


WHEN YOU 


DONE BUY A GUNN- 
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When the Prospect Hesitates 


@ The salesman always wants to 
show and demonstrate what he 
has to offer—assuming he is a 
good salesman and sells quality 
merchandise. 


G A good product helps to sell 
itself whenever it is given a 
chance to show its merits to 
those most interested in using it. 


@ Open public demonstration is 
evidence of excellence to thou- 
sands of interested business peo- 


ple—at the 


NATIONAL BUSINESS SHOW 


New York At the Grand Central Palace 
October 19th to 24th, 1931, inclusive 


Chicago At The Stevens Hotel 
November 9th to 14th, 1931, inclusive 


“It’s the personal contact that counts” 


NATIONAL BUSINESS SHOW COMPANY 


Incorporated 
Frank E. Tupper, President 


50 Church Street - NEW YORK 


Chicago: 417 S. Dearborn St. C. H. Hunter, Manager 
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new Insto appointee at Chicago is G. M. Nerius, who was 
with the Postage Meter Company for eight years. Den 
ver, L. A. Sears is a new appointee. He came from the 
International Time Recorder Company Duluth, Minn., 
W. L. Chase appointed Insto salesman at the Marchant 
Duluth office. Minneapolis, R. S. McMullen has been made 
Insto salesman at the Marchant office. Trenton, N. J., The 
Stoll Blank Book & Stationery Company has been ap 
pointed Insto representative at this place. New York City, 
H. R. Badeau and J. F. Lyons are new Insto salesmen at 
this office. Philadelphia, Penna., a new Insto salesman has 
been appointed in the person of George Burnett, who will 
work from the Philadelphia district office of the Marchant. 
Portland, Ore., C. E. Newman is now Insto salesman at 
Portland. He is an experienced typewriter and adding ma- 
chine man. St. Louis, Mo., H. G. Brinkmeyer has joined 
the Marchant St. Louis office as Insto salesman. 
iiitiesesguaies 

Regal Inaugurates Special Dealer Award Plan 

The campaign of Regal-Royal advertising now appear 
ing in important magazines has proved successful and it is 
being continued. Among the 6,000,000 readers of the mag- 
azines being used—the powerful all-fiction group—a new 
and responsive market has been discovered 

On April 1 a new special dealer award plan was put into 
effect by the Regal Typewriter Company, sponsors of the 
precision-rebuilt Regal Royal This plan gives Regal 
dealers an inviting opportunity for extra pronts and, ac- 
cording to Marcus Harwitz, general manager of the com- 
pany, the trade is taking full advantage of the plan, which 
applies to April and May business. 

To observe the inauguration of this plan, and because of 
the striking results being obtained from the company’s 
magazine advertising campaign, interesting price reduc- 
tions to the trade on Regal-Royal typewriters were re- 
cently announced. The new prices give the dealers added 
profits without affecting in any way the retail prices of 
Regal-Royals. 

Iypewriter dealers desiring details regarding the special 
dealer award plan and the new prices on Regal-Royal type- 
writers, are invited to write to Marcus Harwitz, general 
manager, Regal Typewriter Company, 524 Broadway, New 
York, N. ¥ 

—— eS 
Spokane Dealer Rents Office Furniture as Well as 
Sells it 

\n interesting side-line of the Shaw & Borden Com- 
pany, stationers and office outfitters of Riverside and 
Sprague streets, Spokane, Wash., is the rental of office 
furniture. Many small businesses, and those requiring 
temporary offices, find it desirable and more economical 
to rent their office equipment until they are in a position 
to establish permanent offices and secure their own office 
furniture. Renting office furniture gives the office equip- 
ment house an advantage in the subsequent sale of either 
that or new equipment. The Shaw & Borden store makes 
a feature of office furniture economy in its “Office Fur- 
niture Exchange,” where it displays all types of desks, 
office chairs, letter cases, and filing equipment.—C. M. L 

—— 
Business Magazine Gives Desk Pad Some Publicity 

Robert Sainberg, president of Sainberg & Company, Inc., 
New York, N. Y., manufacturers of Elsane stationery spe- 
cialties and leather goods, mentions the fact in a recent 
letter that in the current number of a leading business 
magazine the front cover shows rather prominently one of 
the Elsane executive styles of desk pads. This is the lino- 
leum pad with the hand-laced leather panels. The pad is 
shown on the Leopold desk and helps to make a very at- 


tractive cover for the magazine. 
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Genuine 
“Challenge” 
Eyeletes 


now sell to the 


Retailer 


at heretofore 


Jobbing 
Discounts 


If you haven’t received our 
latest schedule, (July 1, 1930) 
please send for it. 


Edw. L. Sibley Mfg. Co. 


Bennington Vermont 
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BIGGEST TURNOVER 


(Impression of Figures) 


12345 






NOW, you need 
stock only one 
numbering ma- 
chine to satisfy 
all your cus- 
tomers who are 
looking for the 


best. 


VALUE 
QUALITY 
UTILITY 


The 


AMERICAN 
jo 


ALL-STEEL 
5 MOVEMENTS 
5 WHEELS 








Retail Price Only 


$730 


Rup 
SOK: | 
= Model 111 (6 wheels) $8.50 


Write for latest Discount Sheet and 
see for yourself that it pays to con- 
centrate your buying on the Ameri- 


SAL 


ean line. 


American Numbering Machine Co. 
224 Shepherd Ave. BROOKLYN, N. Y. 
BRANCHES — CHICAGO — LOS ANGELES — LONDON 
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Big Los Angeles House Undergoes 
Further Expansion 

The Stationers Corporation, 525 South Spring street, 
Los Angeles, California, announces the purchase of The 
Biola Press, 128-134 South Boylston street, the transfer 
including the entire business, land and building, and also 
an adjoining lot. 

The building is a two-story structure, 230 feet long by 
60 feet wide, and houses one of the most complete plants 
in Southern California. It is especially well equipped for 
all kinds of printing and the publication of magazines, 





PREMISES OF THE BIOLA PRESS RECENTLY ACQUIRED BY 
THE STATIONERS CORPORATION 
books and house organs, and includes linotype, ruling and 
binding machines. Additional new machinery is now being 
installed. 

The Stationers Corporation has moved its printing and 
engraving departments to the Boylston street location, 
which gives the organization the entire third floor of the 
Spring street building for additional stock room. 

The record of the Stationers Corporation is one of con- 
sistent growth, and it stands today as one of the leaders in 
the retail office equipment field —W. E. M. 

—_-—~<s___—__ 
I. B. M. Corporation Increases Number of 
Employees 

International Business Machines Corporation is continu- 
ing to increase the number of its employees in i931, 
Watson, president, informed stockholders at 
Last year the 


Thomas J 
the annual meeting in New York recently 
company increased its manufacturing facilities and em- 
ployed more people at higher average wages than in 1929. 
It is anticipated that a further increase in plant capacity 
and employment will be necessary this year, he stated. The 
company’s earnings, which were approximately ten per 
cent larger last year than in 1929 and the best in its history, 
continue to show an increase this year, Mr. Watson added. 

Directors were re-elected. 

oii 
Georgia Adopts Income Tax Law 

Stationers in Georgia will have to pay a state income 
tax next year, following the passage of the income tax 
bill by the last legislature. The tax is 1 per cent on the 
first $5,000; two per cent on the second $5,000; three per 
cent on the third $5,000, and four per cent on the fourth 
$5,000. All incomes above $20,000 a 
at the rate of 5 per cent. There is, however, a $1,500 ex- 
emption for single persons and an exemption of $3,500 for 
Je oa. Be 

cesiiaeiiiaien 

Spokane Stationer Teaches Bridge 


Teaching of contract bridge was a feature which drew 


year will be taxed 





married people. 


many persons to the big stationery store of John W. 
Graham & Company on Sprague street, Spokane, Wash., 
Free contract bridge lessons were given 
Edwin 


during February. 
by an expert to those who applied for instruction. 
A. Dunham of the National Bridge Players’ Association 
was the instructor who presided over the course.—C. M. L. 
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TIME-PROOF INSTALLATIONS 








Filing Cabinets Installation of SECURITY Steel Office Equipment made re- 
Desks and Tables cently at the Eclipse Aviation Corporation, East Orange, N. J. 
“Transfer Caves. 
Ww 
Shoumedl Teeaiaathe Decades after the invoice has been paid, users of SECURITY Steel 
ae - Office Equipment are still satisfied with their purchase. 
Send for Such satisfaction means one thing! 
General Catalog 


YOU, as a Security Dealer, are permanently in line to write orders 

for any additional equipment your customers may need. YOU 
“THE EQUIPMENT become their only office equipment man, not merely one of them! 
Ask now about the SECURITY Franchise in your territory. This 
will incur no obligation whatever. Write today! 


THAT 
NEVER STEEL EQUIPMENT CORPORATION 
AVENEL, N. J. 
Branches: NEW YORK, NEWARK, BOSTON, CHICAGO, NEW HAVEN, PHILADELPHIA 
WEARS 
ouT” 





OFFICE EQUIPMENT 
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on a problem every business executive 
must face! And the magazines he reads 
bring this message frequently to his atten- 
tion. @ Take this forceful Carter message 
to the executives whose organizations you 
supply. Its importance will justify your 
talking to these men. We're preparing 
these men to receive you... paving the 
way for your effective selling! @ Ask us 


for reprints and other selling material. 


arfers | 
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Steel Files for Clay Tablets 


When the Babylonian wished to make a business or ofh 
cial record, he used a flat oval of soft clay as his paper 
The tip of a reed served as a pen, and with it he made 
wedge-shaped lines, now known as cuneiform writing 

When well baked in an oven such a clay record became 
an almost imperishable pottery tablet. Thousands of 
these tablets have been unearthed, and are being carefully 
preserved in various museums around the world 

The largest library of Babylonian tablets in this country 


is found in a museum affiliated with a prominent eastern 


err rere reer eeee 
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COLUMBIA BLUE PRINT SECTIONS USED BY AN EAST- 
ERN UNIVERSITY FOR STORING BABYLONIAN CLAY 
TABLETS 


university. It contains 20,000 tablets dating from 3,000 to 
500 B. C 

The problem of storing so large a collection was solved 
by the use of blue-print sections, manufactured by the Co 
lumbia Steel Equipment Company of Philadelphia. Part 
of the installation is shown in the accompanying illustra 
tion 

“This method of storing is very satisfactory,” states the 
Librarian, in commenting upon the installation 

puncmenitiincsianilih 
Where Is James Darling? 

The main office of the American Writing Machine Com 
pany in New York City has received a report to the effect 
that a man giving the name of James Darling has repre 
sented himself at Nocona, Tex., as a salesman for that com 
pany. 

D. M. Painter, justice of the peace at Nocona, reports that 
the man, giving his name as James Darling, solicited his 
business and secured a small deposit, drawing up a crude 
contract and signing it “Salesman,” affixing the name of th« 
American Writing Machine Company, Dallas, Tex 

Since this incident Mr. Painter informs the A. W. M 
Company he has seen nothing of him. The age of James 
Darling is said to be about twenty-five years; build, me 
dium; height about five feet eight inches. He weighs abou 
one hundred forty pounds, has brown hair, dark complexion 
and light brown eyes 

He claimed to live in Dallas and said his parents owned 
and were living on a ranch near Colorado, Tex. He claimed 
to have been in Bowie, Tex., before going to Nocona. 

The American Writing Machine Company, 374 Broad- 
way, New York, would like to communicate with this man 
and will appreciate information as to his address. 

Sees 

Faloon Represents Clemetsen Co. in Southeast 

“limmie” Faloon has been appointed representative of 
The Clemetsen Company in their southeastern territory, 
which extends from New York state, except New York 
City, on the north, to Virginia on the south. 

Prior to this connection, Mr. Faloon handled sales pro- 
motional work for the Marble & Shattuck Chair Company, 


Cleveland. He will make his headquarters in Philadelphia. 
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Here are 


PROFIT 
WINNERS 








The 
DESK 
SECRETARY 


| This combination desk pad, perpetual calendar and Phone- 
| 


dex makes a handsome desk piece. The perpetual calendar 
(a patented Jemco feature) is kept up-to-date by a simple 
turn every month. The Phonedex is a Remington-Rand 
visible index that slides into the compartment under the 
pad when not in use. Carefully constructed, sprayed 
bronze finish in tan, green, or olive. Retails for $3.50 each. 


The 
DESK PAD 
and PHONEDEX 


For home or office, a desk pad and Phonedex that is beau- 
tiful as well as practical. Indispensable for notations 
when phoning and for recording numbers often called. 
The Phonedex is a Remington-Rand visible index that 
slides into the compartment under the pad when not in 
use. Carefully constructed, sprayed bronze finish in tan, 


green, or olive. Retails for $2.75 each. 
The POCKET 
SECRETARY 


No. 1355 
(The first new 


Pocket item in 
years) 






A genuine leather 
pocket folder that 
measures 44%" x 81," 
and weighs but three 
ounces. Contains a 
tented Remington- 
Rand index on the right 
for appointments, 
‘phone numbers and 
other memoranda, also 
a handy pocket on the 
left for cards, corre- 
spondence, etc. Re- 
tails for $3.50 each. 


THE J. E. MERGOTT CO. 
NEWARK, N. J. 


Export Accounts Receive Our Careful Attention 














128 


LL SR 








No. 1667 Desk—The Canterbury 


MR. CUSTOMER 
HAS LEARNED 
HOW TO BUY... 


Imperial Desks will help you to 
meet his new purchasing demands 


PREV AILING conditions have taught him to measure 
every purchase by the yard-stick of value. He no longer 
buys on the basis of price alone. He has grown inquisitive 
about quality, construction, materials. He has learned 
to interpret “economy” in its broader terms—long service, 
lasting satisfaction. 


This year, more than ever before, it is imperative that 
you handle an office furniture line of established merit. 
Because your customers are demanding maximum worth 
for every dollar they spend. 


At times like this, an IMPERIAL dealer’s franchise is 
your best assurance of substantial growth and profits. 
it brings you an alert factory connection that is equipped 
to fill all of your requirements as ,to quality and profit 
possibilities—from a line of office furniture that represents 
conspicuous value in every price class. 


Send the coupon for complete ‘details of IMPERIAL’S 
attractive dealer proposition. 











IMPERIAL DESK COMPANY 


EVAN SVILLE** INDIANA 





rere ea aa rena 
“Se ‘ — 


IMPERIAL DESK COMPANY 
EVANSVILLE, INDIANA 


GENTLEMEN: Please send me complete information 
about the new line of Imperial Desks, Tables and Matched 
Office Suites. 

Name 

Store 


City State 
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“No Depression in Davenport” 
The L. C. Smith & Corona Typewriters, Inc., Davenport, 
Iowa, have added to their force Arno Tagge in the sales 


department, and Benjamin DeWild in the service depart- 


ment 
Mr. Tagge, a recent graduate of the University of Iowa, 
and formerly employed by the Goodyear Tire & Rubber 


held. 


at hard work merits sucess, his first week on the 


Company, is entirely new to the typewriter However, 
to show tl 
erritory netted him a place in the “Machine-a-Day Club.” 

Che the 


efficiency banner in April. This banner is sent to the office 


Davenport service department was awarded 


showing the 


greatest increase in efficiency and incom< 
among the different service departments 
_—— ~~ 
Pickens Buys Out Pickens-Hoffmann Company 
On March 16 C. B. Pickens purchased all outstanding 
interests in the Pickens-Hoffmann Company, commercial 
stationers and office equipment dealers at 5917 Pacific 


Huntington Park, Calif. The name of the for- 


mer company has been changed to the Pickens Office Sup- 


boulevard, 


ply Company. 
rhe organization started operations in December of last 
the 


year and has enjoyed unusual success in stationery 


field. Negotiations with several prominent manufacturers 
are under way to supply lines under the trade name of 
“Posco,” which will be a trade mark of quality. Addi- 


tional lines have been added to cover practically every 
requirement for the office 
——— 


Monroe Folder Presents Original Idea 
The Monroe Calculating Machine Company of Orange, 
N. J., 


postal 


sent out a four-fold card recently, bearing a return 

The top part of the card showed a picture of four 
men scaling the heights of a number of loose leaf ledgers. 
The first question asked beside this illustration, which was 
presented in colors, was, “Do the figure tasks in your office 
seem like 
hard climb- 


a mountain to be surmounted only by a long, 
a climb that begins again at the bottom month 
after month? Or is the work turned out with a smooth- 
ness that demands no straining efforts?” 

that Monroe service, which is 
the handling of figures, cuts down the 
mountain that must be climbed and 
pleasant diversion instead of a difficult 


The moral is, of course, 
aimed to facilitate 
difficulties of this 
makes the work a 
feat. 
—— 
New Pyralin Fountain Pens Feature Color 
Combinations 


Striking color combinations feature the new line of Py- 
ralin fountain pens, according to an article in the current 
issue of the Du Pont Magazine. These pens are available 
in pearl, in genuine fish essence pearl effects, as well as in 
translucent and opaque colors. The pearl effects are in 
red, black, silver, blue-green, pink and blue, and green and 
black. black and gold, 


black and green, red, green and blue are especially attrac- 


tronze color combinations in 
tive, while translucent mottles of red and blue, blue and 
Contrast- 


ing vein effects are had in single or two-tone colors, with 


blue, and brown and onyx are also innovations. 


the beauty of the veins accentuated by another color along 
the edges 
——— 
Coder Recovers from Painful Illness 

Friends of George Coder, of the Ivan Allen-Marshall 
Company, Atlanta, Ga., who has been ill for the past 
month with pleurisy, following an operation for appendi- 
citis, will be glad to learn that he has recovered sufficiently 
to be taken from the hospital to his home.—J. H. R. 
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, WIDEN YOUR MARKET 
AND MULTIPLY YOUR SALES 






In “What You Ought to Know About Red- 
¢ Fiber Goods”’’*—a new folder just pub- 
lished by Oxtord, there are outlined four 
separate sales-aid subjects. It covers 


everything of importance with regard to 
how to coordinate and increase your 


: sales on this line and includes a chart of 
comparative stock numbers. Write for 


your copy. 


Finine ENVELOPES are filing 


supplies—first and always. 


When you sell them as such you take full advantage 
of the wide market which they cover. 


Don’t lose money by classifying them as one sepa- 
rate line, and filing folders, guides and cards as an- 
other. 


Buy a quality line of Red Fiber goods at the same time 
as your filing supplies, from OXFORD, your Filing 
Supply Specialists, who for over a year have ex- 
tended their specialization to this type of merchan- 
dise. No need now to buy from two separate sources, 
to pay two bills, to incur the risk and expense of two 
transportation and handling charges. 


On your shelves the broad expanse of the familiar 
blue, white and gold OXFORD labels will convince 
your customers of the completeness of your stock, 
The purchase of a set of guides is more likely to re- 
mind him of his need for red fiber pockets and vice 
versa. Here are frequent, profitable extra sales! 


Stick to filing supply specialists for all filing supply 
merchandise. It’s the play-safe way—and most pro- 
ductive of profit-making opportunities. 





‘o> 410) 'd0) YOUR FILING 
SUPPLY SPECIALISTS 





Oxford Filing Supply Company 
340 MORGAN AVENUE BROOKLYN, N. Y. 
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The World’s Most Famous Metal 
Desk Line..... 


| HE “JuNior EXECUTIVE” is our an 


swer to the insistent demand that we bring out a desk 

and companion pieces having the unrivaled artistry and 

rich beauty of finish that distinguish “The World's 

Most Artistic Metal Desk” . . the “Executive 
and made to sell for general office use. 














This phenomenal desk, with its variety of beautiful 
finishes, its convenience features and ingenious work 
manship, is priced so /ow for such advanced design 
and construction, that sales resistance is swept away 


Wire or write for photos of the “JUNIOR EXECUTIVE,” 
description and prices also details of exclusive 
representation 


JInNTSteeil- 
OFFICE EQUIPMENT 
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Jamestown Metal Desk Co.Inc. Jamestown. f.U. 
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An Original Window Display Fixture 

Office Appliances is indebted to the Howard Boyer Com 
pany, Inc., office equipment dealers of Baltimore, Md., for 
the photograph here reproduced and for the accompanying 
description of an ingenious and practical window display 
fixture. This fixture is composed of four sections, three of 
which are shown in the illustration. This fixture is built to 
revolve at a speed of one revolution every fifty seconds. 
The motored pedestal will hold a weight up to a ton and 
the result is a capital method of displaying machines and 
stationery. 

The bottom unit is 7 feet 3 inches in diameter; the second 
unit is 4 feet in diameter and the other two units grade 
back proportionately. Each unit is equipped to make 
twelve displays or thirty-six in all. Each section provides 
for a distinctive display. The three upper units can be 
removed when desired, eliminating the dividers and mak- 
ing the entire bottom section a platform upon which can 
be displayed office furniture en suite. 

Howard P. Boyer states that his company has displayed 
a $680 office furniture suite consisting of desk, two chairs, 








ROTATING DISPLAY IN THE WINDOW OF THE HOWARD BOYER | 


COMPANY, BALTIMORE, MD. 


costumer and waste basket, with telephone table in the 
corner of the window. He noted at least fourteen people 
viewing the display at one time. Mr. Boyer tells us that 
those passing by tend to congregate outside, attracting 
the attention of others so that there are always a number 
of people viewing the display. It is arranged also that it 
can be viewed from the inside of the store, and should a 
customer express interest in any particular article, the dis- 
play can be stopped at the desired position to show him 
the merchandise. It is likewise very convenient when 
changing the displays, as one section can be changed at a 
time at leisure. This gives a gradual change of merchan- 
dise without having to remove all of the articles for a new 
display. 

Mr. Boyer desires Office Appliances to inform its readers 
who may be interested that his company is in a position 
to supply these displays at a nominal charge. 


8 
Two Diebold Men Promoted 


The Diebold Safe & Lock Company announces the ap- 
pointment of E. W. Nelson as assistant branch manager 
of the Diebold office in New York City, and W. F. Mos- 
man as manager of the Diebold dealer sales division. Mr. 
Nelson has been with the company for approximately 
seventeen years and previously held the positions of ad- 
vertising manager and Boston branch manager. Mr. Mos- 
man has a record of seven years with the company and 
was formerly assistant manager at Chicago and manager 
of the Cleveland store. 


| 
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ARTISTS and 
CARDWRITERS 


are now trying 


DRAWLET PEns 


There are eighteen thousand commercial artists 
and cardwriters in the United States. We wrote 
to all of them and offered samples of Drawlet 
Pens. Ten thousand of them replied! 


Ten thousand men will soon need to replace 

those sample pens. Maybe they want other 

sizes of Drawlet Pens, now! 

They’re busy men —appreciating short cuts— 

using up supplies fast/ Good customers for 

you! Will you be selling them? 

We have told them, too, about Drawlet Ink— 

Esterbrook scratch knives—regular Esterbrook 

pens and pen-holders. 

Be sure you have these fast-moving Esterbrook 

items. Be sure they are shown in your window 
-on your counter—in your open display. Get 

this NEW business! 


If your wholesaler can’t supply you, write to us, 


ESTERBROOK PEN CO., 86 COOPER STREET 
CAMDEN, N. J. 
or The Brown Bros., Lid., Toronto 
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DUPLICATING 


INK 
For Every Purpose 


—_— The illustration to the 


“ab left represents the con- 
2 Ai tainer of our standard 
STENC duplicating ink No. 
i t ENCIL 500 especially mad e 
sd f for open type Mimeo- 
¥ graphs, Neostyles, etc. 
This product is com- 
pounded by our spe- 

A cial process and every 
Co —— can is positively guar- 
anteed not to separate 
or leave an oily outline, but always develops 
a rich uniform color, smooth, even flowing, 





WE UNE Srey Te On 





fast drying, never hardens or dries on the 


pad. 
(Packed 25 lbs. to carton) 


—— 


Che illustration above is of our special No. 1700 
duplicating ink container made for all closed type 
duplicating machines, containing 1/y lb. Just enough 
to fill the _ mowers in the cylinder. This same high- 
grade, free flowing ink, may be had in 4% Ib. cans 
for portable machines, and is equal in quality to 
our No. 500. 


(Packed 10 Ibs. to carton—50 Ibs. to crate) 


The illustration to the right is our — 

2 oz. bottle of check writer ink for 

all machines. The brush is attached 

to the tight fitting cap, which acts as CHECK wRiTER 
un insurance against waste and spill- INK 
ing. We supply this same finest ri 
check writer ink in bulk also, in any ade 
size cans or drums. a 


WE MANUFACTURE INK 

and are prepared to solve YOUR ink problems. 
No matter what they may be we can produce ink 
for any type machine, regardless of model or make. 
Address us only as 


INK SPECIALTIES CO. 
515 So. Laflin St. 


Station C Chicago, Il. 


Fred B. Canode is not now or has not been associated 
with ny her mek neern for the past six years 


' except the Ink Specialties Co ra 
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Brightman Business at New Bedford Moves 

The F. S. Brightman Company, New Bedford, Mass., 
moved, April 4, from 133 Union street to a handsome store 
at 592 Pleasant street. This has two roomy display win- 
dows, and an impressive entrance. This business was es- 
tablished about 100 years ago by a man named Parsons. 
[It passed into the hands of a Major Dews, who had been 
a member of the staff of General Sheridan during the War 
of the Rebellion. Upon graduating from high school F. S 
Brightman started working for Major Dews. Fifteen years 
later Mr. Brightman took over the business when the 
major gave up the store. Charles M. Carroll, the present 
head of the business, started working about forty years 
ago, as a newspaper carrier, the store being distributor for 
several out of town papers. 

Store hours were until nine in the evening weekdays, and 
12:30 on Sundays. An extensive wholesale business was 
done throughout Cape Cod and the islands. Mr. Carroll 
subsequently became clerk in the store, and salesman in 
the wholesale department. When the firm became incor- 
porated about twenty years ago as the F. S. Brightman 
Company, Mr. Carroll became general manager. His share 
in the company increased until he controlled the owner- 
ship. 

About twelve years ago he retired from the business to 
enter real estate work and followed along this line until 
two years ago when Mr. Brightman became ill and Mr 
Carroll was sent for to resume his former position. He 
is Once more in control of the enterprise 

Special Display by Chicago “Y and E” 

G. E. Vinton, manager at Chicago for the Yawman and 
Erbe Manufacturing Company, arranged special displays of 
office equipment on the branch floor in April. A number 
of important customers were planning new layouts for 
executive offices, and the display floor was arranged espe- 
cially for them. In addition to showing excellent executive 
suites in steel and wood, Mr. Vinton had these placed on 
oriental rugs, setting off the suites, and suggesting some 
very effective color combinations of furniture and rugs. 

A special demonstration was arranged to show the struc- 
tural features of a standard “Y and E” steel desk. The top 
was hinged in place, arranged so that it could be lifted 
from the front. A suitable support was provided so that 
the top could be held in position at any desired angle. 
When the top was elevated, it was possible to show pros- 
pects all the intimate details of construction, including the 
operation of the locking device controlling the drawers, 
and the various elements which provide structural strength 
and rigidity. The locking mechanism was nickel plated, 
rendering it easy for the prospect to see how it works. 
This desk was finished in. nickel trim, the metal surfaces 
done in white and silver. This work was completed by 
the Chicago branch shop, utilizing a standard desk from 


stock, 


Journeyings by Quality Park Executives 

L. G. Bigelow, president of the Quality Park Envelope 
Company, Midway, St. Paul, Minn., was called to Los An- 
geles in April because of the illness of his mother. 

C. H. McGill, vice president of the Quality Park En- 
velope Company, made a business trip to New York in 
April. He visited the Chicago branch on his way back to 
headquarters. 

— 
Yakima Concern Reorganizes 

The Yakima Book & Stationery store has recently been 
reorganized at 19-21 South Second street, Yakima, Wash. 
Besides stationery, the latest styles in engraving are 
shown. A lending library of the latest fiction has been in- 
stalled featuring a three-cent-a-day rate.—C. M. L. 
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OESN’T look much like a mint, the Model 150—but 
it sure enough produces the greenbacks. Right on 

your own counter, too. 

Doesn’t turn out a fistful of banknotes at a push of the 

handle, of course. But it is mighty good at getting 
people to hand over honest-to-treasury money for it. 
And that’s just as effective. 


There’s no trick to this selling power. The 150 simply 
gives the customer more for his money than he expects. 
Look at the half-dozen expensive features he gets for 
only $6.00. You know what it costs to get ’em in other 
machines. So do customers. And that’s why they’re 
buying so many 150’s. 

What’s more, they’ll buy more this year. Everybody’s 
looking for a whopping big value at a give away price 

. . and the Model 150 gives it to them—plus! 


Gives you a fat profit per machine, too—besides the 


benefits from fast sales. So stock up with this money- 
maker . . . and watch the cartwheels come rolling in. 


WILLIAM A. FORCE & COMPANY, Inc. 


105 Worth Street . . NEW YORK 
180 No. Wacker Drive CHICAGO 
573 Mission St. SAN FRANCISCO 
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Ge? business awaits the dealer who takes ad- 
vantage of every selling opportunity Push the 
right merchandise to the right market 

These Myrtle Desks have a specific appea| to the pro- 
fessions and to those who like to work at home. In 
the latter case, dealers are finding an almost unworked 
field for added profits. 

IF you dont have the new Myrtle catalog showing 
the complete Line, ask for your copy. 
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J. A. White Returns from Winter Vacation 

J. A. White, manager in the Chicago territory for the 
F. S. Webster Company, Inc., returned in April from his 
annual winter vacation in the south. He divided his time 
between Ocean Springs, Miss., and San Antonio, Texas. 
Mr. White had left his car at Ocean Springs last year when 
he came north. He traveled by rail to Ocean Springs, and 
after some days there, drove to San Antonio, where he 
enjoyed the climatic advantages. Mr. White drove back to 
Chicago, taking things easy and getting a good look at the 
} 


scenery on the way. 


— 
New Rubber Stamp Retailer in New York 
Harry Heine & Son recently opened a business at 322 
Broadway, New York, N. Y., specializing in labeled front 
rubber stamps to the trade. Repairing of numbering ma- 
chines and time clocks will also be handled 


> 


Searles Stands Now Can Be Shipped Knocked Down 

Searles Electric Welding Works, 1850 West Fulton 
street, Chicago, IIl., announces that Searles stands and 
stools are now made so that they can be shipped knocked 
down in handy containers. An unassembled stand takes 


SEARLES STAND WITH K-D 
CONSTRUCTION 


up a space 14'4x26x27 inches. A knocked down stool 
14x21x2% inches. This new Searles feature effects a saving 
in shipping expenses as well as reducing the amount of 
storage space required by dealers to handle an adequate 
stock 
——— 
Prices Reduced on Many Roberts Machines 

The Roberts Numbering Machine Company, 694 Jamaica 
avenue, Brooklyn, N. Y., has announced a price reduction 
on several popular models in its line of numbering ma- 
chines. No change has been made in the construction of 
any of these machines. The price reduction is simply made 
in accordance with downward price tendencies in stand- 
ard commodities, giving the consumer more for his dollar 
and offering the dealer greater profits by extending his 
market to include many who could not formerly be reached 
because of price objections 

The following Roberts models are included in the price 
reduction: Nos. 37, 47, the popular “49,” 53, 90, 92 and 95. 
The price changes do not change the regular Roberts dis- 


count rates. 


<> 

Baylis Installs More Fine Furniture for Customer 

[The Baylis Stationery Company recently equipped 

Burdett Realty Company, in the Candler building, Atlanta, 

Ga., with a complete new suite of mahogany office fur- 
niture at a cost of several thousand dollars.—J. H. R. 
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NEW LOW PRICES 


ON HIGH GRADE 


PERIOD STYLE 

OFFICE CHAIRS 
No, 7110 Pecan Walnut 
No. 7120 Maple Mahogany 













INVESTIGATE 
COMPLETE LINE 









New Styles 
Improved Design 
Better Values 









No. 7111 Pecan Walnut 
No. 7121 Maple Mshogany 





Write for catalog and revised price list 





HIGH POINT BENDING & CHAIR CO. 
SILER CITY, N. C. 














NEEDED IN 


EVERY OFFICE 








No. 500 
With Vertical 
Adjustment 


Everywhere you will find 
Handistands opening the 
way to added business. 
Just show your pros- 
pects how Handistands 
fit into the efficiency 
picture for holding 
books, papers, files, add- 
ing machines, type- 
writers. No. 500 is the 
original Handistand with 
vertical adjustment. Nos. 
825 and 850 are of the 
new Harter “‘desktype” 
construction, and have 
the same Harter knock- 
down features as recent- 
ly adopted by several 
large machine manufac- 
turers. Handistands are 
sold only through deal- 
ers. Get the details of 
our attractive proposi- 
tion now. 





The 
Harter 
Corporation 
Sturgis, Mich. 








No. 825 
Utility Desk 





Machine Stand 


THE HARTER CORPORATION, Sturgis, Michigan 


pa —— 


Gentlemen: 


Please rush full details about the new Handi- 


| stands and your dealer proposition. 


| Name . 


Address 


eee a “y 
| 
| 
| 
| 
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Sheaffer Newspaper Advertising for 1931 

In releasing the current advertising of the W. A. Sheaffer 
Pen Company through the McJunkin Advertising Agency 
for 1931 the company announced that the newspaper con- 
tracts for this year will be far more extensive than in any 
preceding year. 

The general campaign, it is stated, is in the main built 
on basic media, newspapers and magazines. It also in- 
cludes a complete complement of merchandising helps for 
the dealer. This material is designed to be appropriate to 
the three most important sales periods for pens, pencils 
and desk sets. These are graduation time, the opening of 
school, and the important Christmas season. In addition 
to beautiful window and counter display pieces, sales lit- 
erature of various kinds is being supplied to the retail 
trade for mailing purposes. 

The total Sheaffer appropriation this year will approxi- 
mate that of last year, but the number of publications used 
probably going over last year’s mark. A large part is be- 
ing invested in four color and rotogravure work in the 
newspapers, wherever that is possible. By far more space 
for this kind of work will be used this year. 

Sheaffer will schedule approximately 100 newspapers in 
their full page color campaign in Sunday papers, some of 
the ads to be combined with a four-page color section 
used as a color supplement to the regular Sunday edition 
The first and two inside pages will be devoted entirely to 
general illustration and editorial purposes, the fourth and 
last page carrying the Sheaffer message 

The extent to which this color campaign is being carried 
by Sheaffer is quite in contrast to the first general color 
newspaper campaign pioneered by the Fort Madison pen 
producer in the latter part of 1929 and early part of 1930, 
when only a score of papers in the country were in posi- 
tion to handle the color proposition on their presses. This 
year practically every important trading area in the coun- 
try will be blanketed with Sheaffer's color campaign in the 
Sunday papers. 


ve 
E. S. Fiske Closes Out Stock 

Edwin S. Fiske, 21 North Franklin street, Wilkes-Barre, 
Penna., who has been in the office specialty business for 
the past twenty years, recently sold his entire stock to 
Deemer & Company, Walter J. Kressley, and R. D. Raeder, 
all of Wilkes-Barre. 

Mr. Fiske’s plans for the immediate future are not defi- 
nite except that he expects to continue in the office spe- 
cialty field. For the present communications addressed to 
19 Barney street, Wilkes-Barre, will reach him. 


— " 
Melind Daters to Be Made by Bates 


The Bates Manufacturing Company, Orange, N. J., has 
made an arrangement whereby the “Panama” dater and 
the “Dandy” dater, both metal type machines, will be 
manufactured by The Bates Manufacturing Company. 
These had been produced heretofore by the Louis Melind 
Company, 362-64 West Chicago avenue, Chicago, III. 


sanventisiiiateneet 
“Gum for Cotton” 

William Wrigley, Jr., Chicago gum manufacturer, has 
been buying cotton in the south in exchange for chewing 
gum. He is reported to have ordered 800,000 letterheads 
made from this cotton. One bale of cotton is said to sup- 
ply material for 42,000 sheets of the cotton writing mate- 
rial 

a 
Coast Ribbon and Carbon Man Visits East 

George L Koehn, president of the Stenno Ribbon & 
Carbon Manufacturing Company of Portland, Oregon, 
made a hurried business trip east last month, stopping in 


Chicago, Philadelphia and New York 
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The GF Allisteel Professional Desk — Model No. 1866. 
Period design with rounded pilasters and turned legs. 
The famous four-leg construction. Reduced top over- 
hang with round corners. Recessed drawer pulls. Sound 
deadening in drawers and panels. Velvoleum-covered 
sliding shelves, inlaid. Tep also Velvoleum, inlaid, 
smooth, pleasing — the perfect writing bed. Unlock the 
center drawer and all drawers are free to open without 
teuching the center drawer. One or two-tone walnut 
or mahogany finish. Table in similar design to match. 











Fitting the PRODUCT “° “« SERVICE 


OFFICE equipment men have long felt that 
while ample provision is made for all kinds 
of steel equipment for large office installa- 
tions, thousands of small offices have been 
neglected—lawyers, doctors, dentists, archi- 
tects and other professional and business 
men who must use desks not suited to their 
exacting requirements. 

Now, GF comes forward with the long- 
wanted desk. It is the Professional, a beau- 
tiful period design desk combining all of 
the practical features of GF Allsteel Desks 
with new features of its own. Here is a desk 





that will interest thousands of men who take 
pride in the efficiency, dignity and appear- 
ance of their offices. 


Do not, however, make the mistake of 
trying to sell the Professional merely as 
another new desk. Stress the fact that the 
Professional, as a desk, is a better tool with 
which to work, just as better tools enable 
factory workers to produce more and bet- 
ter work. Once this idea has been put over, 
the advantages and practical features of the 
Professional can be described as additional 
reasons why it is a better working tool. 


Here is a market scarcely scratched. 
The Professional will open it up for 
you. Why not get the jump on your 
field by taking it on now? We want 
to send you full data and illustrations 
of this newest GF Allsteel masterpiece. 


THE GENERAL FIREPROOFING CO. 


Youngstown, Ohio Toronto, Ontario 





ALLSTEEL PRODUCTS 
Desks, Files, Storage Cabinets 
Aluminum Chairs, Filing Supplies 


The GF Allisteel Professional Desk 





GENERAL FIREPROOFING 














138 OFFICE APPLIANCES 





ANNOUNCING 


PURCHASE OF THE ASSETS AND GOOD-WILL 


of the 
Oo. K. MANUFACTURING COMPANY 


formerly of Oswego, New York; manufacturers of O. K. Erasers, Fasteners 
and Letter Openers; by the Oakville-American Pin Division, Scovill Manu- 


facturing Company, Waterbury, Connecticut. 


Products formerly sold under the O. K. name are now a part of the Oakville “Yellow 
Box Line” of pins, clips, fasteners, thumb-tacks, Tak-a-pin, ete., and will be sold 


through Oakville offices under the Oakville sales policy. Details upon request. 


OAKVILLE-AMERICAN PIN DIVISION 


SCOVILL MANUFACTURING COMPANY 





WATERBURY CONNECTICUT 

NEW YORK CHICAGO SAN FRANCISCO  gamue-american 
PIN DIVISION 
° Wy) % 
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Multigraph-Addressograph Chicago Display 
Rooms Combined 
The Chicago branch of The American Multigraph Sales 
Company has moved its offices to the eighth floor at 209 
West Jackson boulevard and its display room to the main 
floor in the same building, where space is now occupied 
jointly with the Chicago branch of the Addressograph 


Company. The combined exhibit is one of the most com- 


plete of its kind. 
The Addressograph sales branch, with display space on 


the ground floor and offices on the second floor, has been 





F. M. BOUGHTON 


at 209 West Jackson boulevard for some time. The display 


t 


m is now shared with Multigraph, but the branch of 


roo 
fices of the two divisions of the Addressograph-Multigraph 
Corporation remain distinct and separate 
Before the recent removal, the Multigraph offices in 
Chicago, under F. M. Boughton, sales agent, had been at 
25 North Michigan avenue for several years. The new 


quarters are larger, more conveniently arranged and closer 
to local transportation facilities. 
iaieasianas 
Carpenter Leaves Boorum & Pease 
Charles C. Carpenter, for many years with the Sam’l C 
Tatum Company of Cincinnati, and later with the Wilson 


Jones Company after the two companies were merged, 


has resigned from the service of the Boorum & Pease Com- 
pany with whom he became connected about ten months 

Mr. Carpenter has not informed us of his plans for the 
future, but he may be reached by addressing him at 1411, 
No. 100 West Monroe street, Chicago 

iin 

H. D. Field Returns to Office Appliance Industry 

\fter an absence of two and a half years, Herbert D. 
Field has returned to the industry as organizer and pro- 
prietor of the Copywriter Company, Limited, of California, 
402 Grosse building, Los Angeles, Calif. Mr. Field was 
formerly a member of The Field-Parker Company, retail 
stationers in E] Paso, Tex. His new venture concerns the 
distribution of the Copywriter, a multiple ribbon device 
for typewriters eliminating the use of carbon papers, cov- 
ering the entire state of California. 

~~ 
Writing Fluid Concern Opens at Peru 

Che American Office Supply Company has been estab- 
lished at 524 West Third street, Peru, Ind., to manufac- 
ture and distribute office supplies. The business is incor 
porated at $25,000, sponsored by Ira I. Rush, 524 East 
Third street: K. L. Dresser, 602 West Main street; A. C 
McNary, 478 West Main street. 

The principal product is “Free-Flo” writing fluid, which 


was put on the market in a limited way by Mr. Rush. 
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VERY GOOD 
REASONS... 


Why you should stock, 
boost, and sell GRAND 
PRIZE CARBONS 
AND RIBBONS: 


Every particle of 

® material that goes 

into Grand Prize Prod- 

ucts is tested in our own 

plant . . . to assure us 
that it is better. 


The finest of 

® paper, the most ex- 

pensive cloth and Du- 

pont Dyes are used to in- 

sure the sharpest impres- 

sions and the longest 
wear. 


3 These better ma- 4. Pacific Carbon and 

¢ terials tell in sales ® Ribbon Mfg. Co. 
makers of GRAND 
PRIZE CARBONS 
AND RIBBONS, have 


a generous sales plan for 


and profits. To you as a 
merchant the GRAND 
PRIZE LINE means 
customers who come 
back ...moresales... 
greater profits. you. 


Your Name and Business 
Address Will Bring Com- 
plete Details 


Super-Write 
A new line of Carbons and 
Ribbons for those who de- 
mand the finest. Write for 
Samples. 


GRAND-PRIZE 
CARBONS and RIBBONS 


PAciFIC CARBON AND RIBBON Mpc. Co. 
J. Francis O’Connor, President 
Head Office and Factory 
SAN FRANCIsco, CALIF, 


Boston Office: 
93 Federal St. 





1451 HARRISON ST. 
Chicago Office: 
608 S. Dearborn St. 
San Francisco Office: New York Office: Los Angeles Office: 
149 New Montgomery St. 149 Church St. 406 S. Main St. 


Denver Office: 396 Flinders Lane, 


1030 15th St. Melbourne, Australia 
































































HE SMALL:: 
SALE IS °:°> 
USUALLY A 
CASH SALE 





pest another reason why a good 

cheap desk should be stocked 
in your regular line. The high 
priced desk is usually “charged” 
while the price buyer pays cash. 


Alma Desks are sold by dealers 
who are convinced that the price 
buyer is a profitable customer 
when he gets his money's worth. 
Good desks for little money is 
now a well known definition of 
the complete Alma Line. 


Ask for catalog. 
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Meetings and Dinners—(Continued from a forward 
section) 
Mr. Stringer Pronounces Valedictory 

In connection with the regional meeting recently held at 
Wilkes-Barre, Penna., which marked the completion of 
Walter G. Stringer’s term as president of the Penn-Mar- 
Va Club, he presented the following message to the mem- 
bers: 

“In concluding my term of office as president of the 
Penn-Mar-Va Club for the past year, I experience a retro- 
spection that is exceptionally pleasant. Despite the un- 
usual business period, we have been very successful nu- 
merically and otherwise. Achievement is the watchword 
of the membership and no other attitude is acceptable. We 
are in the infant class, having been established in 1929. In 
accomplishment, we feel much older and believe Penn- 
Mar-Va to be one of the most aggressive clubs affiliated 
with the National Association. 

“The men selected to lead Penn-Mar-Va will find at 
their elbow a body of co-workers willing to give their time 
and energy to the creation of a program intended to help 
both the travelers and the industry. 

“T find it a privilege to express openly to my associate 
officers, the members at large, trade papers, distributors, 
manufacturers and our headquarters at Washington, D. C., 
my keenest appreciation for their cooperation. 

“We believe the foundation of the Penn-Mar-Va Club 
is exceptionally well laid. The superstructure is now in 
the making and we predict that as time goes on it will re- 
flect the highest credit to the men engaged in perfecting 
it.” 

a 
Blue Print Men to Hold Convention 

The fifth annual convention of the International Asso- 
ciation of Blue Print and Allied Industries will take place 
May 25, 26 and 27 at Cleveland, Ohio. The convention 
program is practically completed and will amply recom- 
pense and entertain everyone who attends. Non-members 
of the association are cordially invited to attend this con- 
vention and cooperate with members in working for the 
good of the craft generally, for which purpose the asso- 
ciation functions. There will be the usual advance regis- 
tration fee of $10 which may be sent addressed to Trevel- 
yan Sharp, general chairman of the convention committee, 
Hotel Statler, Cleveland, where the convention will be 
held. If it is not convenient to do this, then the visitor or 
member may pay his convention fee on arrival at the con- 
vention. Blanks are provided, giving the room rates at 
hotels, and complete information may be obtained by 
writing to Mr. Sharp, whose address is given above. 

a 
New York Stationers Golf Association 

The opening tournament of the New York Stationers 
Golf Association took place on Thursday, April 23, at Glen 
Oaks golf club. Joe Epstein was host for the day and 
Eberhard Faber, chairman of the board of directors, was 
present as the invited guest. 

On this occasion Mr. Faber was presented with an inter- 
esting token of the esteem of the members and their appre- 
ciation for all he has done for the Golf Association since 
its inception. 

The event was timed on the eve of Mr. Faber’s departure 
on an extended European trip. 

Additional details of this event will appear in the June 
issue. 

——— 
Oregon Typewriter Dealers Meet 

At a meeting of the Typewriter Dealers Association of 
Oregon, held at Portland on April 7, the members went 
on record as being opposed to the practice of retailing 
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Stability of Organization Has 
Accrued Benefits to Dealers 


in Fine Office Chairs » » » 








ONY years of snecialization in the manufacture 
of office chairs of exceptional quality has 
built that stability of organization which is of ut- 


most value to office furniture dealers. 








930 E. L. 
Our constructive knowledge gained through con- a For the finest 
: Executive Offices and Directors’ Rooms. Luxuriant to the 
tact with countless buyers has been a constant test Gata, Aloo eade ta Go Qovelinn Ghat ule. 





guide and inspiration which has sponsored our 











desire to furnish chairs of surpassing worth to the 


modern business world. 


Your knowledge that Milwaukee Chairs are so scientifically constructed that they have been 
an outstanding success for over half a century will give you that confidence in selling them 
which will contribute greatly to your volume of profitable chair sales. 


Over 5,000,000 in service today is irrefutable evidence that Milwaukee Chairs will always 
possess the three essentials of fine office chairs: Richness of Design, ‘‘Life-time Service’’ Con- 


truction and Desired Comfort. 


Office Furniture Dealers desiring 
every sales advantage should write 
us about representation. 








THE MILWAUKEE CHAIR COMPANY 


For Over Half a Century Makers of Fine Chairs 


Executive Offices and Factory 
MILWAUKEE, WISCONSIN 


O 
Ws OF ww Member of the Wood Office Furnit A jates, Inc., whose work it is to promote better offices through the use of wood 
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Charwood Typewriter Company, San Pedro, California 


The Public Wants 





That’s what hundreds of portable dealers have 
written in to say. 


That’s what scores of portable dealers’ win- 
dows seem to indicate. 


That’s what our factory production records 
and our dealers’ sales records prove to be a 
fact. 


Portable dealers the world over are featuring 

the Remington above all others. They are 

reaping a goodly profit by wise ly serving a 
* Remington- conscious public. 


Here are a few of many photographs that 
testify to the enthusiastic way in which Portable 
dealers are pushing Remington sales. And the 
letter that accompanied eac th photograph told 
us the same story ... “the Public wants 
Remingtons.” 


After all, the success of any business depends 
on giving the public what it wants ... a con- 
vincing reason why every dealer should fall 
in line > with others who are selling Remington 
Portables ....... 





United Typewriter add Adding Machine Company. Washington, D. C. 


“ 





Reminotongan 


American Typewriter Exchange, Richmond, Va. Lamb Brothers, Philadelphia, Pa. 
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Cinema Typewriter Company, Hollywood, California 


Remingtons 


“Selling the Remington Portable” is the most 
valuable booklet ever placed in the hands of 
a portable dealer. Many copies have been 
distributed . . . considerable favorable com- 
ment has been accorded it. 


Within its covers you will find why the Rem- 
ington is a superior portable . . . where it 
may be sold . . . how it will bring you greater 
profits than any other single item you sell. 


Send for your copy today. Find out how to 
get a share of the portable business that you 
rightfully deserve. Remember “The Public 
wants Remingtons!” Typewriter Division, 
REMINGTON RAND BUSINESS SERVICE, 
Buffalo, New York. Offices in All Principal 
Cities. 


Here is your 
copy of “Selling the 


Remington Portable.” 
Send for it today! =» 


REMINGTON 





Portable 


Houston Hall Store, University of Pennsylvania, Philadelphia, Pa. 
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Standard Typewriter Exchange, Wichita, Kansas 





Remington Rand Business Service Inc. 
Buffalo, N. Y. 


Please send me a copy of “Selling the Remington 
Portable.” 


Name 





Address 
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portable typewriters through department stores, book con- 


As lm ortant | cerns, etc., in this territory. The dealers believe that they 
p | are losing a large amount of business every month by this 
‘ - iia | practice—business which they believe should rightfully be 
as the original writing theirs. 
. D. B. Starrett, manager of the Portland branch of the 
Royal Typewriter Company, was present at the meeting 
and gave a very fine talk in which he outlined the policies 
of the company toward typewriter dealers 
Practically the entire membership was present and the 
meeting was one of the largest ia the history of the or- 
ganization, 
eee 
(Empire State Travelers—Continued from page 48) 


The meeting was called to order by Vic. Johnson of the 
Wilson-Jones Company as temporary chairman in the ab- 
sence of the club’s president, Tom O. Cole, of the Globe- 

| Wernicke Company. Robert Jonas, of the Oxford Filing 
Supply Company, acted as secretary. About twenty mem- 
bers were present at the meeting. Treasurer Adam Rus- 
sell made a report showing a substantial balance on hand 
in the treasury. After some comment and debate, it was 
decided by unanimous vote to carry on the organization. 
Charles P. Garvin, general manager of the National Asso- 
ciation, strongly urged that the club continue and that it 





“OLD TOWN TRIPLEKOTE” carbon paper 
is a new product, having most unusual char- 
acteristics and many advantages over other 


carbon paper. 


The quality of the carbon sheet affects the 
typist's work as vitally as the quality of the 


ribbon. VIC. JOHNSON 





: : its efforts to take advantage of the benefits of or- 

“OLD TOWN HERMETIC” typewriter rib- sree . site S : = 
ganization work. He urged that a detinite headquarters 
bons are sealed as they come from the ma- be established and recommended that a definite program 
be adopted, involving work by the travelers among the 


chines packed specially to insure factory fresh- 
dealers toward the betterment of the trade in general. His 


os. offer of the complete cooperation of the headquarters of 
the National Association in Washington was gladly ac- 
cepted. Then ensued discussion of plans for active and 
OLD TOWN products receive rigid super- effective work by the organization. 


vision in every process of manufacture. After the election of officers, the following membership 
committee was appointed for the ensuing year: M. T. Mor- 
gan, chairman; Adam Russell, Walter Nichols, H. Mehserle 
Build permanently with Old Town! and H. Zimmer. A committee was also appointed to con- 


fer with General Manager Garvin for the purpose of defi- 


nitely outlining a program to be passed along to the mem- 


bers for the coming year. This committee consists of 

J Vic. Johnson, H. Mehserle and Robert Jonas 
E. Clifton Wilson, president of the National Associa- 
member of the club. He 


tion, was elected an honorary 
suggested that during the year the members of the club 


should hold a golf matcl ith tl lealers, sending out to 
RIBBON & CARBON CO. the yoceloorys ; olen welder af a prune Brigette 


General Offices and Factory Johnson and Prince Sts. have meetings at some time during the year at six points 


BROOKLYN NEW YORK The club should extend its activities to the making of more 
‘ satisfactory hotel rates, the appointment of a transporta- 
tion committee to bring dealers to regional conventions, 
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NEW YORK: 
545 FIFTH AVE. 


CHICAGO: 
610 SO. MICHIGAN AVE. 
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OFFICES OF 
TOMORROW 


We oo 
e ompany. 
GRAND RAPIDS, MICHIGAN 
WHERE NOT EXCLUSIVELY 
REPRESENTED WE ARE 


INTERESTED IN RESPONSI. 
BLE CONNECTIONS: 
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~.++ FOUND WHERE 
BUSINESS SUCCEEDS 





Year after year—with never a falter—Steelcase Business 
Equipment has forged ahead. From the first unit, offered 
over fifteen years ago, until today—and it will be to- 
morrow—Steelcase has exemplified quality of construc- 


tion, of design and of service. 


Steelcase has always represented a good investment for 
the customer—a good profit for every dealer holding its 
sales franchise. This franchise is a true and proven value 
because it represents an opportunity to sell merchandise 
of acknowledged reputation, of steady demand and of 
liberal profit margin. 
The Steelcase Desks shown here were never more pop- 
ular. They have been “‘leaders’’ for years with many of 
the country’s best office furniture dealers. They can 
easily be made “leaders” for you. 

We suggest that you write for the full facts about 
Steelcase Desks and the balance of the Steelcase line of 
office equipment. 


METAL OFFICE FURNITURE CO. 
GRAND RAPIDS ° MICHIGAN 
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and other such activities as would be of value to the in- 
dustry. There is every prospect that the coming year will 
show increased interest and activity among members and 
a satisfactory degree of actual accomplishment 

(Third Regional District—Continued from page 49) 
work in groups of dealers showing goods of the same 
character, at the same time securing the cumulative value 
of many impressions 

Mr. Blankenship closed his remarks by emphasizing the 
value of this work to the dealer, to the salesman, to the 
field man and to the manufacturer through a better coor- 
dination of advertising and an increased educational value 
all around, bringing as a result, an increase in profit to all. 

Following Mr. Blankenship’s address, there was a con- 
siderable general discussion and questions were asked and 
answered bearing on the subject of his address. 

There being no further scheduled business, the meet- 


ing adjourned to prepare for the banquet 
The Banquet 


During the banquet there was a distribution of prizes 
for the ladies who took part in a bridge game in the after- 
noon at the Shrine Club in Wilkes-Barre. The prize win- 
ners were as follows: Miss Rose Cushman, Mrs. Deemer, 
Miss Werner, Mrs. Harscheid, Mrs. Snyder, Mrs. Reynolds, 
Mrs. Spencer, Mrs. Little, Mrs. C. W. Wilson, Miss Dor- 
othy Spencer, Miss Jean Stringer. 

A number of handsome attendance prizes were distrib- 


uted at the banquet. 


Tuesday Morning, March 31 


Charles P. Garvin, general manager of the National 
Stationers Association, spoke on “A Birdseye View of the 
Stationery and Office Equipment Business.” 

William H. Greenleaf next read to the meeting the ad- 
dress on “You Are in a Billion Dollar Industry.” In this 
address he reminded those present that their annual sales 
of office furniture are one hundred millions of dollars and 
he asked, “How much of this is yours?” He called atten- 
tion to the increasing need for office furniture and asked 


if dealers were keeping pace with it. He called attention 
to the trend toward finer offices and claimed that every 
dealer can increase sales and make larger profits with the 
right merchandise properly shown. He advised that every 
dealer make a definite plan and advertise consistently in 
pursuance of a plan, on the ground that advertising will 
not do the work for the salesman because it works with 
him and not in his place. In closing, he urged dealers to 
concentrate on prospects and assist salesmen in develop- 
ing such new business on the ground that those who go 
forward fastest will be those who best plan the carrying 
on of details of sales programs. 

George Brainard, president of The General Fireproof- 
ing Company, said that in his opinion this industry has 
had two definite periods of growth—one from 1910 to 
1920 and the next from 1923 to 1929. He believed that the 
industry as a whole had grown at a greater rate than busi- 
ness in general. 

He then stated that the manufacturer, wholesaler and re- 
tailer are all facing the same problem at this time and that 
he was of the opinion that what is necessary is a read- 
justment of basic commodities so as to bring business 
where we desired, and he gave examples by stating that in 
1916 in the steel industry labor was at twenty-two cents, 
whereas labor was at forty-four cents now. He also called 
attention to the fact that transportation entered in and 
expressed the belief that wage readjustment of some char- 
acter is needed. 

He expressed the belief that this industry is less apt to 
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“The BARR 
stays sold” 





Says— 
Mr. F. W. McCormack, Treas. 


Buffalo Typewriter Emporium, Inc. 


307 Main St. Buffalo, N. Y. 


“One thing | particularly like about the 
Barr is the way it stays sold. 

“It is hard enough to make collections 
now-a-days without supplying the customer 
with excuses for holding you off because 
his machine don't work right. 

“The Barr seldom gives a customer any 
excuse for not paying up on the dot. In 
fact, the longer he uses it the better he 
likes it.” 





ET 


Dealers who recognize the advantage of control- 
ling the sale of some one make of portable type- 
writer in their territory, are invited to discuss with 
us the terms of a five-year exclusive franchise. 





BARR-MORSE 


CORPORATION 
174 Fifth Ave. New York 
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TEEL FURNITURE 


MEG. co. 








INCREASE 
YOuR SALES 


Consumers are rapidly turning to 
the steel counter as a more efficient 
a more profitable means of increasing 
their service to the public. 

Why not meet this demand with a 


highly profitable line of complete 


counter units? 





6600 Line 


Executive Counter Height Line 


The many features of our counter 
height units are worthy of your fur- 
ther investigation. 

Write us today for descriptive liter- 


ature, prices and discounts. 











. . . 
DEALERS: 
Investigate the Steel Furniture’s franchise which 
may be available in your territory. 

















STEEL FURNITURE 


MEG.CcO. 
BALDWIN PARK, CALIF. 
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follow general trends quickly than in many other lines. 
He also expressed the belief that we are now on an “up” 
trend and in his opinion it would be sounder than the last 
one and last longer. He pointed out that agriculture, tex- 
tile industries, the building trade and such activities are 
entering and working toward equalization and that all 
business is looking to its organization to make readjust- 
ments. “The true value of a man is determined on an in- 
centive basis,” said Mr. Brainard, “and on that basis good 
men are not penalized.” He pointed out that many of the 
conditions that exist at the moment are glaring efforts to 
lower price levels and should be guarded against becaus« 
where price levels are lower, it must come out of the 
product somewhere. Mr. Brainard stated that he was not 
pessimistic and that he did not want to be misconstrued in 
any degree whatever, and it was his belief that through the 
careful management of our business and the careful train- 
ing of our forces we would secure the result we all desire. 
The meeting at this time adjourned for luncheon. 


Afternoon Session 


Che first address of the afternoon was by Charles P. 
Garvin, general manager of the National Association, who 
read to the meeting the standardized address, Sales Meet- 
ings. He urged the maintenance of interest of salesmen 
and particularly the value of having the head of the or- 
ganization present at the meetings. He gave an outline of 
activities to keep up the interest of the men and recom- 
mended their regular program. He suggested sending out 
a questionnaire on various products for the salesmen to 
follow out. He suggested having salesmen lead the meet- 
ings and recommended that the dealer should analyze him- 
self and learn if he is doing what he should to make his 
business and his salesmen what they should be. 

Following this address, William Hough of The Victor 
Safe & Equipment Compaiiy. read the standardized address 
on Keeping Tab on Sales and Salesmen 

At this time the committee reports were presented and 
the committee on resolutions, through John Hullett of Bal- 
timore, the chairman, presented a resolution that the meet- 
ing extend a vote of thanks to the ladies of the entertain- 
ment committee, to the Travelers Club for its support in 
the field, to the Northeastern Pennsylvania Stationers con- 
vention committee for the work it had done, and to the 
Penn-Mar-Va Travelers Club for the entertainment fur- 
nished at the banquet. The nominating committee also 
presented, through Michael Bard of Lancaster, Penna., the 
name of O. H. Spencer of Chester, Penna., to be placed 
before the National Association at its meeting in October 
as the choice of the third region for its next regional gov- 
ernor, and the name of William Henry Brooks, Jr., of 
Philadelphia to be presented as their choice for the next 
retail director 

\n invitation was then extended by the cities of Lancas- 
ter, Penna., and Harrisburg, Penna., to hold the next 
regional meeting in one of these cities. The matter was 
laid on the table for settlement at a later date 

E. Clifton Wilson, president of the National Association, 
was then called upon and he extended his appreciation at 
being in Wilkes-Barre, emphasizing the importance of 
business control and the importance of keeping tab on de- 
tails, called attention to the fact that over the country as 
a whole, failures were increasing and they need not if the 
proper knowledge of the cost of doing business was ac- 
quired. He called attention to the need to learn what 
sound business practice demands and how to keep proper 
records. He gave an outline of the method followed by his 
own company as a suggestion because it has been helpful 
to him and he offered the services of the National Associa- 
tion in the direction indicated at any time 

Edward L. Little of the Wabash Cabinet Company, then 
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The customer's wrong 


THIS time! 


INSTO prevents costly and annoying arguments 
with customers. With its indelible, absolutely 
accurate time stamp on every letter, every or- 
der, every shipping record, there's just no room 
for argument. 


The INSTO Automatic Electric Time Recorder 
reduces negligence, definitely places responsi- 
bility, puts an end to delays and “buck-passing.” 
INSTO speeds up your entire business ..saves 
time, saves work, saves money. 

































The paper does the work...nothing to strike, pull 
or push. Slip a letter, an office form, a time 
card, even a sheet of tissue paper into the 
INSTO and it automatically records the exact 
time in indelible ink...instantaneously...without 
effort on your part. 


INSTO Time Recorders are self contained and 
may be used wherever electric current is availa- 
ble. Portable, can be moved from one depart- 
ment to another. Several units may be operated 
together to take the place of a master clock 
system ...INSTO is much simpler and less ex- 
pensive to install and maintain. 


INSTO is used by leading firms everywhere. 
Learn the many ways in which it can increase 
the efficiency of your business. Phone our local 
representative or mail the coupon. Sales and 
service the world over. 
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“os TIME RECORDERS 


“The paper 
does the work” @&Ss 


> 
SALESMEN! 


Profitable territories open. Write us for full information, or phone 
our office in your city for an interview. 


MARCHANT CALCULATING MACHINE CO. 
Dept. 223 Oakland, California 
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Revolutionary! 





anew soft rubber platen 
makes I2 perfect carbon copies 


a 





| oursuperior platen 


FS 


=, =a 


Fresh from the laboratories of the Manhattan Rubber Mfg. 
Division of Raybestos-Manhattan, Inc., this new rubber platen 
covering is a real sensation. It is soft, pliable and resilient. 
Before it is mounted on the roll it can be bent double and it will 
at once resume its former shape. Made of high grade rubber 
compound it holds its resiliency much longer than coverings 
formerly offered to the office machine world. 


Its the finish that counts 


Even this new and remarkable platen will give 
only mediocre results if after grinding it is out 
of true or full of ridges. It's the finish that 
counts. 


Office Machine dealers al! over the country 
tell us our platen grinding process produces the 
smoothest, perfect suede finish rubber platen 
they have ever seen. Never have we received 
an adverse report. 


FRE K To every dealer who is not familiar 
44 with our platen work, we want 
you to see for yourself. Send us a platen to recover 
Just wrap it up and say, “SHOW ME, CHARLIE.’ 
We will recover it with the new ALL-PURPOSE 
platen and send it back to you the same day we receive 
it. We always do. And it won't cost you one red 
cent 

Of course, we can furnish you with all the old platen 
grades ana densities. But once you use the ALL- 
PURPOSE we believe you will want no other. 


when finished by 


grinding process= 


“Sure we know the soft rubber platen is ideal 
for machine operation—but for manifolding 
it cant be done.’ That's what they have told 
us all these years. 


But we do it! In test after test, the new ALL- 
PURPOSE soft rubber platen produced more 
and clearer cut carbon copies than hard 
platens in the same machines with the same 
equipment used by the same operators. 


At the same time, the new ALL-PURPOSE 
platen actually increased the life of the ribbons 
used on these machines 700%—besides the 
reduction of wear and tear on the machines. 
And—there was no embossing of the original. 


Yet the cost is only 10% more than the old 
fashioned rubber platen. 


Now you need only the ALL-PURPOSE soft 
rubber platen for every machine requirement 
No need to carry a dozen diferent platens of 
diferent degrees of hardness. 


Your platen troubles are over if you use the 
ALL-PURPOSE soft rubber platen finished by 
our superior grinding process that ensures a 
smooth, uniform, suede finish. 


It's a proven product, though new. Passed by 
the world’s most exacting laboratory—daily 
use. Write us for more specific information. 


U. S. Typewriter Parts & Supplies Co., Inc. 


Distribators for Pittsburgh District 


STANDARD TYPEWRITER CO., 129 Fifth Ave. 


4 CHARLES H. AMES 


6 MURRAY STREET 


President NEW YORK N. Y. 
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talked to the meeting on the subject of Cashing In on 
Regional Meetings and pointed out that few realize the 
real plan behind these regional meetings which is for the 
purpose of being a benefit to the salesmen themselves and 
he urged that every dealer take home with him whatever he 
could of real value and if they would take back to their 
men definite thoughts and ideas and give better attention 
to their sales meetings and the sales meeting programs 
through the use of matter learned at regional meetings 
find a vastly different result in their own or- 
“We benefit most ourselves when we 
benefit to others,” said Mr. Little. “Practical idealism is 
a thing to strive for and those who attend the meetings 
cash in on the cost of attending by taking back a con- 


they would 


ganization give 


structive message to those who can not come.” 

The delegation from the F. S. Webster Company of 
Boston, who attended the Wilkes-Barre meeting, was quite 
representative. It was headed by Ted Caswell, George 
F. Malcolm’s assistant, and with him were L. M. Reming- 
ton, Pittsburgh branch manager for the company, and 
also the eastern Pennsylvania representative, Cy. Lund 
gren, Cy. is almost a national character because he is the 
former Pennsylvania state star halfback of two years ago 
and is now making a like sort of a sales record in the 
Webster organization. 

During the course of the convention, a skit or playlet 
was put on entitled, What Price Ignorance? A remarkable 
cast was obtained consisting of such nationally celebrated 
thespians as E. Clifton Wilson, Charles Garvin, H. A. 
Blankenship, Frank Nichols, Bob Raeder, Bill Greenleaf, 
and Charlie Everly. 

The skit was one of those facetious sales demonstrations 
which prove “how not to do it,” and we suspect that it 
wrung tears from the eyes of the interested audience. We 
don’t know what kind of tears they were except that they 
were decidedly not crocodile tears. The emotion of the 
audience, whatever it was, was sincere. Speaking “without 
wax,” as the Romans used to say, the boys did uncom- 
monly well, considering that they had only a short time 
to study their lines. From the reception by the audience 
it was evident they drove home the point and that was 


all that was intended. 


Oe 


Penn-Mar-Va Travelers Hold Annual Meeting at 
Wilkes-Barre 


On Monday, March 30, at the Sterling hotel, Wilkes- 
Barre, Penna., the Penn-Mar-Va Travelers Club held its 
annual meeting and elected the following officers to serve 
for the ensuing year: President, George Harscheid; first 
vice-president, William Hough; second vice-president, H. 
G. Schreiner; treasurer, Charles P. Garvin; secretary, M. 
H. Jackson. 

The meeting was called to order by President Walter 
Stringer with Millard Jackson as secretary pro tem. After 
the reading and approval of the minutes of the previous 
meeting, the annual report of the president was presented. 
In completing his term of office, Mr. Stringer expressed 
sincere appreciation of the cooperation given him by other 
officers and by the organization as a whole. He had set a 
goal of one hundred twenty-five members by the time he 
gave up his office and through the work at Wilkes-Barre, 
the total was reached before the meeting was over. He 
referred to what they have accomplished in securing better 
hotel rates for members of the club and discussed certain 
other matters which enabled the members to cash in com- 
mercially as well as otherwise on the work of the organ- 
ization. 

Charles P. Garvin, treasurer, reported the finances of the 


organization in a healthy condition. The club then voted 
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GET READY 


Something is coming your way! 








New prices affecting the UHL Typewriter 
Desk and offering a decisive advantage to 
owners of typewriter equipment are about to 
be announced in a campaign direct to 25000 
of the largest industrial corporations. UHL 
Dealers who prepare now will reap the bene- 
fit of this buying incentive. 

Improved methods of construction recently 
devised have cut our labor cost materially 
and made possible this new low list. The 
service of the UHL 7070 is really excep- 
tional; its design is based upon the result of 
a thorough study of typing requirements; it 
eliminates much of the lost motion formerly 
limiting the typist’s output. It is convenient, 
“cleanly” and spacious. When not in use, 
it encloses typewriter and supplies neatly in 
a dust tight compartment. Needs but a 
fraction of the floor space required by other 


types. 
PREPARE NOW! An ex- 


cellent margin is provided 
for the dealers who partici- 
pate in this campaign. 
Those who provide them- 
selves with a stock of the 
UHL 7070 will derive great- 
est profit. Full information 
will be sent on request. 


A Fit Companion te the 
Ne. 7070 Desk at a Low 
Price. 





No. 8500 
Postur-Chair 


The TOLEDO METAL 
FURNITURE COMPANY 


1478 Hastings St., TOLEDO, OHIO, U.S. A. 























152 


Little stories 
W 


CUSTOMERS USED TO WAIT in 
the Edgar A. Levy office in New York 


... while clerks hunted in four differ- 






USTINDEX 


ad 


No. 2 


ent places for facts about each lease. 
Now one Postindex card... with four 
sides to write on... tells the whole 
story. Postindex did away with the old 
ledger record of rentals paid, with the 
looseleaf book of decorating expenses, 
with hunting in the application file for 
details about the lease. And it provides 
space for details of brokers and com- 
missions never filed anywhere in par- 
ticular before. If “the line forms at 
the right” while clerks dig up facts in 


some of the offices you visit, tell them 


about this one! 







There's an interesting 
dealer story on Postindex. 
Write for it if you're in a 
position to take on the line. 





Drawer Cabinet 
POSTINDEX VISIBLE FILES 


Sostindex 
tstble files 


**4 SIDES TO WRITE ON” 


4 Division of Art Metal Construction Company, Jamestown, N. Y 


MAKERS OF THE COMPLETE LINE 
OF STEEL OFFICE EQUIPMENT 





——— 2 


' 


-| | a prize to be awarded to the member who gets the most 
| 


VINGS | 
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On 
motion, a code of ethics was ordered prepared by the new 
the body. 


new names for membership during the coming year. 


ofhcers of the association and presented to 
On 
Rose Cushman of the headquarters office of the National 


account of the excellent detail work done by Miss 


Stationers Association, she was elected an honorary mem- 
ber of the club, and at the banquet held by the stationers 
and travelers in the evening, she was presented with a 


handsome beaded bag as a practical testimonial of the 


club’s appreciation of her work. 

A contribution of $25 to the Victory Fund of the Na- 
tional Stationers Association was approved. 
Wilson of the National Association 
speak at the meeting and expressed his apprecia- 


President was in- 


vited to 














OFFICERS OF THE PENN-MAR-VA TRAVELERS CLUB.—Top left: 

George Harscheid, National Blank Book Company, president. Top right: 

W. E. Hough, Victor Adding Machine Company, first vice-president 

Bottom left H. G. Schreiner, Aluminum Company of America, second 

vice-president. Bottom right: M. H. Jackson, Joseph Dixon Crucible 
Company, secretary 


Mr. Wilson’s 


of officers, whose 


tion of the fine work done by the field men 
remarks were followed by the election 
names are given above 


<j 
(Fourth Regional District Meeting—Continued from 
page 50) 

Sidney Gassenheimer, retail director for the fourth dis- 
trict, who presided at the afternoon session on the opening 
day, called on the retail dealers present after the meeting 
had been under way for an hour or two to rise and be 
It was found that only about a third of the rep- 
“That is a shame- 


counted 
resentatives of retailers were present. 
ful Mr. 
“If one of my employes came to this meeting and did not 
unless he owed me 


condition,” declared Gassenheimer with feeling. 


attend its sessions I would fire him 


too much.” 

A. M. Davis of the A. M 
a new feature on the program, his topic being “Greeting 
Cards.” He said that he knew little about the subject as he 
He said it develops 


Davis Company, Boston, was 


had been in the business only 27 years 
new wrinkles every day and his problems have not been 


solved. He told how greeting cards that he thought were 
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“PLUS VALUES” 
You sell with Art Metal Transfer Cases 


— the man whose papers are important, you sell SAFETY. Dust and 
vermin can’t creep through the enclosed steel construction ... and 
Art Metal Transfer Cases add no fuel to fire. @ To the man who buys for 
the future, you sell PERMANENCE. Art Metal cases are rigidly built. 
The °/16-inch steel construction keeps overloaded drawers from bulging. 
@ To the office where speed counts, you sell EFFICIENCY. Drawers 
open smoothly on twin steel rollers. Sides are cut low for quick filing and 
reference. There’s a‘handy-grasp hold at the back of each drawer. And 
every drawer interlocks with the one on top . . . they can be stacked ceiling 
high without a quiver. Nine sizes—cards to legal sheets. @ The new trans- 


fer cases afford one more evidence of Art Metal’s 43-year-old habit of best 


‘ rs » ‘ : ‘ » > . > > . M . ! > . 7 ; — 
values per dollar. Compare the cost per filing inch! If your territory is pie ceed: emanmmne. hie 
open, write for the profitable dealer story. Art Metal Construction for our new, distinctive window 
‘ display and direct-mail broadside 
Company, Jamestown, New York. on Art Metal Transfer Cases! 











THE ART METAL LINE: Fire Safes, Storage Cabinets, Desks, 
Shelving, Horizontal Sectional Files, Plan Files, Upright Unit 
Ir he a Files, Counter-Height Files, Postindex Visible Files. 


IN THE ART METAL BUILDING EQUIPMENT DIVISION . . . Hollow Metal Doors and 
STEEL OFFICE E Q UIPMENT Trim ... Elevator Enclosures... Architectural Bronze ... Library Fittings... Partitions 
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N By the Way— 
Have You Seen 
The New Pen 
That Winds 

Like A Watch?” 


the shopper wasn't thinking about or seeking pens. He had 
purchased what he came in to get, but as the clerk handed over 
the change the clerk said, ‘‘By the way, have you seen the new 
fountain pen—the one that winds like a watch?” 






Those few words are bringing pen and pencil sales up to desired 
greater volume in stores today where the tremendous merchan- 
dising force of the new Conklin Endura Nozac is being applied. 
This suggestion is particularly effective at this time of commence- 
ment gift buying. 

Here is the only fountain pen today so new and different that 
you are justified in bringing it to the attention of people who 
come into your store for other things. 





Your problem today is not selling a pen to the man who comes 
in to buy one. It is selling a pen to the one who is not thinking 
about buying a pen. 
With the Conklin Endura Nozac in your store 
& you can create pen business. Those dealers who 
are using the Nozac in that way today are find- 
ing that they are selling more of a/l items in the 
ENDURA writing equipment line. 

Riaz AG Can you say to your customer, ‘By the way, 
ave you seen the new pen that winds like a 

SINGLET watch?” 


THE CONKLIN PEN COMPANY 
Chicago TOLEDO, OHIO San Francisco 











HE Conklin Endura Nozac, a recent addition to the USE THIS COUPON 
Conklin line, is the outstanding new thing of intense 





popular interest in the fountain pen trade today. People The Conklin Pen Company, Toledo, Ohio. 
have long wanted a really perfect sac-less pen. Here : is. a 
. . . . ti | diff t 
tap Ging Gemeske & enique, eoley Ghee doz. Conklin Endura Nozac pens at $6.00 


any previous engineering and thoroughly dependable. 
A visible ink section which does not mar the appearance 
of the pen enables the user to see how much ink is in the 
pen at all times. The ink capacity is greatly increased. 


doz. Conklin Endura Nozac pencils at $3.50 
(Less the usual trade discount) 





This pen bears the Conklin Endura service guarantee Name 
which makes obvious the fact that it is mechanically 
dependable. The price of $6 puts it into the big volume City Stete_ 








sales class. Pencil to match $3.50. 
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so bad that he was ashamed of them and had seriously con 
sidered discarding them were successful while those he 
personally liked had failed to please the public. He made 
suggestions regarding displays and ways of increasing the 
business which he said is important as is shown by stores 
in cities like Providence and Syracuse which do an annual 
greeting card business of $40,000 to $60,000 

“Greeting cards hold a distinct place in the affections of 
the public and play an important part in modern life,” he 
said, “as was shown the other day when a woman entered 
the Dennison store in Boston and asked if the establish 
ment had a greeting card she could use in announcing the 
birth of a litter of puppies in the family of a police dog she 
owned.” 

Frank G. Hathaway, secretary of the Miami Credit Asso 
ciation, talked on “Credits in Florida.” Much of his ad- 
dress would apply to credits anywhere, as he covered the 
field of credits pretty thoroughly. He advanced the some- 
what radical view that salesmen should also be credit man- 
agers, and should not waste their time trying to sell goods 
to firms on the verge of bankruptcy. He told an incident 
of seeing three or four salesmen waiting in the anteroom of 
a merchant on whom he had called to discuss the question 
of his store being placed in the hands of a receiver to be 
liquidated. 

“When I came to Miami four years ago,” he said, “the 
credit system was hopeless. The city had just gone through 
the most devastating hurricane South Florida had ever 
known and a little later a second storm came. I saw 3,000 
dead piled up like cordwood on the shores of Lake Okee- 
chobee and yet we weathered that storm. Then came the 
failure of the Bank of Bay Biscayne, more disastrous than 
any hurricane, to be followed a few months later by the 
failure of the City National Bank of a few days before 
Christmas 

“But we have survived those two shocks because eco 
nomic conditions in Florida are sound. Roger Babson says 
the Americans are eating more vegetables than ever be- 
fore and Florida has the three essentials for agricultural 
growth, climate, abundant phosphates and a sufficient rain- 
fall. These will combine to give this state an important 
place in feeding the country; and so conditions here are 
fundamentally sound. No region in the last fifty years has 
suffered as South Florida has suffered, but we are still 
carrying on.” 

[he standardized program that has been followed in 
the other regional meetings was carried out in Miami with 
a few changes. Secretary Garvin served as pinch hitter for 
some of those scheduled, but he adhered pretty closely to 
the speeches prepared by the other speakers. He substi- 
tuted for H. A. Copeland on “Keeping Tabs on Sales and 
Salesmen,” spoke in place of Ed Little on “Cashing in on 
Regional Meetings” and delivered the talk, illustrated by 
charts, on “You're in a Billion Dollar Business.” 

Mr. Marshall spoke on “Sales Meetings” and emphasized 
the importance of having salesmen participate and even to 
conduct the meetings. “At such meetings complaints 
should be welcomed,” said Mr. Marshall. “In one of our own 
meetings we were told of a customer who had complained 
that he could not get the office by telephone during the 
noon hour. We investigated and found that our telephones 
were busy at that time because our girls were calling their 
sweeties or having their sweeties call them. We did not 
know that such a condition prevailed and of course we 
remedied it the next day.” 

Social affairs at the Miami meeting received much atten- 
tion. The ladies in attendance were cared for by a com- 
mittee of which Eleanor S. Berry was chairman and Mrs. 
Arne Skagseth, Mrs. Walter Boren, Mrs. Russell M. Yates 
and Mrs. William J. B. Sauther were members. There was 
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Our “Celluloid 
Salesmen”’’ Work 
Overtime for You! 


Not behind your counter, but on the 
desks of all the typists in your district, 
Peerless Eraser Shields work overtime— 
all the time—for you, to sell your name, 
your service and Peerless Rubber Type- 
writer keys to these girls who are your 
best and most frequent customers. 


You'd pay a personal salesman liberally 
to make the contacts—to create the good- 
will—and to sell the goods, that these 
handy, helpful, little eraser shields do 
absolutely without cost. All you have to 
do to build these bigger sales,—this 
greater goodwill—these swifter, Peerless 
Profits, is to hook up with our plan to 
sell eye-saving, shock-absorbing, error- 
preventing, comfort-giving Peerless Rub- 
ber Typewriter Keys—among the most 
profitable office equipment items in your 
store. 


Write Peerless NOW—and learn how. 
Sample eraser shield and key sent at no 
obligation. 


NY 


EERLESS 


KEY CO.. Inc. 


176 Fulton St. New York City 


p 
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A NEW and 
FINER STAMP 





MUNSON- 


OPENS WITH A TOUCH OF THE FINGER 


Cash in on this new and remarkable 
stamp pad which has found such 
favor among users because of these 
exclusive features: 


The new Munson Stamp Pad opens 
with a touch of the finger. No 
annoying delays—no stained fingers 

cover is out of the way occupying 
no space on the desk. 


lt presents a full clear inking surface. 
With its reversible stamping surface 
it is actually two pads in one. The 
pneumatic rubber base makes it 
noiseless. It always gives perfect 
impressions. 


Sample and sales plan sent you on 


THE request. 
MUNSON STAMP PAD CO. 


147 FULTON STREET NEW YORK, N. Y. 


RE-INKING IS EASY. The old style pad is re-inked 
by pouring ink on top of stamping » e—e dirty 
unsatisfactory and wasteful procedure. The Munson 
Ink is introduced into two reservoirs 
in the base opposite the word “‘ink."’ 
Surplus ink on the stamping surface 
is eliminated in this way. Ink is 
brought to the surface the instant the 
stamping operation is started. 










en om 


| 
| 
| 


OFFICE APPLIANCES 


a luncheon the first day at the Hotel Alcazar, a boatride in 
the afternoon on Biscayne Bay and a banquet and dancing 
that night arranged by the salesmen. 

Thursday afternoon busses took the visitors to 
a golf tournament had been 


the Coral 
Gables Country Club where 
arranged and that night there was a banquet and dancing 


with the Florida stationers as hosts and Bill Dupree of 
Tampa acting as toastmaster. 

EE 
(Fourteenth District Meeting—Continued from page 52) 
is needed is cooperation. Manufacturers should scrap 
many practices that have been in vogue a long time. He 
urged them to get together and adopt common sense 


methods and practices that will measure up to present re- 
quirements 

The entertainment was of exceptional interest. 
was not a dull moment, thanks to the excellent people re 
tained by the entertainment committee, which consisted of 
Edward Gash, chairman; Milton Van Alst, George Hanna, 


There 


H. W. Rogers, Myron Stein and Mort L. O’Connell 
Through the courtesy of Frank D. Waterman, there was 
an added feature of unusual character and interest. Miss 


Javarian folk 


Mag 


Clara Mayr of Oberammergau, Bavaria, sang 


songs. She is the understudy for the part of Mary 
dalene in the Passion Play, and it is expected at the next 
performance she will have a leading part Her father, 


Guido Mayr, played the of Judas Iscariot from 1922 


to 1930. 

Other professional entertainers included Gladdys Joyce, 
Williams, Ervel Helen Martelle, 
Lou Reiss 


part 


Rudeth Powers, Gladys 


Reed and 


—<>—_—_ 


April Meeting, Rocky Mountain Typewriter Men 

\ very interesting and profitable meeting of the Rocky 
Mountain Typewriter Men’s Association was held at the 
Denver Tea Room at 5:30, on Monday evening, April 20. 

A number of typewriter men from out of the city of 
Denver were in attendance, W. Boyce, Pueblo, 
Colorado; W. H. Haun, Grand Junction, Colorado; Edward 
Carlson, Rapid City, South Dakota; Harry Dimmitt, Fort 
Collins, Colorado; Al. Dimmitt, Laramie, Wyoming; Harry 
Herkert, Boulder, Colorado; E. L. Eylar, 
Minnesota. 

The highlight of the evening was the talk given by Ed. 
Smith & Corona Type- 


including G 


Minneapolis, 


Evlar, division manager of the L C 
writers, Inc., who was the guest of honor for the evening. 
Mr. Eylar stressed the idea of co-operation and clean com- 
petition. The keynote idea of Mr. Eylar’s remarks was 
driven home by clever stories and witty remarks. 

Mr. Phillips, branch manager of the American Writing 
Machine Company, will lead-a discussion on the different 
phases of the rental business at the next regular monthly 
meeting.—J. P. 

_— 

Office Equipment Institute to Meet in New York 

The regular quarterly meeting of the Office Equipment 
Manufacturers Institut¢ at the Advertising 
Club in New York City May 21 and 


An instructive program is being prepared 


will take place 
»? 


——_—_—~<__-——- 
A. H. Hecker Passes Away 


A. H. Hecker of Milwaukee, Wisc., died April 7, 1931 
Mr. Hecker was connected with the steel furniture industry 
for about eighteen years. He spent about three years in 
the sales department of The General Fireproofing Com- 


For the following twelve years 
He also re prese¢ nted The 


Milwaukee 


pany at Youngstown, Ohio 
he represented G-F in Milwaukee 
for about 


Berger Manufacturing Company in 


two years. 











MAY, 1931 157 





A “CLEMCO” Berkshire Fine Office Suite Installation in the Officers’ Quarters of the Hyde Park- 
Kenwood National Bank, Chicago. Installation made by Marshall Field & Company, Chicago. 


The Eye Unconsciously Selects 
“CLEMCO” Fine Office Suites 


“CLEMCO” Fine Office Suites are rich in eye appeal. Unconsciously the 
mind is stimulated by the graceful designs, the harmonious sense of balance and 
the rugged strength that lies beneath the beautifully figured precious woods that 
grace their exteriors. 

Therein is their appeal to the executive—a vibrant appeal that moves him from 
interest and desire along the gamut of emotions until it takes him to satisfied 


possession. 
. } ee ont . see ia | : e :} “t | ‘ 
Such eye appeal has a big cash value to you. 


The new “CLEMCO” Book of Reproductions of Fine 
Office Suites is an excellent sales aid when properly used. 


THE CLEMETSEN CO. 


Makers of a complete and exceptional line of Desks and 
Fine Office Suites for Business, Bank and Professional use. 


AX 
— LEwMCc® 
3403 Division Street IDO TS Ssh Member of the Wood Office 


Chicago, Illinois Furniture Associates, Inc. 
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Dealers Wanted Full 36” Widths 
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” Latest Design Disc-Tumbler Lock — 





At No Increase In Cost 


HEN dealers in all parts of the country 
asked for A-S-E ‘‘Popular’’ steel cabi- 
nets in full 36 inch widths, we knew: 


First—that 34 inch wide cabinets would not meet 
the requirements of the great majority of 
their customers. 

Second—that there was a big demand for 36 inch 
wide cabinets at moderate prices—for 
dealers will not urge changes until they feel 
sure that they can be turned into real profits. 


Doubly convinced, as a result 
of our own investigation of cus- 
tomers’ needs, A-S-E set out to 
make the “Popular” line the most 
sensational value in steel cabinets 4 
for the year. 

Widths were increased from 34 ome 
inch to 36 inch—heights to 78 inches 


“= 





overall. New artistically shaped, chromium 
plated handles, which become brighter with 
use, were added to give an additional! touch of 
beauty to the attractive appearance of the cabi- 
nets. And, for maximum protection, these 
cabinets are fitted with the latest design disc- 
tumbler lock—the same as is used to guard ex- 
pensive automobiles. This lock attaches to the 
INSIDE of the door. No unsightly bolt heads— 
only the neatly designed, chromium plated 
barrel is exposed. 

With all these outstanding im- 
provements, A-S-E ‘‘Popular” 
steel cabinets are offered at NO 
INCREASE IN COST. Write to- 
day for the special broadside and 
complete details. 


ALL-STEEL-EQUIP COMPANY, Incorporated, 600 Griffith Ave., Aurora, Ill. 
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(Clemetsen Company Meeting—Continued from page 57) 


the representatives gathered at the Medinah Athletic Club 
as the dinner guests of D. A. Raggio. There was jolly en- 
tertainment and a lot of lively good fellowship along with 
the pleasures of the cuisine 

At the dinner the company announced an award of $25 
each to those dealers who had given the most acceptable 
names to the several office suites. Four awards were given 
to the following gentlemen: F. W. Lilly, Pioneer, Inc., 
Tacoma, Wash., who suggested the name Pioneer; F. ¢ 
Gosch, Fidlar & Chambers, Inc., Davenport, la., suggested 
Viking; T. H. Thorsen, president, McClain & Hedman 
Company, St. Paul, suggested the name Invincible, and 
Eugene Pearsall, secretary-treasurer of the Davidson 
Pearsall Company, Aurora, IIl., suggested the name Cru 
sader. 

Present at the convention were dealers from Chicago, 
Boston, St. Louis, Des Moines, St. Paul, Milwaukee, 
Aurora, Ill.: Madison, Wisc.: Los Angeles, Tacoma, Wash.; 
Denver, Cleveland, Pittsburgh, Columbus, Ohio; Detroit, 
Gary, Ind.; Indianapolis, Philadelphia, Buffalo, New York, 
Shreveport, La.; Davenport, Ia.; Decatur, Ill.; Green Bay, 
Wisc., Baltimore and Kansas City, Mo. 

Clemetsen representatives present included F. W. Bul- 
lock, Jr., in charge of western territory; A. A. Bullock, 
middle western territory; Frank M. Ryan, southern terri 
tory; A. F. C. Beckford, New England and New York; 
R. F. Fuller, middle eastern territory, and Jimmie Faloon, 
Philadelphia and southeastern territory 

Outside manufacturers’ representatives included C. H 
Johnstone, manager of floor coverings, and Mr. Rhodes, 
manager of the Chicago office of F. Schumacher & Com- 
pany of New York; William Foulks, assistant chief engi- 
neer of Curtis Lighting, Inc., Chicago; Clark Collard of 
The Clark Collard Company, Inc., Chicago. 

The personnel of The Clemetsen Company present in 
cluded D. A. Raggio, president and treasurer; M. H. Rag- 
gio, secretary; Andrew A. Johnson, director, and Marshall 
C. Pumphrey, merchandising director 

Before concluding this report, the reader may find it o 
interest to recall that The Clemetsen Company was the 
pioneer in the development of the typewriter supporting 
mechanisms now in general use by desk manufacturers 
Prior to the advent of the Clemco mechanism typewriting 


machines were most often placed on small tables or were 


fastened to the ends of office desks by means of swinging 
stands 
EE 
Philadelphia Honors Frank R. Welsh 
The April meeting of the Philadelphia Stationers’ Asso 
ciation, held at the Bellevue-Stratford hotel, Thursday, 


\pril 9, was designed to be a consultation of the dealer 
members only. Every active member firm was represented 
among the twenty at the dinner save one 

President Connell thanked the association for so com- 
plete a representation. Past President Francis B. Irwin 
supplemented his report for the Executive Committee by 
saying: “We have in our association a very carefully 
guarded practice of honoring the men who, by self-sacrifice 
service, aided it. So far Wm. J. Coane, the father of the 
association; Philip Jaisohn, for many years its treasurer, 
and Mortimer W. Byers, who served as counsellor for 
several decades, are our honorary members. Tonight there 
is present one who has honored this Association by faith- 
ful membership, serving five years as its President and also 
the National Association and indeed the whole industry by 
his work on the Loose Leaf problem. 

“Therefore, as he is retiring from active business, as a 
mark of love, affection and honor, I nominate Frank R 











NS 


You should adopt 


the new 


RELIANCE PENCIL 
MERCHANDISING 
PLAN 


|. Reduce price competition and price cutting 
2. Increase pencil profits 

3. Stimulate pencil sales 

4. Gain control of pencil sales 

5. Secure new customers 

6. Give your sales staff a new approach 

7. Sell superior products 

The Reliance Merchandising Plan 
offers a constructive solution to the 
problem of profitable pencil sales. It 
has been adopted by many of the 
leading dealers of the country. 


Send at once for details of this interesting 
plan. 


RELIANCE PENCIL CO. 
777 Broadway 
NEW YORK, N. Y. 









Made in 
five smooth degrees 


of lead Enclosed in 


genuine South- 
ern red cedar 





E ARISTOCRAT o% PENCILS 
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. W. BREDEMEIER & 


IPFOLIO WINDOW SALES 
MAZED STATIONERS!! 


Let us tell you how and why ZIPFOLIOS are profitable. 











An attractively embossed 
sign 234 x 1134 inches, 
finished in gold lettering, 
will be sent upon request. 
Designed for window or 
counter display use. 


Zipfolio is the name 
of a new handy un- 
der-arm bag. Made 
of Top Grain Steer- 
hide (also in Seal 
and Pigskin), and 
fitted on top and 
side with the gen- 
uine Talon Hookless 
Fastener, it is a thing 
of beauty. Papers or 
anything one may 
desire to carry, are 
easily inserted or re- 


moved. 
f 
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320 S. HONORE ST., CHICAGO 
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Welsh to honorary membership in this association.” The 
seconding and Mr 
Welsh was unanimously elected an honorary member 

Mr. Welsh: “I want to thank the Association for this 
high honor. It has been on my mind for several years to 
gauge any benefit that this Association can render its mem- 
In the thirty years that I have been in business, | 
can look back to the time when the only stationery articles 


came promptly from many sources, 


bers. 


that you could purchase at a drug store were writing paper 
and envelopes. Now the drug, chain, 5 and 10 and depart- 
ment stores are competing in many of our lines and if we 
do not look out there 

“Still 


combine in our deliveries. 


stores left 
We 
Regulate our lines of merchan- 

We should 


the trouble seems to be that we are afraid to drop. 


no stationery 


that 


will be 


there are some things we can do can 


dise. Cut out slow sellers drop out cut ar- 


ticles; 
man or com- 
the 


There is no one to follow through, some one 


mittee; such as a Landis or Will Hays, as in baseball 
and moving picture fields, could do 

inimical to each 
other; now we are friends and the reason that the Phila- 
ngest in the Na- 


in numbers, yet it 


“T can recall the times when we wer: 
delphia Stationers’ Association is the str 
tional Association is that although few 


has always worked for the best interest of the trade. Dur- 


ing my membership in this Association, I have attended 
90% of its meetings.” 

A discussion of a proposal to reduce the dues of the 
Association to attract new members brought on a lively 
discussion, concluded by pertinent remarks by Mr. Stag 
who believed that conditions, not the amount of dues, are 
responsible for the reluctance of non-members to join. He 
suggested that the Association can train its members in 
the knowledge of the ethics of the industry: can cut out 


discounts; can keep the Association’s creed; can establish 


a cooperative delivery system; can arrange for the educa- 
tion of salespeople in the specific matters with which they 
should qualify as experts. 

On motion of Mr. Yeo, duly seconded, the 
dues was referred to the executive committe 

Cooper H. Prickitt, chairman of the Credit Interchange 
Committee, requested the president again to explain the 
plan, urging that each firm act before the June meeting, 


H 


question of 


which will again be confined to active members.—C 


————— 
Cleveland Typewriter Men Discuss Rentals 

At the regular monthly meeting of the Cleveland Type- 
writer Dealers Association, held at the Hotel Olmsted, the 
principal business of the evening was a discussion of the 
rental rate war that has been raging in Cleveland for the 
The former rental charge on typewriters 
Today it is $5 for three months 


past six weeks 
was $10 for three months 
In a few instances dealers are getting $7.50. It was pointed 
out by several members that nobody is making money at 
the present rates and that if they were to continue in effect 
a much larger volume of business would have to be done 
to show a profit. However, under present conditions an 
increase of business is not to be looked for, and the best 
way out of the matter was to come to an amicable agree- 
ment. 


President L. W. 


have outings and other social affairs this summer instead 


Adler proposed that the association 
of business meetings and this was unanimously agreed to. 
Dinner preceded the business session and there was a good 
attendance.—A. E. D. 


ll 


E. E. Menke Promoted 
Edward E. Menke, heretofore associated with the Pitts- 
burgh office of the Gardner Company as sales representa- 


tive, has been promoted to the position of manager. 
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as 
us 
.... about Kraft folders 


Announced only a few weeks ago, the new Northern Spruce Kraft folders 
have caused a sensation in the filing supply field. Dealers have been im- 
pressed by the quick acceptance of this new folder stock by large users 
of indexing supplies. If you have not already sent us a trial order, do so 
immediately because you'll be surprised at the tearing qualities, stiffness, 
uniform thickness, smoothness of surface and entire lack of odor and fuzz. 








Write us for samples if you have not already received them! Three 
weights, four cuts and surprisingly low prices! 


SHAW-WALKER 


Shaw-Walker, Muskegon, Michigan 








Please send us samples and prices on your New Line of Kraft Folders 
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“The Saxony” 


TELL CITY DESK COMPANY TELL CITY, INDIANA 


The Line of Lowest Ultimate Cost 
































= An authority on the subject says--- 
IM ani foldo 


es 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 





Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost” meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U.S. A. 
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Royal Operator Wins Typewriter Contest 
in Germany 
A recent typewriter contest at Hamburg, 
the front Miss Dorothea Auer, a Royal type- 
Miss 
strong competition. At the of 
Anton Bernstein, Royal dealer at Hamburg, and his son, 


Hans Bernstein, presented Miss Auer with a Royal port- 


brought t 
writer operator 
contest, 


conclusion the 


able in recognition of her capital work. 


NE a 

Miss Waite Is Vice-President of Merchants’ 
Association 

Miss Margaret Waite, 

Book Shop in the Peachtree Arcade Building, Atlanta, Ga., 


proprietor of the Margaret Waite 


has been honored by being named vice-president of the 


Peachtree Arcade Merchants’ Association.—J. H. R. 


Ge 
Some New E. Faber Golf Pencils 


As party favors the new Miniature golf scorer pencils 


(No. 357) made by Eberhard Faber are both smart and 
useful. They are round, extra thin diameter, 3% inches 
long, pointed, and are packed 6 assorted colors in a gift 





PENCILS MADE BY 
EBERHARD FABER 


PACKAGE OF “GOLF SCORER” 


box with a cut-out window in top; 1 dozen boxes in a 


carton. 

“Par” (No. 72), a popular golf pencil, is half length, 
hexagon, assorted fancy marbleized finishes, one end 
pointed, other end fitted with Ruby red eraser tip. Packed 


1 gross assorted colors in a carton. 


Germany, | 








VERBOSE: ©&@ 8B @ 
Watson-Mc Dowd 


The marriage is announced of Harry McDowd of Seat- 
tle, Wash., and Miss Ardelle Watson of the same city. 
Mr. McDowd is manager of the United Typewriter Re- 
building Company. Both Mr. and Mrs. McDowd are en- 
thusiastic golfers.—C. M. L 





cabinet 
Wagner-Parker 
Miss Wanda Wagner, who had been connected with the 
Crown Office Supply Company, Chicago, was married some 
weeks ago to John Parker. 








Gi? So f¢ S78 88 
Master Richard Goldblatt 


Robert C. (Bob) Goldblatt, Royal typewriter salesman 
in Chicago, announces the arrival of a new “portable,” 





weighing six pounds and thirteen ounces and named Rich- 
ard Goldblatt. 
the Goldblatt 
daughters. 

Bob Goldblatt has been connected with the typewriter 
For the past eight he has 
Previously for 


son in household, wherein there are no 


industry for twenty-two years. 
been with the Royal Typewriter Company. 
thirteen years he was part of the Remington sales organi- 


zation. He started his typewriter career selling the 


Monarch. 


Master Richard came on April 16, the fifth 


] 


\uer carried off first prize against | 





| 
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Here 
It Is 





The Last Word in 
Foolproof Paper Fasteners 


FroR 40 years Hotchkiss has enjoyed 
the confidence of business. Hotch- 
kiss Paper Fasteners have been leaders 
—pioneers in developing, improving, 
perfecting the finest machines and 
staples it is possible to produce. 


But Hotchkiss is never satisfied with 
success alone. Progress demands con- 
stant experiment, invention, improve- 
ment. And Hotchkiss has always met 
that ideal of progress. This year it is a 
new feature that makes Hotchkiss Wire 
Stapling Machines absolutely foolproof. 


With this new improvement Hotchkiss 
Stapling Machines can’t clog—inexpe- 
rienced operators can't get them out of 
order. In perfection, in satisfaction, in 
long life, in economy, in service Hotch- 
kiss 1A and 2A Wire Stapling Machines 
thus maintain their leadership. If you 
haven't yet placed your order for the 
new models do it now! 


Always stress to your customers the importance 
of using genuine Hotchkiss Staples 


Made by the world's oldest and largest manu- 
facturers of Stapling Machines and Staples 


THE HOTCHKISS SALES COMPANY 
NORWALK, CONNECTICUT, U. S. A. 


Sole Domestic and Foreign Distributors 


HOTCHKISS 


PAPER FASTENING MACHINES 
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Sectional Post Binder with Vulcanized Fibre Covers 


A New Line of 
Fibre Covered 
BINDERS 


No leather, corduroy or can- 
vas to wear out—no board 
to break or crumpled cor- 
ners. Instead, life lasting 
hard covers, all metal or fibre 
backs — all with durable 
| piano type metal hinges. 
| These new Fibre Binders 
embody features of con- 
struction that will appeal 
instantly to your trade. 
Available for pen or ma- 
chine posting Ledgers, 
Post Binders, Prong Bind- 
ers and Visible Books. 
Send for Booklet. 
































Exclusive Agencies 
We have a very at- 
tractive exclusive 
agency proposition 
for active dealers. 
Write for catalog and 


full details. 


5eHCO 


LOOSE LEAF 
[EQUIPMENT 
THE C. E. SHEPPARD CO. 


271 VAN ALST AVE. 
LONG ISLAND CITY, N. Y. 
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PASSED AWA Y 


Milo Schuitema 
Milo Schuitema, president of The Tisch-Hine Company 
of Grand Rapids, Mich., and city commissioner of East 





Grand Rapids, one of the prominent men in business and 
public life in that city, died of heart disease on Friday 
morning, April 17, at his home, 516 Cambridge boulevard, 
> 

Mr. Schuitema was widely known in the stationery field 
and his passing will occasion profound regret. He was 
forty-seven years old at the time of his death. At about 
four o’clock in the morning on the day of his passing, he 
complained of illness, and in spite of the fact that the 
family physician was immediately called, Mr. Schuitema 
died at 9:00 A. M. 

Mr. Schuitema was born February 23, 1884, in the prov- 
ince of Groningen, The Netherlands. At the age of 5 he 














THE LATE MILO SCHUITEMA 


came, with his parents, to the vicinity of Grand Rapids. His 
father, Albert, who became a lumber inspector and sealer, 
died three and a half years ago 

After attending rural and local schools, at the age of 14 
Milo entered the employ of the Grand Rapids Lithograph- 
ing Co., with which he learned the bookbinding trade. 
When the company was acquired by the Tisch-Hine Co. in 
1908 he purchased stock. In 1919 Mr. Schuitema bought 
the interest of Julius Tisch and became president and 
manager of the company. 

He also was an organizer of the Wheeler-Van Label Co., 
of which he was president, and was a director of the Home 
State Bank for Savings, the Citizens Industrial bank and of 
L. A. Geistert & Co., investment bankers 

When the village became a city he was elected commis- 
sioner of East Grand Rapids and had held office since, being 
president of the commission the past two years. Prior to 
being a commissioner he was a councilman while the 
suburb was under a village charter. 

Because of close and friendly contacts in both cities Mr. 
Schuitema was serving his city and Grand Rapids as con- 
ciliator in the recent difficulties involving the election of a 
chairman of the board of supervisors. 

For many years Mr. Schuitema was active in the Grand 
Rapids Association of Commerce. He was chairman of 
the executive committee at the time of his death and a 
director of the association. 

His greatest hobby was reforestation and conservation. 
He was a pioneer in this work in west Michigan. 

He was a great lover of wild life also, his friends related, 
refusing to kill even a snake. He often remarked to friends 
that he would not “have the heart” to kill a beautiful phea- 
sant or other bird. He was a life member of the Izaak 
Walton league. 

He also was a member of the Rotary club, the Elks, and 
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NEVER 


LOSE A SALE 
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WHEN THEY ask for “the 
cheapest file money can 
buy,”’ never disappoint a 
customer. Turn to page 40 
of the Invincible catalog and 
wire for the Capitol File. 
Not a eulogized transfer case 
but a real file you can stand 
back of. 94 inches filing 
capacity, letter and cap size, 
locks or no locks; rigid 
drawers operate like a file 
should. Have a half dozen 
Capitol Files on hand. 





WHEN THEY want a good 
looking, strong file in 2, 3, 
or 4 drawer heights, or want 
all sorts of odd drawer in- 
serts for cards, checks, docu- 
ments, storage, or even cup- 
boards, and don’t want to 
pay real money for it, show 
them the Invincible No. 700 
Econofile line. There’s a 
value! Not a roller bearing 
suspension but a peach of a 
working drawer. Rein- 
forced throughout. Big line. 
Beautiful finishes. Look in- 
to this line—it will pay you. 


WHEN THEY are shopping 
around for a progressive side 
suspension in 2, 3, and 4- 
drawer heights or a variety 
of drawer inserts, the order 
is yours ... they can’t find 
a better buy than the In- 
vincible No. 400 Line. The 
case is a beauty and excep- 
tionally rigid. The No. 400 
Line is more heavily con- 
structed than the 700 Line 
shown above. Each is priced 
accordingly and both lines 








WHEN THEY are in the 
market for the very finest, 
the Invincible No. 1000 
One-Piece File Line has no 
equal, yet prices are lower 
than one would expect to 
pay. Its advanced type 
drawer action and its mar- 
velous new type construc- 
tion are a step ahead. It en- 
ables you to sell the very 
best in five heights and in a 
variety of seventeen differ- 
ent cabinets. Dealers who 
cater to the higher type of 
trade are boosting sales with 
this line. Write for details. 


are heavy sellers. 


Write us. 





INVIN 
FUR 


CIBLE METAL 
NITURE CO. 


2600 FRANKLIN ST. 


MANITOWOC, WIS. 
CHICAGO 


NEW YORK 


LOS ANGELES 
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ROBARCO! 


HINE ROLLS 


Now stocked in five grades, offering sufficient variety to 
answer practically every requirement. 
Manufactured in our own plant. 
Every roll firmly wound, with smooth edges, free from lint and 
breaks. 
2-5/16” rolls packed loose, 100 to carton. 


2-5/16” rolls packed 12 to box, 8 boxes to carton, for convenient 
distribution in small units. 
3-15/32” rolls packed loose, 50 to carton. 


SPECIAL SIZE ROLLS TO ORDER. 


Prices according to quantity ordered. 
Send for samples and quotations. 


ROCKWELL-BARNES COMPANY 


1511 West 38th Street 


Chicago 








Wor_p’s QUALITY STANDARD “88 STYLES” 


WELDON ROBERTS RUBBER CO. NEWARK, NEW JERSEY, U.S.A. 
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several Masonic bodies, including Doric lodge, DeMolay 
commandery, and the Shrine. 

He leaves his widow, who before her marriage was Miss 
Pearl Williams of Grand Ledge; one daughter, Frances, a 
student at Junior college; one son, Donald, a student at 
Northwestern university; three brothers, Fred, Joseph and 
Jacob, all of Grand Rapids; two sisters, Mrs. Henry Z. 
Quint of Grand Rapids and Mrs. Joseph Timmer of Wyan- 
dotte, and his mother, Mrs. Emma Sugerbaker, of Grand 
Rapids 

Mr. Sugerbaker, his stepfather, was killed in a motorcar 
accident Friday morning about an hour before Mr. Schui- 


tema’s deat! 


John Francis Pearson 

On April 8 one of the old-time business furniture men 
of Brooklyn, N. Y., passed on. John Francis Pearson, 
chairman of the board of A. Pearson’s Sons, Inc., com- 
mercial furniture dealers, 63 Myrtle avenue, Brooklyn, was 
born June 14, 1862. He was a grandson of John F. Mason, 
who started in the furniture business in 1843, and was a 
son of Alexander Pearson, who in 1856 founded the present 
house of A, Pearson’s Sons, Inc 

Mr. Pearson was a charter member of the Brooklyn 
Chamber of Commerce, and a member of the Crescent 
Club since 1902, and of the Rotary Club of Brooklyn. He 
was the oldest past master of Stella Lodge No. 485, F. & 
A. M.; member of Orient Chapter No. 138, R. A. M.; 
Clinton Commandery No. 14, Knights Templar, and Kismet 
Temple, A. A. O. N. M. S. 

He was respected and loved by all who had the priv- 
ilege of knowing him. He was a man of strict integrity in 
every relation of life, and he will be greatly missed by a 
wide circle of friends and sorrowing relatives. Office Ap 
pliances extends its sympathy to the bereaved family. 


Y Y Y 
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O. F. Ramseyer 

Pneumonia, following injuries received in an accident 
recently, resulted, last month, in the death of O. F. Ram- 
seyer, Dayton, Ohio. Through his activities as a manufac- 
turers’ representative, Mr. Ramseyer is well known to 
office equipment dealers in Ohio, Kentucky, Indiana and 
West Virginia 

While making some calls in Springfield, Ohio, Mr. Ram- 
seyer slipped and fell on some steps at Wittenberg college 
and injured his foot. He was removed to the Miami Val 
ley hospital and, while his foot injury was recovering, he 
contracted pneumonia. At the time of his death he was 
sixty-one years old 

Mr. Ramseyer formerly was connected with Everybody’s 
300k store in Dayton. He was a member of the Reformed 
church and the United Commercial Travelers’ association. 
He is survived by his widow, Mrs. Laura R. Ramseyer, and 
a son, Richard L. Ramseyer 


Y ¥ Y 
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George Blatchford 

George Blatchford, a retired stationer of Pittsfield, Mass.., 
passed away in April at West Palm Beach, Fla., where he 
had spent the winter. His widow, two daughters and sev- 
eral grandchildren survive 

Mr. Blatchford, who was seventy-six years old, went 
from Albany, N. Y., to Pittsfield in 1887, where he opened 
a stationery store. This he conducted about thirty-five 
years, when the business was sold to Chamberlain Brothers. 


+ * > 
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William F. Milburn 
At the age of forty-two, William F. Milburn, for the 
past eighteen years manager of the Southern branch of 
the Addressograph Company in Atlanta, Ga., was found 
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eART “PADS 


IMPROVED 


Flexible, Non Cracking Finish. 
The Result of Several Years’ 


Experimenting 


REDUCED PRICE 


$12.00 list in dozen lots, as- 
sorted colors and designs. Size 
24x36 inches. 


Send for two representative 
samples at the above basis. 


Art pads are so strikingly beau- 
tiful that they dominate the eff ec- 
tiveness of the office, yet so posi- 
tively practical that they are 
preferred to any other desk pad. 
Their beauty is permanent and 
stain proof. Beyond all compari- 
son the most attractive pads of 
any kind on the market. 


WAGEMAKER Co. 


GRAND RAPIDS, MICHIGAN 




















BRACKET ij 


HIS new bracket has a special hinge in the 
arm that permits the telephone to rest flat on 
the desk for dialing. A pull—and the tele- 
phone automatically falls into the correct 
position for use. A push—and it is up, of 


the desk and out of the way. 


There is a specific type of Burns telephone 
bracket for every requirement—AND EVERY 
ONE OF THEM IS PROFITABLE FOR 
YOU. Why not get prices and discounts — 
USE THE COUPON. : 


now. 


AMERICAN ELECTRIC COMPANY 
INC. 


State at 64th Street CHICAGO, ILL. 


AMERICAN ELECTRIC COMPANY, Inc. 
6405 So. State Street, Chicago, Ill. 


Send us information, prices and discounts on the new Burns 
Dial Telephone Bracket and other Burns brackets. 


Name 


Street Addres 
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dead at his home in Atlanta on Friday morning, March 20. 

Mr. Milburn, in addition to well-known to the 
office appliance trade, served as an ambulance driver in 
France at the opening of the World War, and later was 
made a Colonel in the Ordnance Department of the A. 
E. F. He was a member of the North Avenue Presbyte- 
rian Church, the Rotary Club, and the Gate City Masonic 
He was a graduate of Davidson College, in North 


being 


Lodge. 
Carolina. 
Full military honors were paid at his funeral, and inter- 


ment was in a local cemetery.—J. H. R 
ols ola rls 
ee ee 


R. G. Chandler 


partner of the firm of 


Richard G. Chandler, senior 
Chandler and Fisher, rubber stamp manufacturers, died at 
his home, April 17, at the age of eighty-nine years. Mr. 
Chandler retired 1920. About 


four years afterwards he lost his sight and had been ailing 


from business in October, 


since then 

The firm of Chandler and Fisher started in business in 
1884. They purchased a small concern, run by a Mr. 
Harper, and were located on the Public Square. From 
there they moved onto Euclid avenue, opposite East Third 
When the Superior Arcade was built they moved 
As the busi- 


street. 
into it and at this time Mr. Chandler retired. 
ness continued to grow new quarters were established at 
731 Vincent avenue, and when the building was torn down 
in 1927 they moved across the street to their present loca- 
tion, 822 Vincent avenue. E. J. Fisher died on January 8, 
1928, at the age of 65 years. 

Mr. Chandler was born in Ohio and served during the 
Civil War with Company D, 150th Ohio Volunteers. He 
was a member of Memorial Post 141, G.A.R., and was ac- 
tive in its affairs. He was also an Odd Fellow. Funeral 
services were conducted by the Grand Army of the Re- 
public and the Odd Fellows at the residence, 10607 Hatha- 
He is survived by his 


Lake View 


way avenue, on Monday, April 20. 


widow and one daughter. Burial was in 
Cemetery. 
| The business has been under the management of A. J. 
| Manke for the past eleven years.—A. E. D. 

i oh 


t 
John A. Carter 

John Armistead Carter passed away some weeks ago at 
| Norfolk, Va., at the age of fifty-six. He was president of 
the Norfolk Stationery Company, and head of the Virginia 
Stationery & Office Supply Company, Portsmouth, Va. 
|He had been engaged in the stationery business thirty 
years, previous to which he had been connected with the 
Seaboard Air Line Railway. his widow, a 


daughter, three sons and six sisters. 


Surviving are 


Leslie Webb 
a veteran stationer of Cincinnati, Ohio, 
passed away several weeks ago. He had retired two years 
| ago as president of the Webb-Biddle Company. Mr. Webb 
| was seventy-two years old, and past master of Wyoming 
Freemason Lodge, and a thirty-second degree Mason. 


Webb, 


Leslie 


ha 
> >« bee 


Mrs. Israel Kriloff 

Mrs. Israel Kriloff succumbed to a year’s illness at Chi- 
|cago April 20. She was the mother of Louis Kriloff, of the 
| Kriloffice Supply Company. 


y Y Y 
4 el > 


Sidney Mann 
The passing of Sidney Mann, 1349 O’Farrell street, San 
He manufac- 


Francisco, Calif., has been recorded. was 


turer of the “Unity” stamp pad. 
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New High Quality for New Low Price 





* J HE No. 700 “VIKING” Line as recently announced 

has excellent features in design and construction that 
make it of unusually high quality to sell at an unusually low 
price. The drawers now operate on a new type of 
progressive roller suspension. The workmanship 
and finish are equal or better than usually found in 


higher priced files. 












pm 3 Jemes - wwe Milg. Corp 





Many of our dealer-friends thru the new Catalog presenta- 
tion (a copy of which you ought to have) see in the “VI- 
KING” Line just the supplement they need with our higher 
priced “STEEL AGE” Line and our still lower priced “AR- 
MOR” Line. These three types of cases give the dealer new 
opportunity. o 

If you have not received your Catalog, write for it today. 
CORRY-JAMESTOWN MFG. CORP., Corry, Penna. 
Cable Address—CORJAM. 


Warehouse Stocks Carried in New York—Seattle— 
Chicago—Philadelphia—San Francisco—Los Angeles. 








CGLBLBLEBRERELLRBEBRERBRERBRBMERBRBRBRBRBRB 


BLBRBRBEBREVBRBRLBR 


RRBRBRBVBK 


ORRY- JAMESTOWN 
STEEL FURNITURE 
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AN IMPORTANT ANNOUNCEMENT 
To Every Buyer of 


FINE UPHOLSTERY LEATHER 


WE. have developed a dyed finish on Top Grain Leather which is both sunproof and water- 
proof. This leather is known as LACKAWANNA TOP GRAIN FRENCH FINISH. 


It is paint and pigment which makes the ordinary upholstery leather so cold and hard. In the 
case of LACKAWANNA TOP GRAIN FRENCH FINISH, there is no particle of paint 
or pigment used, and it is for this reason this leather is so soft and warm. 


We believe this TOP GRAIN FRENCH FINISH to be superior to any upholstery leather 
produced today, whether from cattle hides, Goatskins, or Vealskins. 


SAMPLES AND PRICES SENT UPON REQUEST 


THE LACKAWANNA LEATHER COMPANY 


850 GRAND AVENUE HACKETTSTOWN, N. J. 
NEW YORK OFFICE CANADIAN OFFICE 
: 220 KING ST. WEST CHICAGO OFFICE 
101 PARK AVENUE TORONTO, ONTARIO 705 S. DEARBORN ST. 
ASHLAND 5041 ELGIN 0971 HARRISON 2941 


“Look for the Haircell—It is your guarantee of full Top Grain Leather” 





PGB SB BSB IS BS BS BS 
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~\ A New B & P CATALOG 









: KS : 
& . \we t BSE \ 
\ § \ Loose Leaf Books and Forms 
rs \ UNIQUELY ARRANGED 
° a \ For quick ready reference. 
X PROFUSELY ILLUSTRATED 
. Showing a wide variety of forms 
N ) and binders of every description. 


REPLETE WITH NEW ITEMS 
Of the latest and most advanced 
methods of accounting. 


POCKET SIZE 


Convenient and compact. 


° Unquestionably the most complete and comprehensive catalog ever 


issued 


This catalog was 


oe BOORUM & PEASE COMPANY 


Write at once for 


your copy if it has NEW YORK CITY P. O. Box 272, City Hall Station, New York City BOSTON, MASS. | 

not been received. 349 Broadway CHICAGO. IL! 29 Otis Street 
BROOKLYN, N. Y. ; : ‘ : ST. LOUIS, MO. 
84 Hudson Avenue 500-532 So. Throop St. at Harrison 212-214 So. 7th Street 


| 


























Show Goods Where Customers Can See 
“Well Shown Is Half Sold!’ 


Quick Service Display 


Every merchant stocks “demand” items that 
call for efficient display. These sell on 
sight, at a margin that permits no special 
attention or sales effort. 

Service Steel Top Display Counters meet this 
need for efficient display of “demand” goods. 
They save time, space, motion. Open-top 
glass partitions for these tops are available 
in any standard size and in unlimited, 
changeable combinations of these sizes. 


Counter No. 1054, Enclosed 


24” or 30” deep (back to front) with sliding 
steel or glass doors on one or both sides. 
Interior may be fitted with shelves or drawers 
of various sizes. Whatever problems confront 
you when you move, remodel, or change 
around your present layout—tell us about 
them. Experience has taught us to help you. 
Service Steel in Stationery Store layouts—in 
any part of the country—equipping the up- 
to-date stationer with 
“everything but the cash register.” 





Service Steel Products Corp. "“dmcaco! m1 


Specialists and Pioneers in De Luxe Steel Store Equipment 
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(New Machines and Devices — Continued from page 31) 


Graduated Guide for Measuring Work to Be Copied 

The illustrations here shown diagram a patented office 
accessory for which the inventor makes several interesting 
Phe 


uated guide for measuring and spacing work to be copied, 


claims object of the invention is to provide a grad 


thereby aiding the copyist in producing quality work with | 


efficiency. The graduated guide can be made in length to 
equal pica, elite or special type and is movable to the right 


or left on the line bar of any make of copyholder. 


Figure 1 is the front elevation of the copyholder show- | 


ing the graduated guide strip in position on the line bar. 


Figure 


2 is a front elevation of the upper part of a type- | 


writer showing graduated space bar of which the gradu- | 




















BROWN GRADUATED COPYHOLDER 


GUIDE 


ated guide is a duplicate. Figure 3 is the side elevation of 


the improved graduated guide hung on copyholder line | 


guide bar. 


The inventor believes that his invention should find a 


place particularly in large organizations having central 
stenographic departments whose prorata cost of work is 
charged to the individual department receiving service. 
The patent above referred to is owned by E. R. Garland 
of the Industries Air Travel Service, St. Louis, of which 
Mr. general The 


issued Preston Brown of St. Louis, who 


company Garland is manager. patent 


was to Lucy 
claims in her patent specifications an attachment for a line 
marker of a copyholder comprising a graduated guide strip 
adapted to yieldably engage the line marker. She claims 
that by the use of this movable graduated strip fastened to 
the stationary line bar of the copyholder, time is saved 
and accuracy effected because the typist can set the grad- 
uated strip to correspond with the same graduation on the 
typewriter. 

Mr. Garland is anxious to get in touch with someone in 
a position to produce and market this invention. 

—- $< S>—___—_ 
A New Attachment for Pencil Sharpeners 


O. A. Narverud of the Narverud Electric Pencil Sharp- 
ener Company, 1532 East Lake street, Minneapolis, Minn., 
is the inventor and patentee of a new attachment for a 
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Appearances Make the 
Man Why Not 


the Sale? 




















Here is an item that 
has sales appeal. 


The Zipper envelope with the rounded cor- 
ners. Instant and easy access to papers. They'll 
always appear neat, clean and flat. New 
rounded corners. Finest of cowhide leather 
in brown or black, sizes 12¥/2 x 9, 15 x 10 
and 16x 11. We can furnish you a quota- 
tion on a quantity if desired. Write, wire or 
phone. No obligation. 


Our catalogue showing complete line of brief 
and sample cases will be furnished on request. 


National Brief Case Mig. Co. 


512 So. PEORIA_ST. . . . CHICAGO, ILLINOIS 














Simplex 
Marvel 


Model 
S 


The smallest, lightest, 
easiest operated im- 
printing press, for 
pens, pencils, leather 
goods, book covers, 
etc. The cheapest press on the market. Made by the 
world’s leading imprinting press manufacturers, with 
the Simplex Guarantee. 

There are twenty (20) reasons why!! Simplex presses 
are universally installed and recommended. Write to 
our service department for these and gratis samples 
today. 

If you sell pens, pencils, books, leather goods or sta- 
tionery 

You Cannot Afford to Be Without 
Our Marvel Model S 


SIMPLEX GOLD STAMPING PRESS CO., Inc. 
425 Fourth Ave., New York City, N. Y. 
Cables Mildoheil, New York. Phone Caledonia 5-4056 


Chicago, Its. Los Anneles, Celif. 
Simplex oy’ Co. Benj. Patiian Co. i. 
19 So. Wells St. 303 E. 9th St. 












——_  .<eee 


Toronto, Ont. 
L. Morrison Co. 
445 King St., W. 
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cNew « CModern 


designed for present day needs 


Seglin Office Furniture is designed with the benefit 
f 18 years’ experience in the manufacture of fine 
ffice furniture dealers should write for 
details of chairs and lounges by Seglin. 
SALESMEN — Profitable Territories Available. Write Us. eee 


M. SEGLIN 


212 W. KINZIE ST. CHICAGO | 





furnit ire 








Right Now You Want to 
Cut the Cost— 
Yet Improve the Copies 






Dus,PA 


RE you thoroughly satisfied with the 
A copies that come from your duplicator? 
You may use the finest inks, the best 
machine, plus an expensive operator— 
But—unless the paper fits your special job 
you cannot produce Perfect Copies. 

Look into the paper problem. 

You may be satisfied—yet there may be 
great room for improvement. Surely you 
would welcome better copies at lower 
cost. Surely you want all copies leaving 
your establishment to look clean, clear, 
legible. We carry a complete line of colors. 


















Send teday fer samples and prices. 


DUPLICATOR 


PAPER AND SUPPLY COMPANY 


224 NORTH DESPLAINES STREET— CHICAGO 
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pencil sharpener which is driven by an electric motor. The 
that the 
starts the motor and the removal of the pencil stops it. 


attachment so functions insertion of a pencil 
The Narverud device can be attached easily to the casing 
of a pencil sharpener. It is simple and efficient in opera- 
tion and carries a liberal guarantee. 


—_—_g—__—_ 
Royal Typewriter Company Brings Out 

a White Portable 
The Royal Typewriter Company, Inc., New York City, 
is offering a portable typewriter to meet the requirements 
The 


cleanliness 


etc white 


hospitals, 
of 
appointments of 


of dentists, doctors, druggists, 


the impression sanitary 


the 


portable gives 


which must characterize those con- 





ROYAL PORTABLE TYPEWRITER FINISHED IN WHITE 


nected with the medical and dental professions. The white 
or druggist’s 
the 
transparency the 
This facilitates writing on 


Royal portable is equipped with a doctor's 


keyboard at no extra cost. There is also available 


label 
manner illustrated herewith. 


special holder which appears in 


cards or prescriptions. 
Eberhard Faber Adds New Pencils 
“Pony” is the name of a handsome pencil recently an- 
nounced by the Eberhard Faber Pencil Company. It is 
round, thin and is made in assorted fancy, marble-ized 


The pencil is six inches long, and has a gold tip 
No. 377E 


polishes. 


with extra large eraser. It is designated as 





DISPLAY BOX OF “PONY’’ PENCILS 


and is offered one-half gross in a compact, folding easel 
counter display box. As No. 377B four “Pony” 
assorted colors, are packed in a lift-cover box the design 
It is 


packed one dozen boxes, assorted in three different designs, 


pencils, 
of which is based on the aces of the four card suits. 


in a carton. 


Another graceful pencil is “Mite” No. 367E. It is round, 
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As pioneer desk makers of 
Jasper, Indiana, we can offer 
you the best in high quality 
desks, time tried and quality 
tested for fifty-two years. 


The JASPER |, 
DESK CO. 





New No. 800 Series Chairs in 
Solid American Walnut: A 
Pleasing Design, with a Deep, 
Rich, Durable Finish. 


The JASPER 
CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in 
dition, without damage. We solicit your inqusries. 


JASPER, INDIANA 


YASPER, IN 


st class con- 
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JOHN W. MESSIMORE, Chicago Representative, 


Telephone Longbeach 4821, 


1467 Catelpa Avenue, CHICAGO, ILL 




























Style No. 351 
Four Drawer Letter Size 








The Best Low Priced File Made 


—INCREASE YOUR SALE’S PROFITS— 
USE THE AURORA 350 LINE NON-SUSPENSION 


FILES FOR YOUR LEADER 


These cabinets, strongly constructed and elec- 
trically spotwelded, are offered in a complete 
range of styles and finishes. A roller drawer 
action insures perfect ease of operation under 
the heaviest loads. Our strict dealer policy 
protects your sales. 


Every Office Can Afford This File 








Write for full DETAILS AND PRICES 


CABINET 
co. 


AURORA, ILL. 


AURORA 
METAL Ke 
YAURORA.JILL USA 


435 Woodlawn Ave. 
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Announcing 
A NEW FILE=-A LOWER PRICE 


Exceeds in value any low priced file 
now on the market 


Full Roller Extension Suspension 

Cast Bronze Hardware 

Reinforced Drawers Box Heads 
Increased Filing Capacity 

Reinforcing Spreaders Between Drawers 
Cap Top 

7A¢ In. Front Edge 

Reinforced Case and Base 

Positive Locking Followers 

Baked Enamel Finish 


You Would Not Believe That a File of Such Quality 
Would Carry a Price so Low. 


DO NOT FAIL TO INVESTIGATE AT ONCE 


THE STEEL FIXTURE MFG. CO. 


Topeka, Kansas 








Introducing a new member 


of the STORMBEST family 
A REMEDY FOR A SERIOUS CONDITION 


The Condition: Heavy manifolding on Billing Machines and hard, flat 
platens makes it necessary for typists to frequently 
change carbon papers due to type-cutting. This means 
increased cost in material and time to users. 


The Remedy: STORMBEST SUPER STANDARDWEIGHT BILL- F 
ING No. 682 will withstand type-cutting in a ratio of 2 
or 3 to 1 as compared with papers generally used. *“THE COMPLETE LINE” 
In actual usage on Fanfold machine 148 clear, legible 
complete sets of carbon copies were obtained using 
STORMBEST 14 lb. top sheet and STORMBEST 
SUPER STANDARDWEIGHT for the remainder on 


‘ E 
CORDs eTER™ 





The line broad enough 


an eight part form. to meet every need, of 
: his increased production and time saving will appeal to outstanding merit, at 
yuyers. 


low prices brings trade. 


The Proof: Send for samples. Give them to a user for Fanfold or other severe 
billing work where conditions are most severe, and verify our claims. 
This combination should also be used for Billing Machine Rolls. 


H. M. STORMS COMPANY 


Makers of “‘The Complete Line”’ of Carbon Papers and Inked Ribbons. 


Vv 


Users want the 


561 GRAND AVE. BROOKLYN, N. Y. best. 
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thin diameter, seven inches long, pointed; has assorted 
marble-ized polishes, with rounded ends dipped in con- 
trasting color and adorned with a gold band. “Mite” is 
packed one-half gross in a folding easel counter display 
box decorated with card suit markings. 
aliiiedividh 
New German Copyholder 

“Steddy” is the trade name of a new copyholder made 
in Germany, which is claimed to be vibrationless. It is 
small and light and can be affixed to the typewriter with a 
single turn of the hand. It is held in position by the weight 
of the typewriter and can neither fall over nor be pushed 
over except by considerable force. Steddy can be adjusted 


to any position wanted and when not in use can be folded 








“STEDDY” COPYHOLDER 


up under the cover of the typewriter. It has a light metal 
foot which is said to give it certain advantage. This holder 
can be placed in position to suit the eyes of the operator 
so as to obviate eye strain 

Patents on this copyholder have been applied for in the 
United States and other countries. 

This copyholder retails at a low price. Its sponsors are 
Alice Hemes Geb. Krandt, Burgstrasse 28 Iv, Burohaus 
Borse, Berlin C2, Germany. 

a 


Munson Announces a New Telephone Silencer 
The Munson Stamp Pad Company, 147 Fulton street, 














MUNSON TELEPHONE SILENCER 


New York, N. Y., has brought out a silencer for the 
French type telephone. This new silencer assures privacy 
to the user of a French or cradle type phone, brings into 
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Catalogue 
No. 610 


DAVIDS’ 


SECURITY MUCILAGE 





Thaddeus Davids Ink Co., Inc. 


Makers of Fine Sealing Wax—Inks—Adhesives 
95-97 VANDAM ST. NEW YORK, U. S. A. 


SEMI-LIQUID PASTE 


DAVIDS'’ Mucilage and Semi- 
liquid Paste have been recog 
nized as the Standard of 
Quality and Uniformity since 
1825; and are now packed in 
this handy dispensing bottle— 
with the spreader on the top, 
at the source of flow, where it 
belongs. 


In this NEW Rubber 
Spreader-top Bottle 


The construction of the 
spreader and this bottle has 
unique features—The shape of 
the spreader top permits any 
direction of motion for spread- 
ing—Always flows while 
spreading—Will not clog—Can 
be placed in any position with- 
out spilling. 


The octagonal shape of the 
bottle makes it easy to handle. 





Catalogue 
No. 481 


Write for Catalogue and Prices 


ESTABLISHED IN 1825 


























|CRUSADER! 


Give You a Bigger Margin of Profit 
Not the same as a 100% rebuilt Underwood but looks 
and works like one. We are able to supply the 


Crusader in all K-2 Model Underwoods. A sample 
will convince you. Write today for our latest price list. 


SHIPMAN-WARD 


4401 Ravenswood Ave., Chicago, Ill. 
















THE 


Will Overcome Competition 
Increase Your Sales 


MFG. CO. 


1775 Shipman Blidg., 
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| being a quieter office and consequently aids in reducing 
errors and misunderstandings. 
It is novel and neat in appearance. 
voice to all except the listener at the other end of the wire, 
often preventing embarrassment and unintentional leakage 


of confidential business data. By preventing telephone 
conversations from disturbing others, it reduces consider- 
' . . 
; J ably the general telephone noise in an office. 


, The Munson silencer is made of rubber with a celluloid 
This year, more than ever, executives are watching lip. The retail price is $1.50. 

the records. And this year, more than ever, they —_o— 

will turn to Cook’s File Signals. Be prepared. Soft Rubber Platen Has Valuable Features 
Stock these signals NOW. Furnished in 12 smart The U. S. Typewriter Parts & Supply Company, Inc., 
colors, plain, or printed with numbers, days, months 6 Murray street, New York, N. Y., has brought out a new 


aa . soft rubber platen, specially ground and finished, which is 
and alphabets, for card, book and visible index SyS- declared to be remarkable in its range and versatility of 


tems. use. 


It shuts out the 











The company claims that so perfectly does the new 
Send for Samples and platen accommodate itself to the typewriting machine, that 


Prices 





Recommended by most manufac- 
turers of visible systems, because 
easily attached and not accidentally 
removed. 


THE H. C. COOK CO. 


14 Beaver Street, Ansonia, Conn. 


00KS 


CARBON 
PAPERS 
manufacture the “Firefly” 


° 

An Opportunity 
e This contains a flashlight bulb and “Everready” 
for Stationers in the handle. A special reflector concentrates the light 


on the field of the lens, increasing the definition and detail. 

















PLIABLE PLATEN OFFERED BY U. S. TYPEWRITER PARTS AND 
SUPPLY CO 











only one platen is required for every class of work. The 


sponsors of the new “All-Purpose” platen claim that by 





its installation on machines the user thereof increases the 
life of his ribbons and obtains astonishing results in num- 


ber and clarity of copies, at the same time paying only ten 


TYPEWRITER 
RIBBONS 


per cent more for the platen. 
<> 
“Firefly” Reading Glass 


93 Federal street, 





Swift & Anderson, Inc., 3oston, Mass., 


magnifying and reading glass. 
dry cell 


One of the functions marking a leading 
stationer is the exclusive merchandising of 
quality lines. More than a mere symbol 
of position, such arrangement is evidence 
of recognition by the manufacturer and is 
frequently an aid to greater profits. 
Bucki supreme typewriter ribbons and 
carbon paper have been sold thru dealers 


It is especially useful for reading maps while touring at 
night, and should be helpful in studying drawings, prints, 
reading serial numbers on mechanical 
good, stockroom 


written records, etc., 
devices where the illumination is not 
checking, and speakers giving lantern slide lectures. 

The “Firefly” is nickel finish, and made in the following 








for over thirty yeare—always high grade, 
produced by processes developed in life- 
long study of available materials and of 
business requirements—conceded by com- 
petent authorities to be among the best 
upon the market. 

In certain cities Bucki ribbons and car- 
bons are now handled by the leading 
dealer on an exclusive basis. If you are 
interested in establishing a Carbon and 
Ribbon department, specializing in the sale 
of these products, and building a profit- 
able business, better write us; we may 
have a proposition to offer in your terri- 
tory. 


The BUCKEYE 


RIBBON & CARBON CO. 


1458-1468 East 55th Street 





Cleveland, Ohio 











sizes and magnifications: two inch, seven power; 2% inch, 
six power; three inch, five power; 3% inch, four power. 
The instrument can be carried in a coat pocket. 
EO 
A New Line of Metal Shelving 
The Cochran Metal 1500 Walnut 
Philadelphia, Penna., announces a line of metal 


Products Company, 
street, 
shelving that can be used in offices, store rooms, sales 
rooms, etc., wherein high grade cabinet work is now in use. 
The line is designed to represent wood construction in 
every detail. The uprights at the front of the shelf have 
been eliminated and instead, only an eighth strip is seen. 
The shelves have a seven-eighths inch face and can be sup- 
plied up to ten feet in length with all uprights punched 
one inch on centers. 

All materials used are of furniture stock with baked 


enamel finish that will stand much abuse. The equipment 
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““WHOLESALE’S”’ MASTER GRADE Underwoods 


have more dollar value built into them and are sold with confidence by authorized 
dealers throughout the World. 


““WHOLESALE’S’’ MASTER GRADE Underwoods 


equipped with genuine factory parts and accessories are the only rebuilt Under- 
woods approved by the original maker. 


““WHOLESALE'S’’ MASTER GRADE Underwoods 
sell faster because MASTER GRADE means perfection in rebuilt Underwoods 


and Underwoods outsell every other make. 


““\W/HOLESALE’'S’’ MASTER GRADE Underwoods 


are so reasonably priced that no dealer should be without them. Price is important, 


but quality is responsible for MASTER GRADES success. 


NOW IS THE TIME TO BECOME AN AUTHORIZED DEALER 
FOR MASTER GRADE 100% REMANUFACTURED UNDERWOODS 


THE WHOLESALE TYPEWRITER COMPANY 


Wholesalers of All Makes, Models and Sizes 
Factory and General Offices 


155 Sixth Ave., New York City, N. Y., U.S. A. 


Cable: SALETYPE 
Pacific Coast Headquarters: 528 Market St., San Francisco, Cal. 


A COMPLETE LINE A\re you getting the 


Correct in Design— Honestly MOST FOR YOUR MONEY 
Built—at the Right Price 








A Style to Suit Every Preference. 
A Quality to Satisfy the Most Exacting. 
A Price to Fit Every Purse. 

Glad to send Catalogue 


Jasper Seating Company 


Jasper, Indiana 


Chicago Representative: JOHN W. MESSIMORE 
Tel. Longbeach 4821 1467 Catalpa Avenue 











NO BUSINESS 
in Business 





/mportant 
Records 


ave Usually 
Written with, 







SANFORD: 
W RII ING, 
(nll: u| 
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aSANFORD'S 


REMIUM WRITING FLUID 
“The Ink That Has Defied Time for 70 Years’ 








A NEW ENGLEWOOD LINE 





The Same ENGLEWOOD SERVICE 





The new ENGLEWOOD line completely 
covers the moderate priced field. Three beau- 
tiful grades of turned leg desks—two grades of 
exceptional value square leg desks—all priced 
and designed for 1931 standards of merchan- 
dising. 

ENGLEWOOD Service means immediate 
shipment via package cars (fast freight at reg- 
ular rates) assuring delivery without delay. 


ENGLEWOOD DESK COMPANY 


58th and Lowe Avenue 
CHICAGO 
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GOOD IMPRESSIONS 
1921—1931 

















For 10 years the Mun-Kee Stamp Pad 
has been making good impressions for dealers and 
for consumers. 


For dealers—because Mun-Kee is a quality prod- 
uct which brings satisfied customers back. 

For consumers—because Mun-Kee is scientifically 
constructed to give perfect rubber stamp impres- 
sions all the time, with the greatest convenience 
at the lowest cost. 


Write today for liberal discount 
schedule and further details. 


MUN-KEE PRODUCTS CORPORATION | 


NEWARK, N. J. 











ANOTHER 
NEW LOW PRICE! 
“ON 

NEWMARKET 
MANILA 


FILING FOLDERS 


fresh clean stock— 





























> 











high quality— 








four weights 


The DUNLEAVY CO. 
167 OLIVER STREET 
BOSTON, MASS. 
































MAY, 1931 


CurManCo Leaders 





LETTER RACK saves time, no posts to 
dodge, clears your desk for action, takes the 
space of one tray, Handles, Sorts, Classifies 
and Distributes the papers of your daily 
work. PRICE $5. MADE IN ONE TO 
FOUR TRAY SIZES. LETTER AND 
CAP. 


LEGAL BLANK CABINET made in 
ten drawer units. Three units and a floor 
base to thesection. This Cabinet hasrigidly 
constructed re-inforced walls to permit 
advertisers to use the drawers for electro 
types. One sale brings repeats. PRICE 
$15. COMPLETE SECTION $50. SIX 
DRAWER UNIT $10. 


STATIONERY SEPARA- 
TOR made of Steel. Wili not 
warp, crack, or come unglued 
like wood or press-board. Ready 
to insert in the desk drawer 
Holds four letter size letter- 
heads. Saves operators time, 
keeps the stationery clean, 
makes for repeat orders. PRICE 
$2.50. GUARANTEED SELL- 
ER WITH NO INVENTORY 
DEPRECIATION. 


SORTING TRAY (or current 
filing. With the double flare ref- 
erences are quickly referred to 
Saves time for daily work. Sold 
without index, gives you a profit 
on the tray and your indexes. 
Made to stand hard use, saves 
its cost many times Over. 
PRICE $3.50. CAP SIZE 
$4.50. ALL INDEXES ARE 
EXTRA. Order Today. 


Currier Manufacturing Company 


19 N. W. Terminal MINNEAPOLIS, MINN., U. S. A. 
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WANT ONE OF 
THESE CHECKS? 


All will be given for better FiberstoK 

WINDOW DISPLAYS during the 

next few months. 

Information regarding the contest and 

complete set of window trim material 
ww sent you on request. ENTER 


NATIONAL FiBERSTOK ENVELOPE COMPANY 
429-447 Moyer Street, 























Philadelphia, Pa. 


























Profit for you... in 


BLACKBOARDS and ERASERS 
Stock and List Them! 


STYLE D 
BLACKBOARDS 


This reversible blackboard is 
a money-maker for office sup- 
ply dealers. There are many 
sales outlets . . . to schools, 
churches, lecture halls, audi- 
toriums, sales rooms and 
homes. Reversible, and mov- 
able . . . in sizes ranging from 
2 ft. x 3 ft., to 4 ft. x 6 fet. 
Priced to yield you an attrac- 
tive profit. Address Dept. B- 
548 for descriptions and 
prices. 


MD PELABLE 
MYLOPLATE 





Cestelle Double Sewed Eraser 
The standard by which all other 


erasers are judged. Extra quality felt 
and double stitching insures dura- 
bility. Shaped for easy handling. All 
felt . . . and noiseless. Soft and pli- 
able so it will not injure the black- 
board. Cleans thoroughly . . . holds 
maximum amount of chalk dust .. . 
easily cleaned. Made in 4 sizes, 5 
in., 6 in., 9 in., and 12 in. lengths. 
Priced to "offer you a handsome return 
on your investment. Address Dept. 
E-548 for detailed descriptions and 


e ater: Costello Co. 


Chieago Heights, Il. 


& of Globes, Maps, Blackboards, Erasers and Crayon for 
Nearly Half a Century 

















THE typewriter with 
Changeable Type 


Change type faces as you wish—the 
moment you wish—as your personal 
taste dictates—as the occasion warrants. 


Varityper Incorporated, 
Chrysler Building, New York 


Please send me all available 
literature on the Varityper. 
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can be supplied in any finish or color and grained to match 
any grade of wood. The line duplicates the present cabi- 


net work now used in department, drug and jewelry stores. 


Polar Cub It is inexpensive and easily erected. 
. “ry on . . 
ELECTRIC PENCIL SHARPENER Price Card Machine for Merchandise Displays 
[he Price-Writer Corporation, Chicago, Ill, manufac- 


The innovation in office accessories that every progressive tures a machine for preparing price cards on store and win- 
business man will welcome: an electric pencil sharpener— dow displays. The characters are mounted on the periph- 
small, convenient, decorative. It stands in a class by itself. ery of a wheel, which is provided with spacing and ink- 
he machine automatically stops cutting when pencil is ing devices. The device is about fifteen inches high, and 
properly pointed. The sharpener and motor are mounted 
on a die cast base 7 inches square that does not have to 
be clamped or screwed down. The cutters are of hardened means of an index wheel, after which the depression of a 
steel, all moving gears are protected and there are no belts | lever makes the impression. Cards can be handled from 
to slip off. The universa! motor runs on both alternating 314x5 inches up to 11x14 inches. 

and direct current, 110 volts. 


readily portable. The printing characters are located by 


In addition to the numerals on the type wheel, logotypes 
are provided to print “Set,” “Each,” “Dozen,” etc. 


cciamaitilliaiaedai 

A New Display Card 
The Guide System & Supply Company, 335 Canal street, 
“Sw New York, has devised an ingenious and attractive display 
BOSTON card designed to present to advantage the merits of the 


Polar Cub company’s new index kits. 
via sage The portable index kits referred to are made in two types 








INDEX: KIT 
EW ew 









Cc. HOWARD HUNT PEN COMPANY | 
CAMDEN, N. J. 
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QUALITY 
: » one intended for desk use with a cabinet type base made 
ARB¢ YN PAPI R of fibre, and the other made collapsible for carrying in brief 


ROCHESTER.N.Y..USA "| case or pocket. The two types are designated as Nos. 1 


The 
right 
plan 
for 


the 
right 
man 


Carbon paper and typewriter ribbons are | binders. A large number of new and improved forms have 
made and sold in many different ways but ° 4 ' ° 2 
been added to the company’s already extensive line. 
there is only one best method. In produc : : ee . , , 
Nearly a century of experience in the manufacturing of 


ing the “Little” brands, we believe we have | 
developed right processes of manufacture forms, blank books and of loose leaf binders since almost 


—_ — are generally conceded to the inception of the industry, has given the company a 
xe the standard of comparison. , "hay ° , : : 
be : : > cgietie clear understanding and insight of the stationer’s require- 
The sale of “Little” typewriter supplies has  7—.s. ; . 

ments. This new catalogue should help dealers in the 
always been in the charge of high grade 
men and conducted on a basis of absolute 
satisfaction. A profitable opportunity is of purposes. 
fered men of this character, qualified to sell 

EE 


on this basis. Write in detail. 7 
A. P. LITTLE. INC Greylock Bond Agent 
? q f ‘ The Cauthorne Paper Company of Richmond, Virginia, 
Rochester, N > / | has been appointed an agent in that city and vicinity for 
NewYork office: Bible House, AstorPlace Greylock Bond, the 75% white rag paper manufactured by 
the L. L. Brown Paper Company, Adams, Mass. 


DISPLAY CARD FOR INDEX KITS 


3 ELEC eo ec en ce ecsece 


and 2, respectively. 


Boorum & Pease Issue New Loose Leaf Catalogue 

The new catalogue recently issued by the Boorum & 
Pease Company, Brooklyn, N. Y., is a convenient listing 
of a very complete assortment of loose leaf forms and 
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recommendation of proper forms or devices for specific 
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Like artists, builders and writers—a designation for this line of 
desks. It is to be known by the mark of Woodcraft. Woodcraft 
is a mark worth looking for. Anyone who has ever used a desk 
of our manufacture understands that our decision in adopting a 
distinctive name is formed upon a distinctive product. 


Woodcraft Desks comprise a broad assor:ment of styles and sizes 
from single pieces of the commercial grade to matched suites of 
executive Dn. All are described in the new Woodcraft 
catalogue. 


0. C. 8. Olsen Company 


2527 Moffat Street CHICAGO 























an antidote 
for shrinking profits 


The GUSSCO complete line of filing supplies has 
proven the solution to many a dealer's problem—that 
of shrinking margins of profit. Every folder, guide and 
card is priced to meet today's prices—and yet, to give 
you a fair profit. 


The GUSSCO line is made to meet the dealer's re- 
quirements. It is priced to meet open competition. 
It is sold only to the trade. 


Write for samples, prices and catalog. We believe 
you will agree with an ever-increasing number of 
dealers throughout the country that the GUSSCO line 
will help you. 
Guide System & Supply Co. 
335 Canal Street 


New York, N.Y. 





“THE HOUSE THAT 
STICKS TO THE TRADE” 
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Standard of the 
Market 


VERTLKLIP card 
holders are practi- 
cal, enduring, and 
attractive. Differ- 
ent sizes — nickel 
plated or mahogany [| 
finish. Spring clip / 
is of clock spring 
steel. 
AILIN- 
ONE pa- 
per clasps 
have three at- 
tractive finishes and “mer 15 

are made in three sizes. Free samples. 


gfe FRicKER CORPORATION 
“10814 Berea Road, Cleveland,O 
























LooseLeaf 


« HOLDER 


Binds all sorts of records into book-like form and con- 
venience. It keeps them in neat, orderly arrangement 
—permanent, accessible. Adjustable to size of records 
and distances of centers. The capacity is regulated 
by interchangeable Posts. Users marvel how such a 
useful device can be so inexpensive—$3.50 a dozen 
sets, f.o.b.. New York. Most users wouldn't be with- 
out these holders at several times the price. Send for 
samples and test F-B on some of your own forms. 


The F.B. Manufacturing Co. 
1228 Intervale Ave. NEW YORK, N. Y. 

















182 





WrOw 


PAPER CLIPS 
fe 
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Use Our LUXON 
Attractive Clips Sell 
Themselves 


Counter Display 


This new Luxon Paper Clip excites interest wherever 
shown. It slides so easily on and off the papers yet the 
papers cannot slide out of the clip. Actually something 
new in paper clip performance. Size and shape makes 
convenient handling—new cadmium, rustproof finish. 
Packed 100 in modernistic, blue and yellow boxes. 


Order the attractive counter display 
or send for prices and dealer discounts 


ART WIRE & STAMPING CO. 


16.20 BOYDEN PLACE 


NEWARK, N. J. 





The Product of 4 Generations of 
Sealing Wax Making 











erations, enables u 
present 


A complete line of 

SUPERFINE | 

SEALING | 
WAX 


in colors grades and 
ings to suit every need 
your customers. 4 


Ask our sales 
tives to shew you 





271 Ninth St. B’kiyn, N.Y. 


SEALING WAX 
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CERTIFIED 


6. U. S. PA 


ADDING MACHINE ROLLS 






The Rajah 
Speaks 


—and like magic, cus- 
tomers everywhere marvel 
at the quality of CERTI- 
FIED adding machine rolls 
—the firm, tough texture 
of the stock, freedom from 
breakage and the clean, 
sharp impressions. Have 
you a tough customer that 
requires tough adding ma- 
chine paper? Mention 
type of machine and let 
us send you samples and 
prices. 


U. S. Lace Paper Works 


Incorporated 
163 Union Ave. Brooklyn, N. Y. 














CROWN PRODUCTS, for more than a 
quarter century, have been making ‘“‘Good 
Impressions” and afford: | 


1: Exceptional durability. 


2: Excellent opportunity for energetic and 
capable distributors. 


3: A large percentage of repeat orders. 


They are backed by nearly thirty years 
of manufacturing experience. Samples 
and exclusive sales proposition upon 
request. 


Crown Ribbon & Carbon Mfg. Co. 


Rochester, N. Y. 
U. S. A. 
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“Centralization vs. Decentralization” 


Intensive analysis and study by Dictaphone Sales Cor 
poration of the all-important problem confronting business 
offices today—decreasing costs and increasing efhiciency— 
has resulted in publication of a treatise, “Centralization vs 
The 


treatise, which discusses comparative correspondence costs, 


Decentralization,” which is attracting attention 
is based on completed studies in 500 large and small offices 
in all types of business and so far as is known is the first 
survey of its kind that has been made. It points the way 
to more efficient management and provides a yardstick 
which enables business management to check definitely on 
correspondence costs. Possible savings on space, person- 
nel and equipment in handling correspondence are dis- 
cussed in detail and changes in plan with a view toward 
cost reduction and maximum efficiency are demonstrated 
by charts and figures. 


—— 
Earl Kistler Goes Abroad 


Earl Kistler of The W. H. Kistler Stationery Company, 
Denver, left on April 20 for a trip to Europe. He will be 
gone four or five weeks. 








CATALOGUE 





Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 


convenient reference. 


Dealer 

The Rite-Rite Corporation, 1501 Polk street, Chicago, Ill., has distributed 
a folder descriptive of its mechanical pencils 

A folder from the Louis Melind Company, 362-64 West Chicago avenue, 
Chicago, Ill., tells about the celluloid top rubber stamp mount, made for 
either handle or moulding stamps 

The Featheredge Rubber Company, 340 West Huron street, Chicago, 
Ill., has circulated a folder descriptive of its ‘‘Kumfort Kushions’’—chair 
cushions on a sponge rubber base. 

The Automatic File & Index Company, 427 West Randolph street, Chi- 
cago, lll., has distributed to its dealers a portfolio of testimonials and 
illustrations of installations of its products in a number of important busi- 
ness houses. 

From the Colorado Tent & Awning Company, 1642 Lawrence street, 
Denver, Colo., comes catalogue No. 32. Included in the many items shown 
are office mail bags of leather or canvas, and messengers’ bags for carry- 
ing coin or currency 

From the Check Writer Company, Inc., 111 Nassau street, New York, 
N. Y., comes its combination Price List No. 105, devoted to rebuilt check 
writers, supplies and parts. This pictures and lists a variety of makes 
and models of machines for protecting commercial paper 

From the Tell City Desk Company, Tell City, Ind., comes an illustrated 
four-page bulletin describing this company’s new ‘‘Provincial’’ suite 
This is an attractive design, which includes desks, table, chairs, waste- 
basket and cellarette, produced in combination walnut 

From Burning Brands, Inc., 452 North Ashland avenue, Chicago, II., 
comes a folder descriptive of the company’s lines of electric and gasoline 
branding devices The electric branders are made for portable service, 
or as shop equipment for branding in quantity, made for either round or 
flat surfaces 

From the Eberhard Faber Pencil Company, 37 Greenpoint avenue, 
Brooklyn, N. Y., comes the 1931 edition of that manufacturer's convenient 
pocket catalogue. Its 152 pages are dressed in a brilliant cover printed 
in black and embossed in silver. This book is copiously illustrated, with 
descriptions of the various items in the comprehensive Eberhard Faber 
line 

From The Heyer Duplicator Company, 945 West Jackson boulevard, Chi- 
cago, Ill., comes Catalogue No. 31, descriptive of its lines of duplicators 
and supplies. The catalogue is 5x8 inches, twenty-four pages. The com- 
pany makes both hektographic and stencil duplicators, and provides a 
complete line of supplies and accessories for use in connection with each 


type Its new Heyer “‘Quality’’ metal type cleaner is also listed in the 
catalogue. 
Dealer 
The Evans Printing Company, 9 School street, Concord, N. H., has 
issued a brochure narrating its history, which goes back to 1877. George 


F. Sleeper founded the business, operating from his home Two years 
after a partnership was organized with Ira C. Evans and Augustus W. 
Evans. The company is still operated by the descendants of the founders 
A new building is occupied, in which is displayed a full line of Globe- 
Wernicke furniture, as well as other items 
Absorbing Advertising 

The March blotter of the Lester Book & Stationery Company featured 
business and social stationery, blank books and leaf forms and 
binders. 


loose 


Direct Mail-Manufacturer 

The Equitable Paper Bag Company, Inc., Scholes, Meserole and Bogart 
streets, Brooklyn, N. Y., sent a picture letter to the trade featuring cat 
alogue envelopes, merchandise bags, shopping bags, etc 

Price Revisions 

The Winkler Metalware Company, 103 North Third street, Brooklyn, 

N. Y., has announced changes in prices on box files, cash and bond boxes 
Accessory Advertising Matter 

Roovers Brothers, Inc., 260 Fifth avenue, New York, N. Y., 
dealers on request a lithographed window display 

The Conklin Pen Company, Toledo, Ohio, has provided for its dealers 
an effective flashing sign, useful in window displays, or within the store 
This features the “Endura” line, color being used with good effect. 


supply to 
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Money can’t buy a better 
wastebasket 


Both seller and buyer agree that Vul-Cot is, by far, the ‘‘most for the 
money’’ in wastebaskets. Your point of view is profit—his is guar- 
anteed satisfaction. No wonder Vul-Cot, after 30 years, continues to 
be a leading favorite wherever quality wastebaskets are sold. .. . 
Is stock of the various sizes, shapes and colors complete? 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Delaware 


VUL-COT 


-the national wastebasket 


your 














NEW G@pDcO 
FLEXION 
CHAIN-BINDERS 

Ha 
The ‘‘Aristocrat’’—The ‘‘Beacon”’ 
The ‘*Futura’’—Ask Your Stationer 
W. G. LLOYD COMPANY 
626 SOUTH CLARK STREET, CHICAGO, ILL, 
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with the better desks. 





Ko-Rect 





POSTURE CHAIRS 





pey money for the old style straight back 
flat seat chairs. Correct anatomic sup 


chair as leas or pedestal 


KO-RECT posture chairs are furnished in 
genuine mahogany, genuine walnut, imi 
tation mahogany, imitation walnut, quar 
tered 
matching enameled metal furniture. Easily 
adiusted to give correct support and per 


tect comfort 

Office Furniture Retailers have oppor 
ynity for greater service and prohits in 

the KO-RECT posture chairs Full de 

teils of our agency proposition sent on 
application to Mr. Guy Fulton, Director 
ft Seles, indianapolis 


KO-RECT POSTURE CHAIR CO. 
HIGH POINT, N. C. 


POLAR--No. 705 


This exceptional value has caught the fancy of 
buyers everywhere. The basket is finely fin- 
ished and has excellent lines. It is in keeping 


If you have not seen the new Polar No. 705 
mail your sample order for one of each finish. 


*Less regular dealers’ discount. 


Polar Manufacturing Company 
PHILADELPHIA, PA. 


onger will business people—office 
ndustrial workers—be willing to 


will soon be as necessary to any 


oak, plein oak and green finish 


Ko¥-Rect 
paren arr 









A 
New 
Waste 
Basket 








Popular 
Priced 


All Walnut or 
Mahogany. 
Price $11.00* 
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FURNITURE 


Brooklyn, N. Y.—-The factory of the Oxford Supply Company has been 
moved from 500 Driggs avenue to 340 Morgan avenue 

Chicago, I1.—W. F. Mosman, of the local branch of The Diebold Safe 
& Lock Company, has been transferred to New York, where he has 
charge of the dealer sales division 

Chicago, I11.—The Whitely Vault & Iron Works, Inc., has been chartered 
to manufacture vaults, safes, machinery, etc.; capital stock, $1,000; in 
corporators—J. E. Whitely, D. R. Collum and D. Greisman 

Davenport, lowa.—Byers Office Equipment Company has been established 
at 417 Brady street by W. E. Byers. Steel office furniture and stationery 





lines are handled 

Detroit, Mich.—The name of the Sable Furniture Company, 409 West 
Jefferson street, has been changed to Sable’s Office Outfitters 

Fargo, N. Dak.—The Fargo Stationery Company has been merged with 
the Office Specialties Company, operating under the latter title at 115 
Broadway. J. E. Gaffney organized the Office Specialties Company in 1919 

Huntington Park, Calif.—C. B. Pickens has purchased control of the 
Pickens-Hoffman Company, 5916 Pacific boulevard, and has changed the 
name to the Pickens Office Supply Company 

indianapolis, Ind.—The Globe-Wernicke Sales Company, an Ohio cor 
poration has been admitted into Indiana; state corporate agent and 
office, F. H. Sidman, 317 Merchants Bank building, Indianapolis 7.5 
shares of capital stock represented in Indiana; the company is empowered 
to deal in office furniture, equipment, supplies, stationery and kindred 
articles 

Kankakee, tli.—J. D. Proffit has opened for business at 253 East Court 
street, handling office furniture and supplies, books, greeting cards and 
novelties 

Knoxville, Tenn.—The W. AA. Johnston Typewriter Company put on a 
preliminary to the opening of its new store at 719-21 Market street, by 
holding a wrecking bee. Periodically Mr. Johnston demolishes old type 
writers in a public festival, to retire them from the market 

Montgomery, tll.—Filing Devices, Inc., has been chartered to manu- 
facture office filing equipment; capital stock, $10,000; incorporators— 
John M. Unick, Joseph V. Unick, and Bernard E. Lundstrom 

Milwaukee, Wis.—The Koepke Office Furniture Company has been 
chartered to deal in furniture, office and store fixtures, etc.; capital stock, 
100 shares non par value; incorporators—H. Sicula, L. Koepke, R. C 
Koepke and E. J. Homolka 

Newburgh, N. Y.—The Charles Rosner Company has moved from 130 
Broadway to 48 Second street 

New York, N. Y.—-Hyman & Goldstein have incorporated an office 
furniture business; capital stock, $5,000; O. A. Katz, charter repre 
sentative, 5 Beekman street. 

New York, N. Y.—-Roger C. Wilde, of Lyon Metal Products, Incorporated, 
has been promoted to field man for the New York City territory He will 
contact dealers on the Lyon steel cabinet line and the ‘‘Steelart’’ folding 
bridge tables and chairs 

Philadelphia, Penna. ‘Jimmie’’ Faloon has been appointed repre 
sentative of The Clemetsen Company, covering the southeastern territory. 
This includes from New York state, exclusive of Manhattan, to Virginia 
on the south 

Portiand, Ore.—-An office has been opened at 95 Tenth street by The 
Royal Sales, Inc., handling office equipment and carrying on a general 
distribution 

San Antonio, Texas.—The Maverick-Clarke Company has become repre 
sentative in this territory of The Automatic File & Index Company, 
Chicago, Il 

San Francisco, Cal.—The C. F. Weber Company has closed its sales 
room for desks and office furniture at Mission and Second streets, and 
concentrated the entire business in the new building at 650 Second street 

Syracuse, N. Y.—The County Office Equipment Corporation has been 
chartered; capital stock, 500 shares common; Bond, Schoeneck & King, 
charter representatives, Syracuse 

Tallahassee, Fla.—The Tallahassee Office Supply Company, Inc., has 
been chartered to deal in office furniture and supplies; capital stock, 
$5,000 ; incorporators—K. Dixon, Mrs. A. M. Dixon and I. K. Dixon 








MARKING DEVICES 








Chicago, Ill.-The Ace Stamp Works, Room 404, 81 West Van Buren 
street, has been chartered to manufacture numbering machines, time 
stamps, etc capital stock, $3,000; incorporators._-Leslie W. Sandy 
Charles T. Klage and Fred C. Klage 

Chicago, I!!.—-Burning Brands, Inc., 452 North Ashland avenue, has been 
chartered to deal in mechanical specialties of all kinds; capital stock, 
$15,000. The company manufactures electric branding devices, for mark 
ing wooden handled tools, etc. Its production also includes branding ma- 
chines for production purposes 

New York, N. Y.—H. J. Berez & Sons, formerly at 108 Fulton street, 
has moved to 801 Sixth avenue 

New York, N. Y.—The Baden Manufacturing Company has moved to 
108 Bowery; the store was located heretofore at 102 Bowery In addition 
to marking devices, the store carries commercial stationery items 
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Complete 


CO-OPERATION 


With the establishment of the Imperial line more 
than a quarter of a century ago, a policy of com- 
plete co-operation was formulated. It remains un 
changed to this day. 

Imperial built-in steel furniture for banks, court 
houses, public utility offices, stores, buildings of all 
kinds is one line that offers a full margin of 
profit on every sale. No losses occur from bad 
stock because no stock is carried. For the same 
reason there are no sacrifices because of special 
sales. Every bit of equipment sold is on special 
order and carries a full margin of profit. 

Imperial installations are not high priced—the price 
is comparable to stock units. For full details write 


Imperial 
Steel Cabinet 
Company 


2130-2152 Fulton Street, Chicago, Ill. 























FE for 


FDCO 


cule Ge ae A. 8. - To ascertain the preference of most business men is often at the expense of much 
of good values. But the trademark ‘EDCO’ time and effort. So—some desk builders keep on turning them out in the same 


is always a sign of the highest quality and 


the lowest prices.” ( Id way. 


But—Edco Desks are in line with progress—they have been kept up to date thru 
constant study, and advice of leading dealers and users. Attractive 5 Hse sound 
value, support the claim for Edco Desks, of leader among grades of moderate 
cost. Thruout, Edco Desks are modern. Edco has a new catalog. 


EVANSVILLE DESK COMPANY 


EVANSVILLE, INDIANA 
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A NEW 


INGENTO CUTTER 
30 Inches 


In a class by itself! 


KRANTZ steps out ahead of the industry with a brand 
new Compression Stapler, differing both in principle and 
design] from the well known types now on the market. 
For the first time, the power of a Compression Spring is 
appliedjto stapling. By merely laying the weight of your 
hand on the handle, you compress a spring which trips and 
a staple is driven through 2 to 30 sheets of paper with the 
speed of a bullet. 


= PRICE 


$690 


Box of 5000 Krantz 
Staples $2.00 












Heavy Duty Cutter | 
Cutter and Table Combined | 


There are now eight sizes 


The Krantz Stapler produces two distinct types of staples— 
permanent or loose—either of which may be had by 
merely turning the patented Rotary Anvil to the indicated 
type of staple desired. Neat, compact and sturdy. Fin- 
ished in gun metal. Nickel trimming. Rubber feet. 
Weight 2 pounds. Guaranteed not to clog or jam. 





Write for prices 


Manulactured Only by 


IDEAL SCHOOL SUPPLY CO. 
316-8346 Birkhoff Avenue 
CHICAGO, ILLINOIS 


Krantz Manufacturing Co. 
35 East Wacker Drive, Chicago, U.S. A. 






































Fill a window with these! 





ANDY card boxes equipped either for A-Z TICKLER or 

RECIPES. Excellent quality, low price and almost uni- 
versal application to desk references uses makes them desired of 
everyone. Will sell like hot cakes if you give them a showing 
Leatherette and cloth covered, assorted beautiful colors—the 
bright appearance takes the eye and makes the sale. Ornamental 
on offic e desk or kitchen shelf Follow the profit road of hundreds 


of Stationers write for samples and price list 


THE WARSHAW MFG. CO.., 
INC, 


35 Yerk Street Brooklyn, N. Y. 
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What are the reasons for the great 
increase in the popularity of Semi-Hex 
pencils? Perhaps it is their hand- 


some appearance —or their rounded 


edges (comfort)— or their super-smooth 


leads (speed)—or the advertising. 
Probably it is all these combined — plus 
@ generous profit to the stationer. 
We will gladly send you the complete 


“Semi-Hex story’’ with samples. 


THE GENERAL PENCIL CO., JERSEY CITY, N. J. 
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Alhambra Typewriter Shop, 19 South Garfield 
avenue, has added a line of desks, files and office supplies. 
This business is conducted by B. H. Parker and 0. H. Anschutz 
Allentown, Penn.—Frank J. Haberle, dealer here for the Royal Type- 
writer Company, Inc., featured the new segment Royal at a motor show 
by the Lehigh Valley Motor Club 
Chester, Penna.—-The Chester 
chartered to sell, repair and lease 
Maurice Kamas, charter representative, Chester 
Chicago, !li.—W. J. Montgomery, of the dealer 
Typewriter Company, Inc., visited the Chicago branch in 
a swing through part of the central west. 
Chicago, t1!1.—The Chicago branch of the Woodstock Typewriter Com- 
pany has enlisted several typewriter men with excellent records: Harry 


The 


complete 


Alhambra, Calif. 


Company has been 
stock, $5,000; 


Office Machinery 
typewriters ; capital 


Royal 
during 


department, 
April 


Moulton, Arthur Morf, John Shea and C. I. Lovestead 
Chicago, l.—A. W. Barlow, western sales manager for the Royal 
Typewriter Company, Inc., returned from a trip to the Pacific coast 


with a highly The new Royal is getting in its action 
on the executives as well as stenographers 

Chicago, ttl.—A. J. DeWeik, of the service department of the L. C 
Smith & Corona Typewriters Inc., has returned to his duties following 
an automobile A taxicab in which he was riding crashed into 
another Mr. DeWeik emerged with a deep gash in his 
scalp, which necessitated a stay in a hospital. 

Kansas City, Mo.—The local branch of the Royal Typewriter Com- 
pany, Inc., has acquired some effective new man power. C. J. Piper is 
handling national Sullivan has joined the Kansas City 
branch as a junior, with the St. Louis 
branch; Walter Warren, been promoted to a 
territory, with a senior’s responsibilities. 

Kenmore, N. Y.—Sproulls’ Typewriter Service has been established at 
138 LaSalle by R. W. Sproulls, formerly with the Underwood 
Typewriter Company. 

Los Angeles, Calif.—H. D 
field after an absence of several years. 
Company of California, Ltd., 402 Grosse building 
of the Field-Parker Company at El Paso, Texas 

Minneapolis, Minn.—W. J. Jewell, formerly Woodstock dealer at Duluth, 
has joined the local sales branch of the Woodstock Typewriter Company. 

Munising, Mich.—The Munising Press has expanded its stationery 
lines to include the L. C. Smith and the Corona typewriters. Office 
supplies were included as a supplement to the publishing business two 
years ago, and is now prepared to supply practically all office requirements. 

Newark, N. J.—Charles Mahoney is a newcomer to the local branch 
of the Royal Typewriter Company, Inc.—Clarence H. Van Zandt, Jr., has 


optimistic spirit 


accident 


machine, and 


accounts; R. L. 
having been 
a junior, 


connected 
has 


after 
formerly 


avenue 


Field has returned to the office appliance 
He has organized the Copywriter 
He had been a member 


become a junior salesman. 

Newark, Ohio.—-Merle C 
Typewriter Company in this vicinity. 

Newburgh, N. Y.—The Charles Rosner Company, local sales and service 
agency for the Royal Typewriter Company, Inc., has moved from 130 
Broadway to 48 Second street 

Ponca City, Okla.—The Hall Typewriter Company has acquired distribu- 
tion for the Woodstock typewriter. Mr. Hall is established in the local 
field, and has a modern store for headquarters. 

Port Arthur, Texas.—The Port Arthur Typewriter Supply, conducted 
by Joe Ashley, has been appointed a sub-dealer for the Woodstock type- 
Grant, the distributor at Beaumont. 
Hughes are new salesmen 


Duff has become distributor for the Woodstock 


writer, operating through S. W 
Portland, Ore.—-H. T. McKenzie and G. R 
here for the Royal Typewriter Company, Inc. 
Portland, Ore.—Remington Rand Business Service Inc., 
warehouses for the northwest at Broadway and Burnside street. 


has established 
IW 
Hemphill is regional manager. 

Rochester, N. Y.—Electromatic Typewriters, Inc., has filed an amend- 
ment to its corporate charter, increasing the capitalization from 150,000 
to 160,000 10,000 preferred at $100 each, and 150,000 common 
stock, no par 

Rockford, tl.—C 
Typewriter Company, has 
acquiring thereby two fine windows for displaying typewriters, and 
creased space. 

Richmond, Va.—-E 


shares ; 
N. Kelley, manager of the local branch, Woodstock 


increased the space occupied by the branch, 
in- 


J. Williams has opened for business at 1009 Times- 


Dispatch building, handling typewriters and supplies, and operating a 

repair department Mr. Williams moved here from Washington, D. C 
St. Louis, Mo.—The local branch of the Royal Typewriter Company, 

Inc., has expanded through the addition of two new salesmen—H. A. 


Linneman and J. A. Bullock 

St. Louis, Mo.—The Beauvais Typewriter Supply Manufacturing Com- 
pany, formerly at 1127 Pine street, has moved to 513 Olive street, occupy- 
ing the entire fifth floor of the Waldheim-Pratt building 

South Bend, Ind.—M. E. Forbes, dealer here for the L. C. Smith & 
Corona Typewriters Inc., has recovered from an illness which kept him 
from work for some time. 

Spokane, Wash.—The Shaw & Borden Company, commercial stationer, 
has opened a typewriter department 
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THIS FREE 
DISPLAY 
STAND 


sells 
brief 
cases 
for 
you 







Dealers who put this handsome 
crackle green finished metal stand in a 
place in their store tell us 
Brief Cases for them. 
WEAR Brief Cases, “‘Built with the 
won’t come off.”’ 


rominent 
it sells STANWEAR 
The stand features STAN- 
handle that 
STANWEAR Brief Cases in their 
smooth and beautifully grained leathers cost no 


more than ordinary brief cases. This attractive 
stand is ‘sent free with sample order for our six 
best sellers. Put yours to work at once. 


STANDARD BRIEF CASE CO. 
552 BROADWAY NEW YORK, N. Y. 














“K.B.BLANKS 


Bonds and all papers of value are well secured, 
whose values have been weighed and judged by 
experts, but the use of “K. B.” BLANKS in the 
preparation of such securities imparts an added 
value; not an added intrinsic value, but an 
added use value, an added selling value and an 
added quality value. They give them that crisp, 

clean currency look and feel characteristic of 

United States banknotes for they are prepared 
in the exact same manner in which this currency 
is prepared. For this reason they secure the 
preferential choice of dealers and investors over 
that of other and inferior blanks. In equal ratio 
are they of value to the printer as a selling prop- 
osition. They have the hall-mark of value, 
weighed and judged by years of experience 
among printers, stationers and lithographers. 











SAMPLES ON REQUEST 








KIHN BROTHERS, Bank Note Engravers 
205-209 WEST 19th STREET 
NEW YORK CITY 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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The talk of the coun- 
try. Combining fea- 
tures found in no 
other make. Any one 
can work it. Simple 
as A. B.C. Several 
(patents applied) 
features, taking the 
bother and guess 
work out of Gold- 
stam ping. 













A New and 
Better Goldstamping Machine 


—THE GOLDPRESS 


Will Imprint on Large Variety of Articles 


Monograms, emblems, trade-marks, or letters up to one inch in height, four 
7 , ? 


norinted on leether, imitation leather 


celluloid, hard rubber, wood, paper, silks. etc. Books, suitcases, handbags, 
pens and pencils and thousands of other articles. 


A Money Maker 
neurpassed for window display. Very productive as an advertisi medium, 


unequaled for sales power in the store; sells goods regardiess brand or 
wice: moves slow sellers; stamps a variety of articles; stimulates the gift 


uving habit; offers non-competitive service; earns a cash revenue daily; 


establishes prestige for the merchant and pays for itself in a very short time, 


Lowest Price Machine 


Machine complete, with pen holder, squaring device. clamp spring, heater 
cord. two heating units, one full font of hard special type for leather work, 


1 font of the Gnest BRASS type for and pencils, 10 sheets of real 


23 karat gold 3%" 14". nothing else to buy, all for $79.50. 


lifetime guarantee. Write for our catalog, fully describing machine. 


The Goldpress Company, 


Bellaire, Ohio. Cable Address—Goldpress 











RIBBONS AND CARBONS 





Chicago, tll.—J. A. Salisbury, manager here for the Kee Lox Manu- 
facturing Company, made a trip to the factory at Rochester, N. Y., in 
April 

Tacoma, Wash.—The Superior Inked Ribbon & Stamping Company, has 
been chartered to sell typewriter ribbons; capital stock, $25,000; incorpo 
rators—-Stanley Nash and W. M. McArtor 


—————_> —-—-— 
(Typewriters—Continued from page 187) 

Springfield, Ohio.—-George Gearhart has been appointed local distributor 
of the Woodstock typewriter 

San Francisco, Calif.—The San Francisco Typewriter Exchange, 595 
Market street, has joined the National Association of Typewriter Dealers 

San Francisco, Calif.—F. F. Wright, Pacific coast district manager for 
the Underwood Typewriter Company, entertained the San Francisco sales 
people at a lunch given at the Elk’s club Thursday, April 16 

San Francisco, Calif.—W. G. Chamberlain, vice president of the Whole 
sale Typewriter Company, 528 Market street, is spending some time in 
the northwest Pacific territory with distributors and dealers 

San Francisco, Calif.—The San Francisco Typewriter Dealers Associa 
tion held its good fellowship meeting March 28 according to schedule 
All local typewriter dealers, whether members or not, were invited, and 
many availed themselves of the opportunity After an excellent dinner, 
a round table discussion brought out much that was of mutual interest 
and benefit The last regular meeting of the association was scheduled 
at the Elk’s club April 15 A quorum being lacking, no business was 
transacted 

San Francisco, Calif.—C. E. F. Russ, manager of the Royal Typewriter 
Company branch office at 153 Kearney street, is more than pleased with 
the receipt of a beautiful watch sent him in remembrance of his twentieth 
birthday—with the company Mr. Russ began his service with the com 
pany in San Francisco He later drifted out over the country; but has 
been back in charge of the San Francisco office the past five-and-one-half 
years. He is pleased to report that the Pacific coast territory made a 
gain in sales the past year of fourteen per cent, considerably above the 
average gain for the year in the United States As a result they were 
able to add to their force instead of letting anybody go And the look 
ahead is just as good 

Tulsa, Okla.—Cecil H. Grey has joined the Woodstock Typewriter Com 
pany in a special capacity, making headquarters here He has been 
engaged in the typewriter field twelve years 

Youngstown, Ohio.—The Ohio Typewriter Company has taken the agency 
for Woodstock typewriters for Youngstown, Warren and Niles. This busi- 
ness is managed by M. Onefrey. 








ADDING MACHINES. 


Chicago, t11.—The offices of the Marchant Calculating Machine Company 
have been moved from the fourth floor at 330 South Wells street to the 
thirteenth floor of the same building 








OTHER MACHINES 





Buffalo, N. Y.—0O. P. Wilkinson has been appointed a senior salesman 
for the Addressograph Company in this territory He had been a junior 
at Toledo. 

Chicago, I11.—The Reynolds Printasign Corporation, 538 South Dearborn 
street, has joined the Chicago Association of Commerce 

Chicago, Ili.—-The Cashieré Corporation, 520 North Michigan avenue, 
has been chartered to deal in labor saving devices; capital stock, $10,000; 
incorporators—Harold Levey, George E. Andrews and Edward N. Andrews 

Chicago, t1.—-The Recordograph Illinois Corporation has been chartered 
to deal in typewriter devices; capital stock, 10,000 shares non par value; 
incorporators—Ray B. Drum, Otto J. Dreibus and Eleanor Schmitzler 

Chicago, !1.—The Arc-lilinois Corporation, 300 West Adams street, 
has been chartered to sell and deal in duplicating machinery, supplies, 
etc.; capital stock, $20,000; incorporators—John B. Fruchtel, Thomas J 
Doyle, and G. M. Perry 

Chicago, !1i.—-The Heyer Corporation, 911 West Jackson boulevard, an 
established business, has been chartered to manufacture duplicating ma 
chines, etc.; capital stock, 1,000 shares non par value; incorporators 
Theodore A. Heyer, William H. Kurth, and George H. Herrmann 

Chicago, t!.—The local branch of The American Multigraph Sales Com 
pany has been moved from 225 North Michigan avenue to the eighth 
floor at 209 Jackson boulevard A joint display room of Multigraph and 
Addressograph equipment is maintained on the ground floor 

Columbia, S. C.—The Dictaphone Sales Corporation has opened a 
branch office at 1203 Lady street It is in charge of W. Guy Jones, 
formerly in charge at Macon, Ga 

Columbus, Ohio.—The Addressograph Sales Agency has leased the 
storeroom at 98 North Front street, with the adjoining storeroom at the 
rear. The agency had been located at 337 South High street 
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NOWADAYS PEOPLE WANT 
SPEED p= SECURITY 


ESTENER. 


Res. u.S u. S. Pat. OF. 


eee 


“BABE” The When it comes to sav- 
Office Favorite ing time in _ fastening 
$3.00 papers, SPEED FAS- 
($3.50 west of TENERS are preeminent. 
Mississippi) TAP! and the thing is 
done. Security? SPEED 
FASTENER staples 
them firmly clinched, 
cannot accidentally de- 
tach. Do not catch or 
pick up unrelated pa- 
pers. And SPEED 
FASTE NERS are as de- 
pendable mechanically as 
your modern automobile 
or telephone. They are 
perpetually guaranteed. 





Truly, SPEED FASTENERS have many 

advantages both in operation and type of 

result. To the Of 

fice Equipment 

Dealer, there are ad 

ditional advantages 

in shipments, sales 

helps and every con ples at a load, per- 

sistent cooperation. manent or tempo- 

Details on request rary fastening. 6- 
- inch margin, $6.00 


PARROT SPEED 
FASTENER CORP. 
388 Broadway 
NEW YORK, N. Y. 











The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


uid 


Cooke Self - Inking Numbering 
Rotary Dater Rubber Stamps Machines 








NAME PLATES 
BADCCS METAL CHECKS 


MANUFACTURED BY 


MEYER & WENTHE- CHICAGO 


OFFICE & FACTORY - 24to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 














and Means Stationer 
The extensive line of DIEMER 


filing and mailing containers offers 
valuable aid in serving your trade. 
For over sixty years DIEMER has 
cooperated with the stationer in 
working out all sorts of problems 
involved in filing and mailing 
papers, books, merchandise, etc. 
We offer this service along with 
our quality line. Catalog with full 
details on request. 






We are particularly well equipped 
= ___} to make special items in either 
large or small quantities 


John F. Diemer Co. 


519 Broadway 
New York 














BA 


International 


7TH OFFICE 
EXHIBITION 


BERLIN, 1931 














September 
Ath to 13th 
EXHIBITION HALLS 
KAISERDAMM 4 ee 4 
ae 
The Trade’s Biggest Annual Display 
Organizers 


National Association of the German Office Equipment Industry; 
Exhibition, Fair and Office of the City of Berlin, with the collab- 
oration of the National Association of the German Office 
Machine and Office Equipment trade, the National Federation 
of German Paper and Stationery Dealers and its district branch 
Berlin-Brandenburg. 


For further information apply to: 


Ausstellungs-, Messe- und Fremdenverkehrs-Amt 
der Stadt Berlin, Berlin-Charlcttenburg 9, Kénigin 
Elisabethstr, 22. 
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DEFIANCE INKSTANDS 


& 





No. 10—3x3 inches No. 20—5x4}4 inches 


No. 30—5x8 inches 





No. 50--534x74 inches 
“The House of Service’ 


“DEFIANCE © 





wa SALES CORPORATION aw 


72 Spring Street 
Sole Manufacturers of the Genuine Gem, 
Jumbo Gem and Perfection Desk Calendars. 


New York 











ETTER‘&x: DEVICE 
BETTER SYSTEM 








PROFIT IN LOOSE LEAF 
FOR YOU! 


Loose Leaf forms, and systems, carried in stock for 


every record keeping purpose. ... Priced to give 
you a satisfactory profit. A big market for Loose 
Leaf. Capitalize! Send for samples and prices. Get 
estimates on Special Forms. Lowest prices! 


GRAND RAPIDS LOOSE LEAF BINDER CO. 
GRAND RAPIDS MICHIGAN 














SELL YOUR CUSTOMERS 


COMMANDER 


Yellow finish 
1 dozen per box 





Sc 









Best 


Southern 
RED CEDAR 


FIVE DEGREES 


Write for samples and discounts 
PENCIL CO., Inc. 
221 FOURTH AVE. 
NEW YORK CITY 
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CONVENIENT 
























Ties without 
clips, pins 
or staples 


~ . . . and Quick 


The BUMP Paper Fastener is practical 
in its operation — economical in the 
elimination of metal staples, pins or 
clips. There are two models—the stand 
machine preferred by some for its con- 
venient and quick operation—and the 
hand model ( illustrated above), preferred 
by others for its portability and easy 
squeeze operation. The latter model 
made in three sizes. Your customers 
will want the BUMP. 


Write for dealers proposition. 


THE BUMP PAPER FASTENER CO. 


DEPT. O LA CROSSE, WISCONSIN 
Eastern Representatives 


Seymour-Conover Co., 350 Broadway, New York City 
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Atlanta, Ga.—Henry L. Coleman has been elected president of Nathan 
Coleman & Son, succeeding his father, the late Nathan Coleman. 

Bloomfield, N. J.—The stationery store of Harry Maskin, 50 Broad 
street, was damaged $7,000 in an April fire. 

Chicago, Il1.—George S. Lemon, district manager for the Scovill Manu- 
facturing Company, has retired after forty years’ service with the company. 

Chicago, !!1.—The school supply factory of the Beckley-Cardy Company, 
17 East Twenty-third street, was damaged about $150,000 by a fire April 8 

Chicago, t11.—The National Urn Bag Company, New York, N. Y., man- 
ufacturing mail bags in addition to restaurant supplies, has taken 10,956 
square feet of space in the Central Storage & Forwarding Company's 
warehouses at 3932 South Lincoln street. 

Dallas, Texas—The wholesale stationery stock of the Blackwell-Wielandy 
Company, St. Louis, was damaged in a fire here involving a $50,000 loss 

Evanston, Ill.—Tommy Arith, Inc., 1721% Sherman avenue, has been 
chartered to conduct a stationery, embossing and engraving business; cap- 
ital stock, $5,000; incorporators, 0. D. Buckles, E. R. Klike and John J 
Flynn 

Fall River, Mass.—Louis Madowsky, stationer, has gone into bankruptcy ; 
assets, $3,200 ; liabilities, $13,592. 

Fresno, Cal.—C. H. Staples has moved into a new store at 1031 Mari- 
posa street, and is preparing for an increase in business. He has the 
L. C. Smith typewriter agency, with W. O. DeMuzio in charge. He also 
carries the Dictaphone agency, with D. F. Zaxattero in charge 

Knoxville, Tenn.—Doll & Company, South Gay street, has filed a volun- 
tary petition in bankruptcy 

Los Angeles, Calif.—-The Stationers Corporation 
Biola Press, 128-34 South Boylston street. 

Los Angeles, Calif.—The Pico Stationery Company, Ltd., has been char- 
tered; capital stock, 250 shares at $100 par; directors—David Tannen- 
baum, Theodore J. Elias and Paul L. Rolston 

Los Angeles, Calif.—-The H. S. Crocker Company, Inc., has transferred 
the retail store at 649 South Spring street to the main store at 258 South 
Los Angeles street. The lease of the premises at 649 South Spring street 
The change brings the retail and wholesale branches under 





has purchased The 


has been sold 
one roof 

New Bedford, Mass.—The F. S. Brightman Company has moved from 
133 Union street to 592 Pleasant street. 

New Orleans, La.—Henri Petetin, Inc., 320 Carondelet street, has made 
a five-year lease on the store at 132 Carondelet street, This brings the 
Petetin business closer to Canal street 

New York, N. Y.—Bar Stationers has been chartered; capital stock, 
$10,000 ; H. M. Resrick, charter representative, 1501 Broadway 

New York, N. Y.—The Rosenthal Stationery Company has been char- 
tered; capital stock, $10,000; S. Deutsch, charter representative, 299 
Broadway. 

New York, N. Y. 
been chartered ; capital stock, $20,000; L 
200 Fifth avenue. 

New York, N. Y.—Brinton Carrigan, who had been marketing counsel- 
lor of the Scovill Manufacturing Company, now operating his own 
marketing consultation business in this city 

Peru, Ind.—The American Office Supply Company, 524 East Third street, 
has been incorporated, to manufacture and distribute office supplies. A 
*‘Free-Flo”’ writing fluid, developed by Ira I 


The Metropolitan Business Equipment Company has 
F. Perl, charter representative, 


is 


specialty will be made of 
Rush. 

Philadelphia, Penna.—-The Chevron Company, stationer, 253 South 
Twelfth street, has been registered in the common pleas court as a com- 


mercial title by Joseph Newlands Cameron, 6522 Wyncott avenue. 


Philadelphia, Penna.--The Industrial Slide Rule Company, Bulletin 
building, has been registered as a commercial title in the common pleas 
court by Clifford P. Campbell, 1136 Drexel avenue, Drexel Hill, and 


Charles F. Bryde, 370 Hillcrest avenue, Drexel Hill. 
San Anselmo, Calif.—A stationery store has been 
Chandler at 572 San Anselmo avenue 
San Jose, Calif.-The Office-Store Equipment Company, 73 East San 
Fernando street, has doubled its floor space to accommodate increasing 
The proprietor, E. E. Hunter, reports an increase in 1930 over 
1931 bettering that He operates branches at 


opened by R. E 


business. 
the previous year, with 
Salinas and at Palo Alto 

Winston-Salem, N. C.—-The Lancaster-Talman Company has opened for 
business in the Neeson building 

Yonkers, N. Y.—Maurice H. Greenwald has opened a stationery store 
at 4 Main street. He had been associated formerly with M. Federman, 
Yonkers. 








LOQOs & BEATE 


Chicago, t1.—The week of May 10 the Boorum & Pease Company will 
have a sample display at the Palmer House, to which stationers in the 
Chicago territory are invited. The full line will be shown in attractive 
surroundings, including loose leaf devices, blank books, memoranda, 
diaries, etc. 











191 


The New 
PELOUZE 


“Fast Mail’’ 




















The continual progress and extension of airplane postal 
service creates an ever widening market for this type of ecale. 
Its positive action and easy reading are particularly conven- 
ient for rapid mailing. 

The “Fast Mail” Scale has a capacity of nine ounces by 
half ounces and is very sensitive and accurate. It is provided 
with an improved adjustment for balancing beam—just 
turn ball slightly under beam. It is er ay designed, 
constructed of cold rolled steel, handsomel mished in 
French gray enamel with brass mountings. lance poise 
and scale beam are of brass with graduations distinctly 
marked. 

Dealers supplied through leading service wholesalers. Send 
for catalog. 


**Scales for all purposes.” 


Pelouze Manufacturing Co. 
232-242 East Ohio St., Chicago 











BLACK DIAMOND 





CARBON 
PAPER 


The Peak of 
Perfection 


A featured carbon paper of quality, to be de- 
pended on at all times. It sells and re-sells. 


Mail coupon today for samples and prices. 








Rochester Ribbon & Carbon Co., Inc. 
40 Browns Race, Rochester, N. Y. 


Kindly send me, without cost, samples of your representative lines 


of carbon papers and ribbons, together with prices. 








192 


OFFICE APPLIANCES 





FURNAS 





OFFICE FURNITURE 





Sell Furnas furniture on 
the premise that the or- 
derly office is compe- 
tent—the disorderly 
office is not. Suggest 
the certainty of loca- 
tion, the saving of steps 
and time when supplies 
and equipment are 
housed in Furnas equip- 
ment, the advantage in 
convenience and ap- 
pearance of Furnas cos- 
tumers. The entire 
Furnas line—costumers. 
wardrobes, cabinets, 
small tables, etc., is de- 
signed and produced 
for sale thru stationers 
and office furniture 
dealers. Catalog on re- 
quest 


FURNAS FURNITURE COMPANY 
INDIANAPOLIS, INDIANA 


























The 
Economy 


File 


Write for Full Particu- 
and 
Matter 


lars Illustrative 





“It rivals the higher priced cabinet in beauty 
and quality of material and construction.” 


The Bentson Mfg. Company 
AURORA ILLINOIS 


Eastern Wholesale Distributors, A. H. Denny, Inc., 
336 Broadway, near Leonard Street, New York 
Michigan and Ohio Representative, Fred C. Funke, 
P. O. Box 244, Detroit, Mich. 
Western Representative, Vernon J. Selfridge, 
800 N. Spring St., Los Angeles, Calif. 

















PENS AND PENCILS 





Chicago, I11.—Hamilton Kendrick, western manager for the American 
Lead Pencil Company, returned late in April from a business trip into 
the Detroit territory 

Chicago, !ll.—Jacob M. Schlosser, foreman of the Autopoint Pencil 


Company's plating department, was a member of the jury which sentenced 
Leo Brothers, alleged murderer, in a trial which ended April 3 


Cleveland, Ohio.—The Autograph Pen, Inc., has been chartered; capital 


stock, 250 shares no par value; incorperators—Joseph J. Klein, L. F 
Hessoun, B. F. Seigel Klein & Diehm, charter representative, 1156 


Union Trust building 
Leo Hewitt, in charge of sales in Washington and 
reports that hit a 


Conklin line the 


San Francisco, Calif. 
Oregon for The Conklin 
livelier pace 
of 


has 
but 


Company, business 


the 


Pen 
up there, 
the fleld 
San Francisco, Calif.—-H. Hornbeck, branch 
Francisco for The Wahl Company, that 
the pen and pencil industry he has never met with such spontaneous and 
enthusiastic reception accorded the introduction of their 
‘Doric’ line of and The unusual 
coloring and finish and the styling after the most beautiful of the ancient 
Greek of architecture the fancy on of both 
dealers and customers The gone beyond expectation, and 
most encouraging is the fact that it seems to be a help to a real move 


much not in only, in 


general activity 
office in San 
in all his experience in 


manager 
reports 


as has been 


new Eversharp’’ pens pencils 


systems have caught sight 


demand has 


ment of the higher-priced grades of merchandise that have been rather 
dormant during the past year 
San Francisco, Calif.—O. R. Pierce, Pacific coast manager for The 


Conklin Pen Company, reports that the new sackless pen is going over 
in such a big way, that sales volume is greater than it has been for a 
long time, and every month this year is considerably ahead of the same 
time last year A material help to this has been the drift of trade to 
higher priced sets, and the returning sale of combination Ensembles.’”’ 
His recent trip through Nevada and northern California revealed more 
prosperous conditions In the Sacramento valley especially, he found 
business quite active, with some of the special crops enjoying improving 


found without 


north to 


prices A trip south to Watsonville dealers exception 
telling of improving business A trip Eureka 


They had to be convinced that they 


found everybody 


complaining were doing more than 


last year—largely a mental attitude 
Mr. Pierce states that there was never a better time to build up sales 
With more activity returning he finds that nearly all dealers have let 


their stock become so low that they have actually been losing business 
to their own line but to others. He 
the by them try small 
so satisfactory 


has convinced 
but complete 

that 
volume 


This applies not only 
that 
orders 
ordered more 
The 
to be convinced that they 


having 
always proven 
short time, and seen their 
encouraging part is that the dealers 
have been too conservative. Others have been 


such was 


These 
within a 


some case 


fill-in 
have 


have dealers 
of sales 
are willing 


multiply most of 


been selling down 


It 


troubled with a low-price complex, so that they have 
to a price instead of selling up to a higher standard of quality 
not taken to many of them that 
wrong in this. Efforts in this regard have been so satisfactory 
felt 
meeting 


has 
were 
they 


convince they 


that 


much persuasion 


have much encouraged to build up new accounts and this also 


been with success, 
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Typewriters 


United States exports of typewriters by countries during January, 1931 





In exports under this classification where the machine is driven by an 
electric motor, the value of the motor is included with the machine. By 
the Division of Statistics, United States Department of Commerce 
Standard, New Portable, New Used & Rebuilt Parts of 
Countries N Ni N 
Austria 67 $4,178 135 $4,860 427 $9,497 $211 
Belgium 355 24,000 126 1,716 77 2.100 789 
Bulgaria 6 382 r 181 ae 
Czechoslovakia 427 36,589 110 4,230 95 2,773 233 
Denmark 154 9,858 121 1.365 58 2.149 353 
Finland $1 6,120 62 2,250 2¢ 850 50 
France 1,547 105,336 486 20,305 367 11,643 2.039 
Germany 76 4,020 301 11,434 111 2,525 3,958 
Greece 12 854 20 ann : 177 
Hungary , 28 1,589 100 5,600 51 1,100 150 
Iceland - ‘ 3 192 
Irish Free State 27 1,890 , oeee 
Italy 229 16,730 817 31,369 75 2.420 1,740 
Latvia 25 1,750 10 360 15 285 a 
Lithuania 3 216 tig we ecex 
Netherlands 194 14,675 142 », 652 200 5,561 1,555 
DONUT ccccccces 163 11,193 97 3,459 3 28 225 
Poland and Danzig 271 19,025 125 4,977 77 1,839 192 
Portugal 13 983 100 3.795 460 
Rumania os 73 4,933 9 
Soviet Russia in 
Europe 83 7,922 : 

Spain 299 21,991 M47 », 785 95 3,301 147 
Sweden 365 23,980 390 11,715 67 2,895 669 
Switzerland 186 13,860 277 10,754 1.577 
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STEEL SHELVING 


In all standard sizes 
Send for price list and catalogue 


MEECO 


FRAMINGHAM MASS. 


































BROOKLYN BOSTON 

















INSIST 
ON THE 
BEST 


one. 


No. 2415-6W 


S. K. PIERCE & SON CO. 
GARDNER, MASSACHUSETTS 


193 





PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all 
sizes, mail and tape baskets, space baskets, 
built up trays, locker baskets, PEERLESS 
paper burners, wire globe guards, office 
partitions, wire guards, etc. SPECIAL 
WIRE GOODS MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 


2720 Ferry Street 
LAFAYETTE, 


Nee AN “ 


a eee eer 





























Ask for New Cata- 
logue No. 55 if you 
have not received 


Jasper On Office Furniture Co. 








SAN FRANCISCO PHILADELPHIA 























DESK BUYERS’ WANTS 


| 
What one individual business man may 
. . | 
want in an office desk is hard to guess, but 
what most business men have in mind can be 
foretold with confidence. Our study of office 
trends has been made of great value both to our- 
selves and dealer friends, in designing to meet 
coming demands. Jackson is moving forward. 


If you have not considered this 
line, look up our catalog, or write. 














—— Jasper,—Ind.— —| 
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Sell 
Service 
and Beauty! 


ERVICEABILITY and beauty 
~ are your important costumer sell- 
ing points Sanymetal Steel 
Costumers sell themselves on both 
points 
Steel is the ideal costumer material 
—durable and economical. It will 
not crack, mar, warp or splinter. It 
lends itself to attractive plain color 
and wood grained finishes to har- 





Ss 


with an eyeto beauty monize with any office: ensemble. y 

. % 

And here’s another reason why ~ 

Sanymetal Costumers are so popular (em 

: , —they won't tip over in use. - 

Not enough that one buy for utility only—appear Samuel Cassemess Will coéite ” 

ince IS important, too. Business executives now customers for you, and keep them. "4 
realize that attractive surroundings have a real bear Write for the Sanymetal folder today. 

ing on the efficiency of the worker and the goodwill 


of the company. The effect of a sightly office is far The Sanymetal 
reaching Products Co. 


In beautifying an office, many are prone to think only of 
- 1695 Urbana Road 


jesks and chairs, overlooking the many accessories, com- 
parable to the ornaments in a home, which not only round Cleveland oO 

" ad 
wut a well furnished office but give a finished appearance. , 


Sainberg has gone into this matter in detail, and covered 
it in a book entitled ‘‘Beautifying the Office.’ A copy 


vurs for the asking 


Manufacturers of Desk Pads and Office Accessories irs sang COSTUMER 


37-45 W. 26th SL., New York 

















SHOW 


THE 


QUALITY 


The use of 
Genuine Woods in Manufacture 
is a strong advantage in selling 


| 
The story of Gunlocke furniture is impor- s ORPIN 
— 


tamt to American business. Office equip- 


ment dealers are telling it effectively—ex : 
plaining the especial Gunlocke function in : 20 


receiving the important visitor and making 





him comfortable, in taking the lead of all Genuine is a simple word; practically everyone understands 
inviting features of the office interior. Gun it. An article of furniture constructed of combination woods 
locke specializes in furniture of the execu and finished to simulate something else is not nearly so de- 
tive quality, enhancing a background for sirable as “genuine mahogany”—“genuine walnut.” 
building confidence. Gunlocke cooperates There are so many degrees of quality in substitutions that the 
The W.H. _ with dealers. Details?—on request! actual worth of such a product is difficult to establish. With 


the genuine, it is not so. The word is a pledge of value and 


it makes the Orpin 200 Grade outstanding. Metal knobs or 
wood pulls are regular equipment. There is all over harmony 


of design. The delivered price compares favorably. 


Cc IH A | R # QO \ { PA N'Y These are powerful advantages. Why not check up our 


complete proposition? Let us send catalog and particulars. 


Wayland, N. Y ORPIN DESK COMPANY 


eee are 
New York salesroom: 138 Grand St. 121 MEDFORD ST. - - - CHARLESTOWN, MASS. 
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Standard, New Portable, New Used & Rebuilt Parts of 
Ne No Ne 


Countries 

United Kingdom 2,629 180,721 1,664 57,770 1,039 25,877 41,324 
Yugoslavia and 

Albania . ‘ 66 1.338 24 1,044 : os 
Canada : 264 16,074 82 3,118 128 9 280 10 628 
British Honduras l 70 2 S4 l 24 
Costa Rica , 2 160 , 
Guatemala 24 1,448 : ' 
Honduras ‘a 23 1,440 16 83 2 109 15 
Nicaragua 1 254 ' i 1 15 
Panama 21 1,317 13 585 2 79 55 
Salvador 21 1,477 61 2,230 12) 
Mexico . : , 241 15,'66 14 647 22 1,321 8 5 
Miquelon & St 

Pierre Is 2 140 a) 180 
Newfoundland and 

Labrador .... i 283 : 
Bermudas ‘ 5 360 12 0 
Barbados .... l 83 ll 426 
Jamaica 9 965 4 144 25 
Other Br. South 

Africa ‘ éxb . ‘ ‘ 42 
Trinidad & To 

bago . iarehk we 12 851 6 225 27 
Other Br. W. I... 4 333 : 3 100 
Cuba : ‘ 19 1,520 17 688 l 2.) 3:1 
Dominican Rep l 89 
Neth. West Indies l 61 6 231 
Haiti, Republic of 11 81°? 10 360 sas 
Argentina ates 50 3,668 173 6,324 30 1,029 1,281 
Bolivia .... l 62 20 900 
Brazil eee 11 770 66 2,430 156 
Chile . . oe? 62 1.179 74 2,72 14 ; 01 
Colombia 17 1.235 18 774 } 138 390 
Ecuador ....... 18 1,222 1b 582 
British Guiana 2 322 , 
French Guiana l 80 eee ‘ , ‘ on 
TE asseucaseses 18 1,339 ‘ 131 
Uruguay anes 7 3.879 12 432 183 
Venezuela water 26 2.136 12 1,520 1 12 24% 
British India se 122 8,689 8&5 3,183 138 8,408 2971 
British Malaya 17 1,314 29 1,188 16 
Ceylon ‘ : 15 1,193 12 1,343 
China 7 3 606 22 903 73 
Java and Madura. 124 8,708 138 5,193 50 
Other Neth. E. In 

dies ‘ 24 964 
French Indo-China 12 840 10 360 ; 56 
Hong Kong : 2 196 
Japan : ee 1 344 22 922 
Palestine . . wie 14 892 . “- 
Philippine Islands t 622 168 6,051 35 995 10) 
Siam 10) > 800 40 
Soviet Russia in 

Asia ‘ , } 300 ose 
Syria , 15 1,040 3 120 
Turkey 2 140 gn 2» 995 
Australia . 112 § 826 160 5.760 10 149 2 867 
New Zealand 11 680 : ‘ 193 
Belgian Congo i 25 1,979 ; — 41 
British E. Africa 1 320 7 75 . - nee 
Union of So. Afr. 86 5,977 13 576 13 543 129 
Gold Coast a6 l 80 _ 2 80 _ 
Nigeria : 2 181 von 106 
Other Br. W. Afr l 25 ‘ 
MS sescess : t 3,687 12 540 183 
Algeria & Tunisia 14 1,110 
Other French Afr. 22 1,765 26 943 
Liberia - ‘ 10 700 2 85 
Morocco - — 7 510 3 35 
Mozambique - 11 808 : 23 
Other Port. Africa 2 4 
Canary Islands 2 160 — ‘ 
Other Span. Afr.. 7 160 35 1,475 

Total 9,158 $637,651 6,710 $251,258 3,506 $99,021 $107 391 
Shipments from the United States to: 

Hawaii eerres 118 $8,558 56 $2,172 10 $365 $ 43 


Porto Rico 38 2,444 2 96 10 442 92 


Adding—Calculating—Billing—Tabulating 
Machine Exports 


United States exports of adding, calculating, bookkeeping and billing 
machines, etc., by countries, in January, 1931. In exports under this 
classification where the machine is driven by an electric motor the value 
of the motor is included with the machine. Parts of adding and calculat- 
ing machines are not shown separately. They are included under a 
general classification, ‘‘Other machinery and parts of,’’ which is not 
segregated for publication. By the Division of Statistics, U. S. Depart- 
ment of Commerce 

Typewriter 


Listing-adding bookkeeping Non-listing Listing- 

bookkeeping billing adding adding 

machines machines machines machines 

Countries Number Number Number Number 

Austria . ; — nf con 23 «$2 984 
Belgium ‘ l $1,101 7 Dae oes 17 5,381 
Bulgaria — . l 120 
Czechoslovakia 11 ee se. 158 12,844 
Denmark ‘ 2 2,112 16 ee. wen 61 6,297 
Finland . l 120 awe 
France ' 5 5,316 73 36,858 10 $525 303 43,365 
Germany .... 7 7,692 l 600 ‘ 152 10,835 
Greece l 185 : 6 615 
Hungary ee : 24 2,236 
Italy . ‘ p 1,830 i 985 .. 113 9,232 
Latvia , ‘ : cane , 5 850 
Lithuania eT re - ote 2 150 
Netherlands ... 2 2,112 6 3,684 ... : 18 4,697 
DT scosésoce vee 6 6.065 .. ‘ihe 39 3,549 
Poland & Danzig 10 .. ae ot 49 3,826 
Portugal - ese sas 6 . aeons i8 1,102 
Rumania ........ 4 & ere hee ban. deus 15 945 
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2 


Convenient, Quick- 
Drop 







5 


All Drop Shelves in- 
terchangeable from 
side to side. 


6 


Tubular Steel Con- 
struction, Stronger, 


Lighter, Cleaner. 


7 


Quick-Action, Trip 
Lever operates Foot 


Extra height, right or 
left Side Shelves. 


8 


Fibre-Footed lege 
will not mar floors 
or cut carpets or 
rugs. 


9 


Locking Device which brings 
Easy-Rolling casters into play or sets stand 
Casters. Grmly on the floor. 


convenience, and rapid 


1 Built to proper height for 
Operation of machines. 


reasons why you should buy Sherman-Manson 
10 Tubular Steel Stands at The New Lower Prices. 
Mail the coupon for further full particulars. 


SHERMAN-MANSON MFG. CO, 
621-31 South Kolmar Avenue, Chicago 
Please send folder with ful! information regarding your new, lower prices. 


Name sie 





State 














The Cavalier by De Andreis 
(Size 30x24) 


FRAMED PICTURES OF 
DISTINCTION 
Adapted for Office Furnishing 
Write for full information 


EMERY BLUM, INC. 





Fine Art Publishers and Importers 
225 Fifth Ave. New York, N. Y. 


Suites 418-420-422-424-426 
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Typewriter- 
Listing-adding bookkeeping Non-listing Listing - : 
. > bookkeeping billing adding adding : 
. machines machines machines machines 
CCC e Li ces paperanian Number Number Number Number 
. Soviet Russia in 
_ Europe » aes — cs ae 40 4,357 
Y | H ] Spain .... l 1,233 12 8,093 107 8,159 
Sweden I 1,101 1 730 9: 2,50 
Clubs and Hotels — Se: ae ie ers 
United Kingdom.. 8&2 78,546 124 66,223 180 18,341 
T. H 5 . Yugoslavia & Al - 
Ou oa j } ‘| bania Sone : ? 213 
oO arg up ui Ss Canada Swed ; 3,025 6 2,407 97 7,616 
British Honduras... ... aie bien a ost l 60 
Guatemala . ons : 1 133 2 195 i 594 
Panama ; l 925 ‘ 2 501 
Salvador . ; 315 
Mexico .... ‘ : : : ‘ 2 107 21 2,431 
Newfoundland and 
Labrador ; p Sis , : l 75 
Bermudas . - : ‘ l 138 seee 
Jamaica er 1 S61 oe 
Trinidad & Tobago xeee 3 285 
— , - ——? ) 7,035 l 135 
om. Republic l 150 
Netherland W. I : és : ‘ l 135 
Argentina ....... l 1,131 l 130 87 7,800 
yy . cs Brazil whee bie ec , a l 175 
MOORE PL SH-PINS ee. 4,905 te 8 712 
j Colombia . . > 465 
ane | Surinam 3 243 
. . To on . | Peru 7 565 
MOORE PUSH-LESS HANGERS Uruguay * , 1b 1,164 
| Venezuela peepee > ‘ om, pes 9 590 
| British India..... l SOL s 1,660 ‘ cnn 
enone « British Malaya... then Sie set ll 1,303 
W he =" . any of | Java and Madura snee 3 B43 (Cti«wjst 4 750 
our Display Cases Hong Kong aie : l 670 . 1 75 
are shown, sales Philippine Islands 1 1,323 * dein ! ; 
follow | Blam ...ccecsvces . wi wows S 6 300 
| Soviet Russia in 
S SN anes , oe - 1 215 
Your jobber can | | Australia . . yy l 10. 13 1,048 
s » vou. Com New Zealand 3 2,976 . pe , esas 
supply _ a Belgian Congo . ° ee se° o« 6 450 
lele f lior 
ptete = injyormation Br. East Africa pas “nee 1 84 
on request. Union of So. Af.. 2 1,962 8 1,437 
Other Br. So. Af 3 300 
Other Port. Af 4 400 
Total . 132 $132,731 301 $151,194 14 $827 2,068 $190,723 
— . . rar Shipments from the United States to: 
MOORE PUSH-PIN COMPANY Hawaii .... bag ‘oe be) le 
: — " > Porto Rico... . 2 $1,884 1 aT Tee ee 3 581 
l 13-125 Berkley ees I hiladelphia, I a. Card punch Other Parts for 
: ing, sorting including accounting 
Calculating and tabulat used and and cal 
machines ing machines rebuilt culating 
Countries Number Number Number machines 
Austria ; beedeon mee baee 1 $1,400 101 $729 $375 
Belgium ...... os) a ane ees aes 13 2,353 38 
Czechoslovakia ........ 23 3,215 ... aw | eRe Sane 785 
Jenmark ‘ .< sae q 312 27 
Letter Trays | pesca fee: ann ae ae aa 
| France ... : . cane ‘ae 6,454 17 3,113 21 2,578 1,113 
| Germany . ; .-- 59 15,320 80 25,922 37 6,381 11,926 
Greece . . ee 2,025 — e608 ose oeee oaas 
Letter Baskets | Hungary ... ae vt ae a eee 8 20 55 
|} Italy ... : cos we 4,229 8 5,600 194 3,429 1,148 
| Latvia .. ; os ee ‘eee noes l 60 eene 
Waste Baskets Lithuania peaseces ene nese ° Sees ee ease 27 
Netherlands .. bedeee 1 330 2 1,000 10 660 179 
Norway ..... scosece 68s Sane sec sons, on0 seee 106 
. Poland and Danzig..... 10 1,050 2 800 1 120 258 
Mail Baskets Soviet Russia in Europe 1 320 12 27,000 ... ieee ohid 
SE. occéscacvccesvees 27 3,000 ... osee 10 915 oace 
Sweden ceeeneen er 5,680 1 2,000 25 2,272 343 
sii 0o Switzerland ........ at 2 215 12 9,600 12 615 6,437 
Filing H ks United Kingdom ...... 137 29,498 1 1,200 ... ..»» 56,680 
| Yugoslavia and Albania 1 180... ane sé ves cons 
| Canada ...... xesacee OD 4,321 13 12,625 56 192 11,186 
Costa Rica .. jmhe een an «th etee 1 125 secs 
Guatemala ; i 1,600 ... saee See os 
No. 62 Letter Tray Honduras ... ie Oe oe tecal eh 2 109 
Nicaragua ... 1 ae de vase nee as son 
J Panama .. Sere a suce bas —e 2 6 sien 
Worcester Wire Novelty Co., Inc. || | fam oc ee eee ee 
Jamaica . : seen oes eae ese 9 135 ases 
Other Brit. West Indies ... eee <r 2 150 150 
>. 
GE se ceeaneucccaccecs or ‘ 4 eee 6c sees 230 
Baltimore, Md. Dominican Republic ... 2 300. ... pees eee oese ree 
Netherland West Indies. ... ee ‘och bee ee 46 
Virgin Islands of U. 8.. ... ene eve eens 1 38 Tr 
B k t d DE atasesbeccoace Oe ae ese eee. eas peoe — 
n Brazil . : — seach eee cease wee neers 57 
asxets & >= ~ + Chile ‘ eee , 9 + fe. — 4 193 1,081 
; ’ > ie Colombia bead 4 ae wae - , neas / 
Trays retinned +4  &Vavz ey SS ae ae ee eee re 3 30 a ; 
_ a \ ee : 
f ki —— av Uruguay . , 33 6,670 . pital er , ; oo : 
after ma Ing. British India . . 4 3.350 ... “Oe eS _ 178 : 
British Malaya : ‘ 4 yo oan jane “ome eee eee 
CREB cccceces seenee 9 f 2 i408. een seus ewes : 
All Trays come Hong Kong .... aa san °" shoe care feel 12 
SEED cwcesescs pwoons 9 2,693 ... ume: wad tees seus 
with ru b b er Philippine Islands . 9 + 6 ow ci 1 70 90 
Syria ....... ses : 1 Dae ee she ‘ene cece cis 
Australia eee see see peesn see ‘nee #06 awws 08: 
feet attached. ee le dese sis © sens v'ece. scp. 
British East Africa.... ... seee « eben wee . 62 
° Union of South Africa. 4 ae kane eae , 30 
Write Mozambique .......... 6 450 ° os 
Other Portuguese Africa eeee 
for Catalogue = —— 
sd  serreee .... 645 $113,106 202 $107,140 547 $22,463 $99,381 
Shipments from the United States to: % 
E scchasacece —<e: 2 $3,270 sae eae 60x ans 97 
MeeeD BESS cccccccecse 1 @ ccce eese 3 395 eece 
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ADDING MACHINE 
PAPER 


NEW LOWER 
PRICES 


Send for revised 
listings and 
save money. 


WE 
CHECK 
THE 
QUALITY 


With the mills right 
at hand, we are enabled 
to watch our p2per run 
at all times. We do the 
slitting, winding, etc., and 
we keep watch on qual- 
ity! VAL-U-ROL has no 
lint end does not tear easily. 


250 ft. guaranteed! 


YANKEE PAPERYX.: 


SPECIALTY CO. wisca 
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When threatened loss 

demands quick action... 
4a — 

< WYN iss your 


_ a office force 
oe ~~ dio 
. f < 










\ 





have your 
records at 
‘ ‘finger-tip’ , 
command ? 


Orderly retention of records is of Supreme 
Importance. This means providing a 
system of storage that will— 
(1) give quick access to records when wanted. 
(2) protect records and keep them clean. 
(3) permit their orderly return to the files. 
(4) provide housing at a minimum cost. 
High priced filing equipment makes the storage of inactive records ex- 


pensive. Initial cost is too great, and floor space in either vault or 
office is too costly to permit it 
Quik-Lok_ Storage Cases fully meet every requirement mentioned 


above. They are made of sturdy fibre board, and provided with a 
patented locking bar which automatically seals the contents against 
dust, light, moisture, and vermin. Priced as low as 36c each, depend- 
ing upon quantity and size 





Sample Upon Request 
We want you to examine one of these cases 
Just tell us what size you want and we will 
mail it to you promptly postpaid. You may 
either return it at our expense, or keep it and 
remit only \% of the half-dozen rate. 


Valuable book on *“*RECORDS” 
FREE 


This book tells all about records. How long 
they should be kept—-What, how, and when to 
destroy— How to preserve It is yours for the 
asking. Send for it TODAY. 


THE KAY-DEE CO., 
Box D-1484, LINCOLN, NEBR. 











SALES LETTERS 


Need the Support of 


SALES LETTERHEADS 





Your letterhead frequently is all chat 
your prospective customer sees or knows 
of your business. In appearance, it ought 
to be on a par with your best dressed 
salesman. 


In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 


We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 





American Embossing Company 
192-96 SENECA ST. BuFFALO, N. Y. 











Feature the clear, lasting impressions 


VICTORY STAMP PADS 


Your wade will appreciate the extra quality in 
Victory Stamp Pads. Made of high grade, long 
wearing materials, inks of brilliant hue and fast 
color. Six sizes, from 2 x 334 inches to 4x9 
inches. 








YOUR OWN BRAND 


price- (sent on request) includes many sta- 
tionery items: 
STAMP PADS INKS MUCILAGB 
PASTE SEALING WAX 











Luther Ink and Stamp Pad Co. 


55-57 BAST PARK ST. NEWARK, NEW JERSEY 
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CHECK WRITER | QUEEN BRAND 


MEN? | TYPEWRITER RIBBONS 
Have you seen SPEEDRITE? CARBON PAPERS 


Anyway, it’s just the figure, set-up ma- 
chine you have been waiting for. In- 


deed, it makes the whole world VIR- “Impressions 
GIN territory again! That 
Striking colors—unquestionably the Last” 


most beautiful device in whole ap- 
pliance field. Two color imprint with 
ink reservoirs. Novel payee name pro- 
tection. Sturdy construction, easy 











To Get Best Results fromtis| \ianufacturers of a 


| San complete line. Inked 
| ‘yee Ribbons for a variety 


of purposes. Carbon 





quiet action. 


7 » : : > , - . 
AND, for all its qualicy, beauty and 1} | QUEEN RIBBON & CARBON CO. in rolls to suit every 
. > - “" (¢ ; 2 a aew vonn F , 
value, SPEEDRITE carries the LOW | | requirement. A dis- 
7< ' eet =— a a . / 
EST distributor cost! Rapid, satisfactory serv tinct achievement in 
ice in combination with ¥ 4 : 
A collect wire from any REAL check interesting price, war- uniformity of quality. 
writer man will bring mighty interest- rants your further in- 
quiry. 


ing details. 
— QUEEN RIBBON & CARBON CO., INC. 
HALL-WELTER COMPANY cc sn 


INCORPORATED 
180 St. Paul St. Rochester, N. Y. BROOKLYN, N. Y. 





a 


There are no arguments when you IN A SINGLE YEAR 


offer your customers Metal-Bilt 


Cuspidors and there will be no In a single year Office Appliances announced 
complaints . . . for they know some 300 items in the section devoted to new 


, achines and devices. 
that they are the best cuspidors Se en 


that money can buy. 

















| Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 


Send for Catalog Dept. 12-8 5 
not uncommon for a dealer to tell us that 


= 


DETROIT METAL SPECIALTY CORP. : some of his best selling lines have been secured 


from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 





RAETAE OTE | eemseeec eee 


: CUSPIDORS =: ie aie 
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Metal Office Furniture Exports 


United States exports of metal furniture by countries during January, 


1931. By the Division of Statistics, Department of Commerce: Business is Getting Better 


Sheet metal 


lockers and Sheet metal Sheet metal Sheet metal 
storage Shelving filing fire or burglar- 
cabinets and cases proof cabinets 
Countries Number wall bins Number Number 
PD ecunavesecos ~ , cae 55 $1,399 
Czechoslovakia eee ons ‘ even 3 107 
Denmark . ‘ aye $1,100 71 2,582 
Estonia ... fens & — sites 6 331 
France ‘ = ; 40 69 2,085 
Germany . ‘ — eves 70 16 296 
Greece + . see 30 1,289 
Italy .... : ean 17 524 
Netherlands 17 $393 148 77 2,651 
Norway . os one - 48 108 1,299 
Pe  sak¢enee bie : < weed 25 1,056 
Spain sveve : , tan’ 204 7,860 
Sweden ...... ws a 949 sone 290 13,654 
Switzerland ...... on ‘ - 15 315 
United Kingdom s« 590 375 13,563 ...- eose 
Canada steaees 74 1,550 1,057 391 7,957 1 $75 
British Honduras : ; - 3 169 ; 
Guatemala ....... ; 793 ‘wey oa 
Honduras : 9 663 
Nicaragua .... . seen l 35 
Panama ........ : 613 27 1,093 
Salvador ... 64 10 2” tee oom 
Mexico . an 14 138 95 91 3,196 2 103 








Miquelon and 
St. Pierre Is 


Newfoundland & Lab. . ath 10 Mee 3c - eee 
> f c 99 
Bermudas saseuwe : deh Ht] 192 ses eet STOCK UP 


Jamaica 1 138 


Trinidad and Tobago . ; eee 2 69 ‘ch. kc Business executives everywhere 

Geet Be. We. Beseces sees 1 ae ees “aren Ps 

Ps wasinakie 26 571 589 a eerie ra CO are taking short cuts to get new 
He 5 MEE 2 business and they depend upon 


i) 


Dominican Republic. a 6 200 

Neth. W. Indies.... 1 31 14 OO ‘spits ec cks > 

Haiti, Rep. of...... 1 45 Bae 21 et re: tack-studded maps to tell them 
Virgin Is. of U. S.. . ees 9 a! ye ee at a glance where new markets 
Sere 324 1,333 163 Se” ssa cant for are, locating salesmen’s routes, 
~~ ate Cae 23 a and a hundred and one different 


-s seen 1 
_ earre e° l 25 141 137 : 907 things. GRAFFCO Map Tacks 


a scchhons is 94 he 39 . oer ° 
Colombia same anes 10 353 1,525 528,012... Ce... Quality are small in size but BIC in 


= ) 312 6 453 

ee cote : : 200 Profits. Push them at every op- 

Peru oe - ‘Che ue. ca portunity. 

Uruguay .... l 30 188 14 wee oes «sen 

Venezuela Pee 24 33 1,728 rng SE Write for Dealer Proposition — TODAY! 

Sritish India ...... 2 30 wee 76 ; Tre 

British Malaya 23 979... .. GEORGE B. GRAFF COMPANY 
1 26 


COPE cvcccces 











SE akctnenincns, ot eae oe Giese seks 64 Washburn Ave., Cambridge, Mass. 
Java and Madura.... ... ‘ica 13 C—O oe 
Hong Kong ........ paws 4 167 
Oo errr 25 662 ~~ 170 4,468 
Kwantung ......... see rT 10 493 
Philippine Islands .. 40 1,062 135 240 7,493 
Siam aes Ao 5 131 
DT —bo00ee080000 . onan 11 236 
British Oceania .. et énee 1 21 
New Zealand ..... ; he 4 102 
Belgian Congo ..... : vee 22 718 
Br. East Africa..... . 484 13 394 
Union of So. Africa. 17 R27 244 9 3,012 
a a 18 700 105 5 133 
Algeria and Tunisia. .. a 66 1,259 
Mozambique ....... . oaet 11 525 
Other Port. Africa.. - 20 705 
Total .. : 277 $8,418 $9.386 3,403 $116,407 3 $178 
Shipments from the United States to: 
Hawaii .... . 43 $1.142 772 261 $9.333 11 $404 
Porto Rico : . 1 225 514 36 2.091 sue Sede 
Bank 
and 
safety 
deposit Other 
vaults office 
Safes of and furniture Other 
heavy metal. equip- and metal 
Countries. Number ment fixtures. furniture. 
Austria ' ; - pie baa $135 iat 
Belgium ...... ae seb sade 1,008 $132 
Czechoslovakia a : _—— se eed 115 
Denmark Sites ; - ae whine 758 121 in 
Finland ... kino ei as silos ail 174 7 Retail in The 
DEE Chass cecssae SEDER es $16,064 1,639 2,363 ff PRICE $12. United States 
Germany sae mih, nied ‘ suote seen 1,834 ees 
Greece ... , mes bleed ina 251 oe “SAVES TIME WHEN MOST NEEDED”. 
Hungary cae : » Seo nee owe eee 54 | "i > . 
I adnan iarthe aids +e $171 THE DANDY SEALER is a practical, efficient and 


Healy oeccccesesssccsseecssse ces sess case 668 sss economical machine which business houses, public 





BED sak vevescnee . ew ere 27 . . : 
Malta, Gozo, & Cyprus ho ae ail offices, colleges, labor unions, fraternal organizations, 
Netherlands ........... Sats a ++ 1,206 a i} letter shops and similar organizations buy readily 
SEMA cccccccccscccs : ; cove 95 : H ; 
Poland and Danzig — keen ee 118 pene | when brought to their attention. 
,... 0 rrr 7 cis hheqceeka aed ‘ia en ibs 101 ee P P 
lente nebeapetes iad ae ee We co-operate by furnishing free, attractive circulars 
Soviet Russia in Europe e Tak (3° ort and order blanks which help to get the business. 
WORD cécccccscsssese oeune owe ee Sua oan bib | 
ae oenenes - aes knee 1,381 850 ; iti ; 
Peake ***" pa ent as : e835 _ Liberal proposition to established dealers. 
United Kingdom............. 39 2,720 1,387 5,996 6.474 
Canada ..... ' 17 3,332 2.568 6.296 15,715 
Pritish Honduras : : , éhies wees ae nome THE FFICE APPLIAN E CO 
Costa Rica...... es 11 923 web nee neki 81 . 
Guatemala ...... 2 123 bees 78 548 
os ile mat a 38 126 837 191-195 Devonshire St. Boston, Mass. 
Ni@aragua ....... e “/, § 32 2,025 oacel 13 (Sole Selling Agents Dandy Sealer Corp.) 
rrr + ine iied ones 135 389 
Salvador —- 41-2128 and 164 161 
Mexico ue dike 204 «461,714 «39 4,164 








Where space 
is very 
valuable 





it will pay the office 
equipment dealer to 
display these light du- 
rable stools and stands 
and it pays the user to 
buy them. 


Furnished with rubber 
tips, steel caps or cast- 
ers. Descriptive mat- 
ter and prices on 
request. 





Searles Electric Welding Works 


Manufacturers 


1850 Fulton Street Chicago 




















QUICK AS A FLASH! 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Meilicke ready-made answers to routine problems cut calculat- 
ing time in half for Western Union, Western Electric and many 
other users. Any employee can use Meilicke Systems without 
training. There are no keys to punch, no levers to pull. Just 
turn the card and copy the answer. 


The Meilicke line consists 
of the following devices: 


Interest Calculators 
Savings Bank Calculators 
Time Calculators 
Pay Roll Calculators 
Bonus Calculators 
Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculaters 
Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Electric Bill Extenders 
Price Checkers 
Vertical Cataloging 
Phone Indexes 
The Dictaform for letters, 
paragraphs and al! data. 





Meilicke Systems meet every need. and special Calculators can 
be supplied to meet any special requirements. Let us show you 
without obligation how Meilicke systems can save money for your 
business. Dealers, send for our new catalog. 


eilicke. Systems, 


RE VY 


3471 No. cain St. Chicago, Illinois 

















OFFICE APPLIANCES 


Bank 
and 
safety 
deposit Other 
vaults office 
: Safes -# and — Ca 
wavy Metal. equip ¢ meta 
Countries Number nent Queeses furniture 
Newfoundland and Labrador.. : nate et ee $137 
Bermudas ‘ ; $ 25 1,428 
Barbados ; mateede rs 21 yt 
Jamaica 3 $139 ; 296 "29 
Trinidad and Tobago. i ne 6 307 ge 77 
Other British West Indies...... ‘ 63 287 
Cuba ; ‘ , 1,088 1,184 
Dominican Republic OO d oe we ‘ 100 eeee 
Netherland West Indies ‘ i N4 191 44 
Haiti, Republic of........ an l 141 26 205 
Virgin Islands of U. S......... ... eae se esee $ae0 
Argentina ; . er : , 5 282 
Bolivia .. liGbbeeene eee re ‘ _— = 
DEE icchaksabastawes cand 314 557 
Chile : , $1, 725 142 308 
Colombia ...... (nthibntaewue 34 672 210 1,946 905 
Ecuador ........ sed wee i l 52 wa 64 1,325 
British Guiana... ‘ inoue . oe oi eins sane 
Tah «seakece sce con 1,130 aes 186 x9 
Se 60 win os 0s bie “mien én oees 171 
Venezuela ..... sehen ntocne * ae 1,903 . 1,466 2,063 
British India..... nOVhsbeeOeOS 4 242 vee 191 167 
British Malaya... ‘ + oe auad -_ 35 
GE. ceennsece 6 340 ee — 
Tn. siconeeee ' , l 110 vere 24 150 
Java and Madura oe ‘ er oe 397 mes 
Hong Kong.... ; oenee aeee ; seve 8,028 
SOE. ccccscces ss isos See 313 
Kwantung .... nies ii oan kien 12 cece 
Philippine Islands , - 40 2,087 751 2,349 728 
Siam ... ‘ : ‘ -_ 2 83 , cece 
Syria seen cose l 100 : see ecce 
TT snceenene ‘ ‘ ‘ bnes 
Sritish Oceania sedbeus . 249 
New Zealand... i : 51 
Ethiopia ........ ne - 
British East Africa Diao ‘ : ; ‘ 99 one% 
Union of South Africa , ‘ 122 359 
Bye .cccce aaa th oiehe 623 433 
Other P ortuguese Africa.... : . . ee - ecee 
Total heeds denen tenenwan 320 $16,959 $260,131 $36,291 $52,051 
Shipments from the United States to: 
Hawaii aie nean bia nes is bees 1 $588 $421 $4,186 $1,967 
Porto Rico....... aoe s 443 28 908 1,043 


Carbons—Ribbons—Filing Supplies Exports 


United States exports of carbon paper, typewriter ribbons, filing folders, 
index cards and other office forms in January, 1931 By the Division of 
Statistics, United States Department of Commerce : 


Filing 
folders, index 
cards and Carbon Typewriter 
other office paper Ribbons. 
Countries forms. rounds, Dozen 

Austria - $ 80 50 235 $141 70 $200 
Belgium . seen nous 277 191 321 883 
Czechoslovakia saeen ines asen 22 18 ieee cece 
er re 813 367 1,124 752 256 646 
Finland . : : 237 216 nee a 80 160 
DD £s6ttuesens ‘ 458 149 5,940 2,234 499 1,155 
Germany ‘ ees 1,774 824 657 431 896 
Greece ' se Seen ghee 16 12 seee eece 
Hungary wie es sine 454 269 144 363 
Italy .... , a" . -. 2,504 1,593 690 445 1,470 3,910 
Latvia RSs a seen err 51 33 40 97 
Malta, Gozo, and Cyprus. niasin Pe ae paas sania 21 38 
Netherlands . 19,690 3,943 409 356 241 703 
Norway : oa 568 202 800 892 444 1,243 
Rumania . 7 8 sua sees 46 99 
Spain - 40 15 jaune _ 96 384 
Sweden ...... ; acne Pacis 1,112 840 94 262 
Switzerland ‘ és nari eh 1,422 1,341 898 2,336 
United Kingdom ..+ 6,802 2,498 15,402 12,942 3,548 10,972 
OO. SFP ... 30,079 10,008 6,761 3,832 1,517 4,702 
British Honduras , 254 158 12 11 eese cece 
Costa Rica . 1,060 182 31 15 64 272 
Guatemala ccoeess | Se 548 228 164 14 56 
Honduras . —s 5,658 126 149 100 199 
Nicaragua . 1,849 1,176 164 385 28 62 
Panama .. .. 4,677 2.216 2,269 1,277 69 230 
Salvador . ‘ den Sone sees ven 92 166 
Mexico .... — 816 578 1,962 1,09 122 478 
Miquelon & St. Pierre Is 93 70 o- sea cece 
Newfoundland & Labrador’ 1,720 368 144 203 aves eee 
Bermudas 2,163 946 weed sans 12 44 
Barbados eee 195 28 eevee cess eses 
Jamaica , 1,216 266 241 164 84 192 
Trinidad and Tobago . 1,240 176 12 12 6 27 
CE iccensees sesce Gee 1,210 3,326 2,511 733 — ) 
Dominican Re public — 512 148 74 45 eevee ° 
Netherland West Indies.. 2,198 909 . 
Haiti, Republic of ....... 2,747 813 30 42 5 12 
Virgin Islands of U. 8... 24 14 ess 
Argentina 32,886 5,974 1,185 1,633 71 141 
Bolivia . . 75 33 opae ee os esse 
Brazil . meade eenen 762 376 831 945 143 520 
Chile .. oo Bee 500 405 562 311 1,017 
Colombia ‘ seco ee 1,268 408 168 218 563 
Ecuador : : se err saee 16 16 32 114 
Surinam . , : 26 72 oes ee eee 
Paraguay . sess 50 15 oeee Seee oese cece 
Pe eestes : bekived 579 211 eeee see 53 193 
Uruguay .. 66bS666< 32 26 ones anes sees osee 
Venezuela ... oe Ee 693 210 104 155 361 
British India ........... 91 126 3,079 2,437 682 1,733 


British Malaya ......... 186 54 séne neee ane aes 
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aeeaey 


To Get New Business 


is the only way you can increase your 
sales and profits during these times! 


PHILCO 
PATENTED 
PRODUCTS 


Will Do It! 


It is not likely that your present customers will buy more. 
You must have NEW customers. You can get them with 
TAB-EDGE CARBON 
PHILCO HUMIDOR PACKED RIBBONS 
LINE-O-GRAPH 


rie EaAgoRamAceR | STEEL FOLDING 
HANDY PACK CARBON CHAIRS 














ETC. 
Send for samples, prices, etc., and be prepared to over- Wood 0 ee aime 


come the keen competition that will no doubt exist during 
at least the first part of 1931. 


WARK-BEACON 


Phillips Ribbon & Carbon Co., inc. STEEL FURNITURE CO. 
ROCHESTER, N. Y. 1410 S. Wabash Ave. CHICAGO 


NON-CLOGGING 


PAPER Ald oooh 






























Another Well Made 
SUPERIOR Desk Pad 


that lies flat on desk at all times. Write for spe- 
cial price on our new 19x24 stiff desk pads made 
with genuine leather padded corners of assorted 
colors. Yes! We make flexible desk pads also. 
Have you received our new catalogue and price 
list? Many new items. Mail coupon today for 
more profits. 











= Superior Office Specialty Co. 
HERE IS THE LATEST NEWS _ Superior Office Specialty Co, 

COMPO No. 3C Wire Stapling Machine has a capac- 544 W. Lake St., rt te ll. 
rd of wa staples, weighs Ae on — —_ 40 Pacific Coast Representative: 
sheets of 16 |b. paper or its equivalent. e No. 3C Wire , ar 
Staples are made 50 per strip and packed 5000 per box. ba ty Rater ae ee” | 

All COMPO Wire Machines have the ADJUSTABLE Fe SD SD SS SD NSD Sa SID EELS Ge PS Sa ED ene 
ANVIL which permits TEMPORARY and PERMANENT SUPERIOR OFFICE SPECIALTY CO., 544 W. Lake St., Chicago. | 
FASTENING which means thet papers may be securely Gentlemen: Kindly mail us your new catalogue and price list. | 
fastened for a time or stapled together forever. They have | 









also a new feature which makes the machines absolutely 


FOOL PROOF and CLOG PROOF. SEND YOUR IN- ADDRESS 
QUIRES TOUS, TE ADDRESS oo. ee cece cece cee ee cette eeeteetteeerentneneesenees | 
COMPO MANUFACTURING & SALES CO. Eo, on cscnndans OUR... <<cccaue 
pment eS. A. ee | 


Pe ee ee ee ee ee ee ee nnn enn 








OFFICE APPLIANCES 








Mr. AUDITOR 


Here is a sorting device that will sort any series of 
rooo checks into 1ro’s in one sorting. 

Sent prepaid upon request. 30 day trial. No obliga- 
tion. 





Space required for sorter 6x18 inches. 

Windows and doors may be kept open and fan going. 
Made in any size and indexed to fit your needs. 
Write for Catalog and full details. 


THE KOHLHAAS CO. 
Manufacturers of 
Instant Reference Files 


204 N. Dearborn St. Chicago, Ill. 

















KRAFT FOLDERS 


This new stock is becoming increasingly pop- 
ular. Get your share of the new business it is 


creating. 





Send for samples today 


IMPERIAL METHODS CO. 


Forest Park 


Western Wholesale Stationers 
228 S. Los Angeles St. 
Los Angeles 


Illinois 


GERARD D. WHITE 
1859 Greenwood Ave. 
Far Rockaway, N. Y. | 




















In the palm of his hand 
He held a gallon of Ink! 


He wasn’t a magician — 
just a capable executive 
who had bought a package 


ae of INKLETS, the ink in 
tablet form. INKLETS 
are made in a variety of 
6 vivid colors: Blue, Vio- 
let, Green, Red, Blue Black 
and Jet Black. 
Ink in tablet form 


INKLETS are used all 
over the world and large 
ink users say it cuts ink 
costs 50%. Saves space in 
storage, no breakage of 
glass containers. Just add 
clean water—and you 
have a smooth, flowing, 
permanent ink! 


Made in 6 Flashing Colors 










We have an attractive offer for Dealers 


GENERAL ECLIPSE 


COMPANY 
Dept. A 


Danielson — Conn. 

















Performance Speaks 


Not until an office machine has actually been put 
into use can its merits be judged. The “Satellite” 
stands the tests of 
time and hard usage. 
It is heavy enough 
to stand steadily, yet 
it can be moved eas- 
ily and quietly on its 
large metal casters. 
The “Satellite” can 
help swell your 
sales volume. 


Model 2X 


Made especially for 
typewriters and other 
office machines. The 
top is made of highly 
finished oak, mahog- 
any or walnut and is 
sixteen inches square. 
If desired the top can 
be had in all metal, and 
is adjustable. The 
metal top is supplied 
in a baked ebony 
enamel, 


Adjustable Table Company 


Grand Rapids, Michigan 
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Filing 
folders, index 
cards and 


other office Carbon Typewriter 
Countries forms l’ounds. paper. Dozen Ribbons. 
Ceylon ... : ‘ , $ 33 9 239 $ 110 55 $ 145 
Se Seudewestseense ces 534 272 1,600 1,241 169 534 
Java and M: udura paeee - : . , 48 138 
SE kat am 60 337 115 37 30 58 183 
OO re ed 325 121 10,697 6,711 222 1,008 
Philippine Islands ....... 1,794 379 397 117 287 
EGGE pabhsaededesecécte SO 39 7 ‘ : cece 
SERIE. 4b 6060000060060 . : 1,754 1,202 689 1,752 
French Oceania ......... 20 33 nas aa 
BO TEE bic ccescunss 335 214 370 238 ome 
Union of South Africa... 910 444 1,172 751 169 479 
Rare : 101 69 24 58 
SS 9g meh pe ate 162 112 73 163 
Other French Africa vrTT ‘ kowun 384 261 : 
REGED gbeoseccauseccsves 700 265 ; unhe 22 72 
SD cn.ndéededenbies 101 65 6 16 
Mozambique ...... : iad 54 43 - 
Other Portuguese Africa. 196 67 “ : 
Canary Islands ......... ae ose 24 16 
PO sxeseenes .$162,054 48,259 67,366 $48,141 14,862 $42,219 
‘Shipments. from the United States to: 

Hawaii ie etnee $25,147 11,636 180 $207 34 $125 
,. 2 Sarr tS 9/840 3,228 1,080 590 100 273 
Writing Instrument Exports 
United States exports of writing instruments during January, 1931 


By the Division of Statistics, United States Department of Commerce 


Refillable 


pencils and Metallic pens, 


refill Other pencils except gold 
Countries leads Dozen Gross 
na $9 
Czechoslovakia : . nia be 
DE acces ckoe : 7,266 $653 421 $224 
QS 58 1,205 603 
France , - 2.901 , ‘ - 
Germany peccece 179 2,220 542 102 56 
a am i seeee heen 
_ walkie 13 — 
it — : beviadiba 2,092 eee 288 206 
Nethe rlands sas 762 ‘ 65 33 
Norway ane ueee 27 
Spain ..... 394 8,676 522 
Sweden wits e ened : 3,798 419 me ; 
Switzerland : 244 50 30 
United Kingdom 7,879 15,061 2 268 
Yugoslavia and Al- 
bania seenounse 50 — pew ~e 
Canada bosec 8.585 149,318 15,129 1,698 945 
Costa Rica... twa 2 1,509 197 20 12 
Guatemala .. - 74 630 103 a 
Honduras ‘ 1,596 822 134 32 12 
Nicaragua ... es 19 1,075 229 : 
Panama .. ase 400 1,032 192 
Salvador : i) 1,200 100 : _— 
Mexic 0 , : 3.678 6,078 683 1,329 888 
Newfoundl: und and 
Labrador ....... 48 868 242 
Bermudas oe 329 77 
Jamaica . : . 110 40 
Trinidad and To- 
bago issnaewbar 2 354 136 
Other Br. West 
ee 492 55 ime eltue 
Cuba .. : ‘ e 921 15,624 2.716 375 280 
Dominican " Republic 79 3.804 533 
Netherland West 
Indies .. ‘ 106 
Haiti, Repub lic of.. 18 244 56 
Virgin Islands of 
Oe CS bee . Te 
Argentina ae 134 23,491 2,508 
EE 2 339 186 os 
Brazil .... — 29 144 48 168 27 
ee 205 3,993 948 76 47 
CED caeoceeun 27 12,156 2.093 350 238 
DE “iivcsnne< 30 58 21 80 48 
British Guiana..... ; cae 100 60 
SEE cccccadece 192 48 shi 
BUN eccces ences 67 4,458 375 
See 100 3,255 751 he 
L. ...... eer 229 2,450 577 25 14 
British India ; 1,378 1,717 318 
British Malaya..... 299 372 88 
CRUG. cocasvccens : 1,633 129 : 
CRB cece vase 97 9,017 1,130 176 178 
Java and Madura.. 979 > 
French Indo-China. 102 . —_ . 
Japan .... ian sesee Be 2,861 . 
Philippine Islands 349 16,842 3,967 2,780 2.515 
DD meee ce seus 16 , 
Syria onaeecewtnt . 
Turkey .... wer 27 
Australia .. ‘a 57 32,038 2,231 
British Oceania.... 31 eh 
New Zealand — 28 342 144 
British East Africa ; ‘ 
Union of So. Afr.. 15 2,676 216 100 59 
Egypt ..... . 342 onas owas 
Canary Islands 48 
Total $34,613 351,106 $43,665 9,440 $6,605 
Shipments from the United States to: 
Hawaili 272 5,969 $2,055 727 $435 


Porto Rico......... 4 15,994 1,806 40 17 


Fountain pens. 
Dozen 


‘19 «$383 


2351 5,726 
i i4 
2 53 
20 56) 


, 50 1,800 
118 1,916 
10 165 
1,029 13,590 


3 107 

y 56 

i (184 
144454) 
"17603 
4 13? 
131 3,173 
‘2 © 89 
24 49 
51 Tl 
3 30 
‘34 4,437 
9 212 

8 110 
15 498 
1 59 
‘3 © 86 


[ "63 1,460 
343 9,132 
69 1,662 


9 164 
573 4.933 
123 3,814 

10 296 
3,192 3327 
11 331 
60 84 
"g "57 

1 34 
‘6006 

4 85 

2 58 

4 239 


9 084 £65,054 


26 $639 
1 51 
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TRINER AIR MAIL SCALE 


Selected on Competitive Bids by U. S. 


Post Office Department Using 
30,000 No. 9 Scales 





EQUIPPING THE 
SERVICE WITH THIS 
SCALE IS THE GOVERNMENT'S 
MARK OF APPROVAL AND JUDGMENT 


It is entirely built of steel, with a brass beam 


t in beam with deep y — 
cu am ii) A] ape 
accurate weight. 


Write your Jobber for 


Each half ounce is cl 
notch—attaining easy 


Price moderate for FAST SELLING. 
Triner No. 9 Air Mail Seale. 


TRINER SCALE & MFG. CO. 


2714 W. 21st Street Chicago, IIl. 


We also manufacture Parcel Post and Mail 
Automatic Scales used by the Post Office Service 








SALESMENY! 


A 
NEW Sales 


Plan 
Is om Effect 
on the F & E 





New Type Style- Remov- 
able Slide 


lightning Check Writer! 


It offers the best and most satisfactory 
check writer proposition obtainable. 


WRITE OR WIRE US COLLECT FOR 
FULL DETAILS 


All communications strictly confidential 


The PIONEER ARABIC NUMERAL 
MACHINE 
“IMITATED—BUT UNEQUALLED” 


OF THE Us. 9 OOO DMDE5SE 


OF TH 


THE HEDMAN MANUFACTURING 
COMPANY 


1158 Center Street Chicago, III. 




















* i 


lor that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 
in its field, 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 


6816-6824 Arsenal St. ST. LOUIS, MO 








OFFICE APPLIANCES 


el 





FULTON 


DATERS AND STAMP PADS 


F: LTON DRI-KWIK 
Stamp Pads and FULTON 
and SERVICE Daters give 
lasting impressions of value, of 
quilte.diaed will, of service. 
Each product sells the name 
FULTON forever to your 
customers, suggesting other 
Fulton products and buitding for you 
substantial and increasing profits 


Fulton Specialty Co. 
New Jersey 





Elizabeth - - 








a, Ne.1. Printing Surface, 
834°x14".....$35.00 

Ne. 2. Printing Surface, 
- 1334 °x20"...$45.00 

7 Ne. 3. Printing Surface, 
=f , $60.00 



















THE GRAPHIC 
DUPLICATOR 


GELATINE ROLLS HEKTOGRAPHS 
For ALL Duplicators Various Styles and Sizes 


GRAPHIC DUPLICATOR CO., 270A Lafayette St., New York, N. Y. 


Manufacturers Since 1911 





HEKTOGRAPH REFILL 


In Tins 























it’s GOOD BUSINESS 


to stop where Business is Good! 


You'll find extra 
value in every- 
thing al New York’s 
most successful 
holel... 





of the town. Extra Value! 

A location in the heart of 
mid-town Manhattan “next 
door to everything.” Private 
tunnel to the Pennsylvania 
Station. B.&O. Motor Coach 
connections, too. 

The overwhelming success of 
the Hotel New Yorker is not 
built upon low rates alone; it 
is built upon BIGGER AND 
BETTER VALUE. Come and 
get it! 


A radio, tub, 


2,500 rooms. 
shower, circulating ice water, 
Servidor in every one of them. 


Extra value! Every room an 
oulside room—and 85% of them 
priced at $3.50 to $5.00. Extra 
value! 

116 new sample rooms. Four 
popular price restaurants, in- 
cluding a “speed counter” 


Coffee Shop—with 
7 
! 
l) 


food that is the talk 
RALPH HITZ, Managing Director 







NEW YORK'S MOST POPULAR HOTEL 


HOTEL NEW YORKER 


34th Street, at Sth Avenue, New York 
Chicago Office: 77 W. Washington St. 









"As 









A personal File for desk 


In olive green, grained walnut 
or mahogany this unit fills a spe- 
cialized demand for space econ- 
omy in personal use. Made in 
letter and legal sizes 16” deep. 
With or without lock with ASCO 


Short Depth File 
aN 


build up feature No. 301 short 
depth letter size stacks with No. 
3462 two drawer card cabinet. 


Every executive should have one 
on his desk Write for the in- 
formation about the complete 
ASCO line 


ART STEEL COMPANY, INC. 


NEW YORK, N. Y. 


300 E. 145TH STREET 













BOEHNER 


Improved 


CARD HOLDER 


Stationers and printers 

use it to build up thelr Site 7 
volume on business and 

personal cards. It takes 


the regular loose cards, 
holds them firm, keeps 





them clean. Holds 

one as securely as a 
full case Imported morocco binding—metal parts highly 
nickeled—28 different sizes. 


leather novelties only—we do not compete 


We manufacture 
Please mention size in asking 


with engravers or printers. 
for prices. 
Address, Department OA, 


Improved Boehner Binder Co. 


142-144 Fox Street Aurora, Illinois 
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SIMONSON meta TIP GUIDES 


For Vertical Letter Files, Ledger Posting Trays, Card Systems and 
Check Files, Are Indestructible 
















Send for Free Sample and 


NONE GENUINE UNLESS STAMPED U. S. 
Dealers’ Discount 


PATENT NO. 794,749 ON METAL TIP. 


Roger A. Simonson & Co. Manufacturers 122 S. Michigan Ave., Chicago 








"SP. DEALERS WANTED] | A Distinctive Line 
pod Fy ong gaan that will hold your trade 
po and Seay ne ottees TURNER & HARRISON 

e ossesses. oO 

BRE key business STANDARD, SILVER-ALLOY 
and GOLD-PLATE PENS 


MORE key business by 
selling 
Smoothest, slickest pens made 
Catalog on request 


The Master Key 
TURNER & HARRISON PEN MFG. CO., Inc. 


(No Rubber to wear out) 
Established 1876 


Write for Samples 
and Prices. 
PHILADELPHIA, PA. 
IMPRINT PENS A SPECIALTY 







© N273G6rcare 


TURNER @ HARRISON 


i 
wearer ou 
oon 








Speed Key Mfg. Co. Inc., 
29 Columbus Place 
Brooklyn N.Y. 




















WM to be successFut| | ASK YOURSELF 
IN THE NEW YORK MARKET this question about 


WAREHOUSE HERE cLAR-O-TyPr 


We will save you real money handling and distributing 

Pool oom, Se -s Car ™ Lots -— + for THE MODERN TYPE CLEANER 

dealers, Banks, Hote!s, Libraries, etc. e uncrate, : 

unpack and instal! at minimum cost with real efficiency. How many staple items on my shelves are as 
Our warehouse has the lowest possible insurance rates, good profit makers as CLAROT YPE? 


modern sprinkled service, and night guard patrol 
This question has been answered by over 3000 stationers. The 








WRITE FOR THE WHOLE STORY answer is this—Clarotype is a star staple item with the profit of 

a specialty. It is a repeat item with a 10 year reputation and the 

METROPOLITAN FURNITURE SERVICE endorsement of hundreds of thousands of stenographers. If you 
have neglected this item, write us today for brochure and turn 

611-627 W. 43rd St. New York this product into a 1931 asset in your business. Address THE 
THE LINK BETWEEN SHIPPER AND RECEIVER CLAROTYPE CO., 16-F, Hudson Street, NEW YORK, N. Y. 











TYPEWRITER-RIBBONS 


CARBON-PAPER DUPLICATING-INK 
‘THE TYBON RIBBONER 


T-Y¥-B-O-N spellsQUALITY—UNIFORMIT Y—SERVICE—SATISFACTION. Business builders 
that justify recommendation to the discriminating. Manufactured from the highest quality materials. Every 
article fully and unconditionally guaranteed. 


TYBON PRODUCTS PRODUCE AND REPEAT—REAL VALUE 
We have a real proposition. Let TYBON CO-OPERATION solve your problem. 
SEND FOR PARTICULARS TYBON CORPORATION 


1026 FILBERT STREET PHILADELPHIA, PA. 
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Gardner’s Pull Tab Leather Lines 


Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 








GARDNER’S HOT 
JOLD LETTERING 
MACHINES 








Write for Samples and 
Prices 


P. A. GARDNER 
LEATHER WORKS 


709 Pine St. St. Louis, Me. 





Pu TAR CARO LAS) 


**Steel-Strong”’ 
The Quality Line of Coin Handling Supplies. 


4 Styles Coin Wrappers 
2 Styles Bill Straps 
Coin Bags—Coin Storage Trays 
Coin Bag Seals —- Seal Presses 
Manual Coin Counters 
Tellers Moisteners 


Currency Racks 
Handy Wrapper Cabinets 











The C. L. Downey Co., 43 Clark St, Gcaeatt 6. 0. 











ip es 


REBUILT 
MIMEOGRAPHS 


Every Mimeograph we rebuild is 

absolutely guaranteed. In our 

twenty-six years of experience we 

have learned how. All models 

completely rebuilt. Investigate 
now! 


MIMEO SERVICE BUREAU 


132 Nassau Street NEW YORK, N. Y. 


A 








TIP TOP 
TRADE-MARK 


3 sizes 


FOR THE 


1K G@ 










i i i i i ie 


—the guide to qual- OAr 
ity in paper clips NO. oO 
: : Precision made [y] 


brass or nickel finish. 


OF) 








OO TT DN TD OD DSS SSS SVS uw ve 





pel 1AL = 
Pero" RAD DISTRig ™ 
o* %5 


Efficient and economical 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 
















Stanley R.Bristow 
24 Central Ave.West Orange.N.J. 



















Better Protection 


EILIN 


Generally acknowledged as the 
mark of Quality Protection. 


























Reg. U. S. Pat. O 

It Can't Slip Out Until You 

Release It. That’s the Free 

Hand binder—a handy little 
device, requiring only one 
hand. Papers are held securely 
until wanted, then released at 
a touch. The Free Hand is 
thoroughly practical and 
needed in every office. Ask for 
descriptive price list and stock 





sizes. 


FREE HAND BINDER COMPANY 


74-76 BEEKMAN STREET NEW YORK, N. Y. 











‘ : : 
> ' NO.1 Universally recognized as Better 
7 Your Jobber | . 

‘ or direct from ois | Protection. 

: factory. f 

> eye 

‘ a | The Meilink Steel Safe Co. 
> THE TIP TOP MFG. CO. Inc., Syracuse, N. Y. Toledo, Ohio 

Canaan Aqestnt Brows Basse ee adda: 











——E— 


N EW AUTOMATIC PENCILS 


One a Combination Pencil 
(Beautiful Colors) and Letter Opener 


Pens — Penholders — Steel Ink Erasers 


MILLER BROS. PEN CO. 


305 Broadway, NEW YORK CITY MERIDEN, CONN, 
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RIBBONS 


Dealers 


Sansom at Tenth Street 


U. S. TYPEWRITER RIBBON MEG. Co. 





ESTABLISHED 1895 


Inquiries Solicited 


CARBONS 


Philadelphia, Penna. 














OWA 


say O.K.A 


Progress with Progress 


Traditions grow, traditions die. That is one of the 
truths of life, and a natural accompaniment of progress 

—we can fly through the air, telegraph, telephone “and and 
television, whilst, some are dreaming of trips to Mars. 
Hold Fast the Good, Reach For the New 
The feet of progress trample on experience and break 


traditions. O K = 





2 ounce An unbeatable combination, cleans typewriter type in- 
, stantly and adds a sure-grip to the rubber roller. No 
bottle muss, no mess—special Sa er’s discount. 


50c 0. K. A. COMPANY 
Monadnock Building San Francisco, Calif. 














AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are mak- 
ing typewriting easier for thousands 
of users, Sales, both new and re- 
placement, are large. Write for prices 
and discounts. 


AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 






Above Below 
THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 


PAT. DECEMBER 21, 1915 














| THE COLYTT “REDI-ROLL”’ 
TELEPHONE MEMO 


A neat, compact writing shelf, y 
with paper roll, for attaching /7,, 
to the telephone stand—for (, 

memorandums. St hha 











Has continuous writing sur- Vi 
face for standard paper roll. 
Sharp cutting edge for tear 
ing off. 


Takes up small space 
leaving room for ce 
hand grip on tele- 

phone. 

Easily attached. PRICE 
Nickel and black $1.00 
finish. 


Dealers Write for Discounts 
THE COLYTT LABORATORIES 565 W. Washington St. 
L (Engineering) Chicago, Il. 











5,000 Staples in 
(1) Loading 


N2 wobbly tin gadget, 
this Eveready Stapler. 
No, sir! It's built to 
work right, and finished 
to do credit to any desk. 
Makes its own staples — 
cannot clog or jam. In 
attractive enamel Olive 
Green finish. 


“The roe of Long 
Experience and Knowl. 
edge of Requirements” 


EVEREADY MFG. CO. of BOSTON 


34 Southbridge Street, Worcester, Mass. 
GENERAL SALES OFFICE: 50 Church Street, New York, N. Y. 





MODEL A 

















Quick Sellers— Big Money Makers 


‘Instant’ Desk 
and Handy Files 
Pocket pages keep papers in or- 
der but instantly accessible, in- 
dexed A to Z, 1 to 31, or specially 
celluloid covered re- 
movable index tabs. 
Idea Books 
with pasteless pocket pages for 
news clippings. striking advts.. 
etc., instantly ble 
Albums for —y Purpose 


Au h, Camera, Portrait, 
Pos . Dise Record, Greeting 
Card, Memo A Books 


. ry. ‘ 
Handsomely illustrated School 


Backgammon, Scrap Books, 
Games, Double Dummy Bridge 
Boards 


Write for Prices and Special Discounts. 


W. C. Horn Bro. & Co., ist: 200 5th Ave., New York 














Sell This 


A bathroom or health scale 
that can be sold for $12. At- 
tractive, with appealing 
lines. Colors: six-spring 
mechanism—250 Ibs. capac- 
ity. This scale cannot tip. 
Write for prices on this 


popular item. 


Hanson Scale Co. 


525 N. Ada St., Chicago 























COIT’S IMPROVED LETTERING PENS 
DEALERS—Send for our Counter Display of 
12 Pens on 30 Days’ TRIAL at Our Expense 





For School Thousands 
Students of 
ARTISTS Satisfied 

Agents Jesse 
Salesmen 
Draughts- 5 
men Easy to 

Architects Make 

and with Coit 

Storekeepers Pen 





Real Estate » 
Manufactured by 


THE BRIDGEPORT PEN CO. 
BRIDGEPORT, CONN., U. S. A. 








STURGIS 


POSTURE CHAIRS 
And All-Metal 


TYPEWRITER 
STANDS 


Sold exclusively through Office 
Furniture Dealers 






Sturgis Posture Chair Co. 


No. 500 STURGIS, MICH. 

















Loose Leaf Rings 


No Large Brass 
Joint to Tear Nickel Plated 
Paper FIVE SIZES 


Inside Diameters 
4 "—1.35 Per 100 


Open Easily, 4° —150 © 
17% au .75 o o 
ee 1%"—2.65 “ « 
Securely 2-350 “ “ 


For loose leaf books, binding reports, blueprints, etc. 


Write for information Loose Leaf Metals 


on our lime of...... 


The E. W. Carpenter Mfg. Co. 
Bridgeport, Conn. 


























STOP evertastinc NOISE 





Made for L. C. Smith, Remington, Royal and Underwood 
typewriters. 

When ordering state make of machine. 

Saves repair calls, does away with desk drumming, makes 
typewriter more quiet and snappy. 

The typewriter is quickly and automatically attached and 
as quickly removed, without tools, from the desk. 

Sold at all offices of The L. C. Smith & Corona Typewriters, 
Inc. Ask for trial. 

Dealers write for liberal proposition. 


Smith Noise & Shock Eliminator 


303 Kellogg Street Syracuse, N. we | 
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SILICATE BLACK BOARDS £ 
Madc of the best material thoroughly 
seasoned—Framed or Unframed—All 
Frames are Oak Finished. U. S. Gov- 
ernment Contracts and New York City 
Board of Education Specifications for 
40 Years. = 

. 

CORK BULLETIN BOARDS, 

Framed or Unframed Sizes 18x 24 inches ' 
Frames are Oak Finished to 4x6 feet 


Dealers write for catalogue 


: N. Y. SILICATE BOOK SLATE CO. 





20 VESEY STREET NEW YORK CITY 
oe ee eo} 


Te Sa SRSESRPSRERRSRRSRREMERRERSARERSRER ESE I ate ne pn nn nn ee 
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ll SELF FINK 
STAMP PAD 


LAR KE PATENT 
TO RE-INK. TURN PAD UPSIDE OOWN INTO COVER Ig 
POUR ONLY SOLO INK ON FELT 


a ee .. + a” see s. 
ee te PATO JUNE 3 19!9 es «as 
Recommend SOLO for perfect rubber stamp impressions at 
all times Cannot become flooded—insures first-class service 
from rubber stamps under any atmospheric conditions, Not 
a felt pad—the secret is in the self-inking ribbon. 

PEERLESS CARBON & RIBBON MFG. CO. 

476-478 Broome Street, N. Y. 
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COP SPOS OLLI OL LOLOL OL OOD ODO 
Automatic Angle Back Binder 


Press lever— 

Binder opens. 

Alter contents. 

Press top cover down— 
Automatically locked. 


Quick as a Flash. 


It's the best yet. 
Inquiries solicited. 





Manufactured by 
G. J. Aigner Co., 503 S. Jefferson St., Chicage 


PEIPPOLP LOLOL PLP P LOD ODPOD DP OROODOOOOY 


SILVERGLO LAMPS are stand- 
ard equipment in some of the 
largest business offices in the 
country. 

Establish your accounts and 
watch for repeat orders. 

The booklet “Light by Silverglo” sug- 
gests proper light at point of use. 
Write for it now. 

A very profitable line with small in- 
vestment for you. 


SILVERGLO LAMPS, Inc. 
300 E. Federal St. Baltimore, Md. 








MAY, 1931 209 








t sada 2 mee rer) | HOGE Seer Ry | 











STAPLER 


Staples 30 sheets as easily as 2 


WON'T CLOG 

.. Written 
guarantee with 
each machine 






eg PRONG FASTENER 












cae ore oe 





This inexpensive device for binding papers 
consists of a base with 2 prongs and a lock The Hoge, No. 3, Stapler penetrates wood or fiber with the same ease 





per. Press plunger gently, or strike it a quick blow, the results are 
A ect. It meets every requirement—holds customers. 
Order a sample—if it doesn’t fulfill all expectations, send it back. 


compressor. A slight slip to the side causes 
the prongs to fasten and hold the papers 
securely. Nickel finish. Prongs are 1 % inches 








long with distance between of 2% inches. Your jobber can supply you. If not, write us 
wothe fer Geieen, THE HOGE MANUFACTURING CO. | 
THE ADJUSTIT DISPLAY SPECIALTY CO. i 23-25 EAST 21ST STREET, NEW YORK 








438 W. 37th St. R. ORTHWINE NEW YORK, N. Y. a aaa 





OF meee wee wee eee were were seme cee came cee see wee cee cee wee wee ae 


COTS 


— 
DRAWER 
CARD 
CABINETS 


SINGLE and 
DOUBLE 
DRAWERS, 
with or without 
locks. 











| 
| 
| 
| S> No.7 SS 




















52 pages of information including illustrations of all types 
of office machines—specimens of typewriter type—how to 
test adding machines for accuracy, etc., etc.—at a nominal 
price of only 25c 

Send for your copy today! 


RELIABLE 








securely. Finished in olive green, grained mahogany 
and walnut. Another Cole popular priced quick seller. 
Write for catalog and price list. 


COLE STEEL EQUIPMENT CO. 


33 Crescent St. Long Island City 


oS a seme comes see me fe me ee 


aa. TYPEWRITER & ADDING MACHINE CORP 


' 

> | 

| 

J 

| 

| 

| 

) 

) 

Made for all standard card sizes. Can be stacked j 
) 

) 

303 W. MONROE ST.. CHICACO, ILL... { 


) Cee 





MEET THE DEMAND Everyone 
P fitabl who buys 
rofitably weirtver 
In Apex, Summit, and Xtragood, the dealer has ink needs 
three qualities of ribbons and carbons to oftcr A. Ink 
customers which cover the whole gamut of H. A. 
demand. In the supreme test of use, Union Eradicator 


Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 


Union dealers. Do you wish to meet the Removes - from ogee and white clothing quickly and neatly, witho.t 
: damage to fabric. ut up in ¥-ounce d l-ounce bottles cked in 

? ge to P 2 an » pa 
demand—profitably: Write us. ctrong, meat Skytogen paper labeled boxes. Satisfaction guaranteed. 


Samples and trade discounts on request. 


Front and Laurel Streets 


PHILADELPHIA, PA. 1545-47 West Farms Road NEW YORK, N. Y. 


The Ravenswood Glass MA R K LO 


Desk Pad CELLULOID 


stn Z i |_-4 L ENVELOPES 
THE PAD WITH THE BRASS CORNERS Z : Z ss 


have the welded 
reinforced flexible 
edge seams. Ex- 
tra strong and 
finished in appear- 
ance. (Patented 
process.s.) 















































MARKILO Envelopes are made in all ring-book sizes. 
MARKILO INDEXER Strip (blank-label) ready-to-cut. 
Transparent signals, card cases, etc. Sample on request. 


RAVENSWOOD OFFICE SPECIALTIES CO. The Dozen System vs. Decimals, Booklet Mathamerica 25c 
1800 Newport Avenue, CHBCACO MarkiloCo., Mfrs.,936c W. 63rd St., Chicago, U.S.A. 


Send for our new price list. 
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“Mi B 99 To us “M. B.” stands for “MON BUREAU” 
* J 


To you “M. B.” stands for “MORE BUSINESS” 


This magazine has been in France the pioneer of modern 
business methods; it is the reason why it has gained so high 
a reputation among the most progressive business men of 


MON this country 
BU REAU If you advertise your goods in M. B. you are sure to reach 





Us masa O¢ Lonsanesanen the very public that is interested in your goods: office fur- 
COMMERCIALE € MNBUSTRICLLE niture and general modern office equipment of every descrip- 
se deena tion. Not only will your ads be read by a large and 


sympathetic public but your copy stands every chance of 
being believed, as M. B. in its capacity of an expert in 
sound business methods has won the confidence and affec- 
tion of its readers. 


If you want to appeal to the most progressive French firms, 
M. B. is the very medium for your advertising. You need 
not apply to any other. Just concentrate in M. B. Remem- 
——— ber that its initials stand for ‘MORE BUSINESS” for you 
= a and write today for a free copy of this live wire publication. 














The Advertising Manager 


“MON BUREAU” 


186, Faubourg St-Martin 


PARIS Xéme Arrt. (France) 


SRSUVSVSENSNSENSENSNSENSERVSEVENGENSNSNENSNSNVSNSVSENVSENSERNSRVSRVERVSRVLPRVSRVPRSRPRPRERVERPRSRVSRLSR 


FRSVENVSEVSERVSVERVSRSEVENENVINGRVENSENSENSNSNSENSMSMSENSMSMSMSMESsess 


. $4 














More Business for You 
In the British Empire 


An executive subscription circulation amongst similar firms in the British 
covering a large percentage of the up- Dominions and Colonies (except Can- 
to-date firms in the United Kingdom, ada), including high spots in European 
plus a valuable subscription circulation business centres. 


BUSINESS 


THE JOURNAL OF MODERN METHODS & MANAGEMENT 
(Estab. in England in 1907 as SYSTEM, The Magazine of Business) 





AN IDEAL MEDIUM FOR 


Testing the Britishand RR Backing up a British ( Direct Mail Order re- 
Imperial Market Branch or Agency sults 


A report on general business conditions or specifically on opportunities for specific equipment or services 
will be sent free without obligation on application to:— 


> & ite Street, London, 
Advertisement Manager B U y q N EK % . ne wy — 
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The leading 


trade paper 


for the 
Office Equipment Industry 
in 


Germany 





BB 
R 






“Biiro-Bedarf-Rundschau 


(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 


Subscription Rates 


$4 per year $6 for 2 years 


Specimen copy free 


Buiro-Bedarf-Rundschau 
Berlin-Charlottenburg 5 
Germany 














THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE $400 POST FREE 


The most valuable money- 
making volume ever placed 
before the Stationer Trade— 
Contains nearly 200 hints in 
connection with every depart- 
ment of your business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equipment. 
It is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stationer may find sugges- 
tions on the particular phase of his business that he may be 
interested in at the time. The subjects run all the way from 
account books to window dressing and are written in such a 
way that the volume is an excellent reference book. 


—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller's Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome. —The British Printer. 


A good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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Burroughs | 


ELECTRIC CALCULATOR 





10 Column Capacity 
List Price 


‘300 


Delivered U.S.A. 





More Production Per Operator 


Electric operation and a light, uniform touch 
for all keys provide speed and ease that 
result in an increased output for each indi- 
vidual operator. Let us demonstrate the 


Burroughs Electric Calculator on your own work. 


Burroughs Adding Machine Co., 6415 Second Blvd., Detroit, Mich. 














MODERN 
ADDRESSOGRAPH 
RECORDS 


The Addressograph self- writing 
records shown are a few from over 
35 different styles provided for the 
permanent recording of an exceed- 
ingly wide range of record data. 

There are one-piece records for 
simple names and addresses... 
sectional records that permit fre- 
quent or partial changes of infor- 
mation... records accommodating 
lengthy specifications ...and 
others that provide for day-to-day 
recording. 

They can be indexed, cross-in- 
dexed, and fitted with classifica- 
tion tabs, making them readily 
usable for reference, for automatic 
selection, and for automatic self- 
writing purposes. Bei 
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DIRECT 


The ordinary business record serves 
merely for reference . . . nothing more. 
Names and data must be copied from 
them by hand. Hand copying costs 
money. Simply to head a statement 
irom a ledger page, for instance, re- 
es 50 or more separate ti 
ddressograph self-writing records 
remove the expense of ordinary rec- 
ords\ Whether it be a name and ad- 
dress\of a customer or prospect —a 
description or specification — an 
employée’s name — any data on an 
Addresspgraph record writes itself 
mechanidally on any form in ONE 
motion. 
Whether 
fundamental 














ou maintain but a few 
cords ...or thousands 



































y7 PRINTS FROM TYPE ~ 


From Records to Forms 


...0r copy names and information from 
these records frequently or infrequently 
on statements, bills, sales literature, 
cards, orders, checks, payroll forms, 
and other business forms... Addresso- 
graph can save money for you. 

In the handling of direct mail and 
sales promotional literature...in 
addition to the numerous record keep- 
ing and writing jobs it performs. .. 
the Addressograph has been for years 
standard equipment. 

An Addressograph representative 
can disclose facts of real value to you 
..-8how you that the MACHINE PRE- 
CISION of Addressograph is 10 io 50 
times faster ... more economical... 
more accurate... than slow, costly, 
hand writing of names or data. 


ADDRESSOGRAPH COMPANY 
General Offices: 

901 West Van Buren Street, Chicago, U.S. A. 

Addressograph Co., Ltd., Toronto, Ontario 

Addressograph, Limited, London N. W. 10 

facturing Co., Chicago 
Divisions of 

Addressograph International 

Corporation 

Factories: Chicago, Toronto, London, Berlin, 


Paris. Sales and service agencies in the 
principal cities of the world. 


¢ A. * MA 
» 





Copyright 1931, Addressograph Co. 
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OFFICE 


THE EXECUTIVE 
MACHINE 
































The nerve-center of any business...the 
executive office... must have quiet. Heads 
must be clear...nerves rested... for wide- 
awake, straight thinking. That’s why ex- 
ecutives choose the Underwood Noiseless 
Typewriter for their private offices. 

Equipped with this smooth-running 
quiet typewriter, the executive office is 
itself smooth-running. Letters are typed 
in quiet. Business is carried on all day 
long with undisturbed efficiency. 

The Underwood Noiseless pleases ex- 
ecutives because it enables them to con- 


centrate on the problems before them... 


and secretaries because it is 


perfectly 


balanced, easy to operate, and allows 
them, too, to finish each day’s work on 
time... without fatigue. 


Backed by 


Underwood resources and Underwood 


Underwood experience, 


service, the Underwood Noiseless is the 
ideal machine for the executive office. 
Ask for a demonstration. 


——_———— 


TNDERWOOD 


Standard, Noiseless and Portable Ts pewriters . .. Bookkeeping Machines 
PRODUCT OF — NDERWOOD ELLIOTT FISHER COMPANY 
Marketed by 
TU nderw ood Typewriter Co., 342 Madison Avenue, New York, N. Y 
SALES AND SERVICE EVERYWHPFRE 


“Underwood, Flliott-Fisher, Sundstrand Speed the World's Business” 


The UNDERWOOD NOISELESS 


EXE ¢ T iv eE 


THE 


o F FICE 


MAC HIN E 











